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ALL in the crowd, now. 
Everyone can listen in with 
as much joy as one man at 

the headphones. Here is a loud- 

speaker with a reproducing range 
so wide that it gets all the tones— 
the high notes—and the low ones— 
with all their overtones and partials 

—full and rich. With a horn so 

perfect that it causes no distortion 

—adds no vibration of its own. 

And a one-finger adjustment that 

controls the volume, at your pleas- 

ure. Everything—music, speech, 
sports news—clear for the crowd! 

No more one-man radio sets. 

Everybody gets it—all! 





Radiola 
Loudspeaker 
Model U. Z. 
—1320 


Price 
$36.50 












This symbol 
of quality 
is your pro- 
tection 


© Corporation of America (| 
Sales Offices: Dept. 2071 


q 233 Broadway, New York 
Chicago, Ill. 433 California Street, San Francisco, Cal. 
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Something Electrical for Mother 
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Above—‘* Mitzi” lives in an 
electrical home—Mitzi, the 
most popular musical comedy 
actress in the country. Her 
home at Gedney Farms, N. Y., 
is equipped with all the elec- 
trical comforts and labor-savers. 
She can do her own washing 
between breakfast and the 
matinee—which, with an 
actress, is a very short time 
indeed. 
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Below—Never too young or too 
rich to enjoy the radio. Here is 
the only American millionaire 
under seven years of age— 
Jackie Coogan—and his play- 
mate, Betty Gulick, “listening 
in.” J. C. believes in “doing 
it electrically” and then nobody 
need stay at home to do house- 
work and everybody’s children 
can be taken to the movies. 
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Miss Martha Gon- 
zales, called ‘‘the 
American Venus — a 
perfect 34” and win- 
ner of innumerable 
beauty contests, 
knows that the secret 
of happiness is to take 
life easy. She uses 
electrical appliances 
to save hurry, worry 
and work. 


Electrical Gifts 


Are Not Expensive 


A Christmas gift, to be all we want it to 

be, must have just that touch of luxury 

that lifts it out of the class of the things 

we buy every day. Electrical gifts have 

it — even the least expensive of them. 

All the gifts in the following list may be 
found for less than $5: 


Electric candlestick 

Novelty pulls for 
pull chains 

Desk lamp 

Novelty night light 

Phonograph record 
flashlight 

Appliance cord set 

Bells 

Boudoir lamp 

Christmas tree 
lights 

Curling iron 

Decorative switch 
plate 

Cigar lighter 

Disk stove 


Fan 

Heating pad 

Immersion heater 

Incense burner 

Iron, boudoir 

Lamps, tinted 

Radio parts 

Toaster 

Vibrator 

Sewing lamp 

Flashlight 

Electric house 
number 

Radium locators 

Appliance connec- 
tor for the dining 
table 





Electrical Gifts 
from $5 to $10 


Christmas tree 
lighting set 


Cigar lighter—for the den 


Ivory cigarette lighter- 
for the boudoir 

Curling iron 

Fan 

Electric candlestick 

Boudoir lamp 

Disk stove 

Desk lamp 

Flowers, illuminated 

Heater, radiant 

Heating pad 

Ice cream freezer 

Immersion heater 

Incense burner 


Iron, boudoir or traveler’s, 


in cretonne case 
Lamps, silk, glass, or 
parchment-shaded 
Milk warmer 
Novelty night lights 
Percolator 
Phonograph motor 
Radio parts 
Table stoves 
Toaster 
Vibrator 
Grill 
Piano lamp 
Sewing lamp 
Shaving mirror, lighted 
Electric samovar 
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Electrical Gifts 
from $10 to $20 


Chafing dish 

Clock, electric 

Percolator 

Waffle iron 

Curling iron 

Drink mixer 

Egg beater 

Electric blanket 

Churn 

Fan, decorative 

Fireless cooker 

Flower basket, 
illuminated 

Hair dryer 

Heater, radiant 
and fireplace 

Heating pad 

Incense burnér 

Aquarium, lighted 

Intercommunicating 
telephone 

Lamps 

Radio parts 

Sewing machine motor 

Table, wired for electricity 

Table stoves 

Trouser-presser 

Vibrator 

Boudoir lamp 

Bridge lamp 

Floor lamp 

Grill 

Novelty night light 
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Electrical Gifts from $20 to $30 


Baskets, utility 
and sewing baskets, 
electrically lighted 

Chafing dish 

Clocks, electric 

Fan 

Fireless cooker 

Flower trays, 
electrically 
illuminated 


Something More 
Than “‘ Just a Gift’’ 


“Time hurries by into 
eternity’—but even 
time may be caught on 
the march and forced to 
disgorge a store of 
golden hours for those 
who ask! Every electri- 
cal gift carries with it 
release from hours of 
care—whether it be an 
electric range, an elec- 
tric timepiece (the clock 
that needs no winding), 
or only an electrically 
lighted work-basket, 
graced with a lamp to 
make easier the work of 
busy fingers. 


Hearing device 
Heater, radiant 

and fireplace 

amps 

Percolator set 
Pressure cooker 
Radio parts 
Serving tray, lighted 
Vibrator 
Violet-ray set 





Electrical Gifts 
from $30 to $50 


Clock, electric 
Cookerette 
Desk set, complete 
with electric lamp 
Electric tea wagon 
Fan, decorative 
Fireless cooker, 
electrically heated 
Fireplace logs, electric 
Fountain, decorative 
Kitchen utility motor 
Lamps 
Mirror—decorative, 
electrically lighted 
Percolator set 
Radio parts 
Sewing machine 
Ventilating outfit 
Basket, utility or sewing 
basket, electrically lighted 
Floor lamp 


$50 and Over 


Silver percolator set 

Clock system, electric 

Clothes washer 

Cooking stove 

Dishwasher 

Ironing machine 

Phonograph, electric 

Piano, electric 

Radio set 

Range 

Refrigerator 

Sewing machine 

Vacuum cleaner 

Lamp—fioor, table 

Kitchen unit for mixing, 
grinding, etc. 


| Waffles 


¥ 
G4 


an 


WSL wea 


For the right Brummelian 
crease and eternal freedom 
from that wavering outline at 
the knees, many a man would 
barter his hope of immortal- 
ity. Here, then, is the present 
for him. It’s electrical, of 
course. 


From heaven to waffles is only 
a short cry after all, to the 
mind of many a young person 
we know—or older one, too, 
for that matter. An electric 
waffle iron is only one of a 
host of electrical gifts which 
would find a warm welcome 
in any family. 
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Every Day—Starting Xmas Morning 


Sanna, 





The Candle 
in the Window 


With e steadier glow 
and a lovelier light, the 
Christmes candle once 
more sends its encient 
message from friendly 
windows. For today 
those candles are elec- 
tric, though their 
meaning remains, as of 
old——‘‘Greetings and a 
peaceful Christmas, to 
all who pass this way.” 
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“Trees of Light” 


And happy neighbors, 
homeward-bound and 
package-laden, pause a 
moment at the home 
where a lighted Christ. 
mas tree stands out. 
doors, a fountain of 
light in the crisp snow, 
It bespeaks, more than 
mere words could do, 
that household’s 
friendly regard for its 
neighbors. 
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Community Christmas 



















rs, tree% festivals have be- 
nd come the electrical man’s 
a H. ave a chief contribution to his 
ne community’s observance 
t. ‘ of Christmas — because 
t- Comm uni t y Tree they were made possible, 
of in the beginning, by the 
W. 


electric lighting of those 
trees. No lighted Christ- 
mastree, no festival! The 
photo shows last year’s 
Municipal Christmas 
Tree in Chicago, sur- 
rounded by illuminated 
arches. 


; in Your Town 


This Christmas! 
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Say “Merry Christmas” 


Below—Two small Christ 
mas trees, on either side of 
this doorway, were strung 
with lights last Christmas 
and connected with the 
porch outlet. Each evening 
during the holidays, the 
trees were lighted, to wel 
come guests or greet 
neighbors. 


Below—-Though the tree 
shown below was set up ina 
private graden, the whole 
neighborhood shared in the 
enjoyment of its beauty, 
and its message of Christ 
mas cheer. A tree in one’s 
garden is a Christmas gift 
to the whole neighborhood. 











































NDOOR Christmas trees we have had for 

generations! But electric lights,— which 
have made such home trees so convenient and 
perfectly safe from fire hazard,—have also 
opened up new possibilities in outdoor deco- 
rations at Christmas-time. 


Growing evergreen trees on home lawns can 
be lighted with holiday brilliance, spreading 
messages of holiday cheer all up and down 
their streets. In some cities whole residential 
communities are being decorated in this beau- 
tiful way. ; 


Tubbed shrubs at doorways, and wreaths 
in windows can also be lighted with strings 
of Christmas lamps, as the pictures show. 


And of course every town should have its 
Community Tree, brilliantly lighted. Such a 
tree on a hospital lawn, (see center picture), 
brought its cheer and radiance to the inmates 
who viewed it from their windows, <_nd to all 
in the community who had none of their own. 


Electrically—to All Outdoors! 


Below—Holly wreaths are 
easily strung with lights, 
and the effect, seen at night 
over a lawn of gleaming 
snow, is really beautiful. 
One Christmas tree set is 
usually used for each wreath, 
—multiplying the opportu- 
nity to sell sets. 


Below—One outdoor Christ- 
mas tree is sure to be fol- 
lowed by half-a-dozen others 
next Christmas in the same 
neighborhood. If your com- 
munity hasn’t had any yet, 
suggest to some leading 
citizen that he set the 
fashion! 
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The Eleventh-Hour Shopper— 











What He’s Worth 


VERY Christmas market works up to a cli- 

B max. Income the shoppers and they come 

in increasing numbers until December 24, 

when a turn of the calendar chops it off. The most 

active demand, the fastest selling, and the biggest 

profits come at the end when the eleventh-hour 
men and women come hurtling into the ring. 

The eleventh-hour shopper may be a nuisance. 
He comes when stocks are depleted. He makes 
the dealer order more at the last minute. He puts 
a pressure on the jobber and the manufacturer 
for rush deliveries. But nevertheless he represents 
a very sizeable proportion of this whole great 
Christmas merchandising harvest, and you want 
him to come to your store. 


VERY year the storekeepers in every city 

try to make the public do their Christmas 
shopping early. It is a good idea. It undoubtedly 
helps the situation no little. But for all of that, 
the rush is bound to come in the last week—the 
last few days—according to tradition. 

The thing to do, therefore, is to adapt and 
organize your business to this Christmas market 
as it is and keep your stock and your selling at the 
high pitch of completeness just as long as there 
is money to be made. Reserve stock will dwindle, 
but let the shopper still find everything electrical 
until the end. Don’t sacrifice the best day’s busi- 
ness just because it may unfortunately be the last. 
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Dr. Steinmetz on “The Electrical 
Appliances of the Future” 


The Great Engineer’s Vision of the Coming Developments in the Art, 
as Revealed in an Interview Given to “Electrical Mer- 
chandising” Shortly Before His Recent Illness 


R. CHARLES PROTEUS 
I) STEINMETZ, without ques- 
tion the greatest electrical 
engineer of his age, died suddenly of 
heart disease, Friday morning, 
October 26, as every newspaper 
reader knows. Dr. Steinmetz had 
just returned from a trip to the 
Pacific Coast, and so many had been 
the speeches and addresses imposed 
upon him by his admirers all along 
the route of his travels, that it ap- 
pears possible he overtaxed his frail 
body and brought on the condition 
which caused his sudden death. 
Although Dr. Steinmetz’ name is 
best known in connection with 
abstruse mathematical problems, 
complex electrical phenomena, and 
the terrific high voltages of “artifi- 
cial lightning,” the distinguished 
engineer had within the last two or 
three years been taking a deep inter- 
est in the subject of electrical appli- 
ances in the home. 


ing machines, ironing machines, 
cleaning machines, and devices for 
heating and cooking by electricity 
will grow in the future —tremen- 
dously! You noticed that during the 
war, while everything else went up, 
the cost of electric current remained 
low. In the future, mines will be 
electrified and the cost of coal will be 
reduced, and with that reduction will 
come a reduction in the cost of cur- 
rent. Electricity will be much more 
generally used in housekeeping than 
it is now—further solving the servant 
problem.” 

But while electrical labor-saving 
appliances will grow in numbers and 
in extent of use to-a degree now un- 
dreamed of, the appliances of five, 
ten and twenty years from now, Dr. 
Steinmetz pointed out, will un- 
doubtedly be extensions in principle 
of the various electrical appliances 
so familiar to us today. 


The rotary electric motor as 
applied in all these motor-driven 
appliances is, as it stands, an ex- 
tremely efficient and simple power- 
developing machine. No other form 
of motor can begin to compare with 
its simplicity. Compare the silent, 
swift-turning electric-motor rotor 
with the hundreds of moving parts 
in an equivalent internal-combustion 
engine, suggested Dr. Steinmetz. In 
the electric motor we have approached 
the ideal power machine in many 
ways, and it will be the development 
of the future to apply this rotary 
motion to the tasks of the household. 


Motors and Heating Appliances 
Already Approach Limits 
of Efficiency 


The alternating-current electric 
motor, like the transformer through 
which its power comes, is today very 
nearly up to the limits of possible 
electrical efficiency, — unlike the 





Recognizing Dr. Steinmetz’ BG) 


prophetic vision with respect not 
only to the future use of these 
household electrical devices, but 
also the probable evolution in 
form and physical principles of 
the appliances themselves, Elec- 
trical Merchandising arranged to 
have a staff member interview 
Dr. Steinmetz just preceding his 
prolonged illness earlier in the 
year, and the notes of this inter- 
view were about ready to be sub- 
mitted to him at his Schenectady 
home when word came of his 
untimely death. 


“Electrical Appliances Will | 
Grow in Use— 
Tremendously!” 


“Electricity, which solved the 
servant problem for the American 
housewife when the war put up 
wages,” said Dr. Steinmetz,” will 
make housekeeping increasingly 








incandescent lamp, which in its 
highest development today pos- 
esses a luminous efficiency of 
hardly ten per cent, when com- 
pared with the possible output of 
light for the same energy, as per- 
- formed by the physiological proc- 
ess of the firefly. We may there- 
fore still expect long strides 
indeed in the progress of light 
sources energized by electricity, 
but the electric motor and its 
family of power devices are al- 
ready far up toward the very 
highest efficiency that may be 
expected. 

The same comment applies also 
to the electric heating devices. 
Every such device is an absolutely 
100-per-cent heat producer, in 
terms of the electrical energy 
supplied it. Even our incandes- 
cent lamps, though only ten-per- 
cent efficient as light producers, 
are nevertheless 100-per-cent ef- 








easy inthefuture. We have only 


Dr, 
begun the use of electricity in Housekeeping Institute, New York City, when he had of their output is directly deliv- 


luncheon with the staff and inspected the tests of 


Steinmetz snapshotteu during a visit to Good fective as heaters, for nine-tenths 


the home. The number of wash- household electrical appliances. 


ered as heat, and the light they 
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develop ultimately fritters down into 
heat. In electric heating and cooking 
appliances, therefore, the development 
of the future will come in the control 
and application of the electrical heat 
so efficiently produced. Improve- 
ments in thermal conducting paths 
to apply and utilize it, and thermal 
insulators to keep it within bounds, 
are about all we can expect in the 
future evolution of electric heating. 
Development here will distinctly be 
along the lines of refinement of pres- 
ent principles of operation and, prob- 
ably, present construction. 


Advances Predicted in Electrical 
Refrigeration for Homes 


One of the few exceptions made 
by Dr. Steinmetz to his general 
observations concerning future appli- 
ance evolution, concerns the electrical 
refrigerator or ‘“ice-box.” In this 
field undoubtedly some new method 
of attaining low temperatures through 
the simplest kind of mechanical 
means will be worked out. Already 
a move in that direction has been 
made in the “absorption-type” house- 
hold refrigerator, an outfit that em- 
ploys no motor or compressor but 
only an electric heater to “boil” the 
refrigerant, on the principle well 
known to refrigerating engineers. 
If, as has been declared, such a elec- 
tric refrigerating unit can be manu- 
factured for $50 to $75, ready to be 
put into any existing refrigerator 
box, the problem of first cost will 
be solved for many purchasers. 
Other possibilities for refrigerating 
directly by electricity lie in certain 
well-known physical phenomena, such 
as the production of “cold” at the 
junction of two dissimilar metals. 
A wholly new principle of electric 
_refrigeration may be developed on 
this principle, Dr. Steinmetz admit- 
ted during the interview,—comment- 
ing “Who can tell?” 

With existing appliances so effi- 
cient in the utilization of electricity, 
it must therefore be on the end of 
the production of the electricity that 
reductions in expense may be ex- 
pected in the future. Development 
of natural waterpowers will come, 
and with this development the tying 
together of plants by “superpower” 
networks stretching across the coun- 
try from ocean to ocean, so that no 
one section will alone feel the ‘‘peak 
of the load,” as at present, but the 
peak will move like a vast wave west- 
ward over the system, permitting 
neighboring plants to help the sec- 
tion under peak-load conditions, and 


being themselves helped in turn when 
they are reached by the peak wave 
of power demand. 


Electric Power from the 
Sun’s Rays 


And then again, some time in the 
future, when the coal supply will be 
exhausted and all the water powers 
developed, what will feed the power 
demand of an ever-increasing popula- 
tion? Will our civilization come to 
a standstill for lack of further energy 
supply, and then begin to decay,— 
because there is no standstill in 
nature? 

What other energy supply can be 





Probably the last photograph ever taken 
of Dr. Steinmetz. It,shows him with Doug- 
las Fairbanks, the screen actor, who is 
pointing out to him the sights of moving- 
picture land. This photograph was made 
during Dr. Steinmetz’s trip to the Pacific 
Coast early in October. Returning from 


thousand millions of horsepower, 
thousands of times larger than all 
the water power and all the power 
we now get from coal. So this is the 
problem for the engineers of the 
future—to harness the energy of 
sunlight; this accomplished, there 
will never be any more lack of elec- 
tricity or electrical power. 

In reality, the energy which we 
use today is the energy of the sun- 
light. The heat of the sun’s rays 
evaporates the water, the water 


vapor rises to the clouds, condenses 
and comes down as rain, feeding the 
rivers which give us the water power. 
Thus the energy which raised the 





this trip, the chief consulting engineer of 
the General Electric Company, and one of 
the world’s most famous engineers, died 
suddenly at his home in Schenectady, N. Y., 
October 26, from acute dilatation of the 
heart following an attack of chronic 
myocarditis. 





opened up? Oil and natural gas will 
long have vanished; indeed, they will 
be the first to go. Wind and tides 
and wave power may be used as far 
as possible, but their total is so 
insignificant that it does not come 
into consideration. There is only 
one other source of energy left, and 
that is the energy of the sunlight, 
but this is the greatest of all ener- 
gies—though we have no economical 
means yet to utilize it. 

The amount of energy of the sun- 
light falling on the uninhabited and 
uninhabitable regions of our coun- 
try, the deserts, is over two hundred 


water, and which we get from the 
water power plant, is the energy of 
present day sunlight. When we burn 
coal, it is again the energy of sun- 
light we use, but from the rays of 
the sun millions of years ago on the 
primeval forests of the carboniferous 
period, when the earth was still 
younger. Then the plants stored the 
energy of the sun’s rays in their 
wooden structure, and the wood 
turned to coal through the ages, and 
we are using up in a few centuries 
the energy of the sunlight which 
nature has stored through millions 
of years in the coal mines. 





- 
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The city of the future will be with- 
out furnaces, steam-heating plants 
and coal and gas stoves, for they will 
be replaced by electric-heating units 
and by electric ranges, declared Dr. 
Steinmetz. 

When all heating is done electri- 
cally, one may have exactly the tem- 
perature wished, at no more trouble 
than is involved in setting a thermo- 
stat. If one wishes a room tempera- 
ture of 70 degrees, he will set the 
thermostat at 70, and when that 
temperature is reached, the current 
will automatically be turned off by 
the thermostat, which will just as 
promptly turn it on—automatically, 
again—the moment it falls below 
70 degrees. This temperature will 
be maintained uniformly,— regard- 
less of the weather outside. This 
will also hold true on a warm day 
when the temperature outside may 
be 90 or 100 degrees. The same elec- 
trical apparatus will cool the air, and, 
what is more, will also keep the 
humidity normal at all times. 

It should be made very plain, of 
course, that universal electric house 
heating is under present conditions, 
economically absolutely impossible 
unless an entirely different method 
of construction, heating and ventila- 
tion is used. This will include better 
methods of insulation for houses and 
a regenerative system of heating 
which will allow heating to be done 
without waste. Merely replacing the 
coal furnace by an electric heater 
would be hopelessly expensive even 
with the cheapest water power. 

The most essential purpose of a 
cellar today is as a satisfactory place 
to house the heating furnace, the 
coal supply and ashes. With the 
future “home electrical,’ these two 


purposes will be eliminated and the 
cellar can be used for a garage. 

With the electrical improvement to 
come, there will be a change in our 
transportation system. There will 
be electrical automobiles, and elec- 
trical bicycles and tricycles will be 
available to almost anyone.  Rail- 
roads in general will be electrified. 

When a friend calls with his elec- 
tric vehicle it will be driven into the 
cellar and the battery will be re- 
charged while she is making her 
call. It will not make any difference 
to the householder’s bill, for declared 
Dr. Steinmetz, the electricity cus- 
tomers of the future will be charged 
for the use of so many “outlets” or 
attachment receptacles. 


“Spotless Towns” Will Follow in 
the All-Electric Era 


The factory chimney with the 
cloud of smoke. which it throws out 
over our industrial cities will go. 
So will the house chimney unless we 
want one left for a fireplace. 

All these changes in our domestic 
life will tend to revolutionize the 
appearance of our streets. No dirt, 
dust or smoke will be permissible 
and our cities will be more sanitary. 
The streets will be beautifully clean. 
Without fires and with no animals 
for traction labor, there will be no 
dust or dirt. The atmosphere will 
be cleared. 

With clean, pure air we will be 
able to make our yards more attrac- 
tive and cities will improve and 
beautify their parks. Evergreen pine 
trees can be grown near our homes, 
adding to the health of the com- 
munity. These are not grown easily 
in the cities today because of the 
smoke, dust and gases. 


. 





Christmas Gift Certificates Makes After-Christmas Sales 


ELECTRICAL CO- ihe ameoi LEAGUE 





or any electrical merchandise to the extent of 


in extending Christmas Greetings to you 
presents this Gift Certificate which will be honored by the undersigned Electragist for electrical appliances 





Dollars. ($ 


The undersigned Electragist is a member of the ELECTRICAL CO-OPERATIVE LEAGUE and is, —— _qual- 


ified to serve you in any electrical matter. Any information wil! gladly be given you concerning the 





and how they may be used efficiently and economically. The League, too, offers you its services and pein without ‘charge. 








To bring the best results, gift certificates 
must be properly worded and handled. They 
must be attractive and Christmas-y in ap- 
pearance, to give real pleasure when they 
are received. The certificate shown above. 





which was distributed by the Denver E'ec- 
trical Co-operative Le sague, was printed in 
two colors. It was made in duplicate, to be 
filled out by the dealer with a carbon copy, 
the original to be handed to the purchaser. 


Dr. Steinmetz’ Career 


Charles Proteus Steinmetz was born Apri! 
9, 1865, at Breslau, Germany. He was edu- 
cated at the “Gymnasium” (high school) 
and then at the University of Breslau, 
where he studied mathematics and astron 
omy,. then physics and chemistry, and 
finally, for a short time, medicine and na- 
tional economy. Involved in the_ socia! 
democratic agitation against the govern- 
ment, he escaped to Switzerland in 1888, 
and there studied mechanical engineering 
at the Polytechnisum. In 1889 he emigrated 
to America, and found a position with the 
Osterheld & EHickemeyer Manufacturing 
Company, first as draftsman, then as de- 
signer. With the absorption of the Eicke- 
meyer-Field interest by the General Elec- 
tric Company, and the transfer of the lat- 
ter’s headquarters to Schenectady in the 
spring of 1894,.Dr. Steinmetz organized and 
took charge of the calculation and design 
of the company’s apparatus and of its re- 
search and development work. In recent 
years he had acted as chief consulting engi- 
neer for the company. 





With the coming of this electrical 
era in a future not far off, men and 
women will not need to work more 
than four hours a day, predicted Dr. 
Steinmetz. 

All work of the drudgery type will 
be the job of electricity. The rest of 
the time we will be able to follow 
our respective natural bents. 

“But when I say that the workers 
will work but four hours a day and 
200 days a year, I do not mean that 
they will be idle non-producers the 
balance of the time. Leisure will be 
e-cupied in productive diversions 
satisfying the particular instincts of 
the individual. We will be more col- 
lectivistic in the operation of our 
essential productive life and _ indi- 
vidualistic in the pursuit of persona] 
happiness and contentment. 

“With expansion of leisure time 
and ever-increasing transportation 
facilities millions who now live in 
cities from necessity will spend the 
major portion of their lives beyond 
the city in suburban areas or rural 
sections. 

“The first natural effect of men’s 
proximity to idle soil space is the de- 
velopment of an agricultural pursuit. 
Millions will be raising most, if not 
all of the food for their families as 
a pleasure-giving occupation. 

“Leisure will stimulate educational 
interests in every conceivable direc- 
tion and man will become a highly 
informed and much more intelligent 
and self-expressive creature than he 
is today. 

“We are at the threshold of an 
age, greater in its significance to the 
mass of humanity than even the 
hundred years through which we 
have passed, miraculous as the fruits 
of those years may seem to have 
been. For no other period in re- 
corded or unrecorded history = 
nessed such a flowering of man’s 
ingenuity.” 


ae. 
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“Profit-plus-Revenue” 


Merchandising 


The Daylight-Kitchen Unit Campaign of The Ohio Public Service Company, 
Followed by Drive on 200-Watt Table Portables 


N JANUARY of 1905 I wrote 

an ad for the American Electric 

Heater Company in which it was 
argued that central stations could 
afford to give away electric flat irons 
for the sake of the revenue produced. 

I should have been shot for that 
job. A funeral just at the time 
might have inconvenienced my 
family—such affairs sometimes in- 
terfere with the placid routine—but 
it would have been better un- 
doubtedly for the industry if I had 
been promptly - made away with. 
Because that pernicious principle of 
giving, or almost giving away appli- 
ances for the sake of the current 
consumption, caused an amount of 
animus, rough-house and_ actual 
money loss which can scarcely be 


By FRANK B. RAE, Jr. 


measured. And it was all my fault. 

It took the central-station industry 
fully ten years to realize that appli- 
ance sales for revenue only was a 
bum steer and fallacy, and another 
ten years to get around to where 
something like sound merchandising 
principles entirely prevailed. And 
now along comes T. O. Kennedy of 
The Ohio Public Service Company, 
with an idea so perilously near the 
old hokum that I can conscientiously 
present it only after plastering it 
over with bright red labels — 
“Danger” and “Handle With Care.” 

The Kennedy idea is to sell appli- 
ances, not for the merchandising 
profit, nor yet for the current reve- 
nue, but for both. The danger is 
that some hair-triggered central- 


station commercial man may go off 
half cocked and forget the merchan- 
dising profit, thereby tossing us 
back into the cat-and-dog turmoil of 
twenty years ago. Hence the bright 
red signs of warning to all who here 
read—‘“‘Handle with Care.” 

The first example of the Kennedy 
profit-plus-revenue policy of mer- 
chandising was the “daylight-kitchen 
unit” campaign, which has_ been 
pretty well discussed and quite 
widely copied through the industry. 
For this campaign Kennedy selected 
a high grade, attractive ceiling unit 
equipped with a 150-watt daylight 
lamp, and his organization sold these 
units to approximately twenty-five 
per cent of all the 34,818 residence 
customers in the towns they serve. 
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A sales meeting of the Mansfield new busi- 
ness department of The Ohio Public Service 
Company, discussing plans for the campaign 


on portable lamps with 200-watt lamps. The 
lamp was offered at $18, no money down, 
and easy monthly payments of $1.50 each. 








This lamp is a semi-indirect unit which 
lights a whole room. The customer gets 
real light and the company real load. 
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The hope was that these lights = 
would increase each customer’s an- CAMPAIGN ON 200-Watr TABLE PorTABLES 
nual consumption by 100 watts x | | No.of No. of — 
1,000 hours of burning, or 100 kw-hr. m. New Business No. of Selling Lamps No. of Customers 
’ ’ | Division Manager Salesmen Days Sol Customers Sold 
per customer per year. The actual es sie bene 2 Moshe OTRO 20 ssn 8 11 411 6,862 6 
. Pa. os Sees 2 36 83 1,850 4.5 
result was that for the month - Elyria.......... R. 8. Davies........ { 4-42 ds. } 42 203 5,463 3.7 
August, 1923, with the units in every Lorain J. C. McClendon — 30 345 6,500 5.3 
fourth kitchen in the territory, the Mansfield....... OR aaa See 9 25 498 6,700 7.4 
z DROGMBNIOR 6:5 oc.6c Bs Coe WUODS 6 hier acdas 8 30 260 4,800 5.4 
consumption increased almost 150,- Warren......... A. MGM... 05.6535 3 15 375 7,700 4.8 
000 kw.-hr., or an average of 2.4 “ ted 2,175 39,875 Avg. 5.6 
kw.-hr. per customer over the pre- Estimated increased revenue: per year per lamp, $5.85; total per year, $12,700.00. 
ceding August. Figuring a bit, we pe — 


find this to be 9.6 kw.-hr. more per 
each for those who bought kitchen 
lights, or 115.2 kw.-hr. per such 
customer per year, which is close 
enough to the original estimates to 
call it a bull’s eye. To be sure, a 
miscellany of other “current-consum- 
ing’ appliances were sold between 
August, 1922, and August of this 
year, but against this we must 
remember that 3,338 new customers 
were added to the -lines, and that 
these new customers always lower 
the average of consumption because 
it takes some time to build up their 
load. So for all practical purposes, 
Kennedy made good on his estimated 
increase of 100 kw.-hr. per year from 
each kitchen unit. 

Which units he sold at a profit— 
don’t forget that. 

The price was figured to take care 
of all advertising, soliciting, bonuses 
to the new business managers, 
tranportation, installation, carrying 

















charges on the time payments, and 
a little velvet for the treasurer to 
carry over to the profit account. It 
wasn’t a profiteer’s profit—I’ll admit 
that—but it was a good, clean piece 
of change which can be found not 
only on the books but in the bank. 

For fuller details write Mr. 
Kennedy. 

The next trial of this policy of 
selling current .consumption at a 
profit, is a campaign now completing 
in which The- Ohio Public Service 
Company offers table portables 
equipped with 200-watt lamps. 

As is well known, the average 
household portable is lamped with 
anything from 50 to 150 watts, gen- 
erally so arranged that only 25 or 
50 watts burns except when a neigh- 
bor drops in to play rhum. The lamp 
selected by Kennedy does not permit 
this sort of misapplied thrift. It is 
a semi-indirect unit which adequately 





The day-light kitchen unit campaign of the 
Ghio Public Service Company, increased 
each customer’s consumption over 100 kw.- 





hr. a year, and not only was the current 
revenue increased, but a good merchandis- 
ing profit was made on each unit sold. 


lights a whole room and takes 200 
honest-weight watts to do it. The 
customer gets real illumination and 
the company gets real load. Which 
is what both want. 

The current consumption increase 
estimated for this campaign was 
based upon the sale of 2,500 lamps 
burning two hours daily and using 
an average of 100-more watts than 
the customers’ previous methods of 
lighting. This figures 100 w. x 2 hrs. 
x 365 days, or 73 kw.hr. per lamp 
per year. At their average residence 
lighting rate of 8c. per kw.-hr. The 
Ohio Public Service Company thus 
figures to get $5.85 more per lamp 
per year than these customers pre- 
viously consumed, or a total increase 
in revenue of $14,600 for the 2,500 
lamps expected to be sold. 

As a matter of fact, 2,175 lamps 
were sold in the first thirty days of 
the campaign, and 234 since then, so 
the increase figures $14,092.68. That 
the quota was not exceeded in the 
month originally allotted to the 
effort was due to the fact that de- 
liveries of the lamps were not made 
according to schedule, with conse- 
quent confusion in getting the sale 
under way. 


The Seven Points to the Proposition 


The proposition to the public was 
so simple to understand and so pain- 
less to accept that sales resistance 
was at the lowest minimum. First 
of all, the lamp was a bargain. Next, 
the sale was limited as to time— 
decision to buy had to be made 
promptly, without procrastination. 
Third, a whole week’s free trial was 
given, so folks knew exactly what 
they were buying. Fourth, the cost 
was split up into easy payments of 
$1.50 per month for 12 months. 
Fifth, there was no down payment— 
the lamps were left on approval and 
if satisfactory the first payment re- 
quired was the installment added to 
the succeeding month’s bill. Sixth, 
there were four color combinations 


of the silk shades so the customer 
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&) 
That Hour After Dinner 


Phone 3141 for 
7 Day Free Trial , - P 
After dinner comes the pleasant hour 


when the family gathers in the living room. 
Sister makes for the piano—to try the late 
est hit. Dad hides behind his paper. Mother 
remembers that Ann’s frock needs lengthens 
ing 

Everyone has his own little sphere of 
activity — and each one needs good light. 
Let them have it. And all from ONE lamp. 
A Duplex Lighting Table Lamp will give 
plenty of clear, bright light—in every part 
of the room. 


The Ohio Public Service Co. 


ELECTRICAL HEADQUARTERS 


A 














Newspaper advertising, of the distinctive 
stamp reproduced above, was the basis of 
the daylight kitchen unit campaign of the 
Ohio Public Service Company. 





had a chance to exercise her judg- 
ment and taste (if any) in the selec- 
tion of a lamp which would fit the 
home environment. Seventh, the 
lamp has actual “talking points’—it 
is different from the run-of-factory 
lamps which every store in town has 
on display—so the salesmen were 
able to put up a strong, enthusiastic 
and convincing solicitation. 

If you will just check back over 
that list of merchandising assentials, 
you will observe that Kennedy and 
his co-operators in the new business 
departments of the seven Ohio Public 
Service divisions formulated a pro- 
position which was as nearly success- 
insured as is practically possible. 
Any sale that embodies these seven 
factors will move merchandise. 

Provided the proposition is backed 
with salesmanship and advertising. 


Manner of Advertising Left to 
Local Managers 


As in all the utilities under Henry 
L. Doherty influence, The Ohio Public 
Service Company gives considerable 
latitude to the local managers and 
new business executives. It is up to 
them to get results, and Kennedy 
does not believe that results are best 
secured when the man in the driver’s 
seat is continually sawing on the 
reins. He gives ’em their heads and 
asks for results—results, understand, 
not alibis. 

In this campaign, a broadside or 
mailing card was provided, but its 
use was optional with the local man- 
agement. Likewise newspaper ad- 
vertising was authorized—if, as and 
when the local managers wanted to 
use it. About the only cut-and-dry 
thing about the campaign was the 


proposition; all the rest—that is, the 
making of the sales—was distinctly 
and coldly up to the local new busi- 
ness departments. That they came 
through practically according to 
schedule is evidenced by the tabu- 
lation on the opposite page. 


It must be remembered that two 
big obstructions stand in the way of 
large sales of this particular illu- 
minating appliance. In the first 
place, the lamps can be sold only 
where there is a convenience outlet 
properly located to accommodate 
them. In the second place, an $18 
lamp is a fairly high priced job, ad- 
mittedly out of reach of a great 
many householders who use electric- 
ity. That 5.6 per cent of all Ohio 
Public Service customers bought 
these lamps on a thirty-days’ cam- 
paign indicates a breadth of market 
for devices of this type which few 
of us, I think, have appreciated. 


Seeing Markets Where No 
“Demand” Exists 


Which brings us down to what, to 
my mind, is the big thing that dif- 
ferentiates Kennedy from a lot of 
other competent men in this indus- 
try; namely, his ability to see fat 
markets when there is no visible or 
audible “demand.” Take the kitchen 
light proposition, for example. 
We’ve gone on allowing builders to 
stick a single light combination 
fixture in the center of the kitchen 
for the past twenty years. We’ve 


allowed housewives to lamp those 
fixtures with something between 25 
and 50 watts. If anybody broached 
the subject, we said, “There’s no de- 
mand for a high candlepower kitchen 
light.” Yet Kennedy saw the invis- 
ible opportunity; he framed a pro- 
position which made this opportunity 
real, and he thereby sold a unit which 
gives him 100 kw.-hr. per year from 
approximately 25 per cent of all the 
customers he serves. His company 
sells something better than three- 
quarters of a million additional kilo- 
watt-hours annually—and the cus- 
tomers are enthusiastically pleased. 


What the Industry Can Do 


The same ability to see a real 
opportunity in the rubbish of port- 
able lamp business is what lies be- 
hind the campaign here described. 
It isn’t a big campaign, nor spec- 
tacular. But if the central station 
industry as a whole can sell five 
per cent of its 8,467,600 residence 
customers a lamp which consumes 
73 kw.-hr. more than the present 
lighting equipment, it will give a 
boost to income which will have to 
be measured in millions. 

And all—don’t forget this—with- 
out messing up present conditions of 
appliance merchandising. This stuff 
can be sold, as Kennedy sells it, at a 
good profit, and upon terms and con- 
ditions which any substantial and 
progressive electrical merchant can 
meet or beat. 











F COURSE you want to sell 
electrical toys. Aside from the 
actual profits made, they create a 
Christmas-y excitement in your store 
—with their clanging bells, humming 
motors and rushing trains—altogether 
an atmosphere most conducive to the 
purchase of electrical gifts! © 
But the electrical store es a toy 
mart still needs a bit of advertising 
for Christmas buyers to look upon it 
as such—advertising such as the 
following, which other dealers have 
successfully used. Adapt them to 
your own advertising copy this 
Christmas: 


“TQ‘LECTRIC trains for the man- 

child. As the twig is bent, so is 
the tree inclined. Our electric toys 
are a practical education in the form 
of amusement. . . .”—Garret Miller 
& Company, Philadelphia, Pa. 





Advertise Your 
“Toy Department 
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“FEL®@ctRICAL toys of all kinds 
. . . just as easily obtained and 
just as cheap as things less lasting and 
without educ¢tional value.””—Capital 
Electric Company, Atlanta, Ga. 


ae fat, pink-cheeked old 
: Santa peeks into the homes 
hereabouts on Christmas Eve, he’s 
going to say: “This is what I call an 


electrical Christmas!’’”’—The Ohio 
Public Service Company, Alliance, 
Ohio. 


“we to be gained by put- 
ting it off longer? Bobbie has 
expressed a wish for a certain kind of 
an electric train. Come to High’s 
toyland tomorrow and you'll find just 
what Bobbie and Mary want. Wait- 
ing a few days may spell disappoint- 
ment for your youngsters at Christ- 
mas.” — High’s, Atlanta, Ga. 









































Twenty-One Practical and 
' Tested Ideas to Put toWork 


The Telephone Is a Real 
Sales Help 
ANY electrical dealers have found the 
telephone most useful in closing 
Christmas sales. One dealer decides on one 
appliance thet makes a generally acceptable 
gift for a man—a ciger lighter, an immersion 
heater or a shaving mug. Then he puts one 
of his staff et the task of celling up by tele- 
phone every woman prospect on his prospect 
list, to ask her if he can’t help her out with 
a Christmas gift suggestion for her father, 
husband, sweetheert or uncle. He attributes 
his success in obtaining orders in this 
manner to two facts—first, that almost 
every woman is worrying about @ suitable 
and different gift for some one eround 
Christmas time; second, that she is less 
likely to cut short a courteous sales talk 
over the telephone than she would at the 
doorway. 

In carrying out this suggestion, try and 
do the telephoning yourself. If time is lack- 
ing in which to do it yourself, chose someone 
of your staff who possesses a plee sing person- 
ality and has a good telephone voice. Other- 
wise, the benefits will not be realized. 


Proper Display of Appliances 
an Aid to Ready Sales 


HE electrical dealer can adopt with 

advantage certain methods which have 
brought success in department end specialty 
stores. Staple articles and ready sellers for 
which there is a certain and staple demand 
should be placed at the rear of the store; 
those lines which depend for their sale on 
attracting the attention of the shopper at 
the front and in the path of travel of shop- 
pers. Thus, the less frequently sold appli- 
ances, boudoir lamps, novelties, new devices, 
etc., should be grouped on tables at the 
front of the store, where the casual shopper 
is compelled to observe them in approach- 
ing and leaving the rear of the store. 


For Your Last Minute 


All articles, which are not strictly of a 
Christmas gift nature, are best placed in the 
background, so as to not detract from the 
holiday appearance of the store. Appliances 
should be grouped so as to be in conspicuous 
view of visitors to the store, such that a 
prospective buyer can not overlook them. 


Give Some Time to Training 
the Sales Force 


RRESULTS attained in the store depend 
lergely on the training and effective- 
ness of your sales people. Train them to 
wait on one customer at a time and to give 
undivided attention so far as possible to the 
customer in hand. Confusion and mistakes 
will be avoided. Impress upon your sales 
people that patience is indispensable during 
the Christmas rush and in meeting the 
frequent indecision of shoppers. Regular 
customers may be won from the casual 
shoppers who visit the store during holiday 
time; clerks should be urged to use every 
care in cultivating the friendship of these 
casual visitors to the store. 

The outside sales force, in particular, and 
the inside staff as well, should develop the 
“suggestive’”’ method of selling. To produce 
good results and give no cause for annoyance 
to the buyer, the suggestion of articles 
which might prove of interest, must be done 
tactfully and with no show of insistence. 


Use Gift Lists 


O EVERY customer who comes into 

your store, hand a complete list of 
electrical Christmas gifts—with suggestions 
“for Father, for Mother, for Daughter,” etc. 
Mail out such lists to your regular customers 
and to preferred prospects. Attractive lists 
of this kind can be cbtained from several 
sources. A very complete listing of available 
Christmas gifts appears in the Home 
Electrical Section accompanying this issue 
of Electrical Merchandising. 





A Christmas Window Which Will Stop the Passer-by 

















The Christmas-y atmosphere is due to the 
use of snappy Santa Claus and wreath cut- 
outs. Note that each of the Santa Claus 
cut-outs point to a specific appliance. The 
floor covering is preferably of scarlet or 








green velvet, although black may be used. 
The background is a neutral gray. The 
window is effective because a limited num- 
ber of appliances have been used, thus 
avoiding a confusing effect. 
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Better Light for Merchants’ 
Xmas Selling 


WNERS of smaller stores in the out- 
lying sections are given a suggestion 
as to why they need better lights when the 
Detroit Edison Company of Detroit, Mich., 
talks to them at the psychological moment 
at Christmas time. If a small merchant sees 
trade drifting by his place he is likely to be 
interested in the following ad: 





Your Store Lighting 


NE of the principal reasons why 

customers crowd the big down- 

town store is that the illumination is 
generally of fine quality. 

Light has a psychological influence. 
It may attract or it may repel. 

It is clearly established that 
customers are attracted by, stay 
longer in, and shop with greater 
pleasure at, a skillfully lighted store. 

Your lighting may be holding back 
yo r business. You can consult with 
one of our illuminating engineers 
without charge or obligation. 











Utilizing Delayed Shipments 
as an Asset 


N THE rush of Christmas business, 

sometimes goods greatly in demand are 
delayed in being received, and reach one’s 
store only at the last minute. You can 
capitalize the delay by drawing attention 
to it in the same wey as Marshall Field & 
Co., Chicago, have done. 

“They’ve come, Senty! They’ve come! 
The delayed shipment of ——--—.” 

“They’ve come, Santy! Now you won’t 
have to disappoint a single little girl or boy 
after all.” 


Christmas Gift Certificates 


’[HE Denver Electrical Co-operative 
League initiated a Christmas Gift 
Certificate Campaign last year with gcod 
results. Where the buyer was in doubt in 
selecting a suitable gift, the gift certificate 
was found to assure satisfaction both to 
giver and recipient. Also, the late buyer 
found the gift certificate a boon and its use 
resulted in sales which otherwise would not 
have been made. The gift certificate pos- 
sesses a further advantage in thet it brings 
two customer prospects to the store—the 
giver and the recipient. Lines which are 
sometimes left over after the holiday rush 
are found to be cleared. Gift certificates 
were used. 

To bring satisfaction to the dealer, gift 
certificates must be properly worded and 
handled. As used in Denver, the certificat: 
was 7 in. x 3} in. in size and printed in two 
colors, holly red and black. These certi 
ficates were made in duplicate to be filled 
out by the dealer with a carbon copy. The 
original is handed to the purchaser, to be 
delivered to the intended recipient and th: 
carbon copy is reteined by the dealer as an 
office record. When the purchase is made. 
the reverse side is signed by the recipient as 
a receipt for the goods delivered. The clause 
making it non-transferable and void after a 
given date is to protect the recipient against 
its misuse or long delay in presenting the 
certificate. 

Gift certificates are issued in denomina- 
tions of $2.50, $5 and in multiples of $5 up 
to $25. They are best obtained as the joint 
effort of several dealers in a locality or of 
the members of a local league. 
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| Christmas Selling! 


Feature Christmas Tree 
Lighting Outfits 


HE demand for these outfits is now 

well established and the electrical 
dealer is the logical source of supply, es- 
pecially for outfits of the better grade. A 
means of drawing this trade with a mini- 
mum of effort is through the medium of a 
well-lighted, attractive tree set up in the 
window. Obviously, the tree should have 
plenty of lights to make the brilliancy and 
variety of colored lights a drawing card. 
This will draw the children, who at this 
time of the year have much to do with 
focusing the attention of their parents on 
stores where gifts are to be bought. 

In some places, it is the practice to place 
this tree at the end of the store, with the 
object of attracting visitors the full length 
of the store. It is best to avoid overburden- 
ing such a display tree with tinsel and other 
bright objects as an excess of this decorative 
material tends to detract from the effect 
produced by the lamp outfit which it is 
desired to feature. 


Christmas Greeting Cards 


; * edded convenience for shoppers and 
one which lends character to the 
electric shop is the Christmas Greeting 
Card, bearing the firm’s imprint. These are 
made available to shoppers visiting the store 
for sending greetings to friends end to en- 
close with gifts purchased at the store, as is 
done in florists’ shops. For this purpose, 
Christmas cards of an éttractive design 
should be selected and imprinted with the 
firm néme and address, preferably at the top 
center of the card. The space below or to 
the side of the Christmas design is left 
blank, to provide space in which the sender 
writes words of greeting and the signature. 
These cerds may be placed on the “rest 
spot”’ table or may be left at the cashier’s 
desk for distribution to proper users. 


Illuminated Christmas 


Wreaths 


y gers a good decoretion for your store and 
also make sales for Christmas tree 
lighting outfits. Make up the wreath of 
holly or of evergreen and wire it with a 
Christmas tree lighting outfit, using red and 
green lamps. Other merchants drawn by 
the striking Christmas-y appearance of 
these illuminated wreaths are led to bay 
them és a novel decoration for their store. 
Illuminated wreaths of this character are 
very helpful in drawing prospective buyers 
to the rear of the store, when the wreaths 
are placed on the wall or in a good position 
at the back of the store. This is an effective 
method of compelling the prospect to view 
the appliances on display the full length of 
the store. 


Have a Resting Spot for the 
Tired Christmas Shopper 


F ALL the memories connected with 
holiday shopping, that of fatigue is the 
most outstanding, in the mind of shoppers. 
A pleasing recollection, definitely associated 
with your store, may be planted in the mind 
of your women visitors who, as tired shop- 
pers, find this rest spot a haven of rest. 
A spot or a corner in your store may be set 
aside and fitted with two or three small 
tables and the necessary chairs. A sign, 
“You Are Welcome to Rest Here”’ should be 
placed in a prominent location, readily 
visible to all entering the store. It might 
carry an arrow pointing to the direction in 
which the Rest Spot is to be found. 
Christmas Greeting Cards, if these are used 


in your store, should be provided on the 
table; also, ink and pens, for addressing 
packages and filling out cards. 


To Induce Your Sales People 
to Exert Their Best Efforts 


FFERING a cash prize for the largest 

amount of merchandise sold from the 
floor during the month of December, is an 
excellent method of inducing sales people to 
put forth their best efforts during the Christ- 
mas season. To obtain the best results, this 
should take the form of a contest in which 
each salesman and saleswoman on the floor 
is entered as a contestant. The total weekly 
sales for each contestant is posted on a 
bulletin, to be seen by all, from week to 








Six Ways to Use This 


“*Flectrical Santa’’ 











This smiling cardboard “cut-out” 


ure of Santa Claus, which has becn 
developed by the Society for Klec- 
trical Development, Ine., 522 Fifth 
Avenue, New York City, for the 1923 
electrical Christmas season, is being 
sold in sets of 8 for $1.75; two 
$3.2 three $4.50, In each set 
of eight, there are three Santas point- 
ing to the right, three to the left, and 
two downward. 


io 
ns- 


sets 


PIL ie sets, 


Use these cheerful figures: 


(1) 
(2) 


To decorate your windows. 

To decorate your show 
and gift tables. 

To send with Christmas pack- 
ages. 

To give to the _ kiddies 
come into your store, 
To give to 

ete, 


cases 
(3) 


(4) who 


(5) churches, schools, 


(6) As place-cards at luncheons or 
dinners of civic or electrical 


organizations, 











(3795) 


Compiled by The Society 
for Electrical Development 


week. This arouses a spirit of competitive 
effort between the sales people which makes 
for good sales results. 

Emphasis should be given, however, to 
the fact that the cultivation of good will 
for all year round business and serving the 
interests of the customer are not to be 
sacrified in the effort to close sales with the 
sole thought of reaching a high total. 

Another variation of the cash prize plan 
is to offer 2 weekly cesh prize of $5 or $10 
for the largest amount of merchandise 
moved during the week. This is usually 
supplemented by a grand prize for the 
largest sales for the month. 


“Wire for Electricity—for 
Christmas !”’ 


THOMPSON, electrical contractor -deal- 
* er of New Bedford, Mass., advertised 
an electrical installation for Christmas gifts: 

“There’s one gift, Mr. Head-of-the- 
House, that will serve for your whole house- 
ful—and make you the most popular mem- 
ber of the family. And it will be a gift from 
which you will benefit as well. 

“Electric service will transform your 
home, giving it added comfort, convenience 
and cheer. With your home wired, you 
have, at your command, for the touch of a 
button, better light, subdued or glowing; 
and many time and labor-saving or pleasure- 
giving appliances. Electric service will add 
to the happiness of the whole family—not 
only as a Christmas gift, but for many years 
to come! 


“Wire for Electricity—Do it for Christmas.’ 


Free Electricity for First 300 
Wired Homes 


HE first 300 homes that place orders for 

wiring in Nashville, Tenn., dur’ng the 
holiday season, get free all the electricity 
they can use from then on until February 
15. This plan is used each year by the 
Nashville Railway & Light Company to 
stimulate house-wiring at this season. Pay- 
ments for the installations are spread over a 
year. 

Picture the Family— 
with Gifts 

‘IROCURE a set of pictures of mother, 
* dad, sister, brother, baby, 
and the bride, and feature them 
window, each with a group of 
suitable for gifts. Such pictures have been 
often published as a series and should be 
readily available. Such a display will give a 
distinct appeal to your store 
display. 


grandma 
in your 
appliances 


window 


Get Name of Gift Recipients 
HEN you sell a percolator or an iron 
that is obviously intended es e gift for 

someone, suggest that the recipient might 
appreciate a letter or a call from you after 
Xmas on the use and care of the appliance. 
This is a good way to names and 
addresses for following up after the holidays. 


A Way to Build Up Your 


Mailing List 


A® YOU teke the order for each electrical 
Christmas gift, the 


get name and 
address of the purchaser and «also of the 
person to whom the gift is going. This 
latter information, as you can explain to the 
customer, will be useful in looking up the 
proper voltage, current and cycles and also 
later in the event service is required. 
Preferred names like these make a splendid 
mailing list, for Christmas use and 
afterwards. 


get 
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Philadelphia’s First “Home Electric” 


I 


ry | 


Was the Philadelphia Home Electric a 


success? Well—the picture above shows 
the regular Sunday line-up of folks wanting 
to gain admittance; there were 54,500 of 





ila 


‘em by the end of the month. Incidentally, 
the Home Electric sold for $5,000 more 
than any of the other houses on the block, 
all of which were on the same model. 





HEY say that the first hun- 

dred years of married life are 

the hardest. So are the first 
hundred years of getting up the 
first Home Electric in your city— 
especially if it happens to be a big 
city. It’s a great deal easier to put 
on a Home Electric in medium 
sized towns and cities than to do so 
in the metropolitan areas, because in 
the smaller places, the local electrical 
interests are usually closer together 
and better acquainted with each 
other; and the newspapers are 
smaller and more personal, and the 
people themselves are more apt to 
be interested and are easier to 
reach. 

So the very bigness and diversity 
of a city like Philadelphia made it 
difficult to put over an Electric 
Home with the eclat and enthusiasm 
of a smaller place—say in cities of a 
hundred thousand or less, or even 
cities of several hundred thousand. 









In the first place, the various elec- 
trical interests are not apt to be as 
closely affiliated as in a smaller 
town and the public itself has so 
many diversions in the way of 
theatres, movies, lec- 


Attendance 54,539 in Four 
Weeks. How the Builder 
Co-operated. Home Sold 
for $5,000 More Than Neigh- 


boring Similar Houses 
By_CLARA H. ZILLESSEN 


obtain proper publicity and write- 
ups in the big city dailies for there 
is too much “front page” stuff in 
the way of murders and bootlegging 
activities to allow much comment 
for a Home Electric proposition. 
Any community which wants a 
Home Electric can learn how to go 
about it from the experience of past 
Homes and from the Society for 
Electrical Development. There have 
been somewhere between three and 
four hundred Electric Homes in the 
country and the experience in or- 
ganizing these and carrying them 
to successful conclusion is available 





tures, etc., that it is 
harder to interest. Then 
there is the question of 
location — no matter 
where in a big city you 
place your Home Elec- 
tric, it will be hard to 
reach from certain other 
sections. And it is ex- 
ceedingly difficult to 


sl elitizwe 4 -eria 
LINCOLN DRIVE Bemww MT. AIRY AVE 
GEPT. 27-OCT 26 

























to any other community 
wishing to put through a 
similar proposition. 

The Philadelphia 
Home Electric was 








handled by an especially 





A bus (left) pro- 
vided by the builder, 
brought people from 
the trolley ‘ine to 
the Home E ectric. 
On the way, you’d 
pass the special 
parking place for 
autos, (above) also 
donated by the 
builder. The park- 
ing space had a 
huge “Home Elec- 
trie’ biliboard and 
another big sign at 
the street corner 
pointed out the en- 
trance to “Home 
Electric Street.’’ No. 
wouldbe visitor 
could get lost. 





created organization of 
the electrical industries 
in that city which was 
known as the “Asso- 
ciated Electrical Industries of Phil- 
adelphia,” headed by David C. Bird- 
sell as chairman. To Mr. Birdsell’s 
untiring energy and unselfish efforts, 
much of the credit of the success of 
the electric home is due. The organ- 
ization name had its own publicity 
value, as the very name assured 
people that the whole project was 
entirely educational and had no com- 
mercial string attached to it. Its 
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activities were received with rather 
a lukewarm attitude at first, with 
only a few scattered spots of enthu- 
siasm, but, as is usually the case, as 
soon as the committee made a few 
home runs in getting things started 
everybody began to get interested 
and enthusiastic, and throughout the 
entire time, did their best to co- 
operate. 


Getting the Right Builder 
to Co-operate 

Getting the right builder to co- 
operate was the first important step. 
The committee finally sold one of 
the best and most widely-known op- 
erative builders in Philadelphia, 
Mr. John H. McClatchy, on the 
proposition and he agreed to turn 
over one of his houses as_ the 
electric home. The house was the 





The 


corner side of a twin house. 
real-estate operation covered both 


sides of the street. The exterior of 
the house was very attractive, and 
the builder spent several thousand 
dollars in changing the interior so 
that parties of guests could be 
routed through without colliding, 
and also in enlarging several of the 
rooms to make them comfortable 
enough to handle the groups as they 
were sent through. Nothing was too 
much trouble for him. He donated 
a parking space for cars and put up 
a huge archway entrance, with an 
electric sign reading “home electric.” 
The archway looked bare to him one 
day, so the next day as if by magic 
three tall evergreen trees appeared 
on either side. He had several huge 
signs painted at strategic traffic 
points and loaned the committee a 
large number of wooden arrows to 
direct auto and pedestrian traffic to 
the house. He also donated a sub- 


stantial sum for advertising, and 
himself advertised the Home Electric 
in the newspapers, both in connec- 
tion with the particular operation 
in question and his other building 
activities. 


The house itself was a three story 
affair, two stories of which were 
given over to the electric activities. 
This made it a_ typical three- 
bedroom house. It was furnished 
and decorated by John Wanamaker 
in a simple but very attractive man- 
ner, as shown by the photographs. 
Wiring was planned by the electrical 
people and special luminaires were 































If you came early, 
you would pass right 


through the “‘“we'- 
come” arch at the 
entrance (left) and 


up to the house, 
where you would be 


welcomed by the 
manager and _  host- 
esses (above). But 
if the line of visitors 
was long, and the 
day was hot, you 


would probably be 
served with lemonade 
by the three dainty 
little ‘“‘Blossom-Time” 
maids. 

installed. The house as it stood 
with the extra wiring and lighting 
was sold at $20,000, although it was 
one of a row of similar houses 
which sold at $15,000. It was lo- 
cated near the Germantown sec- 
tion of Philadelphia, easily and 
pleasantly accessible by motor; not 


quite so readily available by trolley. 


Married Women of Refinement 
as “Hostesses” 


So much for the organization and 
the house itself. The outstanding 
features were numerous, and they 
are really the things that are of 
vital interest. In the first place the 
house itself was completed and fur- 
nished eight days before the adver- 
tised opening, so that pictures could 
be taken and delegations of women’s 
clubs and various electrical interests 
could be shown through and their 
constructive criticisms considered. 
It also gave the “hostesses”—we 
never called them demonstrators—a 
chance to try their talks in the 
various rooms “on the dog,” as 
it were, in order to thoroughly 
familiarize themselves with every- 
thing in the house. 








Various _ electrical 
men from out-of town 
who have gone 
through anywhere 
from five to twenty of 
the country’s electric 
homes, remarked par- 
ticularly on the very 
high type of women 
we procured to act as 
hostesses, and the splendid way in 
which they talked to the crowds. 
They were mostly married women 
of refinement, education and cul- 
ture, with extra time on their 
hands. Not one of them had had any 
electrical experience whatever. But 
they were all attractive, well-spoken 
and nicely dressed, and they were 
certainly thoroughly drilled in their 
work. 

Each room—‘“stations” we called 
them—could be handled by two or 
three of the girls, and each station 
had its own little talk covering the 
various points which could be given 

















To the untiring energy and unselfish efforts 


of David C. Birdsell, much of the success 
of the electrical home was due. Mr. Bird- 
sell is chairman of the Associated Electrical 
Industries of Philadelphia. 
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in the time alloted. It goes to show 
that this problem of getting the 
proper people to man a Home 
Electric—and every city which has 
ever attempted a Home Electric 
knows that this is indeed a serious 
problem—can be properly handled, 
because in spite of the gruelling 
work of standing on their feet for 
hours and repeating the same story 
at least fifteen times an hour, we 
never lost a girl during the entire 
four to five weeks, and at the end of 
the time, all were enthusiastic and 
anxious for the next home. Appli- 
cations for the hostess positions 
were obtained through carefully 
worded want ads and also recruited 
from the ranks of the friends and 
relatives of the people connected 
with the Home Electric. 


Attendance Never Dropped Off, 
but Grew Steadily from Day 
to Day 


From the figures available, we be- 
lieve that with one or two excep- 
tions, Philadelphia’s Home Electric 
had the largest attendance of any- 
54,539 people in 32 days. These 
were recorded on a hand counter 
and did not include children under 
twelve years of age. The greatest 
attendance on any one day was on a 
particularly beautiful October Sun- 


— 


day and totaled 3,435 people, which 
made a maximum number of 322 
visitors per hour. This was the last 
day of the Home—as a matter of 
fact, the attendance never dropped 
off; it grew steadily from day to 
day of the Home—as a matter of 
people waiting for entrance in the 
Home—sometimes the line stretched 
down for the entire block. We 
found upon investigation that the 
maximum time required to gain ad- 
mittance to the Home after getting 
in line was an hour and eighteen 
minutes. Lots of people I know 
wouldn’t wait that long to get into 





the best motion picture ever filmed! 


Probably one of the reasons for 
the large attendance was the offer- 
































ing of prizes. With 
surprisingly little ef- 
fort, in view of the 
large number of attrac- 
tive prizes finally do- 
nated, the committee 
gathered together 
ninety-eight prizes, to- 
taling a retail value of 
about $5,000, and in- 
cluding such things as 
an electric refrigerator, 
dishwasher, range, 
several washers, lamps, 
irons, curling irons, 
sweepers and so on 
down the line. Three 
prizes were awarded 
daily and the names of 








Coffee while you dress—this remote control of the morn- 
ing coffee-percolating process was one of the most novel 
features of the exhibit. The two pictures show, first, 
the man of the house putting water and coffee in the 
getting coffee 
started the next morning by pressing a switeh in the 


percolator before retiring; and, second, 


master’s bedroom. 


the winners published 
in the newspaper ads. 
For the final week, the 
Philadelphia Electric 
Company donated the 
wiring for an unwired 























The last word in bathroom convenience— 
note the duplex convenience outlets handily 
located for shaving, heating water, and at- 
taching the radiant heater. 





house, together with an electric washer 
and iron, which was in line with the 
vigorous advertising campaign on the 
special housewiring plan which they 
were pushing at that time. The fix- 
tures for the unwired house which wor 
the prize were a set contributed as 
one of the original Home Electric 
prizes and then kept for this special 
prize. This big prize award, of 
course, was featured in the news- 
paper advertisements both by the 
Philadelphia Electric Company and 
the Home Electric. 


Getting Publicity Where 
It Counted 


The question of publicity and ad- 
vertising was, naturally, an impor- 
tant one. The Home Electric used 
small but consistent space in the 
newspapers. The various electrical 
advertisers in Philadelphia also ad- 
vertised in the Home in conjunction 
with their regular advertisements. 
One of the morning newspapers got 
out a twelve page “Home Electric’ 
edition and ran a_ publicity item 
every day of the time the Home was 
open. Then there were used the 
other usual methods—-stickers, auto 
placards, window cards, direct invi- 
tations, descriptive booklets, etc. 

As I said before, it is extremely 
difficult to get news items (publicity) 
in big-city newspapers because you 
have too much competition from the 
foreign situation, murders, prohibi- 
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tion and local politics. In addition, 
it was the feeling of the Committee 
that little publicity items stuck 
among the reading matter did little, 
if any good. So effort was concen- 
trated to get special publicity on 
women’s pages and special columns. 
Several of the women’s pages ran 
articles, and the best woman column- 
ist in Philadelphia at different times 
devoted two of her columns to elec- 
tricity in the home and the Home 
Electric in particular. 

There were a lot of other features 
about Philadelphia’s Home Electric. 
In the first place, it brought into 
workable harmony a number of elec- 
trical interests which heretofore had 
not had much opportunity to know 
each other. It smoothed out hard 


feelings which had existed here and ~ 


there, because people got together 
and had a chance to talk things out 
under friendly circumstances. It 
has paved the way to future electri- 
cal co-operation—and that is prob- 
ably the biggest net result. It has 
shown real estate men, builders and 
architects the sales value of houses 
properly equipped for electric serv- 
ice, as is evidenced by telephone calls 
from architects in regard to in- 
stalling convenience outlets, and the 
obvious anxiety of a number of 
prominent builders to climb aboard 
the band wagon in other Home 
Electric propositions to follow this 
one. 


Radio Sales Doubling Each Year 


Sarnoff Cites Growth, and Outlines Project of 
Superpower Broadcasting Stations 


PEAKING before the convention 

of the Electrical Supply Jobbers 
Association at Buffalo, N. Y., Nov. 
15, David Sarnoff, vice-president 
and general manager of the Radio 
Corporation of America, estimated 
that the American public this year 
spent $150,000,000 on radio sets and 
equipment, and predicted that even 
this figure will be doubled in 1924— 
just as 1923 saw the doubling of 
1922’s sales. 

The phonograph industry now sells 
$400,000,000 of its products an- 
nually, and in two or three years this 
figure will undoubtedly be passed by 
radio. The value of the vacuum 
tubes sold now reaches 20 per cent 
of the sales of incandescent lamps. 

Of the total volume of merchan- 
dise handled by the electrical jobbers 
of the country, 25 to 33 per cent is 
now done in radio equipment. 

Some 2,000,000 sets, both home 
made and factory-built, are now in 
use, estimates Mr. Sarnoff, giving a 
national radio audience of 7,000,000 
people. 

A superpower broadcasting serv- 
ice was predicted by the speaker. 
This would comprise perhaps three 
superpowerful stations—one in the 


east, one in the north central, and 
one in the west—powerful enough 
to operate loudspeakers in any part 
of the United States. The problem 
of augmenting present station out- 
puts from 500 watts to 100 kw. and 
200 kw. is not difficult to solve, he 
declared, since already 20-kw. tubes 
are being built, the size of quart 


milk bottles, and ten such tubes 
would constitute a 200-kw. station. 





Selling Small Articles by 
Weight Saves Time 
ELLING small staple articles by 
weight instead of count has proven 
a real time saver for one Ohio dealer. 
Take for example knobs, cleats or 


tubes. Get the weight of these and 
other items in standard lots like 25, 


50, 75 and 100 each. Make out a 
card record showing weights and 
corresponding counts. Post the card 
for handy reference. Supposing 

customer calls for 100 knobs. 


Instead of laboriously counting out 
the desired number, the clerk refers 
to the record for the proper weight 
and the order is quickly filled by aid 
of the scales. This plan will save 
hours of time in the course of a year. 








handle their selling. 





a | AMPS for her own room will 
4 appeal very much to a young 
girl. 
lamps would make her room cozy and 
bright, and radiate its Yuletide greet- 
ings long efter Christmzs has passed!”’ 


| 
| 
|  “@\HRISTMAS in the living room is 
| concerned with the beauty of the 
| setting. When the holiday guests and 
| the family are gathered together in the 


snow in the <ir outside to reflect the 
lights within, the Christmas feeling is 
likely to be at its merriest and the most 
memorable. But any feeling is the 
more spontaneous for being centered in 
a gracious setting. So every detail of 
the room is important: Lamps. . 
and other things, and something new 
here and there will give it unmeasured 
interest.” 








LECTRICAL dealers—the newest group 
in the merchandising field—can learn 
good ideas, every now and then, by watching 
how established merchants in other lines 


Company, acclaimed by all Chicagoans as the 


One of these decorative small 


living room, and there’s a sparkle of 


When a Master-Merchant Advertises Electrical Appliances 


for Christmas Gifts 


Mershall Field & 


“A PORTABLE heater for grand- 
mother. This gift grandmother 
wou'd enjoy all day long, for it will 
take the chill off her room in the early 
morning, and then bring extra heat to 
any other room in which she happens 
to be.” 


ERE are some sub-headings under 
which electrical appliances can be 
listed. Marshall Field & Company used 
the idea with the general heading of 
“Attractive Gifts at $10 and Less.” 
‘‘When college is the scene’’—-electric 
irons. 
‘“‘When Christmas giving begins at 
home’’— 
“Things a man is sure to like.”’ 


i M-M-M! Waffles! Waffles, crisp 
and piping hot, will make an 
appetizing Christmas breakfast in the 





world’s greatest retail merchants, have had 
merked success in selling electrice1 appliances, 
and some of the attractive newspaper adver- 
tising lines used by this famous house can be 
adopted with profit by electrical dealers. Here 
are some Christmas ad. themes: 





home where this electrical gift is re 
ceived.” 


= OR the college girl. An electric 

iron is a gift the girl away from 
home would welcome for there 
always things she wants to press.” 


are 


. ICTURE these lamps set on a 

heavy table—set in the center or at 
one side of a large living room. They 
will dominate the entire decorative 
scheme.” 


“@XOOKING at the table. With 

proper electrical equipment this 
is a very easy thing to do—and it saves 
lots of running back and forth as well as 
allowing many things to be served 
piping hot, as they should be. Perco- 
lators, toasters, chafing dishes, grills 
make some Of the nicest kinds of g:fts.”’ 







































Is This America’s Foremost Electrica 


WEEN Benjamin Heller, the head of 
¥ achemical manufacturing company, 
Chicago, bought a house and lot at 4937 
Woodlawn Avenue, he paid little more 
than a song for it. But when he rehabili- 
tated it at a cost of more than $100,000, 
he put in electric wiring that cost $7,000 
and electric equipment other than wiring 
at a cost of $55,000, or a total electrical 
service costing $62,000. The 15-room 
house contains 72 convenience outlets. 
Mr. Heller’s monthly bill for power, light 
and heat runs about $65, and he considers 
that a small amount to pay for the service 
he enjoys. 


An unsuspecting burglar might think 
this house no more difficult to enter than 
any other. But if any window or door is 
moved ever so slightly after the last 
member of the family has retired, a burglar 
alarm gets into action, ringing a gong ina 
closet near to the master’s bed and flood- 





lights concealed under the eaves illuminate 
the entire property, from sidewalk to alley. 
Furthermore, an outside alarm calls a 
watchman into action. 


















Above is a view of the living room. Notice 
the ample provision that has been made 
for” floor and table lamps, and wall 
brackets. Ten convenience outlets were 
instalied in the baseboard. Ceiling fixtures 
were not desired in this room. An electric 
fire log is to be connected to the outlet 
provided for it. 





At the right, the owner’s bedroom. Note 
the bed light, telephones, dictaphone, 
overhead reading light, and closet con- 
taining the burglar alerm. From this 
master’s bedroom all lights can be con- 
— by a wall switch to the left of the 

ed. 


H O 9 If Any Electrical Man Has a Better Equipped Electrical Home Than Benjamin Heller, 
| me e Manufacturing Chemist, Chicago, Let Him Speak Up Now and Tell the World 




























Above at the left is shown 
the specially-built electric 
range, and alongside it isa 
view of the master’s bath. 
Plenty of light for shaving 
is provided, and there are 
wé ll heaters as in the other 
bathrooms of the house. 
The cover of the bathtub 
is really a massage table. 
There is also an electric 
Turkish bath cabinet, 
which is not shown in the 
picture. 


In the butler’s pantry is 
an electric soda fountain. 
Water is carbonated by 
electricity in the base- 
ment. The lower cabinets 
contain plate warmers. 
In the laundry are tw 
washers, an ironer, and 
centrifugal drier. 











At the left is the 
motor - driven, oil- 
burning furnace, 
and, right, machin- 
ery for the electric 
elevator of the push- 
button automatic 
type, which runs 
from the basement 
to the third floor. 
Safety doors pre- 
vent accidents, as 
the elevator can not 
be started until 
both doors are 
tightly closed. 
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Tie-in Your Electrical Adver- 
tising with the “Pioneer” 
Trend in the Movies * 


*T“HERE’S going to bea deal of talk 
about pioneer days and self-sacri- 
ficing woman for the next year or so 
—if the recent trend of the movies 
counts for anything at all. Which 
means that there will be a deal of 
interest in electrical equipment for 
the home, if electrical men are on 
the job—for when women are inter- 
ested in these subjects, it is easy to 
switch off to the subject of electrical 
labor-saving appliances. 

“The Covered Wagon” was one of 
the first of the pioneer movie suc- 
cesses. D. W. Griffith is to feature 
early American history in a series 
of films, all built around pioneer 
days. And at present a long series 
of novels dealing with pioneer life, 
typical of which is “The Hawkeye,” 
is interesting the reading public. 

Self-sacrifice on the part of women 
is the one point emphasized in prac- 
tically all of these moving pictures, 
books and magazine serials. And 
that is the theme about which much 
electrical advertising and many an 
electrical story might be woven, 
when these pioneer movies come to 
town. Such self-sacrifice was noble 
in pioneer days, but it is not neces- 
sary or even desirable today. Never- 


theless, the idea clings, and is in the 
back of every woman’s mind when 
she considers purchasing labor-sav- 
ing devices. She would like to have 
such appliances, but the habit of 
mild martyrdom which has been a 
family trait since the days when 
grandmother made all her own soap 
at her prairie home is a hard one to 
break. 


Show ’Em That the Self-Sacrifice 
Idea Won’t Go, Today 


Now, this does not mean that the 
movies and books are going to pic- 
ture women over the wash-tubs and 
build a story of heroism around that. 
The heroes and heroines will con- 
tinue to do the same thrilling stunts 
which the movie audience expects of 
them. But there will be an element 
of self-sacrifice present. The women 
who see the films and read the books 
can’t languish, heart-broken, over 
misunderstanding lovers. But they 
can console themselves that they are 
doing everything possible for hus- 
bands and children. 

And likely they will overdo the 
self-sacrificing idea, when they would 
make the rest of the family happier 
by getting labor-saving appliances 
and keeping looks and disposition. 

This trend of ideas is one of the 
signs of the times. Public opinion 
changes rapidly nowadays; the sub- 


ject of these changes is a study in 
itself. The thing of importance to 
electrical merchandisers is that ideas 
are country-wide, as a rule. Any- 
thing that interests a _ noticeable 
group of persons is spread by the 
newspaper syndicates. 

Therefore, the logical thing to do 
is to harness this new interest in 
pioneer days to the selling vehicle. 
A character from one of these movies 
might be selected to present ideas 
regarding electrical housekeeping ap- 
pliances. Posters supplied by the 
manager of a local theater might be 
obtained, cut out and mounted on 
cardboard for life-size figures. 

Or there might be possibilities in 
a contest in which women could be 
induced to convince themselves that 
the woman of today should not cling 
to the methods of her grandmother, 
but use labor-saving appliances. Per- 
haps something along the lines of 
the contest conducted by an Idaho 
company, when women were given 
prizes for the best letters telling why 
they needed a clothes washer. This 
started many to thinking, even those 
who did not write it down. One of 
the provisions of the contest was 
that each woman must take her con- 
tribution to the office of the company 
and deposit it in the cylinder of the 
machine—and of course, while there, 
she saw the machine in action. 











Christmas Advertising Copy Suggestions for 
the Dealer Who Writes His Own Ads 


galerie advertising is perhaps the 


tising copy. Each of the following “paragraph 





most important part of the dealer’s 
Christmas selling campaign, and to the elec- 
trical dealer who writes his own ads, Electrical 
Merchandising offers this month the following 
selection of choice advertising suggestions 
culled from the newspaper advertising of other 
successful dealers. 
Anyone may be a successful merchant—but 
few merchants have the gift of writing adver- 


pullers” is a splendid example of apt phrasing 
and the kind of appesl that makes people buy. 

Use them in your Christmas ads. Use them 
in your window display signs, your counter 
cards, your letters. And when you’ve read 
those below, you'll find some other sugges- 
tions on other pages of this issue, under the 
three groupings of Christmas gifts, radio and 
electrical toys. 








: Pgs you giving Edison’s ‘little 

servants of the home?’ What a 
tremendous difference they make in 
the efficiency of the upkeep of the home 
as well as in the comfort and accom- 
plishment of the homemaker. And the 
‘lightning juice’ Edison put into 
harness does all the work without any 
fuss.” —Townsend, Wyatt § Wall Com- 
pany, St. Joseph, Mo. 


se A PIANO lamp encourages a little 

girl to practice. Special lamps 
that throw the light directly on the 
music.’”’—Commonwealth Edison Electric 
Shops, Chicago. 


“@NONSIDER her comfort — save 
‘her strength! Give an electric 








iron. Perhaps it doesn’t seem like a 
Christmas-gift to you, but she needs 
this time and labor-saving servant!’’ 
—Commonwealth Edison Electric Shops, 
Chicago. 


** AN ELECTRIC waffle iron makes 

waffles to perfection. A welcome 
gift for any time is for the epicure.”’— 
Capital Electric Company, Atlanta, Ga. 


““NOMFORT gifts are thoughtful— 

electric heaters, heating pads, 
vibrators, pain relieving lamps, etc.’’ 
—Commonwealth Edison Electric Shops, 
Chicago. 


‘* AND you can, if you so desire, give 
a lamp to some member of your 


own family and so keep its rays in your 
yn enelilaia ati ew York, 


‘“TF SHE loves her home she’d love to 

get a lamp as a gift. Doesn’t make 
any difference whether it’s a tiny doll 
lamp with a silken skirt for a shade or a 
large floor lamp, she’ll love her gift 
because it beautifies her home.”— 
High’s, Atlanta, Ga. 


“FTNHE day is long past when argu- 
® & ment has to be advanced why 
electrical housekeeping accessories 
should be in every home. One reason 
alone — for mother’s comfort is 
enough.”’— U.G. Altemos, Nazareth, Pa. 
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When a Woman 


Designs Wired Furniture 


b  piasemeichy intense conservatism in accepting new 
household equipment is usually balanced by the 
thoroughness with which they adopt it, once their 
approval is won. Take “electrified furniture,” for 
instance. For along time after Electrical Merchandising 
first pointed out the possibilities for increased electrical 
convenience with the wiring of various pieces of 
furniture, the idea has slowly been winning ground. 
And now, finally, a woman hes taken the matter into 
her own hands and designed, after her own ideas, a 
number of “‘space-saving’’ pieces of furniture featuring 
electrical outlets. 

Mrs. J. C. Phillips of New York City has put into 
the designing of her new furniture not only a thorough 
understanding of the possibilities of electricity in the 
home, but also a housewife’s point of view. Con- 
venient places for linens and silver, salt, pepper and 
sugar might seem unimportant to an inventor, but a 
woman could no more forget these than a man could 
forget his collar and tie in the morning! 

Some of Mrs. Phillips’ ‘invisible’ library-table- 
kitchenettes, vanity tables, and sickroom tables are 
shown on this page. 





Above—A _ versatile table, 
this—when it’s open, it be- 
comes a vanity table or writ- 
ing desk, with handy outlets 
for plugging in curling iron, 
fan or lamp; when closed, a 
handsome table, as shown in 
the left-hand corner below. 








All of this furniture was 
designed with the idea of 
employing the “‘waste space’’ 
of the ordinary table, and of 
solving the space-conserva- 
tion problem in the modern 
small flat and one or two-room 
apartment. 






















This bedside table, with electric outlets 
and table top extension over the bed, 
saves steps and provides self-service for 
the occupant or patient. A welcome gift 
for invalids or shut-ins! 












At right—Mrs. Phillips’ new 
space-saving kitchenette not 
only provides a place for,the 
toaster, percolator and grill, 
but also the outlets into which 
they may be plugged, a swing- 
back table top, and drawers 
for linen, silver and supplies. 








Radio Sets Make Ideal Christmas Gifts, 


Radio Enlarges Sick Room 


An impressive idea is used by a 
Chicago radio dealer to urge the pur- 
chase of radio outfits for invalids: 

Push back the walls 
of the sick room! 

Daily the invalid may speed in 
spirit to 50 and more cities. Radio 
brings to him the latest news, music, 
comedy; sermons—a delightful multi- 
tude of good things. The walls of 
his room* soon encompass half the 
continent. 





Music Stores as Competition 
in Selling Radio 

Radio outfits are used to reproduce 
a vast amount of music. 

One might logically conclude, 
therefore, that music stores would 
carry radio outfits—would compete 
strongly in radio with electrical 
dealers. 

How much real reason is there for 
this belief? 

There is little from the mere his- 
torical standpoint; but there is rea- 
son from another standpoint; and 
there’s a very real danger of com- 
petition for electrical dealers. 

From the historical standpoint, the 
concerns that made the vehicles of 


1895—the carriages, wagons, trucks, 
etc.—should have been the makers 
of the vehicles that replaced them— 
the automobile, the motor truck, etc. 

But were they? 

We all know wel! that almost no 
carriage makers became motor-car 
makers. An entirely new group of 
manufacturers sprang up in the 
motor industry—one of the livest, 
mos‘ aggressive groups in America. 
Carriage dealers did not become auto- 
mobile dealers. Probably not one 
motcr-car man in a thousand ever 
had anything to do with horse-drawn 
vehicles. 

The unfamiliarity of the musical 
trade with the electrical problems 
involved in radio may keep it out of 
the radio business. 

But it is equally true that it may 
not stay out and probably will not 
not stay out, unless electrical dealers 
are extremely efficient with their 
radio merchandising methods. 

No class of business belongs to a 
given “trade” by any other right than 
that of service. It is the trade that 
goes out and serves the public that 
gets the business every time. Like 
the carriage man with respect to the 
automobile business, the music deal- 
ers in your town are certainly in a 
strategic position to give this serv- 





“Make This a Radio Christmas ” 


























Impress the public with the fact that “A 
radio set is aS easy to operate as a kodak,” 


and let your window display help to get 
over this simple message. A simple window 
arrangement of a few complete sets, with 
ecards explaining in simple language the re- 





sults obtained with each type shown,—will 
make radio buyers out of ordinary passers- 
by and shoppers—this Christmas! The 
Manhattan Electrical Supply Company of 
New York, did this effectively last Christmas 
with a few elements, as shown above. 
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ice unless the electrical dealers beat 
them to it. 

Make your public understand by 
your aggressiveness and good mer- 
chandising that yours is the store 
that is headquarters for radio as 
well as for every other kind of elec- 
trical service. 

It is always the man who goes 
after trade as a bull-dog goes after 
a cat, who gets the business. 





Using Maps to Sell Radio 


Outfits 


An outline map of the United 
States, with lines radiating from a 
little house, “Your own home” (in 
Chicago) to stations in Winnipeg, 
Denver, Fort Worth, Atlanta and 
Newark, and with $38 in big figures 
across the map, was used by the 
Waveland Radio Company of Chi- 
cago, to advertise a set at that price. 

The Commonwealth Edison Elec- 
tric Shops, Chicago, published a list 
of broadcasting stations in the 
weekly radio section of a local news- 
paper, continuing it from week to 
week. In a panel in the center of 
this list was a small advertisement 
featuring the week’s special values in 
radio equipment. 

A radio broadcasting map, held 
regularly at thirty-five cents, could 
be secured for nine cents a coupon, if 
the bearer took the coupon to a cer- 
tain booth when Rothschild & Com- 
pany, Chicago, held its first annual 
radio show and sale. The coupon 
had to be filled out with name and 
address, providing a way to get a 
good mailing list of radio prospects. 





Radio “Doctor” and 


Battery Service 


The Bach Radio Company of 601 
West One Hundred and Forty-Fifth 
Street, New York City, is sending 
out post cards (with return cards) 
offering radio inspection service to 
owners of sets already purchased, or 
demonstrations of new sets to people 
who are interested in radio but have 
not yet become owners of sets. 

This concern offers to inspect sets 
already installed, to remedy troubles 
and if necessary, to supply new bat- 
teries. 

The Primary Manufacturing Com- 
pany of 442 West Forty-Second 
Street, N. Y., offers for 65 cents a 
month to furnish to any owner using 
13-volt tubes, a storage battery that 
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will efficiently operate his set—de- 
livering a fresh battery before the 
first one is exhausted. 

To protect itself against a loss of 
batteries, it asks in each case a de- 
posit of $2.50, which will be refunded 
at any time the customer wishes to 
dispense with the service. 

It further offers, for 95 cents per 
month, to supply customers who use 
U. V. 201-A or C 301-A tubes, or any 
other tubes in this class with the 
necessary storage battery, and to 
keep the subscriber continually sup- 
plied with fresh batteries—requiring 
an initial deposit of $4.50 which is to 
be returned whenever the customer 
wishes to discontinue the service. 

As sales arguments for this serv- 
ice, the company points out the small- 
ness of the fixed charge per month, 
the elimination of the necessity for 
continually buying dry cells or in- 
vesting in storage batteries, or main- 
taining them—and the doing away 
with the need of home charging. 





Scattering Ads to Sell 
Radio Outfits 


By H. D. KEMPERTON 


A single large advertisement of 
radio outfits may be overlooked by 
newspaper readers. But several 
smaller ones, placed here and there 
through the newpaper are not so 
likely to be missed. Breaking up the 
advertising is a plan successfully fol- 
lowed by Lyon & Healy of Chicago. 
This is given special attention on 
Sunday when the newspapers are 
crowded with big advertisements of 
all kinds, competing for attention. 

This firm uses, for advertising of 
this kind, spaces about five inches 
deep by two columns wide. Although 
éach has a different message they are 
set up so that they have a general 
resemblance. Each one is closed with 
the appropriate: (signing off till you 
call). 

One of these will be devoted to 
impressing the immediate possibil- 
ities if the reader has an outfit, be- 
ginning: 


LISTEN IN TO THE CONCERTS TONIGHT! 


Pittsburgh, Detroit, Cincinnati, Chi- 
cago, Newark, Atlanta and 50 other 
cities. 

Still another will emphasize the 
concerts that night but will be de- 
signed chiefly to get the names of 
those interested in prospects. Along- 
side the headline “Free Concerts 


Tonight!” will be published a coupon, 
which is to be clipped and mailed for 
a radio catalog and map. 

Another is: 


A LETTER TO LYON & HEALY: 


“Last night we heard concerts in—” 
and then follows a list of ten stations 
heard. “The radio set you sold us is 
the most fascinating thing in the 
world.” 


One of this series plays up the 
fact that the buyer has eight months 
in which to pay for one of the outfits 
costing about $135. The secondary 
headline is: 


“HAVE YOU AN EASY CHAIR?” 

This idea of needing only an easy 
chair and an outfit is used repeatedly 
in the Lyon & Healy radio advertis- 
ing. Of course the invitation to 
visit the radio department and the 
free radio maps are also featured. 

Splitting the advertising is the 
same as multiplying the number of 
show-windows in the store. A passer- 
by may not be looking in that direc- 
tion when near the first one but it is 
hardly likely that he would be preoc- 
cupied when passing several of them. 

Other timely advertising is done 
by Lyon & Healy when big boxing 


How Many of Your Customers Have Sets? 


contests or other sporting events are 
held in the city. Two or three days 
before the contests the firm will use 
newspaper space to remind the public 
that it should have a radio to receive 
the ring-side description. 





Little Knobs and Big Ideas 


Two radio outfits—one a trans- 
mitter, one a receiver. Complete, 
perfect machines in themselves, yet 
useless to each other until we turn 
the little knobs and get them in tune. 
Then perfect co-ordination and an 
outpouring of the best the trans- 
mitter has to offer. 

* * 

Two human beings—each with 
human desires, ideals, interests, yet 
no more in tune than the two radio 
outfits. Turn the little knobs of re- 
spect, courtesy, consideration, ap- 
preciation, and experience human 
harmony, friendship and progress. 

Tune yourself to the best in every 
man you meet. He’s “on the air” 
for you. Forget the static, the bat- 
teries and the dead spots. Tune for 
him and he’ll tune for you. 

Turn the knobs.—The Town Crier. 





Sell Radio Sets to Deaf to Exercise and 
Stimulate Their Hearing 




















Dr. Paul V. Winslow, a well-known ear 
specialist of 580 Park Avenue, New York 
City, is prescribing radio sets for certain of 
his patients while they are under treatment 
for the restoration of their hearing. After 
the cause of the deafness has been removed 
by surgical or other means and the patient’s 


hearing is returning, Dr. Winslow finds that 

a highly beneficial effect is obtained by hav- 

ing the patient listen to a radio set to exer- 
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cise and stimulate the hearing function. In 
this way the patient obtains confidence in 
his powers of hearing and by getting 
“practice” soon restores to normal the 
faculty long disused. To a representative 
of Electrical Merchandising Dr. Winslow 
has suggested that such deaf persons con- 
stitute a real market for the sale of radio 
sets by electrical dealers. Dr. Winslow is 


pictured above treating one of his patients 














3808 


ELECTRICAL 


MERCHANDISING 


Vol. 30, No. 6 





“Projected Selling” 
for Cold-Weather Sales Slumps 


Take Your Stock, Item by Item, and Figure Out Ways to Put 
Those Articles in the Hands of People Who Really Need Them 


OLD WEATHER comes and 
C with it dark and gloomy days 

and the dealer in electrical mer- 
chandise too often is content to stay 
in the warm and cozy store and let 
business come to him. Nine times 
out of ten this will mean a decided 
sales slump which is charged off 
as being due to “the inclement 
weather.” As a matter of fact sales 
opportunities—under proper action 
—are excellent in the winter 
months—and I speak of that in- 
definite period which does not in- 
clude the holiday season when buy- 
ing usually reaches its peak. 

More than one electrical dealer 
has devised sundry and _ various 
schemes for getting business in cold 
weather — business which might 
otherwise go abegging. Such busi- 
ness is not secured by waiting be- 
hind the counter—it is only secured 
by hustling, first-hand salesmanship 
or what has been latterly termed 
“projected selling.” 

The successful plans which will 
be discussed in this brief article 
are not copyrighted—they are sane 
and sensible plans which are at the 
command of any electrical dealer— 
all that is needed to make them 
profitable is plenty of hustle and 
dependable goods. 


Cashing In on the Dark Days 


When the first dark days come 
in the fall of the year I know of 
one electrical dealer who only smiles 
and proceeds to cash in on the dark- 
ness. He arms himself with one of 
the many portable desk lamps in his 
stock and starts out on a round of 
offices. Most offices, he claims, were 
not built with a view of furnishing 
good lighting. Many of them have 
desks in odd corners where the ceil- 
ing lights are very inadequate. He 
enters an office, spots a dark desk 
and installs his lamp. The gentle- 
man at the desk is deeply impressed 


By HARRY BOTSFORD 


as he has, no doubt, been complain- 
ing of the wretched light ever since 
he came to work. That simple but 
effective little demonstration  sel- 
dom fails to win an order. Some- 
times the occupant of the desk 
firmly tells the dealer that he can- 
not have the lamp back—that he 
does not intend to be deprived of 
good light for even the time it would 
take to send over a duplicate from 
stock. The dealer smiles when this 
happens and lets the lamp remain. 

Easy sales are made in this way— 
many times this dealer places 
twenty-five lamps in a single morn- 
ing. Figure it up yourself—isn’t 
that good selling—do not these sales 
represent a nice profit? It’s just a 
matter of getting on the job when a 
real need exists and is felt for the 
first time—and filling that need. 
Try it some dark day early in the 
fall. 


Violet-Ray and Vibrator Outfits 


Another dealer whom I know sells 
a great many violet-ray and vi- 
brators to chiropractors. It may not 
be generally known but within the 
past year or so there has been a 
decided trend toward the use of elec- 
trical apparatus by this class of 
doctors. This dealer lives in a large 
city and calls on chiropractors at 
least once a month—particularly in 
cold weather. His sales from this 
one source alone constitute a very 
sizable figure. He has their confi- 
dence and respect and in this line 
his business is growing nicely. 
Have you been overlooking the 
chiropractor? I am told that it is 
a profitable cash business. 

The electrical dealer in any city 
of any size has no doubt noted an 
enthusiastic revival of winter sports. 
This revival of sports is especially 
noticeable if one desires to purchase 
a pair of skates, a pair of skiis or 
snow shoes or a toboggan—last win- 


ter the purchase of this equipment 
was a real problem. 

Winter sports are coming into 
great popularity and this winter 
will be an excellent time for the elec- 
trical dealer to cash in on these 
sports. 

There are many ways and means 
by which winter sports can be 
turned into profit. Take the mat- 
ter of light alone—practically all 
winter sports take place at night 
and winter nights are proverbially 
dark—most winter sports are car- 
ried on where action and motion are 
essential to the enjoyment of any 
one of the sports. 


Bicycle Headlights for Bob-Sleds! 


Sell light! The young chap with 
a new toboggan or a set of bob-sleds 
will be highly pleased when you show 
him a small and compact lighting 
battery and small spot light to use 
for a headlight. He will buy be- 
cause it will give his equipment a 
touch of distinction. Imitation is 
the most sincere form of flattery, 
but his companions will be entirely 
unashamed when they come to your 
shop to make a similar purchase. 

The operation of an ice boat in 
the dark is absolutely impossible 
without sufficient light. Any ice 
boat can be quickly equipped with 
a battery and a pair of spot lights 


under the control of the man at the 


rudder—it will make his boat safe 
and it will give the owner added 
hours of enjoyment. 

The owner of the small ice skat- 
ing rink may feel the need of a 
dozen or more electric lights scat- 
tered around the edge of the rink— 
very well, sell them to him—-sell 
him the rest of the equipment, also. 

Skiing clubs—snow shoe clubs— 
skaters on a lake or river—all often 
feel the need of a light which they 
can control at will. For these folks 
nothing is better or more efficient 
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than the type of flashlight as de- 
veloped for Army use some few 
years ago. This particular type of 
light fastens to the belt and throws 
a beam of light ahead and at the 
same time leaves both arms free. 
Let one or two members of a club 
appear with such a light and its very 
novelty and convenience will cause 
the others to ask that member where 
the light was secured. After that 
they will come to your place of 
business. 


Electric Christmas Trees for 
All the Churches 


Who does not remember the fi- 
delity with which he or she attended 
church or Sunday school the month 
or so prior to the holiday season? 
Children of today are no different 
than they were a score of years 
ago—they, too, respond to the lure 
of the church or Sunday school 
Christmas tree with its beautiful 
and sparkling lights and the presents 
handed out by a very real and 
whiskery Santa Claus. 

Every church does’ this—and 
mighty few of them really have lamp 
equipment which will make their 
tree distinctive and beautiful. One 
electrical dealer in a Pennsylvania 
city of 100,000 sold a tremendous 
supply of this class of goods last 
year simply because he hustled out 
and sold the goods. True, the sales 
required work and time but the re- 
sults justified it all. Not-only that 
but this dealer made a great many 
new friends among _ substantial 
folks. And new friends count 
heavily along about the holiday sea- 
son. This dealer not only sold the 
churches Christmas tree lights but 
he also sold them additional equip- 
ment of various kinds. 

One church, for example, had 
planned on fitting up its basement 
as a model kitchen to be used by 
the various church societies in pre- 
paring meals for social gatherings. 
One church official asked the dealer 
if he could give them any advice or 
suggestions for this. Could he? He 
did! His practical suggestions 
managed to sell for his store a com- 
plete line of electrical cooking uten- 
sils for that church. 

In three other instances officials 
of the church bought from him ex- 
pensive electrical apparatus for 
Christmas presents for their pas- 
tors. Another church had just 
started a boys’ club, and it was very 
easy to sell them a fairly expensive 


radio receiving set for the new club 
room. All told the time spent was 
profitable from every standpoint. 
Months after the canvass new 
friends dropped in at the store and 
bought goods. 


Vacuum-Cleaner Sales to 
Billiard Parlors 


Another whom I know spent a 
whole week canvassing billiard rooms 
where he demonstrated the value of 
a vacuum brush cleaner in cleaning 
billiard and pool tables. This clean- 
ing process is usually a matter of 
sheer: strength and endurance and 
the process helps wear out the cloth 
which covers the tables. Dozens of 
sales resulted from these alls. 
Three large radio receiving sets 
were installed and paid for as a re- 
sult of the introduction. Other 
small sales were also charged to the 
time spent that week. 

Then the dealer went out and 
called on the stewards of a large 
number of club rooms where billiard 
tables were installed and once more 
he made a number of sales. These 
sales were not difficult to make—it 
was simply a matter of giving a 


demonstration on a dirty table 
which quickly and easily became a 
clean table. These calls to club 
rooms also brought in many sales— 
in the cold months every club be- 
comes popular and popularity—to be 
continuous—is largely dependent on 
plenty of conveniences. 


Using One’s Nose to Sell 
Ventilating Fans 


In one club room—comfortably 
and richly furnished the dealer 
noted a heavy odor of cooking food. 
The steward admitted that the odor 
had been a cause for complaint by a 
large percentage of the member- 
ship. Within ten minutes ventilat- 
ing fan equipment for the kitchen 
had been sold. The next day it was 
installed and everyone pleased and 
satisfied. 

Who does not have guests during 
the holiday or winter season? For 
some reason this appears to be the 
open season for guests. Who has 
not been sent to the guest room by 
the genial host or hostess where it 
was cold and rather uncomfortable? 
Isn’t is a fact that not a few guest 
rooms are inhospitable from the 
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““QAANTA CLAUS will travel on the 
waves of radio. The ether is 
everywhere and so is Santa. Get in 
touch with him in his own element. 
Order your radio set now and hear 
the tingling of sleigh-bells as he brings 
with him the season of good cheer.’’— 
Triangle Electric Company, Chicago. 


8 ROADCAST your Christmas 

cheer. Give your friend one of 
these radio sets. The entire family— 
from the keen-minded school lad, all 
agog to know ‘how,’ to granny in her 
fireside chair—will delight in your 
gift every day in the year. Hearing’s 
believing when it comes to @ radio. 
Some day come in eérly and give this 
remarkable offer your personal in- 
spection. Pay special attention to the 
following outstanding features, etc.” 
—The T. Eaton Company, Ltd., 
Winnipeg, Can. 


< ETTING Santa Claus on the 
*phone isn’t hard. Simply lift 
up your receiver, move the hook up 
and down slowly several times, then 
say, ‘Miss Operator, get me........ " 
For that’s the number to call to get 
one of those wonderful little radio 








“Make This a Radio Christmas!” 


Here are half-a-dozen advertising- 
suggestions for Christmas 
radio selling which you can put to 
work in your local newspapers 
between now and the twenty-fifth: 





sets. And what could be better on 
Christmas night than to ‘listen in’ on 
the songs cf the ages, the news of the 
world and the jazz of today?”— 
Radio Shoppe, Chicago. 


*“TT’S too early for Merry Christmas 

but it’s not too early for you to 
select a radio set for your boy. If he’s 
over eight years old let him build his 
own. Come—look at it. Get the 
details—you will not be urged to buy 
—but we believe you will.”—Wave- 
land Radio Company, Chicago. 


‘oe ‘chip in’ and get a 
radio for Christmas.”—Com- 
monwealth Edison Electric Shops, 
Chicago. 


“A RADIO Christmas—it’s a bully 
day for dad and the boys to get 
together and have it working before 
night, and a plecsant thing to remem- 
ber, as you are enjoying the programs 
and tuning in on some new station, 
that mother was responsible for their | 
pleasure—and yours. Just see the 
inexpensiveness of thoroughly effi- 
cient practical sets for local recep- 
tion.”—Meacham’s, Fort Worth, Tex. 
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standpoint of ample heat in cold 
weather? These are the arguments 
used by one dealer in selling electri- 
cal heaters and dozens of them 
moved by reason of the timeliness 
of the argument. Good business— 
cash business—well worth cultivat- 
ing. 

Start a campaign to put an elec- 
trical heater in every bath room. 
Make it a direct-mail campaign if 
you wish. There is scant pleasure 
in the daily bath if one shivers when 
taking it—there is where many 
colds start and sometimes that cold 
is the beginning of more serious ill- 
ness. Have controlled and odorless 
heat right at your command—heat 
in a second—glowing, cheerful and 
comfortable heat—bathe in comfort. 
Use these arguments—and the many 
other arguments which you can 
think of—and your sales will in- 
crease twofold. 

How about the Turkish bath 
houses in your city? Cultivate the 
managers of these establishments— 
they are constantly in need of elec- 
trical apparatus and you may as 
well get the business as anyone else 
in your community. 


Make “Business as Usual” 
Your Slogan 


“Business as usual” during cold 
weather—it’s not a bare possibility 
but a certainty if the dealer will go 
after it intelligently and constantly. 
This article has outlined only a few 
of the possibilities—take your own 
‘stock, item by item, and figure out 
ways and means of using that item 
during the winter weather and you, 
yourself, can devise many ways and 
means of placing those items in the 
hands of folks who are in actual 
need of them. 

Projected selling means hard 
work—that fact can’t be dodged. 
But the people whom the dealer is 
placed in contact with are usually 
folks well worth knowing. If, at the 
time, a sale cannot be made, the 
memory of the call will no doubt re- 
main and then when the need for an 
item in stock occurs to that indi- 
vidual, his mind is bound—almost 
automatically—to turn to your place 
of business. 

Not only is the work profitable 
but the exercise and the clean, cold 
air will insure a good appetite and 
sound health and if projected selling 
did nothing more than give the 
dealer these blessings, it would still 
be worth while. 
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Do You Practice at Home 
What You Preach Every 


Day in Your Business? 





Continued from page 3804 


these contests in their own way 
among their own members. or 
friends offering their own prizes. 
The accompanying forms may be 
freely reproduced, or Electrical 
Merchandising, without charge, will 
furnish mats of the form, from 
which a local newspaper office can 
prepare cuts, without expensive 
typesetting. 


It is requested that all high fig- 


ures received in local Electrify Club 
contests be reported to the Electrify 
Club Editor, Electrical Merchandis- 
ing, Tenth Avenue at Thirty-sixth 
street, New York City. News ac- 
counts of such prize-winning entries 
and high numbers will be printed 
in the columns of this magazine, 
which offers itself as a clearing 
house, working with the Wiring 
Committee of the Joint Committee 
for Business Development (A. K. 
Baylor, chairman), for presenting 
to the electrical industry figures 
showing to what extent electrical 
men “Practice, at Home, What They 
Preach Every Day in Business.” 





Record of Lighting Fixture Patents 


Issued from Oct. 2 to Oct. 30, 1923 


Compiled by NORMAN MACBETH 
Consulting Illuminating Engineer, New York City 


Design Patents 


The following are all the design patents per- 
taining to lighting materials issued by the U. 8. 
Patent Office, from Oct. 2, 1923, to Oct. 30, 
1923. 

63,101, 63,102, 63,103, 63,104. Candle-Plate 
Body, Spindle (*), Ceiling Plate and Plate for 
Lighting Fixtures. Hamilton T. Howell, New 
York, N. Y., assignor to Alfred Vester Sons, Inc., 
Providence, R. I. Filed Oct. 28, 1922. Issued 
Oct. 2, 1923. Term fourteen years. (*) Term 
seven years. 

63,109. Top for Pan for Lighting Fixtures. 
Glenn E. McFadden, Lakewood, Ohio, assignor to 
Alfred Vester Sons, Inc., Providence, R. I. Filed 
Oct. 14, 1922. Issued Oct. 2, 1923. Term 
fourteen years. 

63,110. Chandelier. Abraham Miller, New 
York, N. Y. Filed Nov. 6, 1922. Issued Oct. 
2, 1923. Term three and one-half years. 

63,111. Lamp. Olga Popoff Muller and An- 
drew Peter Popoff, Flushing, N. Y., assignors to 
Decorative Arts League, Jersey City, N. J. Filed 
Nov. 18, 1922. Issued Oct. 2, 1923. Term 
fourteen years, 

63,116. Lamp Stand. Frank Akey Wyatt, 
Indiana, Pa. Filed Dec. 16, 1922. Issued Oct. 
2, 1923. Term seven years. 

63,118. Lamp Globe. Charles Costanz, 
Brooklyn, N. Y. Filed Aug. 2, 1922. Issued 
Oct. 9, 1923. Term fourteen years. 

63,125. Lamp .Standard. Adolf Steffen, 
Pittsburgh, Pa., assignor to Pittsburgh Lamp, 
Brass & Glass Co., Pittsburgh, Pa. Filed Feb. 
1, 1923. Issued Oct. 9; 1923. Term seven years. 

63,126. Lamp Stand. Victor Toothaker, 
East Aurora, N. Y.. Filed Jan. 25, 1923. Issued 
Oct. 9, 1923. Term seven years. 

63,128. Bridge Arm for Lighting Fixtures. 
Abraham Cooper, Brooklyn, N. Y. Filed Feb. 
21, 1923. Issued Oct. 16, 1923. Term three 
and one-half years. 

63,149. 63,150. Chandelier Bracket. Charles 
Richter, New York, N. Y. Filed Feb. 28, 1923. 
Issued Oct. 16, 1923. Term three and one-half 
years. 

63,158, 63,159, 63,160, 63,161, 63,152. 
Lighting Fixture. Edgar A. Wangersh?im, Chi- 
eago, Ll, assignor to General Lighting Fixture 
Company, Chicago, lll. Filed Jan. 27, 1923. 
Issued Oct. 23, 1923. Term seven years. 

63,163. Combined Lamp Pedestal and Stand. 
Gotthard Hafele, Buffalo, N. Y. Filed Feb. 13 
1923. Issued Oct. 30, 1923. Term three and 
one-half years. 

63,164. Lantern Lamp. Albert J. D. Ohm, 
Astoria, N. Y., assignor to Max Schaffer Com- 
pany. Filed Mar. 17, 1923. Issued Oct. 30, 
1923. Term three and one-half years. 

63,172. Globe for Lighting Fixtures, Fred- 
erick W. Gehrke, Philadelphia, Pa., assignor to 
The Horn & Brannen Mfg. Company, Philadel- 
phia, Pa. Filed June 16, 1922. Issued Oct. 
30, 1923. Term seven years. 

63,175, 63,176, 63,177, 63,178. Candle Cup, 
Socket Cover, Ball Lamp Cover, Canopy for 
Lighting Fixtures. Hamilton T. Howell, New 
York, N. Y., assignor to Aifred Vestor Sons, 
Inc., Providence, R. I. Filed Oct. 28, 1922. 
Issued Oct. 30, 1923. Term fourteen years. 

63,184, 63,185, 63,186. Combined Lamp 
Shade and Stand. Jacob F. Kohler, New York, 
N. Y., assignor to Metal Lamp Corp. Filed Jan. 


13, 1923; filed Jan. 15, 1923. Issued Oct. 30, 
1923. Term three and one-half years. 

63,191. Lighting-Fixture Arm. Abraham 
Miller, New York, N. Y. Filed Feb. 21, 1923. 
Issued Oct. 30, 1923. Term three and one-half 
years. 

63,205. Lantern. Ralf T. Toensfeldt, St. 
Louis, Mo., assignor to Holophane Glass Com- 
pany, Ine., New York, N. Y. Filed Mar. 21, 
1923. Issued Oct. 30, 1923. Term fourteen 
years. 


Mechanical Patents 


1,469,946. Exit Light. John A. Morrison, 
Spokane, Washington. Filed Jan. 24, 1923. 
Issued Oct. 9, 1923. 

1,470.189. Insulated Suspension Stem. for 
Electric-Lighting Fixtures. Adolph C. Recker, 
Oakville, Conn., assignor to Chase Companies, 
Ine., Waterbury. Conn. Filed Aug. 12, 1922. 
Issued Oct. 9, 1923. 

1,470,268. Holder for Lighting Units. 
Robert D Wardell, Detroit, Mich. Filed Dec. 
6, 1920. Issued Oct. 9, 1923. 

1,470.227. Lighting Unit. Max Klein, New 
York, N. Y., assignor to Shapiro & Aronson, 
Inc., New York. N. Y. Filed Aug. 19, 1920. 
Issued Oct. 9, 1923. 

1,470,698. Therapeutic Lamp. Harry’ W. 
Nelson, Chicago, Tll. Filed April 24, 1922. 
Issued Oct. 16, 1923. 

1.470.774. Portable Lamp. William a. 
Spence, Lynn, Mass. Filed May 15, 1922. Issued 
Oct. 16, 1923. 

1,470.855. Chandelier. George Ludwig, Chi- 
eago, Til., assignor to R. Williamson & Company. 
Chicago, Tl. Filed Aug. 5, 1921. Issued Oct 
16, 1923. 

1,470,964. Lighting Fixture. Charles © 
Dose, Seattle. Wash., assignor to Perfeclite Man- 
ufacturing Company. Filed Oct. 20, 1920. 
Issued Oct. 16, 1923. 

1.471.133. Portable Electrie Lamn. John 
Maude Armour, Montreal, Quebee. Canada. Filed 
May 31, 1922. Issued Oct. 16, 1923. 

1,471,384. Ele¢etrie Lamp. Martin Claussen 
San Francisco, Calif. Filed Aug. 23, 1921 
Issued Oct. 23, 1923. : 

1.471.494. Flectric-Fixture Canony. Mit- 
chell J. Lubow. New York. N. Y. Filed Jan. 6. 
1922. Tseued Oct. 23, 1923. ; 

1,471.561. Globe Holder for Lighting Fix- 
tures. Wilfrid Lumley, Conneaut. Ohio. Filed 
Dee. 12, 1921. Tssued Oct. 23, 1923. 

1,471,922. Indirect Wighting. Perev Ross. 
Tivernool, England. Filed Aug. 21, 1922. Issued 
Oct. 23, 1923. 

1.471,939. RFeflector and WLamn_ Supnort. 
Richard S. Bradlev, Los Angeles. Calif. Filed 
Sept. 6. 1922. Tsceued Oct. 23, 1923. 

1.472,050. Lighting Fixture. Augustus D. 
Curtis, Chicago. Ti. Filed Sept. 17, 1921. 
Issued Oct. 30. 1923. 

1,472,502. Lamp Shade. Ernest H. Strauss 
Chicago, Ill. Filed April 12, 1920. Issued Oct. 
30, 1923. ' - 

1.472,639. Indirect-Lighting Unit. William 
A. Dorey, Newark, Ohio, assignor to Holophane 
Glass Co., Ine.. New York. N. Y. Filed Nov. © 
1920. Issued Oct. 30, 1923. : 

1,472,686. Mounting Lamp Shade., S. Rob- 
ert Schwartz and August Bostroem, New York 
N. Y., assignors to said Schwartz. Filed Nov 
17, 1920. Issued Oct. 30, 1923. 
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Copies of illustrations and specifications for patents may be obtained from the 
Commissioner of Patents, Washington, D. C., for 10 cents each 























_— you putting the radio to work 
in your vicinity to help broadcast 
the story of electrical appliances and 
electrical labor saving in the home? 
Already in half a dozen cities, in- 
cluding Denver, Cleveland, Toronto 
and Chicago, electrical men are talking 
over the radio and giving interesting 
addresses on the thrift and comforts of 
electricity. In some stations these 
electrical talks are being made regular 
features, once or twice a week. 
Get your nearest broadcasting station 
toco-operate. These stations are always 
hunting good educational features. You 








Are You Using Radio Broadcasting 
to Help You Sell Appliances? 


Here’s a Radio Address on the Labor-Saving Value of Electricity, Which You Can Take 
to Your Nearest Radio Station and Broadcast to Thousands 
of Prospective Customers in Your Vicinity 


have a message for the public. Tell it 
in your own way. If you prefer, write 
it out first. Or read a ready-made ad- 
dress like that reprinted on this page 
adding observations of your own. 
Read into the radio selected articles 
and items from the electrical press. 
The pages of Electrical Merchandising 
and The Home Electrical have been full 
of pithy helpful information thet can 
be passed along to the public via 
radio. 

When the broadcast station asks you 
for the title of your telk, select a title 
that will stimulate interest, then shape 








Who Has More Slaves 
Than Pharaoh? 


By EARL E. WHITEHORNE 
Associate Editor “Electrical Merchandising” 
Commercial Editor “ Electrical World” 


\ , YHEN King Pharaoh built the 
Pyramids, he employed in their 
construction 100,000 slaves. 
For twenty years they labored. Day 
by day, year after year, they quarried 
great blocks of stone. They dragged 
these across the hot sands. They 
lifted them up the inclined wooden 
runways by brute force onto those 
colossal monuments to imperial pride. 
Picture this horde of human beings 
working interminably under the whip 
at the will of one single man. Think 
of the staff of other men and women 
who were also serving Pharaoh mean- 
while in his palace, on his great regal 
estates, within the many departments 
of his government and in his all- 
conquering army, and you will say— 
“Surely no man has ever had as many 
slaves as Pharoah.” And_ probably 
that is true, so far as it goes—but if 
you turned it around and calculate not 
slaves, but service—and that’s what 
counts — why it’s not true at all. 
Pharaoh had 100,000 slaves, but you 
and I and every other man and woman 
living here today in America enjoy 
more conveniences, more comforts, 
more luxuries, more benefits, more 
daily, hourly service than Pharaoh or 
any proud emperor of Rome ever 
dared dream of. The mere possession 
of electricity alone has bestowed upon 
us as individuals here in the United 
States this day, and will tender to us 
again tomorrow, more  benefactions 
and a higher and more satisfying 
degree of personal service than all 


these slaves of Pharaoh combined ever 
ministered to that impressive old 
Egyptian monarch. 

Perhaps that sounds like an exag- 
gerated statement, when we think of 
the splendor and pomp of ancient 
kings. I’m going to make another 
statement even stronger. I am going 
to say that this same electricity which 
you and I enjoy so cheerfully and 
thoughtlessly is in itself unquestion- 
ably the greatest single possession that 
has ever come into the life of man—is 
the most potent material influence that 
has ever contributed to the develop- 
ment of our civilization. Ethnologists 
say there have been ten of these great 
moulding influences, and I am going 
to tell you what they are. 

It is interesting sometimes to stop 
and take a look back at the things of 
life and ask ourselves what it all 
means in terms of daily living. And 
I am going to ask you who are listen- 
ing to me now, in your minds to go up 
on the high mountain with me for a 
minute and gaze back across the ages, 
just to get a bit of fair perspective on 
this great possession, electricity, that 
I am talking about. 

Five hundred thousand years ago, 
the Ape Man of Java—old pithe- 
canthropus erectus—roamed the forest, 
skulking in the shadows through the 
day and blinking at the stars by night. 
And there was man—no better than 
an animal. Then came the first great 
discovery, the first of the ten great 
possessions that have lifted him up out 
of the company of beasts to the level 
of our life today. It was fire. And 
when man became possessed of fire, it 
brought him warmth in his cave and 
his grotto. It brought him protection 


from the rigors of the terribly cold, 
damp climate of those primeval days. 
It brought him a safeguard from at- 


your theme accordingly. 
some other titles for radio addresses: 


tricity Will Do.” 

Appliances as Much as You Want— 
Their Cost Is So Little and They Pay 
Their Own Way.” 

tric-Light Bill’ 

More Electrical Outlets.” 


Coal Shortage!’’ 
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Here are 
“What Ten Cents Worth of Elec- 


“New Ways to Side-step Drudgery.” 
“Use Your Electrical Labor-saving 


“The Unwritten Items on Your Elec- 
“‘ ‘Happiness in Every Room’—with 


“How Electricity Can Temper the 











tack at night. It brought him cooked 
food. It was the first great soften- 
ing influence. 

Then, second came the invention of 
the bow and arrow, and whereas man 
before had spent most of his time in 
the pursuit of food, following some 
wild thing in the hope of clouting it 
upon the head with a bludgeon or 
striking it down with a thrown rock, 
he now could make his kill more 
quickly. It brought him security 
against danger, too, as well as hunger, 
and freed his time to think and do 
something besides the filling of his 
belly. It brought another great change 
in his life. 

Next, came pottery. This enabled 
primitive man to leave the side of the 
spring. He could carry water. He 


could prepare food by boiling. He 


could keep food. It gave him further 
freedom and comfort. 

Then fourth, came iron smelting, 
and the stone implement was Iaid aside 
for better tools and better weapons 
that again increased man’s power to do 
things. 

Number five, came domestic animals, 
and man acquired a burden bearer. 
When he killed a deer he was now able 
to carry home the whole carcass, not 
just a few choice parts. He could 
a and take his possessions with 

im. 

Then sixth, came writing, and the 
knowledge and experience of one gen- 
eration began to be recorded for the 
next. Communication became possible 
beyond the reach of the spoken word. 

Next — number seven — gunpowder 
was invented. And think what that 
achieved. It brought an end to the 
feudal system, because a peasant with 
a gun became as mighty as a baron in 
his armor. 


Then, eight, in the list is printing, 
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which set free the great power of 
ideas throughout the civilized world. 
We know what resulted from that. 

Steam came then and with it an 
entire new system of transportation. 
The cottage industries were carried 
into the factory. It brought a social 
revolution and changed the world 
again. 

And finally—the tenth of all the 
great civilizing influences, came elec- 
tricity. 

But remember that what history 
means when it credits electricity with 
being the greatest single material in- 
fluence in the development of man is 
not just electric light, heat and power. 
Rather it is the effect of these new 
forms of light, heat and power that 
have made the difference to man. For 
electricity has brought a new measure 
of safety and peace to our communi- 
ties and has made the modern city 
possible. The electric light, the tele- 
phone, the elevator, the street rail- 
way has done this. It has brought 
a great expansion to our indus- 
tries and increased the wealth 
and freedom of man past all cal- 
culation. The electric light, 
the electric motor, and elec- 
tric industrial heating appli- 
ances have done that. It has 
established a contact and com- 
munication between all the 





Mr. Whitehorne personally 
broadcasted this address 
from WJZ, the powerful 
metropolitan station of the 
Radio Corporation of Amer- 
ica, Aeolian Hall, New York 
City. You are welcome to 
take it or parts of it, as 
your address to be broad- 
casted from your local 
broadcasting station. 





people of the world that has extended 
commerce and advanced civilization. The 
telegraph, the telephone, radio, elec- 
tric railways, and the storage batteries 
that make motor cars and airplanes 
practicable have done that. It has 
made possible a degree of comfort, 
cheer and helpfulness in the home and 
relieved the domestic burden upon 
women to an extent that has con- 
tributed vastly to the happiness of 
mankind. Electric light, electric heat- 
ing and cooking devices and electric 
household labor-saving appliances have 
done that. 

Such is electricity in our lives to- 
day. In forty short years it has ac- 
complished all this, and yet it has not 
yet begun to do the work that it will 
do for man in days to come. 

But this is thinking in mass terms. 
What does it mean to one man—one 
woman—in any one normal day? 
What does electricity offer in service 
to any one of us here in New York 
City, or in any other city, as compared 
with all those slaves of Pharaoh? We 
all know perfectly well when we stop 
to think. 

We reluctantly climb out of bed in 
the morning and yawn and turn on the 
electric light. We start the water 
which an electric pump down in the 


city water works has stored ready for 
us. We press a button that rings a 
bell and awakens the maid. We heat 
shaving water in an electric cup. We 
dress and breakfast on eggs, toast and 
coffee “cooked by wire” on the table. 
We drive to the station in our car with 
its electric ignition. We take an elec- 
tric train to town, where we ride on 
electric street cars to the office. An 
electric elevator lifts us to our floor. 
At our desk we use the telephone, 
and send telegrams and radiograms. 
In the office are a diversity of electric 
motor-driven devices. An electric fan 
keeps us cool, or an electric heater 
keeps us warm, according to the sea- 
son. And so it goes on all day long 
until after an evening at the movies, a 
product of electric light and power, we 























crawl into bed at night with our cold 
toes cuddled up against an electric 
heat pad. Almost constantly, hour 
after hour, we have been using elec- 
tricity to perform some service, or we 
have been using some material that 
electricity has made possible. 

Were electricity to be suddenly 
taken away from us, we would be com- 
pelled to change most of our habits of 
living, for these things that electricity 
does so quickly and so cheerfully for 
us could not be done at all, or would 
require the labor of many slaves such 
as served Pharaoh, to pump and carry 
water, to carry messages, to fetch 
wood and coal, to bear burdens and 
perform the common tasks that men 
and women would have to do by sweat 
and toil if we should be no longer able 
to press a button and summon our 
multi-servant, electricity, to do our 
bidding. 

Picture, if you will, such conditions 
coming to pass in any modern city. 
How many people would still reside 
there after a year? They would have 
gone to some other community where 
these “good things of life” are in the 
usual abundance. 


Then, take it from another angle, 
Bring it down to the basis of a single 
household. How many slaves have we 
in the cottage today that is employ- 
ing electricity for all the services that 
it can render? There are many com- 
pletely equipped electrical homes in 
this country, but let me give you the 
list of the varieties of electric service 
employed in one such home near New 
York. 

They have in use 55 different appli- 
cations of electricity, besides lighting. 
With these 55 appliances they do all 
cooking, baking, frying and boiling; 
all refrigerating of food; making ice 
for table use; freezing ices and 
mousaes; washing dishes; mixing 
bread and cake; kneading bread; 
whipping cream; slicing vegetables; 
chopping meat; chopping ice; grinding 
coffee; making ice-cream; making ice 
for the ice-cream freezer; beating 
eggs; making butter and mayonnaise; 
making fondants and candy; mashing 

potatoes; straining purees for soup; 
drying vegetables; percolating 
coffee; making toast; making 
waffles, heating water for the 

dishwasher; washing clothes; 
ironing with five hand flat 
irons; ironing by an elec- 
trically heated motor-driven 
ironing machine; cleaning 
floors, rugs and curtains; 
cleaning upholstery; sewing; 
grinding and buffing; steriliz- 
ing jars and jelly glasses; 
ringing bells; lighting a gas 
heater by electricity; making 
grape juice and making griddle 
cakes. They have as well an 
electric thermostat control for the 
furnace, an electric drill, electric 
clocks, an electric heat pad, a hair 
dryer, a vibrator, an electric water 
heater, an electric Victrola, house tele- 
phones, radio and a toy washing ma- 
chine, a toy range and a toy iron in 
the nursery. 

It will interest you, I believe, to 
know that to acquire all this electrical 
equipment, they have expended in the 
neighborhood of $1,500, and the cost of 
operating all this equipment, as it is 
used in this normal home for a family 
of six runs about $15 a month or fifty 
cents a day. 

Who has more slaves than Pharaoh? 
Who do you think? Well, I believe that 
this man with an electrical home has 
many more—and so can you—and so 
can I—and ‘hese are slaves that serve 
us day and night untiringly without 
burden on any man. They bring us 
both utilities and comforts that out- 
shine all the luxuries that Pharaoh 
ever knew. They serve both our home 
and our neighbor’s. 

Think back to the stories we have all 
heard, of the hardships of daily living 
in the early times—yes, even in our 
grandfather’s lives—and we begin to 
get an appreciation of what electricity 
is doing and has done for us that 
makes it in truth the greatest of all 
the material possessions that have 
como into the life of man. 
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Supplanting the 
Appliance 


House-to-House 
Salesman 


Houston (Texas) Dealer Does Away with All Outside Salesmen— 
New Plan Makes Use of Combination Offers— 
Newspaper Advertising Increased 


By GRADY 


S A MEANS of getting rid of 
A several objectionable features 
of the selling of electrical 
merchandise, the A. T. Vick Electric 
company of Houston, Texas, has just 
dispensed with all outside salesmen. 
In the opinion of A. T. Vick, the 
proprietor, the house-to-house sales- 
man is the root of several evils and 
the present change in selling meth- 
ods has come as a major operation. 
Other sales methods have been 
introduced. Thus far they are suc- 
cessful. Still others are to be tried. 
Whatever the success of those to be 
tried, Mr. Vick declares he is deter- 
mined never to return to house-to- 
house selling to dispose of electrical 
appliances. If the methods awaiting 
trial are not successful, others will 
be found. 

Efforts to correct what this con- 
cern considers evils of house-to-house 
selling were never successful. Cor- 
rections were but temporary. 

Here are some of the objections to 
this practice of selling, as found by 
the Houston concern. First came 
extravagant promises on the part of 
salesmen. In their desire to sell, 
since all their remuneration came 
from commissions, they frequently 
made promises either of the per- 
formance of the product or of the 
responsibility of the firm, these 
promises being outside the pale of 
good business. 

But the firm had to fulfill all 
promises, extravagant as well as 
conservative. This proved a drain. 

Sales to People of 
No Responsibility 


Then came sales made to persons 
of no responsibility. This type of 
buyer was represented in the class 
that made a payment on a product 
to get its use and then either failed 
to pay further or paid in such small 
sums that all chances of profit were 
lost. 

Or the salesman may have sold 
beyond the means of the buyer. 
This evil showed on the books of 
the Vick company with persons, who 


TRIPLETT 


bought intending to pay but found 
the obligations a greater burden 
than had been anticipated. For this 
type of selling, the Vick company 
held the salesman as much respon- 
sible as the buyer. 

In the opinion of Mr. Vick the 
commission of 10 per cent paid to 
solicitors in selling electrical appli- 
ances is too great a handicap to 
place on any type of merchandise. 
He says he does not know whether 
it is possible for salesmen to work 
profitably on less. What he does 
contend is that such a commission, 
added to the other overhead of 
selling, is too great to expect mer- 
chandise to bear. 

His most serious objection to the 
house-to-house plan, however, is that 
it places the business of selling 
electrical merchandise on the lowest 
rung of the selling ladder. ‘When 
a man has to stand with his foot in 
the door to prevent it being closed 
in his face in order to offer a product 
for sale, something is wrong with 
either the product or the method,” 
is the way he puts it. 


Combination Offers at 
Attractive Prices 


So much for reasons. Here is 
what the A. T. Vick company has 
done and is to do to supplant the 
house-to-house salesman. 

First comes what the store has 
come to term combinations. As an 
instance and a successful one, the 
concern bought a supply of ironing 
boards. These were offered with 
electric irons, an attractive price 
being put on the combination. This 
method of moving irons proved so 
successful that other combinations 
are now to have turns in the selling 
plan. 

When percolators are offered, they 
will be in combination with coffee 
of a standard brand. Soap will be 
sold with washing machines. Other 
special offers at the Vick store will 
be combination offers. 

As an inducement to sales as well 
as a method of overcoming an 


obstacle in the selling of electric 
ranges, the Vick company is now 
giving three aluminum utensils with 
each range sold. Complaints on the 
service of electric ranges were found 
frequently to be the result of the 
use of improper utensils on the 
range. 

So utensils of cast aluminum, the 
proper product for electric range 
use, are being offered when electric 
ranges are sold. Three utensils are 
given with each range. 

Since giving up house-to-house 
salesmen, the Vick company has 
used more newspaper space in its 
advertising. All the combination 
sales as well as the inducement to 
electric range buying are given 
newspaper advertising. 


Promoting Faith in the 
Concern Itself 


The purpose of the selling plan 
now being used by the Vick com- 
pany is to sell the concern as much 
as the merchandise.. “That is done 
in other lines,” Mr. Vick said on 
this point. “It should be possible 
in selling electrical appliances. Men 
buy shoes on their faith in the firm 
that sells them. It seems reasonable 
that vacuum cleaners, electric ranges 
and electric irons can be sold on the 
same basis. 

“But such selling requires that 
a store have close contact with the 
trade. That is not possible with 
solicitors as it is when customers 
come here to buy. An electrical 
store must fulfill all promises if it 
is to build up the faith that the shoe 
merchant has. And it seems to me 
that the electrical store also should 
sell from its shelves as the shoe 
merchant does in building good will 
and patronage. 

“When our products are sold in 
the store, extravagant promises of 
performance and responsibility are 
not made. The sales force in the 
store has not the commission in- 
centive for selling, which so fre- 
quently results in over-selling.” 

In the new scheme of selling, the 
Vick company is giving volume a 
secondary consideration. In the first 
part of the year, volume of sales 
ran into high figures with the com- 
pany but profits were low. Now the 
first consideration is being given to 
profits. Volume is not wanted, ex- 
cept on a profit making basis. 

So far there has not been the de- 
crease in volume that was expected, 
when house-to-house salesmen were 
supplanted by other methods.’ 
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How to Behave—in a “Half-Wired” Home 


Simple Hints from Author of Famous Book of Etiquette Throw 
Lurid Light on Trials of Hostess and Guest in the 
Modern “ Inadequately Wired” House 


By LIDDA KAY 


ee TIQUETTE in the old-fash- 
3 ioned home,” pronounced the 
famous expert on etiquette 
whom we asked to lay down certain 
rules on this delicate question, ‘“‘is 
based on the practice of generations 
of cultured and cultivated ladies and 
gentlemen. But the modern elec- 
trically-wired home, though offering 
manifold blessings, has created many 
new problems and questions in pro- 
priety which are, or may be, of embar- 
rassment to both hostess and guest. 

“I am referring, of course, to the 
home wired after the usual practice. 
They tell me that new standards in 
wiring are now supplanting the old, 
requiring one or more electric outlets 
inevery room. If that proves true, I 
shall have to revise these rules some- 
what in a decade or so. But in the 
meantime, certain vexatious problems 
are so general that my rules, to be of 
practical help, must meet conditions 
as they are today. 

“A guest’s happiness and ease, in 
such a home, may depend quite as 
much on his adeptness at connecting 
an electric toaster as on his knowl- 
edge of the proper way to eat aspar- 
agus. Need I say more, to 


broken vases, glasses and pictures, 
and damaged furniture to bear 
witness to his nightly search for the 
pull-chain in the dark. 

As the safest precaution, we recom- 
mend the following ritual, to be 
learned within an hour after arrival: 
Enter the room, swinging the door 
wide, and, with one hand still on 
the doorknob, reach the other hand 
out to the pull-chain of the light. 
Close your eyes and get this position 
firmly fixed, mentally. After that, 
vou will have little trouble finding 
the pull-chain in the dark. 


Follow the Green Cord 


Rule 2—If there’s only one electric 
outlet into which your electric trav- 
eler’s iron or curling iron can be 
plugged, and you find the outlet al- 
ready occupied, do not casually re- 
move the other plug to connect your 
own. Observe that the green cord 
trailing from the outlet apparently 
leads somewhere. Follow the green 
ecord—you may find it terminating 
in an electric fan on the porch; in 
a vacuum cleaner in the dining room; 
or in a torchere in the hall. In short, 


the outlet is apparently over-worked, 
and it is well to ascertain what is 
at the other end of the green cord 
before removing the plug. The well- 
mannered guest never monopolizes 
the outlet. 


Use the Nearest Outlet 


Rule 3—If your electric curling 
iron lacks the screw-type plug and so 
cannot screw into a lamp socket, and 
your own room lacks the wall outlet 























Your coiffure may need first aid — but 
another guest’s may, too. The well-man- 
nered guest never monopolizes the outlet. 





to fit it, it is permissible to plug it 
into any outlet in any room that fits 
it and curl your hair right there— 
whether in another bedroom, the hall, 
or even in the living room. 


Watch the Cords 


Rule 4—Most embarrassing to the 
fastidious hostess is the guest who is 





express my conviction of 
the supreme importance of 
these new rules?” 


Learn the Pull-Chain 
Ritual 


Rule 1—Upon entering 
the room to which you are 
assigned as a guest, your 
very first duty is to note the 
absence of a push-button 
switch and to ascertain the 
relative position of the ceil- 
ing light and the door. 
This will enable you to turn 
on the light at night with 
comparatively little incon- 
venience to yourself or 
damage to the furniture. 
Any hostess is bound to 
have a poor opinion of a 
guest who never can re- 
member the exact position 











always clumsily stumbling 
over trailing cords. A room 
with only one outlet serv- 
ing two or three lamps in 
different parts of the room 
offers many pitfalls, being 
necessarily crossed in 
several places by connect- 
ing cords. The _ safest 
course to follow is to note 
mentally, at an early stage, 
the relative positions of all 
the lamps and the one out- 
let, and to pick one’s way 
warily about the floor and 
in and out of the furniture, 
especially near table legs. 


The Perfect Guest at an 
Electrified Meal 


Rule 5—Perhaps the 
greatest pest, in such a 
home, is the guest who 


insists on being helpful at 








of the light, and whose 
departure reveals a trail of 


she knows just how. 


Let your hostess do these little jobs herself—from long practice, 
Praise, however, her skill and agility. 


meal times, and tries to 
connect and disconnect 
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the percolator, toaster and grill from 
the overhead light. Let your hostess 
do these little jobs herself. From 
long practice, she knows just how to 
climb on her chair, unscrew the bulb 
in the chandelier, and attach the ap- 
pliances—all without scratching the 
chair, breaking a bulb, or pulling 
down the chandelier. 

Remember, her electric toaster, 
grill and percolator are the pride of 
her heart, and she uses them in the 
fond belief that they not only make 
the serving of the meal run more 
smoothly, but also give an air of 
distinction to the table. Therefore, 
pretend not to see the fountain of 
cords descending from the chandelier, 
but praise instead your hostess’ skill 
and agility in achieving the connec- 
tions. Her beam of pride will be 
your reward. ; 

At the dining table, also, it is ex- 
ceedingly bad form to get entangled 
with the dangling cords—it stamps 
one immediately as not being accus- 
tomed to the luxuries and comforts 
of a modern (7?) home, 


A Present to the Hostess 


Rule 6—It is only fair, if your 
visit is protracted, to keep count of 
all the lamp bulbs you break in the 
constant repetition of unscrewing 
bulbs to screw in table lamps, heat- 
ers, fans, irons, toasters, curling 


r 

















Close your eyes, stretch both arms—then 
swing. A little practice in this will bring 
perfection. 





irons, and so on. No matter how 
careful you are, losses are bound to 
occur from this cause, and it is not 
fair that your hostess should bear 
the entire burden. Make her a pres- 
ent of a few lamp bulbs before you 
leave. 





The Personal Representative 
of the Company 


VERY business man will recog- 

nize that the foundation of his 
success is based upon the record of 
service of his company. But the 
“company” in the eyes of the cus- 
tomer is not the vague entity whose 
name is on the bill head at the end 
of the month, nor, always, the owner 
of the business—it is the particular 
employee with whom 





Co-operative Christmas Advertising 


that customer has 
chanced to deal. Are 
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Even the best servant can not remain for- 

ever at your beck and call. Yet electricity is 

eT ever at hand to do almost any task for you, 
more efficiently than was dreamed possible a 


| Suggestions 
| 


few short years ago. 


For gifts this year, your electric company 
suggests SS and useful presents — gifts 
! ive pleasure on Christ- 


which will not alone 


to come. 


additional appliances in your home. 
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mas Morn, but that will continue to add to your 
family’s daily comfort and happiness for years 


Buy—among other things—a few more suitable electri- 
* cal gifts. A very small amount will place one or several 


Consult your electrical contractor, or tt 


will be a pleasure for us to show you 
Gifts from our own Appliance Store. 


Dallas Power & Light Co. 


Interurban Bidg. 
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your employees fully 
aware of their respon- 
sibilities as personal 
representatives of the 
company ? 

The Pacific Gas and 
Electric Company of 
San Francisco, has ini- 
tiated a series of lec- 
tures for the benefit of 
their employees cover- 
ing such subjects as: 
Definition of Service, 
Fundamental Company 
Policies, Value of Cour- 
tesy, Proper Use of the 
Telephone, Relation of 
Service to Good Will, 
Advertising Value of 
Employee Contact with 
Consumer, Sales Possi- 
bility of the Employee. 
Every employee carries 
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“Consult your electrical contractor, or it will be a pleas- 
ure for us to show electrical gifts from our own appli- 
ance store,” advertised the Dallas company in its holiday 
Notice the effective 


newspaper advertising, last year. 
use of duplex outlets. 


with him a complaint 
and prospect booklet of 
little printed forms, 
which he sends in to 


the proper office when occasion arises, 
signed with his own name and that 
of the customer. And to every em- 
ployee, from office boy to  vice- 
president is given the opportunity to 
sign the following pledge: 


“T am at all times the individual per- 
sonal representative of and for this 
company regardless of my department 
or duties, and it is for me to see that 
the policy of this company—that of 
rendering service in its broadest 
sense—is carried on.” 


How about the clerk who answers 
your telephone, your store at- 
tendants, the men who do your con- 
tracting work and the salesmen in 
the field—do they regard themselves 
as the personal representatives of 
your policies of service? 





Getting Full Value From 
Direct by Mail 
Advertising 


HE Electric Shop of the Wash- 

ington Water Power Company of 
Spokane recently staged an electric 
iron feature sale during which a com- 
bination of an iron with a patent 
ironing board was offered at the 
special figure of $1 down and $1 per 
month. It was decided to circularize 
the residential customers of the com- 
pany, but before this was done, a 
broadside campaign in the news- 
papers was employed. This prepared 
the field and aroused the interest of 
the public in the opportunity offered. 
When, a few days later, the house- 
wife received a letter from the com- 
pany repeating the offer to herself 
personally and enclosing a return 
postal she was already prepared to 
send it in. In order to handle the 
campaign more effectively, the terri- 
tory covered was divided into dis- 
tricts and the letters send out at in- 
tervals, preceded by the newspaper 
advertising, so that the sale was 
spread out over a full month. This 
made it possible to handle the busi- 
ness more promptly and effectively 
with a smaller force and also made 
the matter a special local opportunity 
in each case—a factor which was in 
part responsible for the success of 
the sale. 

The postcards came in with great 
regularity, averaging eight or ten 
a day and were thus easily handled 
without any special provision. Dur- 
ing the month 550 irons were sold, 
the greater part of them as a direct 
result of the direct by mail cam- 
paign. 





ol ——— a 











wn aL MAL iit id cc le ies Cts nei = cM scan Aang las Feat $ Je aa 4 bin TEA en MARES Saanice * 








Electrical Merchandising Pictorial 


AMonthly Picture Section of Sales Ideas 


of in the busy rush of the holidays. De- 
vote a few mornings to going personally 
to a picked list of your old customers, 
busy men to whom Christmas shopping 


Sell Christmas Gifts to the Busy Man in His Office 


ERE is one place to sell electrical 
Christmas gifts that few dealers think 


will come particularly hard. Take them 
pictures of appliances suitable for gifts of 
comfort to their wives, thoughtful gifts of 
service to the entire household. Offer to 
deliver these Christmas Eve in a Christmas 
wrapping. 








How Cleveland League Teaches Greater 


ASHING MACHINE sales in Cleve- 

land jumped 134 per cent—vacuum 
cleaners, 90 per cent—ironers, 232 per cent 

in the first eight months of 1923, as com- 

pared with the corresponding period of 1922. 

Such is the percentage increase, at any rate, 

of the dealers reporting to the League, and 


their reports may be regarded as typical. 

Even more remarkable is the average 
increase of 17 outlets in housewiring con- 
tracts made in 1923, es compared with the 
records of 1920—which means 80 per cent 
more wiring. Housewiring contracts made 
in 1920 called for an average of 21 outlets 














for each house—10 light, 11 switch, and no 
convenience outlets. In 1923, the average 
has jumped to 38 outlets—18 light, 13 
switch and 7 convenience outlets. With a 
similar 80-per cent increase in the next three 
years, Cleveland’s new homes will be wired 
for an average of at least 68 outlets. 














Abooe—The safety and conven- 
ience of a master switch was clearly 
shown to visitors by means of 
this display board, on exhibition 
in the basement of the Cleveland 
Home. S. H. Hansen, secretary 
of the Cleveland Electrical 
League, is here showing how a 
touch on the button in the 
master’s bedroom will throw on 
the lights in every room of the 
house. 


Right—Good lighting and bad 
lighting are convincingly demon- 
strated by means of this fixture, 
which was cleverly attached for 
the purpose to a fan hanger con- 
nected with the wall ‘‘elexit.” 
The fixture was fitted with clear 
and frosted bulbs of different 
sizes, one lamp being too large 
and improperly shaded. By 
switching on and off the lights, 
the demonstrator was thus en- 
abled to give a_ convincing 
demonstration of the difference 
between raw light and good 
illumination. 
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HESE amazing figures, if they do 

nothing else, show what can be done 
when the electrical men in any community 
get down to brass tacks in this matter of 
selling the electrical idea to the public. All 
those ironers, washing machines and cleaners 
were sold as a direct result of eight-week 


advertising campaigns in Cleveland news- 
papers. And the housewiring figures rose 
because field representatives of the League 
make personal calls on every person who 
takes out a permit for a dwelling, and on 
architects, builders and wiring contractors. 

But the particular glory of the Cleveland 


lectrical Convenience to the Publie 


League is the completeness and faithfulness 
to detail of its Home Electrical exhibits. 
With a skill in staging worthy of Belasco, 
they have told the electrical story from 
every angle, with the aid of carefully 
planned charts, exhibits and demonstra- 
tions, one of which is depicted below. 



































Exhibits in Newest 
*‘Home Electrical”’ 
Carefully Planned 
Insure That No 
Visitor Misses 
the Message of 
Adequate Wiring 








Above—And to satisfy the visitors’ desire to 
examine things ‘“‘close up,” this display 
board was arranged, with samples of 
outlets and switches. 


Above at Left—Convenience outlets that are 
really convenient—being three feet from 
the floor—were shown in action to each 
group of visitors. 


Left—“Elexits” were made a subject of 
special demonstration.» A fan hanger was 
shown connected with one on the wall; 
besides which three “‘elexits’’ were mounted 
on a small demonstration board, to show 
how it can be covered with a small orna 
mental plaque, if not used, or how another 
lighting bracket may be used. 
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UREKA sales 
O the Worlds sales of 


& 1923 Sales-increase grenaly . 
exceeds the average gain of com- 
| petitors. While 69 competitive 
/ “makes’’ sold four machines to 
Eureka’s one in 1922, their com- 
bined efforts are only able to 
arket approximately three 
achines to Eureka’s one in 1923. 















It if estimated that the combined 
salds of all electric vacuum cleaners, 
for the year 1923, will be appt / 
mafely 1,050,000. 7 


In spite of the fact that seventy different 
trade-marked makes are represented in 
thisJgigantic volume of sales, nearly one- 
fourth of the whole tremendous total is 
maag up of Eureka sales alone. 








Sixty-nine other makes combined are 
only able to sell approximately three 
machines to every Eureka sold by this 
Ps one organization. In other words, it 
7 requires the average combined efforts of 
nearly twenty-three competitive “‘makes’”’ 
to even equal the number of Grand Prize 
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Radio Outlets in Every Room! 


fT ae i. From Central Receiving Set in the Living 
2 Room of the Editor of “Electrical Merchan- 
dising” at Bronxville, N. Y., Circuits Run 
to Loudspeakers or Headsets on All Floors 


at 
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Guest Room 
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COMPLETE 
list ofroomsin 
the average home 
in which radio 
outlets might be 
desirable , follows: 





Living room 
Dining room 
Kitchen 
Laundry 
Bedrooms 
Guestroom 
Nursery 
Maid's room 
Sun-parlor 
Billiard room 
Porch 

Work shop 




















[IX THE nursery there is a radio outlet beside each child’s bed. 
By means of switches this circuit and others can be shut off. 

The radio outlet in the maid’s room is in the side of her inter- 
communicating telephone set, the radio circuit being carried as one 
pair in the house-telephone cable. 

At various points in the living room there are also jacks for 
headsets, in case some of those present wish to read or converse 
and do not care to listen to the power loudspeaker. The outlet at 
the kitchen sink serves to beguile, with music and lectures, the 
tedious hours of kitchen work. 

Either headsets or loudspeakers can be operated throughout the 
house, and by means of a clockswitch on the main battery circuit, 
the whole system may be left running for any predetermined time, 
delivering distant music to every room, so that the whole house- 

hold can retire and fall asleep to music! 





KITCHEN 
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with the coming of 
radio a new kind of 
convenience outlet has 
made its appearance—’ 
“radio outlets” of the 
familiar standard tele- 
phone-jack type, for 
distributing radio 
music and_ entertain- 
ment to every room in 
the house. 

Think for a moment, 
just what it means to 
have such a wiring lay- 
out for distributing 
radio to the individual 
rooms of a home. 

The children in their 
upstairs nursery can 
have bedtime stories 
delivered right to their 
own little beds. After 
listening to the tales of 
the Star Man and Billy 
Cottontail, they drop 
off to sleep to the 
strains of distant 
melody. And knowledge 
of the fact that the 
Bedtime Story Man 
tells his delectable tales 
on a schedule by the 
clock, means prompt- 
ness in getting to bed 
“right on the minute,” 
so that no word will be 
lost. A special switch, 
downstairs, cuts off 
the nursery circuit, 
after the hour when 
little eyelids should be 
closed. 

And for the older 
people in the family 
who prefer to retire 
early to the privacy of 
their own rooms, yet 


LECTRICAL MEN 
general familiar with the “‘con- 
venience-outlet” idea and have 
been thoroughly sold on the desir- 
ability of having electric service 
available at convenient points all 
throughout the average home. 


Multiplymeg the Pleasure 


of Home Radio 


How the Average Small House Can Be Wired with Radio Outlets in Every Room 





are in 


But 


dislike to be shut out of the cheerful 
music and interesting addresses com- 
ing in over the radio in the living 
room—the whole evening’s program 
can be carried upstairs and alongside 
easy-chair or bed, so that comfortable 
déshabille does not 


interfere with 


—What This Will Mean to tne Family and to the Electrical Contractor-Dealer 


below. 
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head phones 
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on Amplitier 
Layout of radio distributing circuits and 
“radio outlets’ in the home of the editor 
of Llectrical Merchandising at Bronx- 
Basement Ville, N. Y. ‘Radio outlets” for operat- 
~ ing loudspeakers or headsets are pro- 
- vided in every room, including nursery, 
guestroom, bedroom, maid’s room, 
5 kitchen, dining room, ete. FS ne 
‘yrenite we > rye ‘ ri irectly 
bate, circuits can be plugged at will directl 
— onto the radio receiving set, or onto 
the amplifier for building up volume to operate loudspeakers in 


the various rooms. 


The nursery can be shut-off separately from 


the rest of the rooms. A clock switch enables the whole system 
to be left running for a predetermined length of time so that the 
family can “go to sleep” to music half a continent away. 












sharing the music being enjoyed 


And for the maid-of-all-work who, 
the dinner dishes done, ascends to 
the barren comforts of her attic 
chamber—that attic 
comes an anteroom of the liveliest 


instantly be- 


jazz ballroom in the 
distant metropolis, so 
that even “going out 
to the movie” will, for 
her, lose much of its 
appeal. Where, indeed, 
is the housewife or 
householder who would 
not authorize any 
reasonable expense 
that will more tightly 
secure Katie, Olga or 
Hilma? 

And when bedtime 
for the whole family 
comes, it is not so hard 
to tear away from 
those “best programs 
of the evening” of the 
distant broadcasting 
stations which always 
come in clearest after 
midnight—if everyone 
in the family knows 
that these concerts will 
follow him or her to 
bedroom and_ guest- 
room, so that one’s last 
drowsy memory be- 
tween cool coverlets, is 
of “Indiana Moon” or 
“The Golden Shore.” 

Right here, of 
course, it should be 
explained that the 
secret of letting the 
family “go to sleep by 
radio” is a clock switch 
(of the type used on 
electric cookers), which 
is inserted in the A- 
battery circuit, and 
opens that circuit after 
the elapse of any pre- 
determined time, from 
10 minutes to two 
hours. For the women- 
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folk. who are usually at home 
all day long, radio throughout the 
house offers relief from tedium of 
household tasks, kitchen work, sew- 
ing, etc., when those hours can be 
lightened with the music of a metro- 
politan concert or lecture—which 
would otherwise take half or a whole 
day to attend! 

How all the possibilities described 
have been actually worked out in 
a small home in the suburbs of New 
York City, is shown in the accom- 
panying pictures and diagram of the 
radio secondary circuits in use in 
the home of the editor of Electrical 
Merchandising, at Bronxville, N. Y. 


An Opportunity for Manufacturers 
to Bring Out Wall Radio Outlets 

The various house circuits are 
controlled by a group switch, which 
short-circuits the lines not to be 
operated. The plug which feeds this 
house circuit can be plugged into the 
radio set directly, for operating 
headphones only, or can also be 
plugged into a jack on the amplifier, 
when it is desirable to build up 
volume for the loudspeakers in the 
various rooms. All the circuits are 
in series, with short-circuiting jacks, 
except the pair feeding the various 
bedrooms, which is a pair in the 
10-wire cable for the various house 
intercommunicating telephones. Out- 
lets tapped from this pair are bridg- 
ing connections, with jacks that 
remain open-circuited on removal of 
the plugs. 

The “radio outlets” as improvised, 
consist of standard jacks mounted 
in single-hole switch faceplates. 
These plates are made for use with 
switches having one push - button 
(one push to light, and one to ex- 
tinguish), and are available from 
jobbers’ stocks on special order. The 
hole exactly fits the standard jack. 
It is surprising, however, that no 
regular wall-type “radio outlet” has 
so far been placed on the market. 
As the desirability of “radio through- 
out the house” becomes known to 
the present 7,000,000 broadcast lis- 
teners, there should be a real demand 
for such “radio outlets.” 

At all points for. interconnection 
in the Bronxville house, standard 
multi-jacks and duplicating plugs 
have been used, affording the great- 
est flexibility of connections. But 
the prayers of millions of future lay- 
men broadcast-listeners will doubt- 
less go up to the radio manufacturer 
who replaces the present (to the 
layman) complicated system of bat- 


tery binding posts, by a simple ar- 
rengement of polarized plugs which 
cannot be incorrectly connected. 

Radio outlets throughout’ the 
house constitute a new field of wir- 
ing sales for the electrical contractor 
and radio dealer. Since the wiring 
involves only signal circuits com- 
parable to intercommunicating tele- 
phone lines, the work can be done 
rapidly and at minimum expense. 

Already certain progressive build- 
ers are incorporating radio wiring 
into their speculative homes as 
selling points. But the possibility 
of multiplying the enjoyment of 
radio by having its broadcast pro- 
grams available through radio out- 
lets in every room in his own home, 
should appeal to any householder as 
a remarkable enhancement of home 
comfort which is obtainable at a 
very small cost. 





An Electrical Man’s Christ- 
mas Party for Crippled 
Children 


HAT even an electrical man can 

do to create good will through- 
out a community was shown in Kings- 
ton, Pa., on the afternoon of last Dec. 
23, when “Bill” James, district man- 
ager of the Interstate Appliance Cor- 
poration with headquarters in the 





Mr. James was assisted in carrying out the 
party by several nurses of the West Side 
Visiting Nurse Association, some of the 
officials and employees of the electric com- 
pany, and a number of prominent welfare 
workers of the communities. The entertain- 
ment program consisted of several appro- 
priate readings, and Christmas siories by 


office of the Luzerne County Gas 
and Electric Company, had as his 
guests at a Christmas party sixteen 
little crippled and shut-in children 
ranging in age from 3 to 15 years. 
While the party was a most delightful 
one for the little ones and a great 
pleasure for the host and his assist- 
ants, it was a most pathetic scene to 
the observer. All of the guests were 
invalids and permanent cripples, 
many of whom had not been away 
from their home for many, many 
months and in some cases, years. 
Some had never even had the op- 
portunity of riding in an automobile 
before. 





Tempting Them with Dishes 


H. YOUNG, electrical contrac- 

tor-dealer of Oil City, Pa., 
finds it a good plan, in seeking 
vacuum cleaner prospects, to offer 
a small set of dishes to any woman 
suggesting the name of any person 
to whom the sale of a cleaner is sub- 
sequently’ made. The dishes are not 
expensive, the complete set of eight 
pieces being obtainable for one or 
two dollars—and they certainly look 
attractive. “It seems that the 
women will make a greater effort to 
win a set like this than they would 
for anywhere near an equivalent 
amount of money,” says Mr. Young. 





local women, and a classical dancing act by 
little Miss Helen Schmaltz, daughter of 
kK. F. Schmaltz, a well known Kingston 
electrical contractor. The offices presented 
a cheerful Christmas scene and a real live 
Santa Claus distributed gifts to each of the 
guests, besides ice cream, cake, candy and 
other goodies. 
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Electrical 
Merchandising 


The Business Magazine of the Electrical Trade 


believes that: 


UNDERWRITERS and municipal inspectors should promote 

the idea of the usefulness and safety of electric service before 
the general public,— rather than discourage it, as so often results 
from their critical attitude. 

There are some notable examples of electrical inspection heads 
who grasp the vision of their responsibilities to their communities 
and who actively promote the use of electric service locally, by co- 
operation with the local electrical industry. The old-time type of 
inspector who assumes petty authority, saddles unnecessary ex- 
pense and annoyance upon customer and contractor, and stands 
in the way of the customer getting a complete electric installation 
has his days numbered. An electrical age is at hand. The public 
is demanding to be served with electricity, and will brook no 
interference in getting in a common-sense way the blessings elec- 
tricity can bestow. 








A Period of Smashed Records 


ULIUS H. BARNES, president of the Chamber of 

Commerce of the United States, cites ten production 
records that have been established in industry during 
the last few months. They are: 


The largest pig iron production; 

The largest cotton consumption; 

The largest steel ingot production; 

The largest crude oil production; 

The largest automobile and truck production; 
The largest residential construction; 

The largest production of locomotives; 

The largest volume of mail-order sales; 

The largest volume of retail sales; 

The largest volume of railroad car loadings. 


Mr. Barnes also makes several significant comparisons 
of changes that have taken place in the United States 
since the pre-war year of 1913. The more important 
of these comparisons are: 

“The population of the United States has increased 
fourteen millions of people, with their enlarged require- 
ments. 

“The annual national income has increased from 
thirty-four billion, to fifty billion. 

“The aggregate savings deposits have increased from 
six billion to fourteen billion dollars. 

“The deposits in national banks have increased from 
six billion to seventeen billion dollars.” 

To which might be added that the use of electricity 
is now doubling every three years. 

Are you ready to share in the growth and prosperity 
which the above figures presage for the electrical busi- 
ness? 





Meeting Your Keenest 
Competition 


HE electrical dealer’s keenest competition is not the 

other electrical man down the street. It is not 
the hardware or the sporting-goods dealer with an up- 
to-date electrical appliance department. It is not even 
the department store or the mail order house handling 
electrical goods. 


It is the dealers in phonographs, pianos and auto- 
mobiles, fur coats and other luxuries. 

All these merchandisers sell their wares on the time. 
payment plan. Seventy-five to ninety per cent of their 
sales are made in this way. Their gross annual busi- 
ness is enormous. 

Now when a customer has bought say an automobile 
on time contract he stands definitely committed to 
making certain payments every month. These usually 
require about all the money he can spare. This demand 
on his purse may run anywhere from a few months to 
ayear. In the meantime other purchases are necessarily 
held up. His wife may want a washing machine. It 
must wait. A vacuum cleaner would be highly desirable 
in this home. It must wait. A set of real lighting 
fixtures might be among the crying needs of this home; 
it too must wait. So the electrical dealer finds business 
slack or “Not just what it ought to be.” 














“Automobiles, fur coats and other luxuries 
constitute your keenest competition” 


Fortunately the same installment-plan methods of 
selling used by these competing lines, provide an effec- 
tive weapon of defense also and many electrical dealers 
are already using such “easy payments” with marked 
success. Appliances seem peculiarly suited to install- 
ment selling and it is doubtful if the electrical merchant 
can ever realize full sales possibilities without this 
method, any more than the automobile, piano and phono- 
graph business could have been built to their present 
scale of operations without installment selling. 





Pay Envelopes Today Have 39 per Cent 
More Purchasing Power Than in 1914 


WING to peculiar economic conditions in the United 

States at present, which have just been disclosed 
through the researches of the National Industrial Con- 
ference Board, New York, wages are again at a peak 
point, in the face of the fact that employment as a 
whole, measured by the latest available returns, is 
falling off. Reports received by the Board from more 
than 1,600 industrial plants in all parts of the United 
States indicate that, measured by their purchasing 
power, wages have regained their greatest height 
which was first reached last June, when they were, 
based on hourly earnings, about 39 per cent above the 
pre-war months. 

With the present high wage scale thus maintained, 
and the industrial worker becoming an ever-increasing 
buyer of electrical labor-saving appliances, it looks as 
if the market of the electrical retailer is in a happy 
state indeed. 

With aggressive merchandising there is no reason 
why this surplus purchasing power should not find its 
way in the form of cash dollars, into the tills of elec- 
trical merchants, this Christmas and during the months 
of 1924! 
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Making an Advertisement of 
Your Deliveries 


Occasionally a manufacturer or a 
dealer in some line of goods will ar- 
range for a parade about the city 
featuring his product. In one sense, 
the daily deliveries of articles sold 
may be regarded as miniature proces- 
sions in the interest of advertising 
which in the case of a particular 
drive on one line of goods, some- 
times rise to considerable propor- 
tions. 

The Utah Power and Light Com- 
pany during its recent washing 
machine campaign took full advan- 
tage ef this form of publicity. The 
delivery of washing machines reached 
very large numbers each day. To 
make this delivery conspicuous was 
to call attention to the fact that a 
special sale was on and that a very 
large number of people, as witnessed 
by the actual: machines sold, had 
found the product and the terms 
satisfactory. 

In consequence, during this period, 
all deliveries were made from the 
front doors of the shops, instead of 
from a rear entrance. Occasionally a 
parade was held of all deliveries for 

















Delivering and demonstrating washing ma- 
chines by sled was one of means of pub- 
licity adopted by the Utah Power and Light 
Company in their Idaho Falls Division. 





one day, so labelled in large signs on 
the sides of the trucks. In a portion 
of the company’s territory where the 
weather was such as to make it prac- 
ticable, delivery and demonstration 
of machines was made by means of 
sleds (a rather unusual and con- 
spicuous means of conveyance in 





Ideas for the Man Who Sells 





4 Plans, Schemes and Methods 
Gathered from 
Successful Selling Experience 





Electrical Appliances 











| to Increase the Sale of 








Putting Life into a Heater 
Display 





that section of the country) to the 
lively accompaniment of bells in the 
good old fashioned manner. 

In checking up the extremely sat- 
isfactory results of the campaign, it 
was felt that to this form of publicity 
must be credited a considerable part 
of the success of the drive. 





Rebate on Light Bill Applied 
on Appliances 


“We will apply twenty per cent of 
your September light bill on the pur- 
chase of any electrical appliance we 
handle, if the purchase be more than 
five dollars and be made by the first 
day of November,” was the unique 
offer made by the merchandising de- 
partment of an Ohio light and power 
company. 

The plan worked two ways. First, 
those who had contemplated making 
a purchase of some appliance in that 
period used more “juice” than they 
would have otherwise, figuring that 
they were getting a discount any- 
way and then gave their business to 
this electric shop, while second, 
others who had not been certain 
about buying right at this time, were 
changed to definite prospects because 
of the offer. Material increase in 
sales was noted as the result of the 
offer, which the company plans to re- 
peat at a later date. 





“For the First Baby Born 
in 1924”’’ 


“We will present the first Moline 
baby born in 1923 with an electric 
milk warmer—bottle, rubber cap 
and everything!” announced the Tri- 
City Electric Company of Moline, 
Ill., just about this time last year. 
The advertisement appeared in the 
newspapers several times before the 
first of the year, till everyone knew 
and was talking about it. For who 
wouldn’t be interested in the out- 
come of such a race? If you want 
to make your store the most talked- 
about shop in town between Christ- 
mas and New Years’ here’s how! 

















Effective advertising of a radiant heater 
is illustrated in the accompanying photo- 
graph taken before the Tremont Str et 
store of Iver Johnson Sporting Goods Com- 


pany in Boston. Instead of letting the 
heater speak for itself without any active 
sales exploitation by human means, the 
company put a boy into a striking scariet 
uniform and supplied him with a “live” 
heater and plenty of leaflets to hand to 
the interested passer-by, telling a moving 
story about the value of portable heaters 
as chill-dispellers in the modern home. 





To Show the Public How 
Little It Costs to Use 
Appliances 


A mid-western light and power 
company conducted a survey of some 
of its customers to determine the 
various electrical appliances which 
they were using. A check was then 
kept over a period of months on the 
amount of their bills, as well as a 
check on the bills of some who had 
but one or two, if any, appliances. 
These figures (without the names, 
of course) were then published in a 
series of advertisements which the 
management believes served to over- 
come the belief among non-users of 
appliances that operation was expen- 
sive and away out of proportion to 
the benefits received. 

This was proved out by several 
persons who called at the central sta- 
tion office to verify the figures and 
whose composite remark was: “TI al- 
ways had the impression that they 
would cost me a great deal more.” 
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Concentration Is Feature 
of Sales Success 


On the theory that concentration 
of effort is the major factor in suc- 
cessful selling, the retail sales depart- 
ment of the Colorado Springs (Colo.) 
Electric Light and Power Company 
has divided the year into sales pe- 
riods, assigning one particular device 
or group of devices to each period. 
By definite planning ahead of time, 
in this way, no one line of appliances 
is overlooked, and at the same time, 
each appliance is featured at the 
time of year which is most effective 
for its sale. 

The significant feature of the com- 
pany’s methods is that when one ap- 
pliance is under consideration, sales 
effort is strictly confined to that field. 
Other appliances are sold, of course, 
if the public asks for them, but all 
advertising and salesmen’s time is 
given to the object under focus for 
the moment. Thus during the month 
of February when vacuum cleaners 
were being sold, an advertisement 
featuring cleaners appeared daily in 
local newspapers, and thirty five or 
forty telephone calls were made a day 
among those of the company’s cus- 
tomers whose records showed them 
not to be in possession of a cleaner. 
During these periods, salesmen in the 
field are allowed commissions only on 
the appliance being featured. They 
may take an order for a washing ma- 
chine during a vacuum cleaner month, 
but they receive no commission. 


Sales Problem Put Up to Field Men 


In carrying out this plan, it is the 
custom of the company to place the 
problem of salesmanship largely in 
the hands of the field men. The sales- 
man on the floor receives a regular 
salary, but is paid no commission on 
sales by the company. It is recog- 
nized, however, that the outdoor men 
receive commissions sufficient to per- 
mit them to pay a percentage to the 
man in the store who handles this 
portion of their sales. This varies 
with the appliance, being about $2 
for a washing machine sale, $1.50 
for a vacuum cleaner and so on. 

A significant test of the success of 
this method of concentrating effort 
is seen in the success of the recent 
vacuum-cleaner campaign by which, 
in a city where there are already 
6,000 vacuum cleaners in a residence 
load of only 8,000 meters, 150 vacuum 
cleaners were added to the lines in 
one month’s time. Three salesmen 


were at work in the field—and so 
busy were they kept following up 
prospects brought into the store by 
newspaper advertising and window 
displays or through telephone con- 
versations that there was no time 
left for house-to-house canvassing, so 
that this was not a feature of the 
campaign at all. 





Bringing the Washer Demon- 


stration to Customer’s Door 


Popular interest in appliances was 
greatly enhanced at Worcester, 
Mass., when the Bancroft Electric 
Company staged a fine demonstra- 
tion during the evening hours for 
an entire month on a motor truck 
which visited residential neighbor- 
hoods, did local washing for house- 
holders, and accompanied this activ- 
ity by high-grade radio concerts 
received from distant broadcasting 
stations and delivered to throngs of 
people by a loud-speaker outfit. The 
demonstration was made with the 
co-operation of the Western Electric 
Company, Inc., and the Worcester 
Electric Light Company authorized 
tapping its secondary service mains 
outside house meters so that local 
washing machine service, etc., could 
be given without expense to tenants 
and house owners along the route. 

With every washer sold during the 
campaign an attractive table lamp 
was given. The evening demonstra- 
tion opened with a radio concert, 
after which a representative of the 


SPECIAL OFFER 
BEAUTIFUL TABLE LAMP 


tH LVERY WESTERM ELECTRIC WASHER SOLD DURING 


ru BANCROFT ELECTRIG 





To concentrate the attendance at points 
where the truck was to be on different 
nights the Bancroft Electric Company of 
Worcester, Mass., advertised the display 


Western company gave a talk upon 
washers and wringers, demonstrat- 
ing the ability of such equipment in 
handling blankets, quilts, overalls, 
and heavy bath rugs. 

The truck was attractively decor- 
ated with streamers of purple and 
white, and in the course of its work 
5,000 flykillers and 3,000 hand fans 
with the Bancroft company’s name 
and advertising upon them were 
given away. The Rinso soap organ- 
ization gave away 5,000 packages of 
soap from the truck. The Bancroft 
company had three men on the truck 
in addition to the two Western Elec- 
tric men. 

There were also two men in the 
crowd each night who had been 
coached in asking. “leading ques- 
tions” about the use of appliances 
in the home, cost of operation, etc. 
An interesting result of the earlier 
demonstrations was the request of 
a parish priest in the Rochdale sub- 
urban district that the truck visit a 
lawn party and carnival under the 
auspices of his church, and this re- 
sulted in a 3-night visit, followed by 
eleven washer sales and several sub- 
sequent purchases of washers attrib- 
utable to this occasion. Advertising 
was run in a local French paper as 
well as in English press. About 
twenty-five washer sales have been 
“charged up” to the credit of this 
display since it was first put on the 
street near the close of the summer, 
according to L. J. Lavin, general 
manager of the Bancroft company. 
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and locality in the local press well in ad 
vance of its appearance. The truck wis 
equipped with a variety of household appli- 


ances and was illuminated by colored lamps. 
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House Wiring 


Specifications for house wiring 
with special reference to the wiring 
of electric ranges have been drawn 
up by the California Electrical Co- 
operative Campaign for the use of 
the electrical contractor and archi- 
tect in dealing with prospective cus- 
tomers. These have been printed on 
a leaflet with a diagram showing cor- 
rect range connections on the back 
and have been sent out to electrical 
contractors, architects, builders, and 
other interested parties. 

The specifications are of  par- 
ticular value to those dealing with 
the public in that the requirements 
of modern wiring in the home are 
stated in simple concise language 
which can be understood by all. With 
the signature of the Co-operative 
Campaign to back them up, they 
make a convincing impression upon 
prospective builder. They are not 
intended for use without modification 
for any particular job, but offer a 
talking point before the particular 
plans are drawn up. 


Specifications Being Adopted 


For the architect they mean that 
these requirements are considered 
standard by the electrical industry 
and save him any further bother in 
the matter. Many architects are tak- 
ing advantage of the work done by 
the Campaign field men and are em- 
bodying these suggestions in their 
specifications for new homes. 

The specifications for residence 
wiring are as follows: 


General. The object of these specifi- 
cations is to include all that is neces- 
sary for a complete wiring system from 
the local power company’s service to 
each and every outlet throughout the 
building, including main service switch, 
feeders, distributing panels, cutouts, 
fuses, circuit wiring, convenience out- 
lets, local switches, bells and bell wir- 


ing, ete. 

All of the above shall be done in ac- 
cordance with these specifications and 
plans accompanying them, and in a 
manner satisfactory to the architect, 
and all materials shall be of the highest 
standard quality. 

The work shall conform to the rules 
of ‘the “National Electric Code” and 
the local ordinance governing electrical 
installations. All necessary certificates 
shall be obtained by the electrical con- 
tractor at his expense and delivered to 
the architect before work is accepted. 


Hints for the Contractor 








Ideas on 
Estimating, Stock Keeping, 
Shop and Construction Methods, 
| Repairs and Maintenance, 
and Collections 
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The above diagram is one of the model 
specifications of wiring furnished to con- 
tractors and architects by the California 
Electrical Co-operative Campaign. Special 
reference is made to the wiring of electric 
ranges. 





Main Service Conduit. A 1}4-in. gal- 
vanized iron main service conduit with 
suitable three-wire weather drip fitting 
shall be installed from the meter loca- 
tion to a convenient point on the outside 
of the building for the power company 
to make connection. 


Electric Range Conduit. Install a 
14-in. iron conduit from meter location 
or power distributing panel to location 
of range in kitchen and terminate in 
flush metal outlet box, set 24 in. above 
kitchen floor; and cover with blank 
metal cover. (This conduit to accommo- 
date three No. 6 wires when required.) 
(110-220 volts.) 


Outlet Boxes. At each and every 
switch, wall, ceiling, convenience outlet 
or other outlet shown on plans, install 
a metal outlet box of a style most suit- 
able for the purpose of the outlet. All 
outlet boxes must be rigidly secured in 
place by approved methods and those 
intended for fixtures shall be provided 
with a fixture stud. 


Water Heater. From meter or dis- 
tributing panel to location of hot water 
boiler, install one pair of No. 10 B. & S. 
gage wires. Terminate in 3-in. deep 
outlet box located about one foot above 
floor. (Arrange for 220 volts.) 


Heater Outlets. Each heater outlet 
(exceeding 660 watts) shall be wired 
on a separate circuit of not smaller than 
No. 12 B. & S. gage wire and protected 
by a separate cutout. Twenty or 
twenty-five amp. concealed contact flush 
receptacles shall be installed on circuits 
intended for portable heaters. (Ar- 
range for 220 volts.) 


Convenience Outlets. The branch cir- 
cuit wiring for all convenience outlets 
shall be independent of the lighting cir- 
cuits, and shall consist of No. 12 B. 
& §S. gage wire with not more than 
eight single or four double outlets on 
any one circuit, and shall be arranged 
so that if the consumer desires a sep- 





eee ew ew ew ww ww we ew ee eo ee ee eee eee eee -w 


arate, or “power rate,” meter can be in- 
stalled on this circuit. All convenience 
outlets placed on this circuit shall be 
the “Standard” concealed type together 
with brass beveled edge cover plates. 
(110-volt circuits.) 


Outlet Heights. Unless otherwise in- 
dicated or directed, convenience outlets 
shall be located in baseboard; wall 
bracket outlets, 5 ft. 6 in. above finished 
floor; wall switches, 4 ft. above finished 
floor, to center of outlet. 


Switches. Local wall switches shall 
be approved flush toggle or tumbler type 
with brass beveled edge cover plate. 
The brass cover plate for all conven- 
ience outlets and switches shall be fin- 
ished to match other hardware in same 
room, or as directed by the architect. 

Bells. The electrical contractor shall 
furnish and install all bells and bell 
wiring in an approved manner as shown 
on plans. The current shall be supplied 
through an approved bell-ringing trans- 
former, which shall be furnished and in- 
stalled by the electrical contractor. 


Public Telephone. Furnish and in- 
stall, in a manner satisfactory to the 
Pacific Telephone & Telegraph Com- 
pany, No. 18 gage triple bridle wire 
from each outlet shown on plans to 
basement. 





An Electrical Dinner to 
Reach Architects 


At the suggestion of the Kansas 
City Electric Club, a recent dinner 
session of the Kansas City Architec- 
tural League was given over to elec- 
trical topics, the Electric Club being 
represented by Jack Squire and G. 
W. Weston. 

Electricity was prominent even in 
the menus which were blue prints 
adorned with electrical devices and 
the food items were translated into 
electrical terms; to illustrate, we 
had polyphase salad, bus bars sans 
current, creamed plugs a la watt, 
creamed transformer oil, etc. 

Later in the evening, a wonderful 
thought-reading machine, imported 
from darkest Africa, was displayed 
and it spoke the thoughts of a num- 
ber of well-known architects with a 
lavish display of electrical sparks, 
flashes and noises of various kinds. 

Mr. Squire was the principal 
speaker of the evening and gave the 
architects a talk on the uses and need 
of electrical outlets and proper light- 
ing in homes, institutions, office 
buildings and factories. His talk 
was illustrated with blue prints of 
the electrical home held in Kansas 
City last fall. 

There was also a talk on service 




















December, 1923 


ELECTRICAL MERCHANDISING 


3835 





and application aspects, as well as 
one on the subject of lighting fix- 
tures. Each architect present was 
required to draw his idea of the ideal 
lighting fixtures and some fine 
sketches were submitted; for ex- 
ample, the moon, a cigar lighter, a 
candle, as well as others more com- 
plex. 





Ten Contractors Lease Light- 
ing Company’s Show 
Window 

The Jamestown (N. Y.) Electrical 
Contractor and Dealer Association 
has worked out a unique plan of co- 
operation with the local central sta- 
tion which has been productive of 
much good for all concerned. The 
utility, the Western New York Elec- 
tric Company, does not merchandise 
electrical appliances, so it has leased 
its display window, located on the 
main street, to the members of the 
association for the showing of their 
goods. The background of the win- 
dow has been decorated attractively 


and contains the names of the ten 
members, and every tenth week each 
member is entitled to the exclusive 
use of the window to display his 
goods, ‘he name of the member show- 
ing being placed in the foreground of 
the display. A spirit of friendly 
rivalry has been the result of this 
activity, each member vieing with 
the others to produce the most at- 
tractive displays. The central sta- 
tion furnishes, free of cost, the cur- 
rent for lighting the display and 
operating the appliances when re- 
quired, while the members of the 
association attend to the cleaning of 
the window, setting up the exhibits, 
etc. 

This arrangement enables the cen- 
tral station to keep before the public 
the idea of “doing it electrically,” and 
the general manager, H. B. Zimmer- 
man, recommends the plan for any 
company not engaged in merchan- 
dising. The chairman of the associa- 
tion is W. H. Knapp, who is Joint 
Committee correspondent in James- 
town. 


Help to Prevent Forged Orders 
on Your Supplies 


“Look out for forged orders on 
your own order blanks,” is the 
message being broadcasted to the 
electrical contractors of New York 
City, Brooklyn, Queens, Bronx and 
Newark, by Charles L. Eidlitz, high 
commissioner for these associations. 

The method used in a recent for- 
gery case, in which a $150 radio set 
was obtained in this way: 

“The order blanks were taken 
some months prior to their use. The 
duplicate sheet and all were removed 
from the book, so that only a careful 
investigation would show that the 
sheets were missing, even though 
numbered. These sheets were held 
for a while and were then issued to 
the jobber or manufacturer to ‘‘de- 
liver to bearer,’ and the firm or in- 
dividual’s name was forged.” 

“Lock up your blanks at night,” 
counsels Mr. Eidlitz, “cand do not keep 
the supply of blanks where they can 
be reached by those unauthorized.” 





The Wide Variety of Radium Luminous Devices for Electrical Work 
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Radium luminous material is now applied 
on a wide variety of electrical switches, 
sockets, outlets, ete., by a number of com- 
peting manufacturers. The sketch shows 
the various devices of all makes now avail- 
able in regular stock. 

“Self-luminous radioactive materials” con- 
sist of mixtures of a responsive base, usu- 
ally zine sulphide, with small amounts of 
radioactive substances. Luminescence 


is 
caused and maintained by the 


bombard- 


Wall Pull Switch 
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ment of the responsive base by the alpha 
radiations accompanying the disintegration 
of the radioactive constituents of the ma- 
terial. 

There are different combinations of radio- 
active materials and differences in the quali- 
ties of zinc sulphide used, but the standard 
luminous materials as made in this country 
all have a life estimated at from ten to 
fifteen years. Foreign made materials are 
for the most part much shorter-lived. 
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Many architects are now specifying lumi- 
nous radium devices on all new jobs. 

A suggested specification for this ma- 
terial is as follows: All electrical switches, 
pull chain sockets, and similar light con- 
trolling devices, and bell buttons are to be 
of the luminous type. Unless specially ap- 
proved, the luminous material shall be built 
into the device with which it is to be used 
and shall be supplied by the same manu- 
facturer as the device itself. 
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When You Figure a Compar- 
ison Between Oil and Coal 


Coal having 26,000,000,000 B.t.u.’s 
per ton would be equivalent to 
185 gallons of oil on an energy 
basis. However, the oil, as a rule, 
can be used much more efficiently 
than coal, and for house heating pur- 
poses experience has shown that 
often 100 gallons of oil will displace 
a ton (2,000 lb.) of coal, declared 
Henry L. Doherty, president of the 
Cities Service Company, recently 
before the National Petroleum Asso- 
ciation. 

Coal and other competitive fuels 
now used for domestic purposes 
amounts to approximately 100,000,- 
000 tons per year. Oil could be used 
to great advantage for domestic pur- 
poses instead of coal. In and around 
New York City it costs a minimum 
of $2.50 a week for house furnace 
attendance, while $5 a week is the 
usual charge, with a heating season 
of, say, 30 weeks. This means a cost 
of $75 to $150 a year. If 10 tons of 
coal are used the cost of this attend- 
ance over and above the cost of coal 
amounts to from $7.50 to $15 a ton, 
and this is all saved if oil issued a 
minimum of 100 gallons of oil to 
displace a ton of coal would make 
this oil worth 7% to 15 cents a gallon 
over its fuel value. It should never 
require more than 185 gallons of oil 
to displace a ton of coal, and on this 
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maximum amount oil would be worth 
from 4 to 8 cents over and above its 
fuel value. 

The room required for a coal fur- 
nace, ash piles, ash cans and coal 
stock is considerable. This space 
can be greatly reduced by the use 
of oil and often adds the equivalent 
of one or two rooms to the home. 
This may be worth as much as $10 
per month for the full year, or a 
total of $120 per year. 

Anthracite coal sells in and around 
New York at $15 per ton. The com- 
petitive fuel value for oil being 15 
cents per gallon where 100 gallons 
will displace a ton of coal and 8.1 
cents per gallon where 185 gallons 
are required to displace a ton of 
coal. Now let’s make up some figures 
on the basis of a home using 10 tons 
of coal per year with a cost of $15 
coal, $120 a year for furnace attend- 
ance a saving of $50 a year in space, 
and we will consider the average of 
100 to 185 gallons of oil per ton, or 
424 gallons of oil. 


Coal, 10 tons @ $15........ $150.00 
Furnace attendance and re- 
| 120.00 


Value of space saved 


$320.00 




















$320 divided by 142.5 gallons of oil 
equals 22.4 cents per gallon as the 
value of oil to the home owner. 





Great Development of Elec- 
tric Cooking in the 


Northwest 


A recent survey conducted by the 
Journal of Electricity from the west- 
ern office of the McGraw-Hill Com- 
pany indicates that there is an 
average of one electric range for 
every twenty domestic consumers in 
the region of the Pacific Northwest 
and that electric water heaters are in 
use in one out of every thirty-five 
households served by electricity. 
Other facts of interest brought out 
are the comparatively small use of 
the double throw switch and the 
small type of heater used. The most 
popular sizes are the 600-watt, 750- 
watt and 1-kw types, due perhaps to 
the wide prevalence of a flat rate for 
water heating in this district. <A 
marked increase in the number of 
ranges and water heaters during this 
current year is noted, 3,692 ranges 
and 1,781 water heaters having been 
sold by the companies reporting dur- 
ing the first six months of this year. 
This means an increase of 16.4 per 
cent in ranges and of 15.3 per cent 
in water heaters. The complete 
figures are given in the table shown 
at the bottom of the page. 














RESULTS OF ELECTRIC RANGE AND WATER HEATER SURVEY OF PACIFIC NORTHWEST 











Water Percentage Operated Wattage No. Years 
Ranges Ranges Water Heaters of Ran tan d WwW 
: : ges ndepend- ater Supplying 
COMPANY on 1 aon — sw a Sold First F sca ;moe with Water ent oron Heater Rangeand 
: uly 1, Six{Months Per Ce y2’ SixMonths *& © Heaters nT, Recom- Heater 
1923 1923 1923 1923 in Service Switch mended Service 
Bend Water, Light & Power Company. ... 250 12 5.0 250 12 5.0 All Ind. oe 10 
B.C. Electric Railway Company, Ltd...... 1,000 129 14.8 650 80 14.0 Few Ind. 1/o00 7 
California Oregon Power Company........___ 1,054 130 14.1 757 WI 17.2 oo{geucn {Sono V2 
Deschutes Power Company........ ; 17 1 6.2 37 I 3.0 50 Ind. 600 8 
Enterprise Electric Company. . 91 11 hone 47 9 vA Wf 50 Ind. 750 10 
Idaho Power Company...... Pic ale ots 5,069 356 5 4,495 458 11.4 ae: Ind. 1,000 11 
Mission Range Power C Yompany 36 1 2-9 WGP os os sai 50 Ind. 50 vi! 
Montana Power Company...... 3,359 551 19.6 27 6 28.2 0.8 Ind. 600 13 
Mt. States Power Company......... 426 38 10.0 192 40 26.3 45 DT Switch , 600 bs 
Northwestern Electric Company.......... 881 185 23.2 155 69 80.0 16 Ind. {1.000 ’ 
Pacific Power & Light Company. . re 696 97 16.2 409 48 133 58 DT Switch 750 13 
Peiaah Riley Ridh& Pom Cumpeny 2,550 685 36.7 509 187 58.0 17.5 { DT. Switch 750 10 
Puget Sound Power & Light Company...... 1,153 509 79.0 463 42 10.0 40 750 11 
Washington Water Power Company....... 4,576 641 16.3 3,899 575 17.3 90 J DT Bwiteh 750 10 
Wood River Power wane any... ; 105 12 12.9 30 8 36.3 30 Ind. 600 7 
City of Tacoma..... pare 2,500* 75 3 1,000* 30 3.0 50 Ind. 3,500 6 
City of Seattle. ..... te 2,403 551 29.8 500 105 26.6 20 Ind. 750 14 
Totals So ps . ; 26,166 3,692 16.4 13,436 1,781 15.3 





* Estimated. 


+ Size heater depends on whether flat or metered rate is available. 
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Electric Ranges for a 


Whole Town 


The Westinghouse company has 
received a rather unusual order from 
the International Paper Company, of 
Niagara Falls, N. Y. Through its 
realty development subsidiary, the 
LaSalle Housing Corporation, an 
order has been placed for fifty West- 
inghouse automatic ranges to equip 
fifty houses which the corporation is 
building. Two hundred and fifty new 
homes will be constructed and this 
order is for the equipment of the 
first fifty. George W. Allen & Son, 
electrical contractors of LaSalle, 
N. Y., will install the ranges. 





How the Domestic Electric 
Stoker Saves Time and Money 


No duty around the house is more 
disagreeable than tending the fur- 
nace. Women loathe it, servants 
neglect it, and the furnace man 
seldom understands it. 

With the “electric furnace man’”— 
an electrically operated device for 
firing the furnace—in the basement, 
the busy man will not be harassed 
with the prospect of irksome tending 
of the furnace when he reaches 
home; nor will he be annoyed all 
through the day by the thought of 
the women of the household strug- 
gling with coal and ashes. 

As the T. A. Gillespie Company, 
Paterson, N. J., explains in a new 
folder, ‘‘the ‘electric furnace man’ is 
an electrically operated device which 
performs the work ordinarily done 
by the furnace man—putting the 
coal on the fire—keeping the fire 
burning —taking away the ashes. 
Building the fire consists merely of 
lighting a small bundle of paper in 
which are a few shavings and turn- 
ing on the electric power. 


Automatic Ash Remover 
a Feature 


“The device can be installed in any 
ordinary steam, hot water or hot air 
furnace. About 300 lb. of coal are 
loaded into the hopper, and a screw 
conveyor controlled by the adjustable 
clutch and driven by a small motor 
automatically conveys the coal to an 
underfeed burner placed in the fire- 
pot of the furnace. Just the right 
amount of air to cause maximum 
heat production is always blown in 
by a little fan. And even the ashes 
are automatically removed and de- 
posited in the ashcan.” 


Most important of all, however, 
the device makes it possible to use 
the cheapest sizes of coal—buck- 
wheat, rice and barley, with a result- 
ing saving which is shown, according 
to the booklet, in the following table: 

Table showing economy effected by 
using the “electric furnace man” in a 
house which has used 15 tons of egg 


coal per season by old hand-firing 
method. 


Old Hand-Firing Method 


Coal—15 tons at $14.......... $210.00 
Current at Taée. kewihi........ 00.00 
Furnace man’s wages........ ? 
$210.00 
Electric Furnace Man 
Coal—12 tons at $7............ $84.00 
Current at} Tie kewilless encc enc 24.00 
Furnace man’s wages........ 00.00 
$108.00 


Minimum saving by “electric furnace 
man” $102. 





Electric Business Directory 
for Hollywood Operates 
from Push Button 


BY WILLIAM A. KNOST 


A new application of electricity 
has been devised in Hollywood, 
Calif., where an electrically operated 
business directory aids strangers in 
town to find their way about, and, 
incidentally, proves of assistance to 
old inhabitants who wish to locate 
a particular place of business. 


Instead of having to look up the name of 
the business firm in the telephone directory 
to find where its place of business is, the 
inhabitant of Hollywood, Calif., has only to 


The directory is in the form of a 
bulletin board erected in front of 
the Chamber of Commerce building. 
A map of the business section of the 
city occupies the central portion of 
the board, with a classified directory 
of business houses and public build- 
ings next to it. A space of 1? in. by 
74 in. is allotted each name. By 
pressing the button opposite the 
name in the directory a small red 
light appears on the map at the spot 
where the business is located. A 
green light which is always burning 
indicates the location of the Cham- 
ber of Commerce building and of 
the bulletin board itself, so that the 
stranger can easily orient himself. 

The bulletin board is illuminated 
by night through an arrangement 
of lights in the frame which are 
automatically switched on and off by 
a time switch. Voltage for these 
lights and for the green light is 110 
volts. The red lamps are 3 volts, 
transformers attached to the board 
reducing the voltage. 

The board was designed by Otto 
K. Oleson and has been erected by 
the progressive banking institutions, 
business firms and professional busi- 
ness men of Hollywood. In addition 
to the spaces sold to business firms, 
some thirty free spaces are included, 
devoted to public libraries, schools 
and other public buildings, as well as 
places of interest. 


UTOMATIC BUSINESS DIRECTORY. } 








press a button on this bulletin board and 
a light appears at the spot on the map 
where the firm is The board is il 
luminated at night 


located. 
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How to Use These Pages 
to Make Your Own 
Buying Index 


Beginning with the September, 1917, 
number Electrical Merchandising has 
been furnishing its readers with the 
selective new-merchandise catalog 
service continued on these pages. 
By tearing out those items which 
affect your business and pasting 
them on filing cards, you can make 
a buying index that will put informa- 
tion on what is made and who makes 
it right at your finger’s end. 





























Electric Cooker 
Electrical Merchandising, December, 1923 


The ‘Duplex’ A-1 electric cooker 
made by the Durham Manufacturing 
Company, Muncie, Ind., comes com- 
pletely equipped with a large 8-qt. cook- 
ing vessel of heavy aluminum, roasting 
drip pans, special rack and attachment 
cord for connection to any convenient 
outlet. It is provided with a 2-heat, 
1,000-watt hotplate on the top of the 
cover, which can be quickly and easily 
adapted for frying, grilling or browning. 
This hotplate is in addition to the 410- 
watt unit under the bottom of the well 
- the 250-watt unit in the bottom of 
ine cover. 





Electric Fireplace Log 
Electrical Merchandising, December, 1923 


Even in homes where the heating sys- 
tem has been well-nigh perfected, there 
is a clamor for the open fireplace— 
whether of the old-time log or coal 
burning-type or the newer gas and elec- 
tric types. Among the electric logs re- 
cently brought out is the unit made by 
the Hersh Electric Specialty Company, 
850-32d Street, Milwaukee, Wis. It may 
be obtained in 18-, 20-, 24- and 30-in. 
sizes, from 1,500 to 3,000 watts, for 
operation on 110 or 220-volt circuits. 
All wiring, including the resistance ele- 
ments, is enclosed and a conduit box is 
attached to the bottom of the log for 
housing all terminal connections. 







































This section “New Merchandise to Sell” 
is an editorial text section prepared by 
the editors solely in the interests of read- 
ers of Electrical Merchandising. As its 
title explains, its purpose is to put before 
our readers information concerning the 
new merchandise and latest inventions on 
the market. 

To be described here, articles or de- 
vices must be new and of general interest 
to our readers. These descriptions are 
solicited from all manufacturers, and the 
items are published free of all cost to the 


maker of the device, and without respect 


to advertising or any other consideration, 
except their interest to the reader. The 
editors are the sole judges of what shall 
appear in this section, and readers may 


depend upon the independent character of 


this service. 


























Ornamental Lighting Units 
Electrical Merchandising, December, 1923 


Distinctly beautiful in design are the 
two lighting fixtures illustrated, prod- 
ucts of the Art Colonies Industries, 137 
East 29th Street, New York City. No. 
A-172 shows Japanese influence and is 
made of brass in finishes of jet black, 
verde green, brown-tone, Jap-gold and 
Roman gold. No. A-174 is made of 
brass and white metal, is 12 in. high 
and may be obtained in the finishes 
mentioned above. Both these fixtures 
may be had in a choice of stained glass 
including Florentine (yellow), cathedral 
and amber. 





Wired Tea Wagon 
Electrical Merchandising, December, 1923 


Aside from the pleasure of picnicing 
at the flre-side, there is a convenience to 
the hostess in serving tea or after- 
theater rarebits from an _ electrically- 
wired tea wagon that is a serving table 
as well, for extensions provided at the 
sides convert the “Service Maid” into a 
convenient-sized table. The unit is 
manufactured by the Nichols Electric 
Furniture Company, Bennington, Vt. 








Turn-over Toaster 
Electrical Merchandising, December, 1923 


The new Westinghouse toaster differs 
from the company’s older model in the 
construction of the rack which, instead 
of being a plain wire grid, is made from 
a die-stamped piece of metal cut in at- 
tractive design. 
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Portable Protected 
Electric Lantern 
Electrical Merchandising, December, 1923 


Railway coach yards, roundhouses and 
shops, freight transfer terminals, garages 
or other places where a concentrated 
light is needed are likely prospects for 
the use of the Type LM electric lantern 
manufactured by the Crouse-Hinds Com- 
pany, Syracuse, N. Y. The body of the 
lamp is cast aluminum and has a fric- 
tion adjustment so that the light can 
be directed up or down, but cannot be 
revolved beyond the vertical position, so 
as to avoid twisting the lamp cord. The 
wire-glass front is held against a gasket 
by a spring wire retaining ring, and is 
said to be easily removable for lamp 
renewal. 





Electric Solder Pot with 
Automatic Control 


Electrical Merchandising, 
December, 1923 


Solder, it is said, must be kept at 
a uniform temperature if satisfac- 
tory results are to be obtained. 
With this idea in mind J. D. Wal- 
lace & Company, of Chicago, has 
brought out an electric solder pot 
that is declared to greatly simplify 
the problem of heating  babbit, 
white metal, wax and other ma- 
terials which are slow conductors 
of heat. When the solder has been 
heated to 600 deg. F., an automatic 
control goes into action and main- 
tains the temperature of the con- 
tents of the pot, thus preventing 
overheating and underheating. The 
pot will accommodate 15 lb. of 
solder and is said to heat this 
amount to 600 deg. F. in twenty to 
twenty-five minutes. It weighs 13 
lb. and operates on either 110-volt 
or 220-volt alternating or direct 
current, 
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Storage Battery Charging Unit 
Electrical Merchandising, December, 1923 


For charging automobile storage bat- 
teries from a 32-40-volt plant, the Ward 
Leonard Electric Company, Mount Ver- 
non, N. Y., has developed its Vitrohm 
Resistor units, shown in the accompany- 
ing illustration. These units are of 
standard Ward Leonard Vitrohm con- 
struction—a special porcelain-like tube 
upon which resistance wire is wound and 
then completely enveloped in vitreous 
enamel. The tube has a standard lamp 
base which fits the standard porcelain 
receptacle, so that one or more units 
can be assembled on an asbestos-lumber 
or other heat-resisting base and con- 
nected to the service line. These units, 
it is understood, can be used in the 
same receptacle as carbon lamps, but 
of course are permanent in value and 
do not burn out like lamps. One unit is 
said to be sufficient for charging any 
battery up to three cells; two units are 
necessary for four to six cells; three 
units, seven to nine cells; and four 
units, nine to twelve cells. 





Porcelain Receptacle and 
Detachable Acorn for 
Pull Chains 


Electrical Merchandising, December, 1923 


Harvey Hubbell, Inc., Bridgeport. 
Conn., is the manufacturer of the two 
devices shown. The porcelain recep- 
tacle is made in two sizes: for 33-in. 
and 4-in. outlet boxes. Both sizes are 
made with grooves to accommodate 
shade holders, ; : 

The detachable acorn is now supplied, 
the company states, on all standard 
Hubbell pull sockets. The small clip- 
holder fits over the bead of the chain. 











Electric Hoist 
Electrical Merchandising, December, 1923 


The contractor or dealer who hag 
started a campaign of his own for 100 
per cent electrical equipment in the in- 
dustrial. and business establishments of 
his neighborhood or community, will find 
among the local industries, many uses 
for an electric hoist similar to the types 
manufactured by the Reading Chain and 
Block Corporation, Reading, Pa. The 
hoist shown in the illustration is the 
hook-suspension, cord-control type, and 
is but one of the various models manu- 
factured by the company. This hoist is 
built on the unit plan of construction, 
with all adjustments in sight. It has 
an external brake, which it is said, is 
large enough to hold the full load. The 
main feature of the device, however, is 
the automatic stop which is adjustable 
for top and bottom limits for the hook 
travel, which feature, the company de- 
clares, prevents over-hoisting or under- 
winding of the ropes. The hoist is 
operated by a standard hoist motor with 
single shaft extension, and is ceiling 
mounted. The motor, however, can be 
disconnected from the hoist by removal 
of four bolts, without interfering with 
any other parts. 
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20-Ampere 3-Wire Flush 
Receptacle 


Electrical Merchandising, December, 1923 


The new 3-wire receptacle brought 
out by Harvey Hubbell, Inc., Bridgeport, 
Conn., is especially designed for three- 
wire work for 20-amp., 250-volt service. 
It is made of porcelain with metal- 
stamped plate and brass-covered polar- 
ized cap. 





Time-Switch Clock 
Electrical Merchandising, December, 1923 


The American Time-Switch Company, 
Commercial Building, Cleveland, Ohio, is 
the manufacturer of a new time-switch 
clock that is made in three standard 
types, for 20, 30 and 50-amp., 250-volt, 
a.c. or d.c. circuits. Separate timing 
and switch-control units, individually- 
wound, are employed. The three parts 
of the clock, the timing mechanism, the 
motor and the switch, are compactly 
and rigidly-mounted on the main plate, 
which in turn fits snugly into the clock 
case. 
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“To the Woman Who Thinks 
She Can’t Afford It” 


When your woman prospect tells 
you frankly that she “can’t afford the 
washing machine,” you can sit down 
with her and, pencil and pad in hand, 
actually prove that what she can’t 
afford is to be without the machine. 
But there are scores of other women 
who never will tell you why they 
won’t buy the washer. The woman 
who comes in and passes out of your 
store—the woman who pauses to 
look at your window display—the 
woman who reads your ad in the 
newspapers — you can’t personally 
reach all of them, although all may 
have the same unspoken thought: 
“I can’t afford it.” 

To these woman “who think they 
can’t afford it,” the 1900 Washer 
Company, Binghamton, N. Y., ad- 
dresses a little booklet which takes 
up every phase of that very question. 
The cost per hour, the cost per week, 
the saving in laundry bills, the saving 
in wear on clothes—all these points 
are convincingly demonstrated. The 
booklet is intended for mailing out 
to customers, or for distribution in 
the store. A few of its arguments 
are here quoted: 

“As the ‘manager’ of an average 
American family, just consider for a 
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moment what average families do 
afford. The American public affords 
twelve million phonographs costing 
from $25 to $3,000, without includ- 
ing records. They afford ten million 
automobiles costing from $350 to 
$10,000, and manage to buy gas, oil, 
tires and repairs to keep them run- 
ing. They afford millions of pianos. 
Last year, $2,110,000,000 was spent 
in this country for tobacco; over 
$1,000,000,000 for candy—and these 
are only a few of the extravagances 
we do afford. 

“Two dollars and eight cents pays 
for all the electricity necessary to 
run an electric washer for an entire 
year. Or it will buy a couple of new 
records for your phonograph.” 





The McPhilben Lighting Fixture 
Company, Inc., Queens, N. Y., announces 
a new catalog covering its lighting fix- 
tures—chandeliers, wall brackets, and 
lanterns—for public buildings and resi- 
dences. 


The Cutler-Hammer Manufacturing 
Company, Milwaukee, Wis., describes 
and illustrates its radio control ap- 
paratus in an attractive new envelope- 
size booklet called “Start Right.” 





Even the Small Window Can Be Full of Christmas Cheer 
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Because your display window is just the 
smallest and plainest possible, is no reason 
why it can’t sell electrical Christmas gifts 
for you just as effectively as the large de- 
partment store windows. A Christmas-y 
atmosphere—a few sprigs of holly, a 
wreath, red ribbon—and a selected group 


of sparkling electrical appliances, ‘‘make’”’ 
the window. 3ut careful arrangement is 
the deciding factor. Study the simple ele- 
ments in the above displays, suggested by 
Ee. F. Newkirk, Edison Lamp Works, Harri- 
son, N. J. They’re examples worth fol- 
lowing. 


















PRICE WITH CORD AND 
BRYANT No. 651 APPLI- 


ANCE SWITCH PLUG. 


BK om. F #160 














A clever idea in price tags is embodied in 
the small cut-outs, as shown above, of the 
appliance switch plug made by the Bryant 
Electric Company, Bridgeport, Conn. The 
selling point of this plug is the little 
tumbler switch lever, which, at a flip of the 
finger, turns the current on and off at the 
appliance. The price tag, attached to an 
iron or toaster, serves the double purpose 
of telling the customer the price and call- 
ing attention to the convenience and advan- 
tages of the plug. 





Sell Office Lamps for the 
Long Winter Evenings 


Shorter days, longer evenings 
bring an increased demand for office 
lamps in most business houses. To 
enable its dealers to make the most 
of this winter business, S. Robert 
Schwartz & Brother, 546 Broadway, 
New York City, have prepared a 
little inexpensive sales campaign on 
desk lamps. Window display cards 
to help make an attractive desk lamp 





newspaper electros, all form part of 
the sales material which the com- 
pany is supplying dealers on re- 
quest. 





New Motion Picture 
Projection Bulletin 


The Westinghouse Lamp Company 
has just issued a bulletin entitled 
“Motion Picture and Stereopticon 
Projection with Mazda Lamps,” 
which covers the use of Mazda lamps 
in motion picture theatres and gen- 
eral projection service. 

This book is said to be the most 
complete publication ever issued on 
the subject; it contains sixty-five 
pages of instructions to operators, 
non-technical descriptions of various 
projection systems, lenses and lamp 
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adjustments, etc. Additional fea- 
tures, such as the arrangement of 
the motion picture theatre screen 
and projection booth, gives valuable 
information on how to secure the 
best appearance of the picture and 
the most satisfactory arrangement 
of the apparatus. A large number 
of photographs and drawings are re- 
produced. 

Copies of “Motion Picture and 
Stereopticon Projection with Mazda 
Lamps” can be obtained from the 
Illumination Bureau of the Westing- 
house Lamp Company, 165 Broad- 
way, New York City. 





An Electrical Housekeeping 
Manual for House-to- 
House Canvasses 


The primary purpose of the new 
catalog, “Housekeeping Appliances,” 
issued by the Western Electric Com- 
pany, is to provide electrical dealers 
with complete information on the six 
leading Western Electric housekeep- 
ing appliances. But the book is 
really more than a catalog, it is a 
combination of catalog and sales 
manual, for it also gives, in concise 
form, the important selling points of 
the appliances, illustrated with in- 
teresting photographs of each. 

It is suggested that dealers take 
the catalog with them when calling 
on customers or making house-to- 
house canvasses. The illustrations 
will be of assistance in pointing out 
the advantages, uses and operation 
of the appliances and in holding the 
interest of a prospect during the 
salesman’s selling talks. 





A Booklet for Your “Better 
Kitchen Lighting” 


Campaign 
The success of the numerous 
kitchen-lighting campaigns being 


carried out by electrical groups in 
all parts of the country, gives point 
to the publication, just announced, 
of a leaflet entitled “Electric Day- 
light in Your Kitchen,” by the F. W. 
Wakefield Brass Company, Ver- 
milion, Ohio. A leaflet like this, 
written for the woman of the house 
and explaining to her how poor 
lighting in the kitchen largely ac- 
counts for her fatigue at the end of 
the day, makes a valuable sales tool 
in any kitchen lighting campaign. 

Another kitchen-lighting booklet, 


called “Brighter Hours in the Kit- 
chen,” is also ready for distribution 
to dealers by the Beardslee Chande- 
lier Manufacturing Company, 223 
South Jefferson Street, Chicago. Be- 
sides an attractive cover, the book- 
let has a number of photographs of 
model kitchens illustrating good 
lighting. 





A Booklet on Filament 
Control for the Radio Fan 


“Perfect and Noiseless” is the 
title of a new booklet just issued by 
the DX Instrument Company of 
Harrisburg, Pa., filament control 
makers, for re-distribution to radio 
fans. This booklet, which is part of 
the company’s plan for dealer co- 
operation, is particularly interesting 
because of its complete explanation 
of the terms, “rheostat,” “filament 
control,” “electronic flow,” ‘vacuum 
tubing,” and so on—terms which 
too often mean nothing at all to the 
radio user. 

The excerpts are from “The Radio 
Constructor’s. and Experimenter’s 
Pocket Reference,” by W. J. Merritt 
Garvey, radio engineer and authority 
and special feature writer for the 
New York World’s radio section. 

The booklet, which is printed in 
orange and black, is part of a com- 
plete campaign to educate the radio 
public to the necessity of proper fila- 
ment control as the first step toward 
good reception. “Dealer helps” and 
other plans are being carried through 
with this purpose in mind. 





A Moving Window Trim 





A clever idea to show how dirt is actually 
sucked into the vacuum cleaner is em- 
bodied in the new moving window trim 
shown above, offered dealers by the P. A. 
Geier Company, Cleveland. The nozzle of 
the cleaner, shown in profile, is cut away 
to reveal the air passage. Behind this 
opening is a wheel or disk, about the size 
of a victrola record, to which is glued dirt, 
threads, matches, lint and other litter. As 
the disk revolves, the dirt appears to fly 
up the nozzle into the cleaner, making a 
striking visualization of how the cleaner 
“gets the dirt.” The disk is revolved by 
the breeze of an electric fan concealed be- 
hind it. 


And the Hero Was a Vacuum 


Cleaner Salesman 











“Opportunity” is what every “help wanted’”’ 
ad calling for salesmen in the electrical 
field, offers young men today—and ‘“‘Oppor- 
tunity” was selected as the title of the new 
movie film just produced by the Torrington 


Company, Torrington, Conn. The film is to 
be shown at Torrington branches all over 
the country, and tells the story of how an 
ambitious young “white-collar” clerk pulled 
himself out of the rut into which he had 
fallen, by becoming a vacuum cleaner sales- 
man. The story is well told, excellently 
acted, and has some valuable selling hints 
for the man who would be a _ successful 
salesman, 





The C. D. Wood Electric Company, 
Inc., 441 Broadway, New York City, 
manufacturer of Christmas tree outfits, 
has recently issued its four-page, four- 
color catalog No. 270, covering the en- 
tire line of Woodwin outfits. 


The M. Propp Company, 524 Broad- 
way, New York City, to stimulate 
Christmas sales of tree-lighting sets, 
has designed an attractive, full-color 
card for its dealers’ Christmas windows. 


The Robbins & Myers Company, 
Springfield, Ohio, has published a new 
bulletin No. 135, describing in detail its 
new line of type “L” polyphase motors. 
Copies may be had by addressing the 
manufacturer or its branches. 


The H. H. Eby Manufacturing Com- 
pany, of Philadelphia, has issued its 
latest catalog, No. 15, which illustrates 
the complete line of metal and insulated 
binding posts as well as other electrical 
specialties manufactured by the com- 
pany. 


The Hart Manufacturing Company, 
Hartford, Conn., has just issued a new 
heater switch brochure on heater con- 
trol and electric range switches. The 
booklet covers the most vital phases of 


current contro] in these appliances, 
carrying wiring diagrams, detailed 
dimensions, engineering data and illus- 
trations of the products of various 
manufacturers, together with the dif- 


ferent types of switches. 
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Conduit Fitting 

Electrical Merchandising, December, 1923 

That it will fit in any position—right 
side-up, upside-down, right- or left-hand 
turn, inside or outside corner—is claimed 
for the new “E-Ze-L” fitting by its 
manufacturer, the Standard Fitting 
Company, 1222 Twelfth Street, Milwau- 
kee, Wis. The fitting is roomy enough 
to pull wires through without pulling 
them out, it is explained, and to use it 
is necessary simply to remove one screw 
and lift cover off, while to close, the 
cover is snapped into position and screw 
replaced. The fitting comes in sizes 
from 4 in. to 2 in. 











’ 


Reciprocating Heater Switches with angle dial; one is equipped with in- Electric Dryer 
‘ dicating handle and the other with plain Lisctrica? Macieniiiiee: Hie see 
Electrical Merchandising, December, 1923 handle but revolving dial nme switches lectric ch g, Dece ; 
“ > st i te internal element may also be obtained wit at station- For use by wet wash or small laun- 
in ao Nae tn aaaow Electric ary cover. dries, hospitals, gymnasiums, Y.M.C.A., 
Company of Hartford, Conn., “is the households, or any place where quan- 


commutator insulation.’ In the new 
line of Arrow reciprocating heater 
switches only Bakerlized fabric, it is 
claimed, is used. Another important 
element is the locking mechanism which 
uses two cam-operated dogs designed to 
securely hold the commutator in contact 
without the aid of springs. The lock 
plate is separate from the commutator 
hub and is of heavy hardened steel to 
withstand the wear and tear of switch 
operation. Illustrations show switches 


tities of towels, bathing suits, bed or 
table linen, etc., must be dried quickly, 
the Carlisle & Finch Company, 229 East 
Clifton Avenue, Cincinnati, has brought 
out a drying tumbler which is operated 
by a 4-hp. motor. The appliance is 
heated by a gas burner and the motor 
drives a fan which blows a blast of 
hot air through the clothes. An auto- 
matic thermostat regulates the gas and 
ole it down when the machine becomes 
too hot. 











Audio F Radio Loudspeaker 
udio Frequency Transformer Electrical Merchandising, December, 1923 


Electrical Merchandising, December, 1923 The Metro Electrical Company, Inc., 
TI yr ae A 67-77 Goble Street, Newark, N. J., is 
The new  “Coto-Coil” radio trans- the manufacturer of a new loudspeaker 

former is of the core type, with -014 with fiber horn. This “Metro” product 

silicon-steel core. It has a 3-to-1 ratio, may be obtained in two models, No. 10, 


the manufacturer claims, and is wound it -j j -in. 
with No. 40 enamel wire. The Coto- — he a ae ea a 


Coil Company, 87 Willard Avenue, Prov- 
idence, R. I., is the manufacturer. 











Radio Loudspeaker 
Electrical Merchandising, December, 1923 


Among the newer types of radio loud- 
speakers recently developed is’ the 
“Soundrite” Model H-3, brought out by 
the Lightrite Company, Inc., 165 Bloom- 
field Avenue, Bloomfield, N. J. This new 
radio product is constructed at the stem 
point to allow volume of sound and to 
provide proper distribution from the bell 
= of the horn, the manufacturer 
claims. 











Radio Headset 


Electrical Merchandising, December, 1923 


The new “Red Seal’ headset brought 
out by the Manhattan Electrical Supply 
Company is designed, the company says, 
not for a high rating in ohms but to 
produce maximum results. “Ohms,” it 
is said, “were entirely neglected, but the 
impedence, matching that of the vacuum 
tube, is approximately 25,000 ohms at 
1,000 cycles.” The case and caps of the 
new headset are of red bakelite. The 
headbands are covered with red molded 
rubber. 





Attachment for Charging “B” 
Radio Storage Batteries 
Electrical Merchandising, December, 1923 


The device illustrated, used in con- 
junction with F-F battery chargers, will 
convert the charger into an instrument 
that will charge any ‘“B” storage bat- 
tery of from 24 to 96 volts, claims the 
manufacturer, The France Manufactur- 
ing Company, Berea Road and West 
One Hundred and Fourth Street, Cleve- 
land, Ohio. The charging rate, it is 
said, is varied by the use of different 
sizes of ordinary lamps in accordance 
with instructions. 


What’s new on the market? These pages will tell you. 9a 





i 
Vase Adapter 
Electrical Merchandising, December, 1923 
Favorite vases can be converted into 
attractive yet practical electric lamps by 
the new vase adapter brought out by 
the Eagle Electric Manufacturing Com- 
pany, 38-52 South Eighth Street, Brook- 
lyn, N. Y. With this new device, the 
company declares, no drilling is neces- 
sary, therefore eliminating the danger 
of cracking the vase. 
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Radio Resistance Adapter 
Electrical Merchandising, December, 1923 


The resistance adapter illustrated has 
been developed, it is said, to provide a 
method for utilizing either UV-199 or 
C-299 Radiotrons in a radio receiving 
set equipped with standard base sockets 
and low resistance rheostats. The Hise- 
mann Magneto Corporation, Brooklyn, 
N. Y., manufacturer, claims that the use 
of this unit makes unnecessary the sub- 
stitution of a high resistance rheostat, 
or the installation of an extra resistance 
coil in the filament circuit. 





Transformer for Christmas 
Tree Set 
Electrical Merchandising, December. 1923 


The usual inconvenience and annoy- 
ance caused by the burning out of one 
bulb on the older types of Christmas 
tree lighting sets have been overcome, 
the manufacturer declares, by the use 
of the transformer brought out by the 
A. E. Rittenhouse Company, Honeoye 
Falls, N. Y. This transformer is for use 
with 6-8 volt or 14-volt multiple-string 
sets, on 110-volt, 60-cycle a.c. circuits 
only. Any number of lights may be 
used, it is said, up to the capacity of the 
transformer and the burning out of one 
bulb will not affect the other lights. 




















Electric Torchere 
Electrical Merchandising, December, 1923 


For the electrical Christmas this year, 
folks who are looking for an objet d’art 
as well as a practical lighting fixture, 
will be interested in the ‘“Frankart 
Baby” torchere, a product of the Hen- 
nart Company, 1170 Broadway, New 
York City. The unit is 14 in. high, is 
made of metal, in French-verde, antique 
and bronze finishes. 














Radio Plug 


Electrical Merchandising, December. 1923 


Changing from loudspeaker to ear- 
phones, with the Weston radio plug, 
calls for only a pressure of the fingers 
and an instant of time, declares the 
manufacturer, the Weston Electrical In- 
strument Company, 10 Weston Avenue, 
Newark. N. J., The case is made of 
moulded bakelite. 





Electrically-Driven Oil Burner 
Electrical Merchandising, December, 1923 


“Anyone who has once enjoyed the 
blessings of ‘No Labor, Smoke, Soot, 
Ashes or Dirt’ would no more dream of 
going back to stoking a furnace than 
he would of going back to the old 
smoky kerosene lamp,” says the Allen 
& Lee Manufacturing Company, 1627 
East Douglas Avenue, Wichita, Kans., 
manufacturer of the ‘“‘Rota-Stat” auto- 
matic oil burner. It is electrically-oper- 
ated, regulated by thermostat and ig- 
nited by a bunsen pilot light. 











Portable Floodlight 


Electrical Merchandising, December, 1923 


A new portable flood- 
light with center-spot 
beam, for use in large 
display work, such as 
automobile display 
rooms, ete., is a new 
product of the National 
X-Ray Reflector Com- 
pany of Chicago. No. 
| 303, as this new unit 
j is called, can be used 
for white or colored 
lighting, as a color- 
| frame for color light- 
/ ing is attached. The 
stand is 54 in. high 
and takes an ordinary 
200-watt Mazda ‘“C” 
lamp. No. 808 is a 
larger lighting unit of 


the same height and 
gives a more powerful 
> center-spot beam. It 


is to be used for white 
lighting only, with 500- 
watt “C” lamp. 















































Electric Range 
Electrical Merchandising, December, 1923 


Every cook has food boil over once in 
a while, but this needn’t bother her if 
she is fortunate enough to do her cook- 
ing on one of the new electric ranges 
manufactured by the National Electric 
Heating Company, Ltd., Toronto, Can- 
ada, for, says the company, the liquids 
boiling over will drain harmlessly from 
the bowl into a drip pan underneath, an 
incorporated feature of the range. ‘The 
outstanding feature of the range, how- 
ever, is the new type of heating element 
which is as easy to take out and re- 
place, the company declares, as an ¢lec- 
tric light bulb. The reflecting bowl, in 
which the element is inserted, is of 
heavily-insulated porcelain and is easy 
to clean. These ranges are made in 
sizes from the two-burner type to the 
six-burner which has two bake ovens 
and warming oven. 





Dimming Device for 
Automobile Lights 
Electrical Merchandising, December, 1923 


“There are two ways to dim auto 
lights, but only one is the right way,” 
says the Presto Dimmer Company, Kala- 
mazoo, Mich., in referring to its dim- 
mer which fits on the steering wheel 
of the car. With this device the lights 
may be dimmed or brightened by a slight 
thumb pressure, while the hand is in 
driving position. The spotlight may be 
connected and operated with the dimmer. 
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Lighting Equipment Market 
at Chicago, Jan. 21-26 


The fifth annual Lighting Equipment 
Market and associated conventions have 
been scheduled for the Hotel Sherman, 
Chicago, the week of January 21 to 26, 
1924. Under one roof it is planned to 
hold concurrently the fixture dealers’ 
convention, the manufacturers business 
meetings, the salesmen’s meetings, and 
the lighting-equipment exhibits,—with 
daily “get-togethers” of all interests at 
joint noon-day luncheons which will be 
addressed by good speakers on general 
topics of the lighting industry. 

The following committees have been 
appointed for the 1924 Fixture Market 
at Chicago in January: 

Fixture Market Committee.—Chas. 
H. Hofrichter, chairman, 235 Gordon 
Square Building, Cleveland; F. R. 
Farmer; Franz Brzeczkowski. 

Fixing of Exhibit Rates.—B. F. Klein, 
chairman; Franz Brzeczkowski; Chas. 
H. Hofrichter. 

Program. and Entertainment Commit- 
tee —F. R. Farmer, chairman; Franz 
Brzeczkowski, Moran & Hastings Mfg. 
Company; C. G. Everson, C. G. Ever- 
son & Company; B. F. Garrison, Walter 
G. Warren and Company; H. A. Fram- 
burg, H. A. Framburg and Company; 
D. C. DeLancey, Crown Electrical 
Manufacturing Company; L. V. Hult, 
Edwards Lighting Fixture Manufac- 
turing Company. 








Gossip of the Trade 











Glimpses of 
_ at Play, and in Convention- 
as Caught by 
Lens and Pencil 











California Co-operative Cam- 
paign Plans Electrical 
Christmas 


A united effort for a special Christ- 
mas broadside is being planned by the 
California Electrical Co-operative 
Campaign. A committee consisting of 
C. C. Hillis, Electric Appliance Com- 
pany, C. B. Chamblin, California Elec- 
trical Construction Company, and W. 
H. Woodward, Great Western Power 
Company, has been appointed to perfect 
plans for the campaign and a fund 
of $3,000 has been set aside to meet 
expenses of advertising and other 
details. 





Winter Program of New Eng- 
land Merchandisers 


Diversified topical discussions com- 
bined with monthly luncheon meetings 
will feature the work of the merchan- 
dising bureau of the New England 
Division, N.E.L.A., during the coming 
winter. At an organization meeting 
in Boston with L. A. Fiorani of the 
Union Electric Light & Power Com- 
pany, Franklin, Mass., in the chair, the 
following subjects and dates were 


Electrical Men at Work, r 








assigned, meetings to be held in Boston 
on the first Monday of each month: 
Dec. 3, “Advertising”; Jan. 7, 1924, 
“Demonstrations and Education of 
Salespeople”; Feb. 4, “Campaign Com- 
mittee”; March 3, “Ranges and Water 
Heating”; April 7, “Refrigeration”; 
May 5, “Small Appliances.” Sub-com- 
mittee chairmen who accepted appoint- 
ment at the organization meeting were: 
Frank J. Allen, Westinghouse Electric 
& Manufacturing Company, Boston, for 
Nov. 5; O. R. Underhill, appliance man- 
ager Worcester (Mass.) Electric Light 
Company, for Dec. 3; C. P. Myrick, 
New England district manager, Edison 
Electric Appliance Company, Boston, 
for March 3; and R. J. Wilder, sales 
manager Central Massachusetts Elec- 
tric Company, Palmer Mass., for May 5. 





The National Electric Appliance 
Company, Cleveland, Ohio, has_ been 
organized to engage in the electrical 
appliance business by E. D. Coddington, 
N. M. Carlson, J. C. Simmons, M. Fahey 
and S. Ackerman. 


The Ohio Lamp Company, Toledo, 
Ohio, has been incorporated to deal in 
incandescent lamps and electrical appli- 
ances. The incorporators are O. J. 
Smith, C. W. F. Kirkley, H. L. Chris- 
topher, H. J. Laack and C. H. Hurley. 

The Blackstone Electric Company, 
863 Washington Street, Boston, was 
recently opened by Irving S. Goldberg, 
to deal in electrical supplies. 





Some of the Men Who Direct the Activities of Society for Electrical Development 





Practicing what they preach, the directors 
of The Society for Electrical Development 
always “Do It Electrically,” and so utilized 
a number of New York’s new electric taxi- 
cabs to go to luncheon, following the semi- 
annual meeting held at headquarters No- 


vember 10. Reading from left to right, the 
directors and officials shown are: H. B. 
Crouse, Crouse-Hinds Company, Syracuse, 
N. Y.; Fred Bissell, The F. Bissell Company, 
Toledo, Ohio; James Smieton, Jr., secre- 


yi eae 


tary-treasurer, Electrical Development, 
Inc.; E. W. Rockafellow, National Pole 
Company, New York; J. Robert Crouse, 
Crouse-Tremaine-Kulas Company, Cleve- 
land, Ohio; James H. McGraw, president 
The McGraw-Hill Company, New York, pub- 
lishers of Electrical Merchandising; F. M. 
Feiker, operating vice-president Electrical 
Development, Inc.; Frank D. Van Winkle, 
The Post-Glover Electric Company, Cincin- 
nati, Ohio; W. I. Bickford, Iron City Elee- 








tric Company, Pittsburgh, Pa.; W. H. Mor- 
ton, Sanborn Electric Company, Indianapo- 


lis, Ind. ; Sawyer, National Lamp 
Works, General Electric Company, Cleve- 
land, Ohio; John F. Gilchrist, Common- 


wealth Edison Company, Chicago ; J. 1. 


Montague, Niagara Electric Service Cor- 
poration, Niagara Falls, N. Y.; C. L. Edgar, 
president Edison Electric Illuminating 
Company, of Boston; and W. L. Goodwin, 


operating vice-president of the S. E. D. 
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Our hat has long been off to Dana Pierce, 
chairman of the Electrical (Code) Com- 
mittee, N.F.P.A., in appreciation of the 
patience, progressivism and sympathy which 
he brings to that difficult position. No 
matter how acrimonious or partisan the 
debate may get on the floor of a public 
hearing, the unruffled chairman always 
closes the discussion with a statesmanlike 
survey of underlying principles that il- 
lumines the fog of preceding discussion. 
Which reminds us that we started out to 
tell you that Mr. Pierce has just been elected 
president of the Underwriters Laboratories, 
Chicago. 





Kansas City Electric Club 
Elects Officers 


The Kansas City Electric Club has 
been organized among the electrical 
men of the Western Missouri me- 
tropolis, and has elected officers as fol- 
Jows: F. L. Funsten, president; G. A. 
Buckley, first vice-president, in charge 
of development; P. H. Hopkins, second 
vice-president, in charge of publicity; 
H. C. Evans, third vice-president, in 
charge of education; J. F. Porter, Jr., 
treasurer; G. W. Weston, secretary- 
manager. 

Directors: E. F. Hardey, Russell M. 
Smith, F. M. Rhed, Oscar Fickie, E. G. 
Jaques, Edson M. Stevens, H. C. Black- 
well, Graeme Ross, E. G. Stephens. 





The Square D Company, of Detroit. 
has recently added to its Cleveland 
sales force Ferguson Fague and J. F. 
O’Hara. C. E. Cook, recently with the 
electrical department of the Ford Motor 
Company, River Rouge, has been ap- 
pointed to the Detroit sales staff. 


The Booma-Weldon Electric Com- 
pany, Inc., 112 Ann Street, Hartford, 
Conn., was recently established to en- 
gage in the electrical contracting and 
supplies business. 


The Porter Pottery Company, has 
established a glassware and crockery 
manufacturers’ agent, lighting goods 
division, in charge of Russell L. David- 
son. This new division represents a 
number of lamp manufacturers, includ- 
ing the Greist Manufacturing Company, 
H. E. Rainaud Company, Highlands 
Manufacturing Company and the Hock- 
ing Glass Company. The headquarters 
of the Porter Pottery Company are in 
the McCall Building, Memphis, Tenn., 


and district officers are located at tric Company and the Shawinigan 
Atlanta, St. Louis, New Orleans and Water & Power Company, Ltd. Re- 


Louisville. 


The Androphy Electric Company of 
Ansonia, Conn., whose entire stock 
was destroyed by fire recently, has 
opened a new store at 158 Main Street, 
with a branch at 33 Spring Street, 
Derby, Conn. The company states that 
it is now starting up again, with more 
centrally-located and more commodious 
quarters than before. 

Edwin B. Pike has resigned as man- 
ager of the Classique Lamp Studios of 
Milwaukee, Wis., in order to take an 
active part in the Schiff-Pike-Schiff 
Company of San Francisco, which he 
organized some years ago. The Schiff 
company is a direct factory representa- 
tive for furniture manufacturers in the 
territory west of Denver, and carries 
several lamp lines, and through this 
connection Mr. Pike expects to keep in 
touch with his many friends in the 
trade. 


Gecrge E. Jaquet, who edited the 
Electrical Directory of Canada for 1923, 
is now a member of the staff of The 
Society for Electrical Development. 
After being graduated as an electrical 
engineer from the University of Illinois, 
Mr. Jaquet went with the New York 
Central & Hudson River Railroad. Sub- 
sequently he was with the General Elec- 


cently, Mr. Jaquet has been manager 
of Philadelphia’s first Electric Home, 
under the auspices of the Society. 

Walter B. Snow and Staff, 60 High 
Street, Boston, is the new name of 
the advertising organization formerly 
known as Walter B. Snow. 

The B. & A. Electric Company, Chi- 
cago, Ill., has opened a new retail elec- 
trical supply and repair business at 
1530 Jarvis Avenue. Members of the 
firm are C. G. Austin, Jr., and William 
Bielsker. 

The Valley Electric Company, St. 
Louis, Mo., announces the appointment 
of E. W. Martin as Chicago district 
manager. Mr. Martin was formerly 
with the Westinghouse Electric & 
Manufacturing Company. C. L. Krentz, 
the company also announces, has been 
added to the sales staff of the Chicago 
office. 

The Sheperd-Rust Electric Company, 
of Wilkes-Barre, Pa., electrical contract- 
ing, engineering and jobbing concern, 
writes that it has been awarded a 
$28,000 contract covering electric wir- 
ing, 72-station telephone switchboard 
and equipment, fire alarm, signal bells 
and clock system for the new G. A. R. 
Memorial junior high school of Wilkes- 
Barre, Pa. 





| 
| 


Monday, January 21 


8:00A.M. Registration boothopen, 
Hotel Sherman. 


2:00 P.M. Annual meeting 
tion of officers and directors. 


elec- 


Tuesday, January 22 


9:30 A.M. Opening of sessions, 
announcements, etc. 

Address by Robert Parr’sh, ‘‘Period 
Design.”’ 

Discussions from the floor: Discus- 
sion on subject: ‘‘Best Policies for 
Disposing of Slow-Moving Stock.” 
Which is best method to use-——placing 
price marks on merchandise, reduc- 
tion of price, or revamping style of 
fixture. 

Questions and Answers. A good 
opportunity for a dealer to bring up 
subjects on which he wants in- 
formation. 


Noonday luncheon with dealers, 
manufacturers and salesmen. 


Wednesday, January 23 
Address 
“The Extension of Credit.” 


Address, W. R. McCoy, ‘Period 
Design.” 





Discussion from the floor: Robert 
Zanoth, president of the Netting 
company, Detroit. Subject: ‘Ad- 





Convention Program 


National Association of Lighting Equipment Dealers 


Hotel Sherman, Chicago 


January 21-26, 1924 


vantages for a Dealer in Promoting 
the Sales of Glassweare.”’ 


Questions and Answers. 


Noonday luncheon with dealers, 
manufacturers and salesmen. 


Thursday, January 24 


Illuminating Glassware Guild’s 
motion picture showing manufacture 
of glass. 


Address by C. H. Hofrichter. 
“Slogan Results for 1923.” 


Sales Skit by Chas. Gainey, Detroit. 

Address by Herman Plaut, presi- 
dent of the National Council. | 

Address by C. J. Netting, Sr. ‘‘Re- 
sults Secured in Detro:t from Talking 
and Advertising ‘Three Per Cent for 
Fixtures.’ ” 


Noonday luncheon with dealers, 
manufacturers and salesmen. 


6:30 P. M. Banquet — dealers, 
manufacturers, salesmen and visitors 
attending convention invited. 


3:00 P.M. to 4:00 P.M. January 
22% 23, 24-—-Round Table talks: 
E.R. Gillet, Gillet-Hoehler Company, 
Toledo, Subject: ‘Shop and Selling 
Costs.” 


J. C. English, English Company, j 
Portland, Ore. ‘‘Methods used by 
Dealers for Remunerating Salesmen.”’ 
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Therapeutic Lamp 
Electrical Merchandising, December, 1923 


Modern science, it is said, with its 
ceaseless research, has duplicated na- 
ture’s life-giving sunshine right in the 
home with the use of the therapeutic 
lamp. ‘The Eastern Laboratories, Inc., 
227 East Thirty-eighth Street, New 
York City, is making a lamp of this 
type which is known as the “Marvelite 
No. 99.” It is made of one-piece alumi- 
num .and the reflector has been so de- 
signed, it is pointed out, to eliminate 
the customary focus point and insure a 
beam of parallel rays of uniform in- 
tensity over the entire area. The lamp 
is equipped with a 7-ft. cord and one 
260-watt carbon lamp. 





Washing Machine With 


Aluminum Wringer 
Electrical Merchandising, December, 1923 
“In response to a strong demand on 

the part of many dealers over the coun- 
try,” says the Altorfer Brothers Com- 
pany, Peoria, Ill., ‘‘we have improved the 


Model 80-E ABC oscillator by adding an 
aluminum wringer in place of the former 
wooden one. The aluminum wringer has 
12-in. rolls instead of the older 11-in. 
rolls supplied with this model. Double 
pressure springs, safety device, alum- 
inum drain board and automatic index- 
ing wringer lock are other features of 
the new metal wringer. 

















Portable Grindez 
Electrical Merchandising, December, 1923 


The tool rest on the new_ portable 
grinder brought out by the Bodine Elec- 
tric Company, 2254 West Ohio Street, 
Chicago, is quickly adjustable to any po- 
sition, the manufacturer points out, by 
a thumb screw, and will pivot or stand 
rigid as desired. It is designed to ad- 
just up and down, as well as to swing 
from right to left. A heavy guard pre- 
vents injury to the operator from flying 
particles of metal and dust and a recent 
type of electric switch controls the cur- 
rent. 





Screwless Holder for Lighting 
Fixtures 
Electrical Merchandising, December, 1923 


As will be seen from the accompany- 
ing illustration of the new safety screw- 
less holder recently brought out by L. 
Piaut & Company, 432 East Twenty- 
Third Street, New York City, a clamp- 
ing ring slips down over the holder and 
locks the three-way supporting legs in 
position. These legs are so formed, the 
manufacturer claims, that their lower 
sides always drop within the neck of 
the globe, regardless of its position. 
The device is designed to fit all sizes 
of standard holders. 




















Theft-Proof Electric Bulb 


Electrical Merchandising, December, 1923 


“It is estimated that from 15 to 30 
per cent of the electric light bulbs used 
by railroads, industrial plants, hotels, 
apartment houses, schools, public build- 
ings, etc., are stolen,” says the manu- 


facturer of the_theft-proof bulb de- 
scribed, Lester Kulp, 143 West Austin 
Avenue, Chicago. The lamp is declared 
to fit any socket and to be remarkably 
simple in construction, as there are no 
guards, locks, keys, springs or other 
mechanisms. When the bulb is burned 
out, it can be easily removed for re- 
placement by the owner. 














Plate Rheostats 


Electrical Merchandising, December, 1923 


The Ward Leonard Electric Company 
of Mount Vernon, N. Y., has increased 
its line of “Vitrohm” cast-iron type 
variable rheostats by adding new sizes 
of plates. The field now covers from a 
54-in. to a 14-in. square plate, including 
also in the line a larger plate in stand- 
ard size, 15 in. by 24 in. The round types 
of plates are made in sizes from 5-in. 
diameter to 19-in. diameter. 





Radio Frequency Amplifier 
Unit 

Electrical Merchandising, December, 1923 

The upper portion of the radio fre- 
quency amplifier unit brought out by 
the United Manufacturing & Distribut- 
ing Company, Chicago, constitutes an 
improved type of standard socket and 
the lower part cortains the radio-fre- 
quency amplifying transformer with the 
primary connections on one side and the 
secondary on the other. ‘The _ trans- 
former windings in this unit, it is said, 
are in a horizontal position, and the units 
for succeeding stages may be placed 
close together without any inductive 
feeding back to cause instability. 





Electrically-Operated Jewelers’ 


Machine 

Electrical Merchandising, December, 1923 

The jewelers’ machine brought out 
by the Good-All Electric Manufactur- 
ing Company, of Ogallala, Neb., is a 
five-in-one device as it comprises a 
watch demagnetizer, a roller and pallet 
jewel-setter, a soft soldering iron, an 
electric jewelry welding and _ soldering 
machine and an opticians’ eye magnet, 
all in one little machine which measures 
4 in. by 8 in. by 10 in., and weighs 14 
lb. It operates on 110-volt, a.c. circuit. 
A sliding switch is provided so that any 
heat desired, from 150 to 5,000 deg., it 
is said, may be had instantly. 
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Cylinder Reboring Machine 
Electrical Merchandising, December, 1923 


Reboring automobile cylinders, honing 
them to a highly-polished finish, restor- 
ing accuracy of ‘“out-of-round,” worn 
or tapered cylinders, it is said, can be 
performed with the Froussard cylinder 
reboring machine manufactured by_ the 
Multiple Boring Machine Company, Inc., 
2212 Washington Avenue, St. Louis, Mo. 
The manufacturer states that the excep- 
tionally large bearing surface is an 
important feature in the Froussard 
machine, enabling it to bore a round 
and straight hole with extreme accuracy. 
The machine is furnished with or with- 
out motor mounted and can be driven 
by individual motor, by belt from line 
shaft or by hand if desired. It is said 

to operate hori- 
a zontally, verti- 





cally, or on an 
inclined surface 
and ae 

: to rebore, in 
66g place, pump, 
compressor 
steam, oil or 
gasoline engine 
eyvlinders., 
























What’s new on the market? These pages will tell you. 9” 
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Direct-Connected Electric 
Light Plant 


Electrical Merchandising, December, 1923 


When electric light plants are men- 
tioned, one instinctively visions such an 
outfit in use on a farm, but there are 
innumerable other uses for a lighting 
system of the type manufactured by the 
Regal Gasoline Engine Company, Cold- 
water, Mich. The ‘“Regalite” plant is 
suggested for use in country homes, 
stores, hotels, yachts, etc. The engine 
is of 2 hp. four-cycle vertical type, with 
air-cooled motor. Lubrication is force 
feed by oil pump in crank case. The 
dynamo of the plant is a 3 kw. direct 
current generator operating at from 32 
to 40 volts. It is directly‘ connected 
to the engine, having the armature 
keyed on the engine shaft itself, and 
the field frame is built up as a part of 
the engine crank case. The generator 
consequently runs at the same speed 
as the engine, which is 700 r.p.m. 





Radio Loudspeaker and 
Loudspeaker Unit 


Electrical Merchandising, December, 1923 

Two new radio products of the Royal 
Electrical Laboratories, Newark, N. J., 
are the radio loudspeaker and loud- 
speaker unit here _ illustrated. The 
“Royalfone” loudspeaker is made of 
metal, is of the goose-neck type, stands 
24 in. in height and has a 14-in. bell. 
It is so constructed that no extra bat- 
teries are required and will, the com- 
pany declares, operate on sets having 
one or two stages of amplification. 

The loudspeaker unit is also mar- 
keted separately so that it can be used 
with any other loudspeaker or inserted 
in the tone arm of the phonograph. 























Assembly for Variometer and 


Variocouple Mounting 
Electrical Merchandising, December, 1923 


With the assembly brought out by 
R. W. Daniel, 5234 Melrose Avenue, Los 
Angeles, it is easy, says the company, 
to build one’s own variometer and vario- 
coupler, with the good bearings mechan- 
ically important in these instruments. 
This assembly provides for standard 
variometer and variocoupler complete, 
with the exception of tubing, wire, and 
dial, and makes the necessary bearings 
for the rotor, suspending it in its proper 
position as well as furnishing it elec- 
trical connections. The assembly also 
mounts the completed instrument se- 
curely to the panel, using but one hole 
through the panel. Standard ,-in. dial 
shafts are provided. 





Loop Aerial 
Electrical Merchandising, December, 1923 


The Betts-Bonner loop of the Betts 
& Betts Corporation, 645 West Forty- 
third Street, New York City, can be 
instantly folded, the company states, and 
carried about in a small bag or even 
in a coat pocket. Extended for use, it 
is 31 in. high and 273 in. wide; folded 
it occupies a space of 33 in. by 34 in. 
by 16 in. An extra binding post leading 
to one of the intermediate turns makes 
it possible to use any one of the differ- 
ent numbers of turns, thus providing a 
wider range of wave lengths, including 
the broadcasting limits and lower 
amateur lengths. 





Pole Changing Switch 
Electrical Merchandising, December, 1923 
The new switch brought out by the 

Hart Manufacturing Company, | Hart- 
ford, Conn., is declared to do away 
forever with reversing gears. It is made 
to change the polarity of d.c. or split- 
phase a.c. motors and thereby dispense 
with the use of reversing gears. The 
indication is obtained by means of a 
pointed handle that snaps into the dif- 
ferent positions stamped on the cover of 
the switch. This indicating handle 
turns in either direction. 

















Radiant Heater 


Electrical Merchandising, December, 1923 


The in-between season, when it is not 
yet cold enough to start the furnace 
agoin’ and still too chilly to be without 
any heat at all, is the time for the elec- 
trical man to play up the electric heater 
idea. One of the newer heaters on the 
market is the Model “D” of the Fitz- 
gerald Manufacturing Company, Tor- 
rington, Conn. It is a moderately- 
priced device, is 17 in. in height, with 
12-in. copper polished reflector, octagon 
shape, and a base of andiron construc- 
tion. The heating element is removable 
and the heat deflector is adjustable to 
any angle. 

















Radio Set Built Into Tea Wagon 


Electrical Merchandising, December, 1923 
The Durham de Luxe radio set made 


by Durham & Company, 
Street, Philadelphia, Pa., performs the 
services of both the ever-useful tea 
wagon and the portable radio set. The 
receiver is of Mu-Rad manufacture, and 
with all accessories, is entirely enclosed, 
no outside wiring being needed. The 
loudspeaker is a special built-in model. 
The unit is finished in oak, walnut or 
mahogany. 


1936 Market 





Radio Phone Block 


Electrical Merchandising, December, 1923 


The multi-phone block manufactured 
by the Globe Phone Manufacturing Com- 
pany of Reading, Mass., is designed, the 
company explains, to connect one to six 
headsets with any radio outfit. It is 
made on a hard rubber panel mounted 
on a mahogany-finished base and is 
equipped with Globe combination jack 
binding posts throughout. 
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Beware of “Hard Luck” Story 


Recently a man who represented him- 
self as the president of a well known 
radio company called at the office of an 
electrical man in Hartford, Conn., 
stated that he had been held up on the 
road just outside Hartford, and that 
his motor car and all of his personal 
belongings, including his brief case, had 
been taken from him. So plausible was 
his story that he was about to succeed 
in getting a good-sized check cashed 
when some small slip in his conversa- 
tion aroused suspicion. Instead of 
being given the money, he was told to 
wait a short time for identification. 
Disappointed, he seized a chance to 
slip away. Of course it was found later 
that he was not the man whose credit 
he wished to use to get a hundred dol- 
lars. Not long afterward he attempted 
to work a similar dodge on another elec- 
trical concern, also unsuccessfully. 

Keep an eye out for this ingenious 
gentleman; he or some other man using 
his methods may up in 
neighborhood. 


show your 





The American Art Mache Company 
of Chicago, has moved to Orleans and 
Austin Streets. 

The Electrical Kraft Company, of 
Cleveland, Ohio, has been organized 
with a capital stock of $10,000 to do 
a general electrical construction busi- 
ness and to sell electrical supplies, 
eauipment and appliances. The ad- 
dress of the company is 8112 Dennison 
Avenue. 

J. G. Johannesen, who had been gen- 
eral manager of the Southern Electric 
Company, Baltimore, Md., has been 
elected president of the Sibley-Pitman 
Electric Corporation, New York City, 
following the resignation of Theodore 
Beran who for the past six and one- 





— 


half years has been president of that 
company in addition to his duties as 
New York district manager for the 
General Electric Company. 


The Steel City Electric Company of 
Pittsburgh, announces that its repre- 
sentative in New York City, Kearton & 
Nagle, located at 71 West Twenty-third 
Street, has also taken over the territory 
covered by the State of Connecticut. 


The Crescent Art Metal Company, 
Bridgeton, N. J., announces the ap- 
pointment of Charles Hubbell, who will 
cover the Middle Atlantic and Middle 
Western territory. 

The E. H. Freeman Electric Com- 
pany, of Trenton, N. J., announces the 
following appointments: The Bradley 
Company, 2401 Chestnut Street, Phila- 
delphia, will represent the company in 
Philadelphia and eastern Pennsylvania, 
and C. C. Pierce, 23 Colby Road, 
Atlantic, Mass., is covering the New 
England territory. 

The Miniature Incandescent Lamp 
Corporation of Newark, N. J., has re- 
cently acquired the assets, equipment 
and licenses of H. J. Jaeger Company, 
Weehawken, the Domestic Tungsten 
Lamp Manufacturing Company of West 
New York, N.J., and the Advance Lamp 
Works of Chicago. 

The Sterling Electric Company of 100 
North Center Street, Cumberland, Md., 
is a new electrical concern organized 
by E. J. Dawson, J. J. Kelly and W. R. 
Smith. The company will engage in the 
sale of electrical supplies and appli- 
ances and will do electrical installation 
work of all kinds. 

The Charleston Electrical Supply 
Company, Charleston, W. Va., has been 
appointed exclusive distributor in West 
Virginia for the Autovent Fan & Blower 
Company, manufacturer of ventilating 
equipment. 








The Electric Club of Los Angeles goes to 
sea—to see, that is, what their fellow 
brothers electrical in San Diego are doing. 
This is a departing view of some of the 








officers and members taken on the gang 
plank of the Ruth Alexander on the eve of 
that now famous pilgrimage made by the 
club to their neighbors to the south. 


The Rossman Electrical Supply Com- 
pany is a newly-organized jobbing con- 
cern with headquarters at 18 Causeway 
Street, Boston, Mass. “We shall con- 
centrate our efforts in specializing to 
serve the New England trade,” states 
Israel Rossman, who also writes that 
the company would appreciate receiving 
catalogs from the various manufac- 
turers of electrical products. 


The Sewell Electric Company, of 
Allentown, Pa., specializes in electric 
washing machines and other labor-sav- 
ing devices. L. J. B. Sewell, manager 
of the new establishment, has had 
varied experience in this line, having 
had charge of the appliance department 
of the Pennsylvania Light & Power 
Company for the past twelve years. 


Gail McClain, formerly with the J. L. 
Lund Company and the New York Elec- 
tric Cleaner Company, has gone into 
business for himself at 145 East Thirty- 
fourth Street, New York City, where he 
is handling the sale, exchange and re- 
pairing of vacuum cleaners of all 
makes. 


The Schachner Electric Company, 
Inc., formerly A. I. Schachner, of 616 
Stone Avenue, Brooklyn, has moved to 
new and larger quarters at 2132 Fulton 
Street, near Rockaway Avenue, Brook- 
lyn, N. Y., where a full line of lamps, 
appliances and fixtures will be carried. 


John W. Fay has been named district 
representative in New England for 
Henry D. Sears, general sales agent for 
Weber wiring devices. Mr. Fay, who 
was formerly specialty salesman with 
the Malden (Mass.) Electric Company, 
will cover all New England except Con- 
necticut and New York State with the 
exception of the metropolitan district. 


Popkin Brothers, manufacturers’ 
agents, announce the removal of their 
offices to, 924-25 American State Bank 
Building, Detroit, Mich., “where,” says 
H. A. Popkin, “we shall continue to 
serve the jobbing trade, and endeavor to 
give better and more complete service 
than ever before.” The company also 
announces the addition of another 
brother to the organization. 


The Jefferson Company, Follansbee, 
W. Va., manufacturer of portable table 
lamps, writes that in inaugurating a 
national advertising consumer campaign 
its sales force has been greatly en- 
larged. Frank L. Monroe is in charge 
of the New England territory; Fred 
C. Jones, New York metropolitan terri- 
tory, including the City of New York 
and northern New Jersey; H. Easter- 
man, New York State territory, includ- 
ing entire State of New York and 
northwest Pennsylvania; R. C. Bradley, 
Philadelphia and eastern Pennsylvania, 
Maryland, Delaware and Virginia; Paul 
McNamara, Cleveland, embracing west- 
ern Pennsylvania, Ohio, West Virginia, 
Kentucky and Indiana; B. C. Carroll, 
southern territory, embracing all states 
south of Mason-Dixon line; G. W. 
Riley, Chicago, including Illinois, Mich- 
igan, Wisconsin, Minnesota, Iowa and 
Missouri. ; 
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c. M. Bunnell has resigned as general sales 
manager of the Torrington Company, after 
two years in that position, during which 
time the company’s wide-spread selling or- 
ganization of 88 branches was built up. 
Mr. Bunnell was for four years sales. man- 
ager. of the Edison Lamp Works automo- 
bile-lamp department, resigning to become 
director of sales for the Splitdorf Electrical 
Company, another of the Alvord interests, 
like the Torrington Company, to which he 
was later transferred. 





Big Broadcasting Station 
for Denver 


Denver, Colorado, has been selected 
‘as the site of a powerful radio broad- 
casting station by the General Electric 
Company according to an announce- 
ment made recently by Martin P. Rice, 
director of broadcasting for that com- 
pany. Work on the new station will 
be started as soon as the General Elec- 
trie Company station at Oakland, Cal., 
is finished, probably in December. 

Denver will have the third and last 
station in the General Electric program 
of broadcasting stations. The first, 
WGY, at Schenectady, has been in 
operation for the past 18. months. 
Oakland, the second station, is the 
first to be housed in a structure erected 
exclusively for broadcasting. 

Both the Oakland and Denver sta- 
tions will be modeled after WGY, so 
far as equipment is concerned. They 
will have the same power and sending 
radius as WGY which, under favorable 
atmospheric conditions, has been heard 
on a single transmission in every state 
in the Union, in England, Hawaii and 
countries of South America. 





The Knapp Electric & Novelty Co., 
manufacturer of electrie toys and fans, 
has moved its factory and offices from 
511 West Fifty-first Street, New York, 
to Port Chester, N. Y., where greater 
production facilities are available. The 
company’s new offices are now centrally 
located in the Bush Terminal Building, 
132 West Forty-second Street, New 
York City. The business continues 
under the direction of David W. Knapp, 
its president and founder. Mr. Knapp 
is one of the pioneers in the electrical 
toy business. In 1890 he entered the 
field with the “electric questioner”’— 
a novelty which has not yet lost its 
appeal for the young folks. Other 
items followed until he developed a 


wide line of electrical toys just at the 
time commercial electric service was 
beginning to enjoy a wide popularity. 
The Edward J. Lynch Electric Com- 
pany has been organized by Edward J. 
Lynch at 1725 Steiner Street, San 
Francisco, Cal. Mr. Lynch was for- 
merly associated with the California 
Elegtrical Construction Company. 


The Premier Service Company, with 
general offices at Cleveland, has opened 
a branch store at 513 North Centre 
Street, Pottsville, Pa., in charge of 
Louis Montoney. The company has 
branches in all the larger cities. 


J. F. McGreevey has been appointed 
sales representative in the States of 
Massachusetts, Rhode Island, Maine, 
New Hampshire and Vermont, for the 
Steel City Electric Company of Pitts- 
burgh, Pa., manufacturer of electrical 
specialties. Mr. McGreevey’s 
quarters are in Boston, Mass., at 10 
High Street. 


Henry D. Sears, general sales agent 
for Weber wiring devices, announces 
the removal of the Philadelphia office 
to 1029 Drexel Building. Harry G. 
Anshuetz is district representative in 
Philadelphia. 

The Radiall Company has opened 
new and enlarged quarters and a com- 
plete laboratory at 320 West Forty- 
second Street, New York City. 


The Stillwater Electric Shop of which 
Harry G. Hoke is manager, will, from 
October 15 on, be known as the Hoke 
Electric Company. Confusion due to 
so many firms in the same town taking 
the name Stillwater is one reason given 
for the change in name. Another 
and perhaps 2 more substantial reason 
is the fact that Harry is very well 
known in the town and the personal 
element in the new firm name is a real 
asset. There was no change in manage- 
ment, proprietors or policies. 


American Presents for Japanese roy- 
alty. Among the many wedding gifts 
now in the course of construction for 
the forthcoming marriage of the Jap- 
anese Crown Prince is a real glay-out” 
of American electrical appliances. There 
will be a double electric range which 
is to be finished in white and silver 
enamel, an eight-cup percolator with 
a cream and sugar set, two electric irons 
and a waffle iron, each to be mounted 
with silver. 


Charles A. Dean, merchandising 
manager of the Connecticut Light & 
Power Company, Waterbury, Conn., has 
resigned to enter the waterworks field 
at Pepperill, Mass. Mr. Dean is well 
known in the New England central 
station field. He was formerly appli- 
ance sales manager of the Cambridge 
(Mass.) Electric Light Company, and 
later was local manager of the Mid- 
dlesex Electric Company, Pepperill, 
Mass. 

P. S. Smith has been appointed editor 
of Ingenieria Internacional to succeed 
V. L. Havens who has resigned. Dr. 
G. B. Puga will be associate editor. Mr. 
Smith has been associate editor of 


head-: 


e 


Ingenieria Internacional for two years. 
Prior to his coming with the paper he 
was with the International General 
Electric Company and was chief of the 
Latin American Division of the Bureau 
of Foreign and Domestic Commerce 
and before that commercial attaché of 
the American Embassy at Lima, Peru. 

The U. T. Hungerford Brass & Cop- 
per Company, has opened a new ware- 
house and store at 411-429 D Street, 
Boston, Mass. The new quarters of the 
company contain 45,000 sq.ft. of floor 
space with a total carrying capacity, it 
is stated, of well over 15,000,000 Ibs. 

Frank E. Watts, for 3 years asso- 
ciated with Electrical Record, the past 
year with the title of editor, is now 
director of publicity for the Apex Elec- 
trical Distributing Company of Cleve- 
land, Ohio. Before his departure for 
the west, Mr. Watts was tendered a 
surprise banquet on Oct. 30, at the New 
York Athletic Club by his friends in the 
industry, which was featured by a pro- 
gram of music and speeches reflecting 
the feeling of friendship and esteem 
held toward him. 

Ralph J. Walter, formerly in charge 
of the construction work for the H. N. 
Crowder, Jr., Company, of Allentown, 
Pa., has been chosen manager of the 
Bethlehem Electric Construction & 
Supply Company, 78 West Broad Street, 
Bethelhem, Pa. 

Harry C. Gawler has joined the Gen- 
eral Radio Company organization, Cam- 
bridge, Mass., as sales promotion man- 
ager. Mr. Gawler was at one time 
with the Radio Corporation of America, 
first in charge of domestic sales and 
later in charge of sales promotion. 

















Laurence W. Davis, the new general man- 
ager of the Association of Electragists, In 
ternational, wields a winning smile, an 
analytical mind, and a mighty golf stroke. 
Given a heavy, well-balanced club, the popu- 
lar Larry can “drive ‘em as far as any two- 


fisted guy,” his caddy confides to us 
when the green is reached, Mr. Davis 
plays an unerring skill that far out-putts 
any average opponent, 


And 


dis 
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Triple Duty Radio Amplifier 


Electrical Merchandising, December, 1923 


The Music Master power unit brought 
out by the General Radio Corporation of 
Philadelphia, Pa., is explained to have 
three uses: (1) as a one-stage amplifier 
in connection with any detector, except 
the crystal; (2) as a two-stage ampli- 
fier with any detector or in connection 
with a receiving set that already has 
one stage of amplification; and (3) with 
the ordinary two-stage amplification, in- 
creasing signal strength to an excep- 
tionally loud volume. 

The unit is reputed to be unusually 
free from distortion. It is simple in 
operation, having only one main control 
and a_ switch. Its “A” battery is 
mounted inside, and the “B” battery 
used on the radio set may be used for 
this unit. No field current is required, 
it is pointed out, and the device plugs 
into any set with a cord in place of 
headphones. 


New Merchandise 
to Sell 





(Continued from third page preceding.) 














Two-Way Plug of Brown 
Bakelite 


Electrical Merchandising, December, 1923 


The demand for a two-way plug that 
is attractive as well as durable has 
caused the appearance on the market of 
the “Extra-Lite”’ plug of brown bakelite 
made by the Connecticut Electric Manu- 
facturing Company, Bridgeport, Conn. 
The plug has spring center contacts 
and, it is claimed, will not crumble. 











Radio Socket Equipped with 
Shock-Absorber 


Electrical Merchandising, December, 1923 


To overcome the objectionable micro- 
phonic “ringing” or howling in the radio 
receiving set, Herbert H. Frost, Inc., 154 
West Lake Street, Chicago, has brought 
out a No. 618 cushioned socket which, 
it is said, eliminates the direct metallic 
connection between the socket proper 
and the base. The new socket may be 
mounted on table or attached direct to 
panel. 























Radio Phone Connectors 
Electrical Merchandising, December, 1923 


“The phone connector with many 
features” is the new device brought out 
by the New Amsterdam Electric Com- 
pany, 91 Chambers Street, New York 
City. With this connector it is possible, 
the company declares, to connect phones 
or loud speaker in either parallel or 
series connection. No. 30-A, illustrated, 
is a standard size plug and may be used 
on any receiving set employing telephone 
jacks. 





Moving Sign Device 


Electrical Merchandising, 
December, 1923 


Every passer-by becomes a 
prospect through the use of a 
new moving sign device, manu- 
factured by the American Mo- 
torsign Company, 216 Post 
Square, Cincinnati, Ohio. By 
means of this little machine, g¢ 
illustrated, any story up to 
150 words will move _ con- 


stantly across any background, any window, 
declares the company, in large or small 
The “Motorsign”’ may be attached 
to any electric light socket and once set, 
requires practically no attention. It is small 
enough to be entirely concealed, the mov- 


letters... 


ing message alone being visible. 









Toy Electric Train 
Electrical Merchandising, December, 1923 
The special feature of the ‘Twentieth 

Century Limited” train made by _ the 
American Flyer Manufacturing Com- 
pany, Fifth Avenue Building, New York 
City, is a new type electric motor 
equipped with patented automatic re- 
verse. The reversing device is operated 
by means of clips on the track which can 
be set to reverse the train or turned 
down so that the train will pass without 
reversing, at the will of the operator. 
Another point of interest to the young 
owner of one of these toy trains is the 
interior lighting system in the cars which 
operates from the locomotive. The set 
includes twelve-wheel locomotive with 
headlight, U. S. Mail car and two Pull- 
man cars with imitation tail lights. 
Length of train is 48 in. and length of 
track 202 in. 








Variable Grid Leak 


Electrical Merchandising, December, 1923 


The Magnus Electric Company, Inc., 
Greenwich and Desbrosses Streets, New 
York City, has added to its line of radio 
products a new improved variable grid 
leak, No. 823, which can be mounted on 
the face of the panel board by simply 
drilling one hole. 








‘eis 
Vase Adapter 


Electrical Merchandising, December, 1923 





The Rodale Manufacturing Company, 
265 West Broadway, New York City, has 
brought out a vase adapter which is said 
to convert any vase into an electric 
lamp by means of a patented grip ar- 
rangement which fits snugly in the inside 
of the vase and which makes it unneces- 
sary to drill holes in the vase. The 
adapter is made in one, two and three 
lights and is sold with attachment plug 
and 7-ft. silk cord to match the finish 
of the device, which is either brush brass 
or gunmetal. 





Continued on page 3851 following. For your convenience in-clipping and filing, 
each item will fit a 3x5 in. standard filing card. 
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Fifteen million people 
are being told about the 


Table «Talker 


TRADEMARK REG. U.S. PAT. OFF, 


A DOUBLE page spread in 
the Saturday Evening Post, 
pages in the fan magazines, the 
popular magazines—a tremen- 


dous campaign to put over the 
new Brandes Table-Talker. 


Figuring an average of four 
readers to a magazine, fifteen 
million people will be told about 
the Table-Talker. And it is only 
fair to assume that a good per- 
centage of those who own re- 
ceiving sets will be in the market 


for a Table-Talker—at $10. 


Place your orders well ahead! 








C. BRANDES, Inc. 
237 Lafayette St., N. Y. C. 
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New Merchandise 
To Sell | 


(Continued from third page preceding.) 











Clothes Washer 


Electrical Merchandising, December, 1923 


The Western Electric Company, 100 
East Forty-Second St., New York City, 
has brought out an improved clothes 
washer which, although differing in ap- 
pearance from the company’s older 
model, is similar in operation. The new 
machine is all metal, with a _ special 
enamel finish chosen for its resistance to t, 
soap and water. The straight panels a 
conceal all mechanism and protect the [~~ — 
clothes from possible contact with oily 3 
parts. Both the cylinder and wringer 7 
controls may be easily reached from any Radiant Heater 














side of the washer and the metal swing- : P _— 4 
ing wringer locks into any one of five Electrical Merchandising, December, 1923 


operating positions. Grover C. Johnston, Rochester, N. Y.., 
has brought out his new Model “A” 





heater, illustrated, which has a 12-in 

Replaceable Element for copper — and 3 ee 

* element which is replaceable. The base 

Electric Heaters is designed to prevent tipping and_ is 
Electricat Merchandising, December, 1923 ‘ also provided with a slot for hanging 


on the wall. The finish is medium gray. 
The company’s model B heater is sim- 
ilar in construction to Model A but is 
furnished with double reflector, consist- 
ing of polished-copper bowl with alumi- 
num backing. 


Equipped with an Edison base, 
the new element manufactured by 
the Eagle Electric Manufacturing 
Company, 38-52 South Eighth 
Street, Brooklyn, N. Y., according 
to the maker, will fit the majority 
of bowl heaters on the market. The 
porcelain core of the element is 
made of “cerenamic material’? which 
will not break, it is said, with heat 
expansion. 














Imitation-Coal Electric Fire 
Electrical Merchandising, December, 1923 


The “Ruby” coal electric fireplace 
manufactured by the Electric Fireplace 
Manufacturing Company, 4415 Grand 
Avenue, Chicafo, is designed to give 
both heat and light. It operates from any 
convenience outlet and separate switches 
control heat and light so either one can 
be used separately. With heating ele- 
ment —— the pe gor ‘ere 
to draw 660 watts and without heating H . 
element, 120 watts. Boudoir Lamps 


Electrical Merchandising, December, 1923 
“The Mask” and “The Furs’? — two 


Cone-Shaped Heater Element boudoir lamps—are as entrancing as 

ye their names indicate. The manufacturer 
Electrical Merchandising, December, 1923 ; x is the Fulper Pottery Company, Flem- 
ington, N. J. “The Mask” is 13 in. high 
and comes in colors of flame, pink, green, 
orchid, yellow and blue. “The Furs” 
is 12 in. high and may be obtained in 
flame, pink, purple, tan, blue or white. 




















A new type of heater element, cone- 
shaped, as shown in the accompanying 
illustration, which is said to fit all screw- 
type electric bowl heaters, has been 
brought out by the Rodale Manufactur- 
ing Company, 265 West Broadway, New 
York City. According to the maker, the 
cone shape feature radiates heat waves 
parallel to the reflector, which greatly 
increases heating efficiency and reflects 
heat to a greater radius. 








Radio Telephone Plug 


Electrical Merchandising, December, 1923 





The Bestone “Spring Grip’ telephone 
plug made by Henry Hyman & Company, 
Inc., 476 Broadway, New York City, is 
a plug, the manufacturer claims, that 
requires no dissembling. A simple press 
of the buttons is claimed to instantly 
connect and disconnect receivers. It pro- 





Loop Aerial vides for three head phones, each 
wes tip being inserted into an individual, in- 
Electrical Merchandising, December, 1923 sulated chamber. 


The “‘Geraco” loop aerial developed by 
the General Radio Corporation of Phila- 
delphia, Pa., is designed for use with 
any ordinary or regenerative set for 
local programs, and will even work with 
a crystal set near the broadcasting sta- 
tion, it is said. It measures 20 in. over- 
all and is furnished in two types at 
present: with base, direction-dial and 
vernier condenser and with base and 
direction dial. The device is equipped 
with a dial which, it is claimed, renders 
it more readily “aimed” to record the 
true direction of the station being 
brought in. 











File these items on 3x5 in. cards every month, to keep your stock index up to date. 
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The Household Electric Service Com- 
pany of Brooklyn, N. Y., is now located 
in new quarters at 122 Livingston 
Street. 

The H. H. Eby Manufacturing Com- 
pany of Philadelphia, Pa., announces 
that its new address is 40 South Seventh 
Street. 

The Pacific Electric Clock Company 
announces the opening of its new offices 
and factory at 86 Third Street, San 
Francisco, Cal., in the quarters formerly 
occupied by the Kellogg Switchboard 
and Supply Company. 

The Superior Electric Supply Com- 
pany, New Brunswick, N. J., has re- 
cently been opened at 73 Albany Street 
by E. Breitkopf. 


The Jefferson Electric Manufacturing 
Company, of Chicago, has established 
offices in various sections of the country 
and has added to its selling organiza- 
tion several new salesmen. Glenn A. 
Shaver, recently with the Chanslor-Lyon 
Company, will represent the company 
on the Pacific Coast. He will be located 
at San Francisco. F. H. Merryman will 
make his headquarters at Philadelphia 
and will cover the States of New York, 
Pennsylvania, New Jersey, Delaware, 
Maryland and Virginia. R. B. McKin- 
stry will travel Missouri, Kansas, Okla- 
homa, Arkansas, Texas and Louisiana, 
with headquarters at Kansas City, Mo. 
E. M. Finnerty is representative for 
Ohio, West Virginia, Kentucky, Tennes- 
see, Mississippi, Alabama, Georgia, 
South Carolina and Florida, with head- 
quarters at Cleveland. J. H. Langman 
continues to represent the company in 
the New England States, with head- 
quarters at New York City. 


The Radio Equipment Company, with 
executive offices and wholesale depart- 
ment at 20 Stuart Street, Boston, Mass., 
has opened a chain of four stores for 
retail sales, these being located at 20 
Stuart Street and 630 Washington 
Street, Boston; 692 Massachusetts Ave- 
nue, Cambridge, and 1576 Hancock 
Street, Quincy, Mass. Enlarged whole- 
sale quarters have also been opered 
above the new retail store on Stuart 
Street. 


The Rodale Manufacturing Company, 
265 West Broadway, New York City has 
recently been formed by Joseph Cohen 
and Jerome I. Rodale to manufacture 
electrical specialties. Mr. Cohen was 
formerly secretary and sales manager 
of the Eagle Electric Manufacturing 
Company while Mr. Rodale was vice- 
president of the same organization. 


S. V. Allmont, who was formerly with 
the Downing Electric Company, is now 
managing the electrical (jobbing) 
department of the Brown-Camp Hard- 
ware Company, Des Moines, Iowa. 


The Post-Glover Electric Company, 
Cincinnati, Ohio, has announced its ap- 
pointment as a distributor of the Gen- 
eral Electric Company. “The new con- 
nection will not affect the ownership or 
management of our business,” explains 
F. D. Van Winkle, president, “and there 
will be no changes except those which 





1 








They say that the food you get in Europe 
just now is scant and poor, but that you 
make up for it on shipboard. Here are H. 
F. Albright, vice-president International 
Western Electric Company, and P. lL. 
Thomson, publicity manager for the West- 
ern Electric Company, returning on the 
“Aquitania” and registering satisfaction 
with their eight square meals per day. Mr. 
Thomson has just been elected presdent of 
the Association of National Advertisers. 





come with increased facilities.” The 
announcement of the new connection 
was made on the anniversary of the 
Post-Glover Company’s thirty-first year 
in the electrical business. 

F. A. Wilson-Lawrenson has resigned 
his position with the Union Carbide & 
Carbon Corporation and its various sub- 
sidiaries, with which he has been con- 
nected since 1917, in order to make an 
intensive study of economic and busi- 
ness conditions in Europe and Asia 
covering a period of several months. 
Too close application toe his duties as 
vice-president in charge of sales of the 
Presto-O-Lite Company, Inc., the Na- 
tional Carbon Company, the American 
Eveready Works, as well as in other 
capacities, it is pointed out, have made 
it necessary for Mr. Lawrenson to con- 
serve his health. Mr. Lawrenson re- 
cently visited London as the representa- 
tive of the Associated Advertising Clubs 
of the World, and arranged for the 
visit of the British delegation of adver- 
tising men to Atlantic City in June, 
which secured the pledge of American 
advertising men to visit London in 1924. 


Malick A. Kelly, of the Army Air 
Service, whose address is Electrician, 
Mitchell Field, N. Y., has written Elec- 
trical Merchandising that he would like 
to receive manufacturers’ literature on 
motors, electrical appliances and line 
material. 


The Zenith Radio Corporation has 
been incorvorated with a capital stock 
of $500,000, to act as the exclusive 
selling agents for “Zenith” long dis- 


. tance radio receiving and sending appa- 


ratus ‘manufactured by the Chicago 
Radio Laboratory, one of the original 
Armstrong licensees. E. F. McDonald, 
Jr., is president and treasurer of the 
Zenith Radio Corporation, executive 
offices of which will be at 332 South 
Michigan Ave., Chicago. Thomas M. 
Pletcher, vice-president, is the presi- 
dent of the Q.R.S. Music Roll Company. 
N. A. Fegen is secretary and general 
sales manager of the Zenith Corpora- 
tion. 





Wallace B. Hart announces the re- 
moval of offices and showrooms to 8, 
10, and 12 East Thirty-fourth Street, 
New York City, “where better facilities 
have been provided,” it is said, “for 
displaying, demonstrating and servic- 
ing a distinctive line of laundry appli- 
ances for home, institution and com- 
mercial use.” 


The Lighting Equipment Corporation 
is the name of the lighting fixture busi- 
ness formerly conducted as Bauman & 
Loeb, Inc., at 1388 Bowery, New York 
City. J. Trichlinger and C. Quittner 
are the new owners of the company. 


The Norma Company of America has 
placed contracts for the erection of the 
first unit of its new plant at Stamford, 
Conn. The new plant, which will con- 
tain about 60,000 sq.ft. of floor space, 
will be equipped for the manufacture 
of Hoffmann precision roller bearings, 
the American rights to which, as well 
as to all other Hoffmann products were 
recently acquired by the company, and 
will also be equipped for the expansion 
of the manufacture of Norma precision 
ball bearings. 


The Link-Belt Company of Chicago, 
announces the purchase of the Meese & 
Gottfried Company, of San Francisco, 
Los Angeles, Seattle and Portland. “For 
the past ten years,’ reads the com- 
pany’s announcement, “the Link-Belt 
Company has been distributing its 
products on the west coast through its 
subsidiaries, the Link-Belt Northwest 
Company, of Seattle, and the Link-Belt 
Pacific Company, of San Francisco. 
Under the consolidation, the organiza- 
tion will be known as the Link-Belt 
Meese & Gottfried Company, with head- 
quarters at San Francisco, and the 
officials will be: Charles Piez, chairman 
of the board, B. A. Gayman, president, 
Harold W. Clark, vice-president and 
sales manager, Leslie W. Shirley, treas- 
urer, and Richard W. Yerkes, secretary.” 


The A. A. Pehrson Electric Corpor- 
ation is the name of a new electrical 
contracting business recently formed 
by A. A. Pehrson at 103 Park Avenue, 
New York City. Previous to opening 
his own business, Mr. Pehrson was 
associated with the Western Electric 
Company for twenty years. 


The Radiotive Corporation, with of- 
fices at 5321 Twenty-first Avenue, 
Brooklyn, N. Y., to take care of the 
increased demand for Radiotive loud- 
speakers, is erecting a new two-story 
factory building near Twenty-first Ave- 
nue and Fifty-third Street. The new 
factory will have a floor space of 
20,000 sq.ft. 


The Santa-Hi Electric Company has 
recently been formed to engage in a 
retail electrical and wiring business at 
6781 Santa Monica Boulevard, Holly- 
wood, Cal. 


The Orgo-Lesser Company of Youngs- 
town, Ohio, has been formed to manu- 
facture and deal in electrical supplies. 
The incorporators are E. C. Orgo, H. 
Lesser, O. J. Zinner, D. J. Zinner and 
E. M. Chaloupka. 

















Two Good Products 
For Electrical Work 


There is heavy demand for electrical supplies of all 
kinds and, on some of these items, the large volume 
represents no mean profit. 


G-E Flexible Varnished Tubing 
and G-E Soldering Paste 


are two necessary and highly desirable products to sell 
to those who assemble radio sets for resale or for their 
own use. Both these products are also adapted toa 
variety of other uses—the tubing for insulating leads 
in all sorts of electrical apparatus and the paste for 
soldering jobs on any metal but aluminum. 


Both these products are the result of most careful 
research work and have been used in G-E factories for 
years. They are now offered to the public together 
with the complete line of G-E insulations used in the 
manufacture of G-E apparatus. 


For complete information on any of these products 
address the nearest G-E distributor. 


General Electric Company 
Merchandise Dept Bridgeport, Conn. 
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National advertising in the 
leading radio magazines 
will help start the buying 
idea in your customers’ 
minds. 
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For Christmas Sales— 


The continued popularity of radio this year opens up any 
number of opportunities for Christmas sales. 


The G-E Tungar Battery Charger makes an ideal present 
for the owner of a radio set dependent upon storage bat- 
teries for current. It offers that complete convenience serv- 
ice which makes it appreciated as a gift. 


Then too, the auto owner is your prospect. Tungar charges 
not only both A & B radio storage batteries but also auto- 
mobile starting and lighting batteries, making it doubly 
useful in the average household. 


Display Tungar, suggest it to the woman who is seeking 
gift ideas for husband, brother or friend. Use the idea in 
your local advertising. 


Striking counter and window cards are available to help 
you sell. 


Stock Tungar now. Ask your nearest G-E Distributor. 


General Electric Company 
Merchandise Dept. Bridgeport, Conn. 


35A-11? 


GENERAL ELECTRIC 








gg. 


© Asbestos Fibre = 





Ringing Down the 


Protecting Curtain | 


Dropping the asbestos curtain, in the 
theatre, walls in the back stage, safe- 
guarding the audience. In the same 
way, the asbestos covering on Delta- 
beston Wire rings down the curtain 
of protection to electrical applications 
where heat is a factor. 


Wiring troubles cease when fixtures, 
electric ranges or appliances are 
equipped with Deltabeston. 


Years of successful operation follow 
when overloaded motors are rewound 
with Deltabeston magnet wire. 


For locomotive headlight and cab 
wiring Deltabeston wires are giving 
continuous Satisfaction on many roads. 


Handy sample cards of all types of 
Deltabeston Wire mailed promptly 
upon request. 


Address any G-E distributing jobber 
or 


General Electric Company 
Merchandise Dept. Bridgeport, Conn. 
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| The construction of Deltabeston 
| Wire is distinctive. An insulating 


wall of pure asbestos fiber surrounds 
the conductor. This insulation is 
thoroughly filled with a compound 
which gives it high dielectric 
strength and renders it very tough 
and pliable. 
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G-E Wayne Toy Transformer 
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The G-E Arborlux Junior 


an improved series lighting set for Christmas trees 


This 8-lamp set has a feature not ordinarily possessed 
by aseries set. Ifalamp burns out it may be found 
immediately by means of a detector located in the 
center of the set. The detector is also a receptacle for 
plugging in additional sets without rewiring. 


This detector feature has an immense sales appeal. It 
will mean many added sales to the dealer who stocks 
Arborlux Junior now and is ready to take care of the 
demand created by advertising in the Saturday Evening 
Post during December. 


Order now and be ready for last minute sales. 


The G-E Wayne Toy Transformer 


handy power for electrical toys 


Toy transformers should be sold with electric toys to 
insure for their operation a current supply as depend- 
able as the lighting circuit. These toy transformers are 
also useful to furnish current for the G-E 17-lamp multi- 
ple-wired Arborlux, a more elaborate tree lighting set 
which should also be a feature of your Christmas stock 


Your G-E Distributor can supply you with G-E Wayne 
Transformers (made in three sizes), the multiple-wired 
Arborlux and Arborlux Junior. 


General Electric Company 
Merchandise Dept., Bridgeport, Conn. 
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Advertising, municipal, civic, or other display 
signs using low-voltage sign lamps need a 
reliable low-voltage supply. G-E Sign Light- 
ing Transformers are recommended to con- 
tractors desiring first-class equipment for 
such jobs. 


Type M Sign Lighters can be connected to 


110-volt or 220-volt circuits and they give 
full output at either 11 or 22 volts. Standard 
sizes range from 250 to 2000 watts. 


For further information apply to the nearest 
G-E Sales Office. Ask for Descriptive 
Sheet 65105. 


General Electric Company 
Schenectady, N. Y. 
Sales Offices in all Large Cities 


Dependable Electric Signs 


G-E Sign Lighting Transformer 
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Where to Get G-E Service 


G-E Sales Office 


Alabama, Birmingham. .. 
Arizona, Phoenix........ 
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California, Los Angelest.. 
California, Oaklandt§.... 
California, San Franciscot 
Colorado, Denvert...... 
Connecticut, Hartford... 


Connecticut, Waterbury . 








List of G-E Factories 


Connecticut 
Bridgeport Windsor 
Indiana 

Ft. Wayne 

Maryland 
Baltimore f 
Massachusetts ‘ 
East Boston Everett = 
Gloucester Hudson 
Lynn Pittsfield 
Taunton West Lynn 
Missouri ; 
St. Louis 
New Jersey ve 
Belleville 


Decatur 


Ampere 





eport Works 
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Bloomfield 

Roselle Park Newark 

: Little Ferry Weehawken 
LIE) ie: y i New York 

- Schenectady Maspeth, L. I. 

ochester 


Ohio 


Harrison 


Cleveland Sandusky 
Pennsylvania 

Erie J or 

ee New Kensington Philadelphia 

Scranton 

Rhode Island 


Providence 











For Business in the United States 


G-E Distributing Jobber 
...Matthews Elec. Supply Co. 
...Southwest G-E Co. 


. .. Pacific States Electric Co. 
... Pacific States Electric Co. 
..Pacific States Electric Co. 
... The Hendrie & Bolthoff Mfg. & Sup. Co. 


.... Southern New England Elec. Co. 
Connecticut, New Haven... 


Southern New England Elec. Co. 
... Southern New England Elec. Co. 


District of Columbia, Wash- 


te eres 
Florida, Jacksonville. . . 
Florida, Tampaf....... 
Georgia, Atlanta§t..... 
Georgia, Savannahf.... 
Illinois, Chicago§ f. 


Indiana, Evansvillet 

Indiana, Fort Wayne.... 
Indiana, Indianapolis. . . 
Indiana, South Bendf.... 


Indiana, Terre Haute... .. 


Iowa, Des Moines 
Kentucky, Louisville. .. . 


Louisiana, New Orleans .. 
Maryland, Baltimore..... 


Massachusetts, Bostonf. . 
Massachusetts, Springfield 


Michigan, Grand Rapids 
Michigan, Jackson. 
Minnesota, Duluth. . 
Minnesota, Minneapolis t§ 
Minnesota, St. Paulf.... 


Missouri, Kansas Cityf. . . 


Missouri, St. Louis§$t.. . . 
Montana, Buttet....... 
Nebraska, Omaha....... 
New Jersey, Harrison. . .. 
New Jersey, Newark..... 
New Jersey, Patersont . 
New Jersey, Trenton... 
New York, Albanyt..... 
New York, Buffalo... 
New York, Elmira. . 


.. National Elec’] Supply Co. 
Florida Elec. Supply Co. 
.. Florida Elec. Supply Co. 
Carter Electric Co. 
Carter Electric Co. 
...Central Electric Company 
Commonwealth Edison Co, 
..Crescent City Electric Co. 
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....Indianapolis Elec. Supply Co. 


...South Bend Electric Co. 

...Mid-West Electric Co. 

.. Belknap Hardware & Mfg. Co., Inc. 
.Wesco Supply Company 


.Southern Electric Co. 
...Pettingell-Andrews Co. 


Massachusetts, Worcester. . 
Michigan, Detroit......... 


A. T. Knowlson Co. 
.. C. J. Litscher Electric Company 


... Peerless Electrical Co. 

... Northwestern Elec. Equipment Co. 
The B-R Electric Co. 

...Wesco Supply Company 


.... Butte Electric Supply Co. 


...Mid-West Electric Co. 


Vrrvrerr ce ee eee Ree ea ee er 


... Tri-City Electric Co., Inc. 
...Havens Electric Co., Inc. 
.. Robertson-Cataract Elec. Co. 


14607686 OC OS +8 ee OS OO 


G-E Sales Office G-E Distributing Jobber 


New York Gity$t. «:... 2.2.4. E. B. Latham & Company 
Royal Eastern Elec’! Sup. Co. 
(Also Borough of Brooklyn, Long 
Island City and Jamaica, L. I.) 
Sibley-Pitman Elec. Corp. 
(Also Borough of Brooklyn) 
Sieh as, aaah Pi a acs cine enrages os saskipensanatansedees 
New York, Rochester....... Robertson-Cataract Elec. Co. 
Wheeler-Green Elec’! Supply Co. 


-aencanaiheacae in oearsazinses! LEC TT TEE 
New York, Syracuse........ Robertson-Cataract Elec. Co. 
New Yotk, Utica:...,. ..0.4 Robertson-Cataract Elec. Co. 


North Carolina, Charlotte. 
OMOSAKTON 3.03.5 sce cscce 
Ohio, Canton 


..Elec. Supply & Equipment Co. 
.. Republic Electric Co, 


Ohio, Cimemnatif: 2... 2.5. The F. D. Lawrence Elec. Co. 
The Post-Glover Electric Co, 
Ohio, Cleveland............ Republic Electric Co. 
Ohio, Columbus. ........... The Erner & Hopkins Co. 
Ohio; Dayton’: s..5cisanaian The Wm. Hall Electric Co. 
Ohio; Toledoes 6:5 o:5.0:5:04 5.032% W. G. Nagel Electric Co. 
ONIGs WOUND GE bO Wiis 25, 5 5a ze serecaes ct seed see lo ites HRI renee 
Oklahoma, Oklahoma City ¢ .. Southwest G-E Co. 
Oklahoma, Tulsa........... Southwest G-E Co. 
Oregon, Portlandt.......... Pacific States Electric Co. 
HGTV IV ANNA se PELE LG Sio ah ora cera ces ore erera treo eats te ets bys, eye 


Pennsylvania, Philadelphia§ t.Philadelphia Electric Company 
Supply Department 

Frank H. Stewart Electric Co. 
Pennsylvania, Pittsburght...Union Electric Company 
MOAE SIAN. MKOVICEN CES v5 ercrace cote 4 Siois ake eset 6 slo iaus wid Od Ore 
South Carolina, Columbiat. . Perry-Mann Elec. Co., Inc. 
Tennessee, Chattanooga.. ... James Supply Company 
PLIPMTCSEEE RCT RUAN Seasick coer aan seeps er sae ee hey atta Sie ON 
Tennessee, Memphis. ....... Wesco Supply Company 
MIEN TIOSS COCHIN MONLY 55 scceshvirccreayena NN Muar orale roeie oun ear Sa eaaS 
Texas, Dallast.............Southwest G-E Co. 
Texas, El Pasot............Southwest G-E Co. 
Texas, Houstont......... ..Southwest G-E Co. 
Texas, San Antonio.........Southwest G-E Co. 


Utah, Salt Lake Cityt......Capital Electric Company 

Virginia, Norfolkt........Southern Electric Company 

Virginia, Richmond.........Southern Electric Company 

Washington, Seattlet....... Pacific States Electric Co. 

Washington, Spokane....... Pacific States Electric Co. 

WV AGHINACON, OE ACOMIAS (oe) oicieiassgiaietss ono varie. snare ancl moacelerg nk erat eral Oe bleel eraveiens 

WVCSENVANIATIA SORSIINCHIOIG 6.55 cucce foveere pe. ese gogo uch alas oie cote oY acotorexe o7tieceielelaraeriers 

West Virginia, Charlestont. . Virginian Electric, Inc. 

NV ASCOLIBINI PIV INCRE OE icke acca sialic acces earthen sib wba eSNG ele Sabet ONE erasers 
tNo G-E Office tWarechouse §Service Shop 


For Canadian business: Canadian General Electric Company, Ltd., Toronto, Canada 


Distributors for the General Electric Company Outside of the United States 


INTERNATIONAL GENERAL ELECTRIC COMPANY, INC. 


120 Broadway, New York, N. Y. 


Schenectady, N.Y. 


GENERAL ELECTRIC 


95-743 
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ELA PARK, CLEVE- 
LAND, is a “university 

of light” dedicated to progress 
4 in the art of lighting and to 

or our O l ay ra 2 improvement in lamps. It 
serves 24 factories, 17 sales 

divisions and 30,000 dealers 





OUR lamp sales will certainly increase this holiday in the production and market 
. i 8 i c tl .* 
season if you have a Lamp Demonstrator on your MAGiA lage annually kes 
: use in homes, offices, factories, 
counter where the customer can see the 11 lamps on display. atm; dete, een Hale 
Curiosity just naturally impells him to operate the switches lights and automobiles. 
, ; All MAZDA lamps are made 
and light the various lamps. Thus many sales are made. undex MAGDA Sereee. 


The Demonstrator is 30 inches long and 4 inches wide. The or ae 
upper metal portion is 24 inches high and is attractively w.,.| NELA PARK 
lithographed in gold, green, blue and black on both sides. poe 

Each of the eleven sockets is controlled by a tumbler switch 
and has a holder for card with type, size and price of lamp. 

























The Demonstrator comes complete with cord and plug 
for only $12.50 f. 0. o. Cleveland. Use it to increase 
your holiday sales. 


Send your check now to National Lamp Works of 


General Electric Company, Publicity Department, Nela | 
Park, Cleveland. ~i2 


ry] 


NATIONAL 


MAZDA LAMPS 





OM rcommancmce 
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cA Christmas Centerpiece 


HE DISPLAY ARRANGEMENT 
pictured here shows an interesting 
representative line of electrical mer- 
chandise suitable for Christmas gifts. 
The illustration on the poster is in com- 
plete harmony with the goods shown. 


It carries all the sales message, except 
prices, that a Christmas display requires. 
Besides the poster frame, the display ac- 
cessories consist of two holly wreaths, 
about 90 feet of red roping, three yards 
of French grey cloth for the floor and 15 
yards of dark green silkaline. All are 
inexpensive and easily obtained in any 
city or town. 





The plateau is a piece of glass sup- 
ported on a box 14 inches high. Two 
twelve-inch pedestals and small pieces 
of glass support the portable lamps. 
Amber colored lamps are used in the 
portables, while the center poster is flood 
lighted with clear light, forming an effect 
of inviting beauty. Alternate red and 
clear lamps are used in the reflectors. 


This display arrangement can be 
adapted or elaborated upon for various 
types of large windows. If used in an 
open back window, another set of poster 
cards should be arranged so as to be 
readable from the back. 
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O LOCAL SIGN JOBBER could 

affordto make anoriginalChrist- 
mas poster as beautiful as the one 
shown in the left-hand window 
above for even ten times the cost of 
thecorplete’ Lighting Dozen” with 
its changeable message for every 
month ofthe year. The poster above 
is one ofthe panels trom the "Light- 
ing Dozen” and is only a part of one 
of the twelve complete sets. 


The economy of having these sets 
of posters, one for every month of 
the year, together with frame for 
holdingthem effectively, leaves little 
room for comparison with the single 
poster usable foronly a short season, 
The frame can be used in a window 
of any size. The one shown above 
measures 47 x 30, the distance from 
the floor to the top of the holly 
wreath is only 64 inches. 


eA CONTRAST 


HE ILLUSTRATION at the left is a close- 
up of the right-hand side window in the upper 


display brings customers into the store and 
keeps the cash register ringing. 





picture. This shows the use of the Christmas 
panels of the “Lighting Dozen” as a background 
for a display of electrical gift suggestions. The 
picture on the right is the same window with 
the “Lighting Dozen” Christmas display re- 
moved. It is attractive and the electrical gift 
suggestion stands out well but it lacks selling 
punch. Selling punch is hard to define when it 
is not present, but it is easy to identify if the 


The pictures at the right and left are of the 
same merchandise and arrangement. One shows 
the poster frame in use and the other shows the 
lack of it. One shows two units of dispiay, the 
unit of merchandise and the unit of decoration. 
The other shows a complete unit of display 
with every detail in harmony but with the 
selling punch omitted. The difference is ap- 
parent. 


For further information, write to the Edison Lamp Works of General Electric Company, Harrison, N. J. 





__ 





L: 


é va Me be Mine 





A GENERAL ELECTR 
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She used Thor washer continuously 
for [7 years and 


never spent five 











cents for repairs...” 





Mrs. E. Burlingame, Pomeroy, Washing- 
ton, with her 1906 model Hurley Thor 
and the latest deluxe model equipped 
with the Hurley Luminoid cylinder. 





ewcoMe® CARLTON: 
w a 





: send tbe flora meniniare neredy 96 oct 17 1925 
PORTLAND 
ENT HUNDRED 
HURLEY» we CO SOLD FIVE 
i ERFULLY SU AS COMPARED 
4 CAMPATGN WOND x $90,000+00 m HAVE ONE 
WASHING “an iG APPROXTUATED We "0 TON 
| grr RTY MACHINES aa MACHINES ONE co THOR 
‘ 1) AND FI , BURLIN USED 
_ gm 50 TOT oe a CHM as FOR REPAIRS 
CHAR ELITE og Was BRAND NEN THE 4 spanT FIVE CH 
SHE AND 
1906 AND YEARS 
er 0S! oR SEVEN pEcoRD 
iD 
watch WE sii coo ve FRESE COMPA! 
LENS CIFIC POWER 
A 
- Interested dealers 
write for full 
details of campaign 
HURLEY MACHINE COMPANY 
Largest Makers of Electric Washing Machines 
ESTABLISHED 1906 
22nd Street and 54th Avenue, CHICAGO 
Boston New York San Francisco Toronto London 
317 Tremont Bldg. 147 West 42nd Street Rialto Bldg. 66 Temperance Street W. I. 245 Oxford St. 





I EE 
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‘ Light—The Civilizer 
AG 
x wo night fell upon an ancient or medieval city 


its streets were usually deserted. There was no 
light from lamps—just the stars overhead and the dark- 
ness below. Thieves and cut-throats prowled in the 
shadows. 







Cs. 


[$2] 


MIMI 


Light is a civilizer—a power that works for law, order 
and progress. To the study and improvement of artificial 
light, Mazpa Service, centered in the Research Labora- 
tories of the General Electric Company, is dedicated. 


It is through Mazpa Service, radiating the world’s 
latest knowledge of lighting improvements, as well as 
the discoveries of the scientists of the Research Labora- 
tories of the General Electric Company, that the rapid 


OUVUDEOULARRERAGRANLODDADGLEADONUELUGDAUAEURDSLEDARORER AUER CURE 


UDMORNRRATA EN 


o=ee 








2B development of the modern electric lamp has been 
BY ; . 

s achieved. Lamps marked Mazpa have behind them 
: years of accumulated scientific study, tests and dis- 





coveries of Mazpa SERVICE. 


RESEARCH GLEAMS 
Gleam 9 


Through systematic research the 
tungsten filament lamp, in its 
vacuum and gas-filled forms, was 
developed. Through research the 


[WT Sa Wl oo Wes. 


P< os Wl 
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> unknown lamp of the future will 
=A —H probably be evolved, and through 
Ec = Mazpa SERVICE the details of its 
Eri | construction will be taught to author- 
i! =) ized lamp manufacturers. Only 
Mi lamps thus developed through this 
z 

2h 





the General Electric Company, are 
marked Mazpa, 





i organized, systematic research by 
| 


gk oo Se 


pate! 


MAZDA 


THE MARK OF A RESEARCH SERVICE 


ito 





RESEARCH LABORATORIES of the GENERAL ELECTRIC COMPANY 
Schenectady, N. Y. 


NITIIITTINIT CY TTS 

















y T mM ll i Wh IM Wi} PHAN HH | Mi Hi} 1] il me aa 
Wes HAIN HH ii WH LH NI HA iil HI Hl | iit i ih} UU {uur 
Bia Seay SOY FG Sa a Cpt see 3ee os pene 
%, eee aredrcoctte crear Sorry thers arteoeoere tree ere oienvee ert Artec Are sensennvenssoaviavorevinoenioveisvinanineneeviaaiennsmsenunin 

















Saipan 








~ 









ELECTRICAL MERCHANDISING 





Vol. 30, No. 6 


The More You Can Offer Your Customers 
for their Dollar, the Easier it is 
to Sell Them! 






























No argument about that, is there? 


Now, take a minute and compare Blue Bird with 
the other washing machines on the market. Note 
what each gives per dollar of cost. If you’ll do this, 
you'll know why dealers find Blue Bird an easier 
selling machine—why, in justice to your own profits, 
you cannot afford not to sell it. 


1—Most Beautiful—Blue Bird is universally ad- 
mitted to be the most beautiful washer on the market. 


2—Removable Panels—It not only possesses the 
beauty and safety of a paneled machine, but also all 
working parts are made easily accessible by removable 
panels. 


3—Blue Bird Washes Quicker and More Thorough 
with its snappy teeter-totter action. 


4—Eight-Sheet Copper Tub—the largest made for 
domestic washing machines. 


5—Metal Swinging Wringer—turns and locks in 
three positions. 


6— No Stooping to Drain—Simply pull button at 
top of tub. 


7— Handy Cord Rack—Keeps cord straight and 
out of sight when not in use. 


8—Double-Pole Switch—Conveniently located for 
starting and stopping motor. 








GREATER MARGIN OF PROFIT 


Our new “Greater Margin of Profit’? Proposition 
GUARANTEE gives you a “spread” which enables you to make more 
Blue Bird is sold under a broad and money than you have ever made before. 


liberal guarantee. Write or wire for details today. 











FINANCE PLAN 


We help you finance your time paper, THE DAVIS SEWING MACHINE Co. 
enabling you to handle a greater volume : . 
of sales. 100 Davis Ave., Dayton, Ohio 





Dlwie Dird 


ELECTRIC CLOTHES WASHER 
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—stock 
ANYLITE «wuz: 


Prompt delivery j mir Big 
from large stocks in Hi oliday 


eight convenient Business 
locations— | 

















‘\ 


O OTHER season in the year 
offers possibilities for profit equal 

to the Holiday season rapidly 
approaching. 


And with the increased sale of every type | aeantestebaeniiiie 
of electric appliance that is sure to come, 
there’s a chance for important additional 


profit thru the sale of Anylite Plugs and 
Switches. 





























There’s hardly an appliance buyer but 
can be sold an Anylite plug if you’ll just 
explain the extra convenience it will 
bring. This plan followed systematically 
during the Holiday season can easily 
double or treble your plug sales. 





Anylite TP-1 














The important thing to remember when 
you are stocking plugs is to get the best 
value your money will buy — Anylite. 
Large stocks on hand in the eight conven- 
ient locations listed below mean prompt 
delivery on all orders. Write today—to 
the office nearest you. eonmneeeenne: 


Ps z 


iis a 





Anylite TP-2 











Large stocks carried at factory 


ANYLITE ELECTRIC COMPANY 
FORT WAYNE, INDIANA 


BRANCH OFFICES: 

A. Hall Berry, 71-73 Murray St.. New York City. 

United States Electric Co., 710 Polk St., San Francisco. 
Wm. P. Johnson Electric Co., 8 N. Sixth St., Minneapolis. 
Robertson Sales Co., Birmingham, Alabama. Anylite TP-3 
Anylite Electric Co., 2014 Wabansia Ave., Chicago, Ill. y = 
S. E. Weidemer, 5822 Central St., Kansas City, Mo. 
Dominion Carbon Brush Co., 38 Duke St., Toronto, Canada. 
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Live Dealers 


See Big Sales THE NEW 
In This New Wits TE 


DUPLEX 
ELECTRIC COOKER 


In the last issue of Electrical Merchandising 
appeared the first announcement of this new 
Duplex Electric Cooker—at the startling price 
of $32.50. It was the culmination of years of 
experiment to combine practical electric heating 
elements with the established Duplex Fireless 
Cooker. Dealers and jobbers got in touch with 
us at once and the big response proves the suc- 
cess of this new equipment as THE SALES 
LEADER OF 1924. Have you written us 


for details? 





y/ 
ae 





eee mnie 


en 


ean gO get 


WITH COMPLETE EQUIPMENT 


$32.50 





DUPLEX A-1 HOT PLATE 


This additional electric element—made as part of the cover— 
adapts any DUPLEX ELECTRIC COOKER for frying, 
grilling or browning. The A-1 HOT PLATE cover is 
interchangeable with the regular cover, containing only one 


heating element and is furnished at an additional charge 
of only $7.00. 





Get Complete Details—TODAY 


Deliveries are now being made on the B-1 and Orders now received from some of the biggest 
B-2 models of two-well DUPLEX ELECTRIC dealers in electrical goods prove the big sales suc- 
COOKERS. Get further information on the cess of the DUPLEX. Better take time right 
complete DUPLEX ELECTRIC LINE. now to write us for particulars. . 


THE DURHAM MEG. CO,, “wusct, ix.” 


“*“WORLD’S LARGEST MAKERS OF FIRELESS SITUYVES” 
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‘Two Years See 300% Increase 
In Kelvinator Sales 


By A. W. Sracer, 


of The Buse-Stager Corporation, 704 Main St., Buffalo, N. Y. 


E have a store and base- 
ment devoted entirely to 
the sale of Kelvinator, and 
one make of washing machine. 


We find that these two ap- 
pliances make us so much 
money, and keep us so busy, 
that wecannot afford to bother 
with any of the small articles. 


Take Kelvinator sales, for 
instance. The sales for 1922 
were more than double the 
sales for 1921. In 1923, the sales 
of 1922, were again doubled. 


That means an increase of 
Kelvinator sales in Buffalo of 
more than 300% in the last 
24 months. 


Now Buffalo is considered a 
very conservative city. When 
I asked the advice of friends 
before taking the franchise 
three and a half years ago, I 
was warned that it might not 
be a highly successful sales 
proposition in this territory. 


Despite this, I decided that I 
would take the Kelvinator 
franchise if 1 could get it. I 
made a hurried trip to Detroit, 


and was gratified upon being 
able to secure the distributor- 
ship for a part of Western 
New York. 


I have had cause to congratu- 
late myself many times on 
having done so, and I believe 
that I will have cause to con- 
gratulate myself more and 
more in the future. 


The automatic refrigerator 
business has just been born. It 
is in its earliest infancy. The 
future possibilities are so great 
that I cannot begin to express 
them in words. There are 
unlimited rewards for those 
who get into the field now. It 
seems to me that the Kelvinator 
demand will see a tremendous 
expansion in the next 18 or 
20 months. 


Despite the fact that Kelvin- 
ator is an automatic machine, 
it is practically perfect me- 
chanically. Perhaps the most 
significant thing we can tell 
you along this line is the fact 
that we haven’t had a single 
installation that is not 100% 
satisfactory. Indeed, our Kel- 


Some very desirable Kelvinator territory is still 
open. Write today for our dealer proposition. 


vinator owners are not only 
satisied—they are positively 
enthusiastic. 


Here is an instance of what 
Kelvinator owners think of 
Kelvinator. In four sales made 
two years ago, the owners sold 
their homes, and in each in- 
stance, put Kelvinators in their 
new homes. 


This favorable opinion on 
the part of owners has a direct 
effect upon sales. One of the 
best features of selling Kelvin- 
ators is the fact that the owners, 
both husband and wife, are 
so proud of their Kelvinator, 
that they make a special effort 
to tell their friends about it. 


You will readily appreciate 
how this reduces sales re- 
sistance. 


We sincerely believe that 
anyone in the electrical mer- 
chandising field who passes 
up Kelvinator without at 
least thoroughly investigating 
the wonderful opportunities 
it affords, is going to deeply 
regret his lack of enter- 
prise in the no distant future. 


KELVINATOR CORPORATION 


2059 Fort Street West 


Kelvinator 





Established 1914 


Detroit, Michigan 


Electric Refrigeration 
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Your Servicing Expense will be Less 







HOME 


Made by 
F. Bissell Co., Toledo, O. 


(adi 
Master of Cleaners! 


Made by 
Clements Mfg. Co., Chicago, IIl. 


semie 


Made by 
Electric Vacuum Cleaner Co., Cleveland, O. 





On These Vacuum Cleaners 


With 


Ce NVRM. = 


ECISIYVN 
BALL BEARINGS 


Every dealer knows from past experience that from one- 
half to two-thirds of the troubles that send vacuum cleaners 
back for servicing, start in the old-fashioned ‘‘sleeve’’ bear- 
ings in the motor. The user forgot to use any oil at all, 
or used too much oil, or the wrong kind of oil. Results— 
a cleaner that won't clean, a dissatisfied customer, a ser- 
vicing expense that the dealer has to pay, a less profit on 
the sale. 


Every manufacturer of vacuum cleaners knows this, too, 
And the three whose product is named here have equipped 
their motors with "NORM4&’ Precision Ball Bearings, in order 
to protect their dealers against customer dissatisfaction 
and excessive servicing expense—as well as to maintain 
their own reputation as makers of high-quality, high-duty, 
dependable vacuum cleaners. © 


These three manufacturers have found, by actual test, that 
vacuum cleaner motors with “NORMA” Precision Bearings in 
the lubricant-packed "NORM Cup Mounting (see the illus- 
tration above) will run continuously for thousands of hours 
without adding any lubricant. Think for yourself how 
many years of ordinary household service, without oiling, 
that means. 


When the makers of these cleaners advertise such valuable 
features as ‘needs no oiling’’—‘‘no mess of oil to spill’’— 
“runs for years without oiling’’—‘‘25% more power’— 
“25% more suction’ —‘*75% less servicing’’—‘‘self-servic- 
ing’ —they’re stating facts from their own experience which 
mean bigger sales, better customer satisfaction, and larger 
profits for their dealers. 


Write to the manufacturer you represent— 
or to us—for more complete details. 


THE NYRMA CYUMPANY AMERICA 


Anable Avenue Long Island City New York 
BALL, ROLLER AND THRUST BEARINGS 
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% PRECISION 
BALL BEARINGS 
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THE NYRMA COMPANY UF AMERICA 


Anable Avenue 
Long Island City 


New York 
BALL, ROLLER AND THRUST BEARINGS 
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G They Say That 
Women Like to Talk 


Quite true. They do. 


When they talk, they sell,—for the retail 
dealer who is keen enough to use them. 


F’rinstance. 





Every woman likes to save steps around the 
house. She likes to have things where she 
No 651 can get at them. She doesn’t want to climb 


ne chairs or walk down cellar steps in the dark. 
Switch Plug 


Mr.Wise Dealer knows this—and remembers 
it every time a woman enters his store. 


He never misses a chance to tell her about 
the Bryant 651 Appliance Switch Plug. With 
it she can control her iron or percolator and 
avoid fussing with the lamp socket. 


; ANVAUS > 


He shows her Bryant Wall Brackets, inex- 
pensive and durable, and the Bryant Tumbler 
Switch. With these she can = 


put a light where she wants 











No. 2951 : . ‘ 
Single Pole Tumbler it and control it easily and 
Switch with Porcelain Cup quickly. 


The dealer talks once. The 
lady talks many times. 


Anyone can afford a wiring 
device. Most people need one 
or two and don’t know it. 


They do know it when the 
lady gets through talking. 





And the dealer gets the 
profit. 


No. 674 
Wall Bracket 











AVANT “A Superior Wiring Device for every Electrical Need” 








wining DEVICES. 


THE BRYANT ELECTRIC COMPANY 
1421 STATE ST., BRIDGEPORT, CONN. 


NEW YORK CHICAGO SAN FRANCISCO 
342 Madison Ave. 844 West Adams St. 149 New Montgomery St. 
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Your Sales Manager 


Can’t do the Job Alone 


No matter how efficient a sales/manager/you em- 
ploy, he can’t do the job alone/ Neither can your 
salesmen. You must create a dgnand foyyour product 
to put it-across in a big wz 


The Plain Dealer caf createxhe demand for.you 
in the Northern Ohiof/territop¥, because it was the 
first newspaper in the’country¥ to devote a page a week 
to electrical news “nd adyé€rtising. 


Every day/CleveJAnd’s leading electrical medium 
reaches ovey/ 200,000 electrical appliance prospects. 
Every Sunday 9¥er 250,000 possible buyers read The 
Plain Déaler 


‘ou Xan make dealers order from you several 


The territory within 100 miles fl Aes aWear by helping them move their stock. Goods 
Cl d . . . 2 fs . ‘ 

heatag amen for. the yfhat Aemain on the shelves don’t increase your factory 

national advertiser. MORE saves. 


families reside within this radius 
than are to be found in the en- é - - 
tire state of California. The Plain Dealer has aided many sales managers 


toward a huge success in marketing electrical goods 
in the rich, progressive northern Ohio market. It can 
help yours. Ask us for the help we can give you in 
Cleveland and surrounding territory. 


In 1922—The Plain Dealer car- 
ried 53.7% of ALL electrical ad- 


vertising placed in Cleveland. 


In 1922—The Plain Dealer car- 
ried 177 out of 206 electrical 
campaigns in Cleveland papers. 





In 1922—of these 206 accounts 
99 appeared in the Plain Dealer 
exclusively! 


The Plain Dealer 


Is Cleveland’s Greatest Salesman of AN Y-Priced Merchandise 


JOHN B. WOODWARD WOODWARD & KELLY 
110 E. 42nd St., New York Fine Arts Bldg., Detroit Security Bldg., Chicago 
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Talking Points 
Of New 
Ball Bearing 


CADILLAC 


Oversize %4-hp. motor 
equipped with 
NORMA PRECISION 
Ball Bearings gives 
25% more power. 


75% less servicing due 
to non-oiling feature. 


14¥%-in. streamline al- 
uminum nozzle gives 
wider cleaning range. 


All operating mechanism 
in Pistol Grip Handle. 
You “Save Your Back 
With a Cadillac.” Be- 
cause “One Hand Does 
It All.”” Rear Roller 
Adjustment for differ- 
ent nap thicknesses. 


CADILLAC NAP IN- 
SURANCE — Deeply 
imbedded dirt re- 
moved without injury 
to the nap. 


Fine appearance—beau- 
tifully finished. 


Approved by Good 
Housekeeping I n s t i- 
tute, Today’s House- 
wife, and Modern 
Priscilla. 

















The BALL BEARING CADILLAC makes an ideal Christ- 
mas gift; its BALL BEARING feature will appeal to 
your men prospects who are looking for practical gifts 
for their wives, mothers or sisters. 


Don’t delay. Write, wire or phone TODAY for particulars. 
The market is before you; we have the machine and the 
selling aids; YOU have the enterprise to turn CADILLAC 
superiority into PROFIT FOR Y 


CLEMENTS MFG. 


CO. 


615 Fulton St. 
CHICAGO 


Long Distance Telephone Monroe 6606 


Canadian Factory: 

70 Duchess Street, Toronto, Ont. 
Export Department: 

149 Broadway, New York City 


OU. 


BALL BEARING 


(adi 
Master of Cleaners! 


Never before in the history of electric vacuum clean- 
ers has a single improvement in construction proven 
so instantly popular with both dealer and user 
alike as the BALL BEARING FEATURE of 

the new CADILLAC. 


The ease with which dealers are able to in- 
terest the men of the family is probably the 
chief reason, for the “man of the house,” 
harking back to earlier days, remembers 
what BALL BEARINGS meant in the 
history of bicycles, roller skates, etc., 
and he knows that the BALL BEAR- 
ING CADILLAC which requires no 
oiling will mean longer life, smoother 
action and less upkeep and thus be 
a greater labor saver to those dear 
ones upon whose shoulders the 
burden of household duties fall. 
64% of the wired homes in your town 

are still without electric vacuum 
cleaners. The BALL BEARING 
CADILLAC dealership is a license 

to go forth and interest this 64% 

in a cleaner which is making his- 


tory with its strong, common- 
sense appeal. 





Pacific Coast Distributors: 
F. E. Spencer, 733 W. 8th St., 
Los Angeles, Calif. 


The Heyman-Weil Co. 
San Francisco, Calif. 


Ray Bentley, 
219 Worcester Blidg., Portland, Ore. 
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No ceiling fan on the market rivals the HUNTER Ad- 
justable. Its blades—while in motion—may be set to 
circulate air currents either up or down. Merely push 
or pull the lever—no tools are required. 





A complete line of alternating and direct current desk 


and ceiling fans is offered in the well known HUNTER 
and TUERK makes. 


The company’s increased production schedules will en- 
able it to make distribution contracts in certain addi- 
tional territories. 


Hunter Fan and Motor Co. 
Factory, Fulton, N. Y. 


General Sales Office: Southern Sales Office: 
53 Park Place, New York City Bank of Commerce Bldg., Memphis, Tenn. 
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NO OTHER WASHER IS LIKE 
The IN COMPARABLE CONLON 














The Incomparable CONLON is the 
materialization of our faith in the 
money making possibilities of a 
clothes washer that could be, in 
truth, called “best.” 


Consequently, this machine is alone 
in point of design, construction, 
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The mechanism is so far above com- 
parison with any other washer mechan- 
ism that its individuality is unmistakable. 









Its all-aluminum cylinder of special sectional 
construction is in no wise like any other cyl- 
inder manufactured. 


The cabinet of The Incomparable CONLON 


needs little mention of its individual design. 


In short, The Incomparable CONLON is the 
very acme of individuality in both quality and 
detail, and likewise is individual in the ad- 
vantages it offers the dealer selling it. 





This machine is manufactured by the Conlon 
Corporation and sold only by the Conlon 
Corporation through its own representatives. 


We invite correspondence from dealers wish- 
ing to cash in on this individual 
proposition. 




















| 
CONLON CORPORATION 


The Manufacturers 
52ND AVENUE AT 19TH STREET 


CHICAGO 
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BEAVER Cord Sets — 3 
types. Individually cartoned, 
ready to hand customer. 
K-1 equipped with oe Heater 
Plug. List price, $1.4 

K-2 equipped with eel AVER 
Switch Plug. List price, $2.00. 
— 3 equipped with BEAVER 
Gripall Heater Plug and BEAVER 
Feed-thru Switch. List price, $2.20 
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—depend upon two things: Christmas 
stock and Christmas window displays. 
Both are important. But in the matter of stock, 
remember that the less expensive conveniences 
which are properly packed in individual cartons 
are the useful things that people give their friends. Gyn 
Hence, Beaver Accessories. Many of them are ideal 
for Christmas as a surprise to mother, or friends—for 


any one who dwells in a Home-Electrical. For ex- 
ample: 


BEAVER Triple Duty Sccket 


BEAVER Cord Sets 
BEAVER Switch Plug 
All three items come handsomely 
and individually cartoned. 


They are ready to slip into the Christmas morning ‘ at = LR es 
stocking and to delight the receiver. — 


an 


ey 





P~- 
> y 


This year BEAVER can supply you with a powerful 
Christmas window sticker, counter folders, display car- 
tons, everything you need to have a big, beautiful me 
window throughout December. In your window, hook = TRI Pros ae 
up the Triple Duty, the Switch Plug and the Cord Set ance, outlet) Under” 
with percolators, toasters or any other household ap- __ individually cartoned 


pliance. Do this and you will reap the reward. in blue ben. 


75c. 


Telephone your jobber now. Parcel Post and ex- ane 


press shipments will give you the BEAVER Acces- 
sories in time for Christmas sales. Be sure to 
specify the big Christmas advertising material. 


Attractive discounts. Ask your jobber. 
BEAVER MACHINE & TOOL CO., INC., 625 No. Third St., Newark, N. J. 


EAVER 


Cartoned Accessories for Christmas 
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ERVICING” electric range 

sales actually means spending 
money that should remain on the 
profit side of the ledger. 


Manufacturers of electric ranges 
have reasoned out that the effective 
harnessing of electric current and 
making it generate just the right 
amount of heat essential to good 
cookery is bound to increase the 
demand for their products and that 
the dealer who sells the ranges 
will be assured of greater freedom 
from the “bugbear”’ of servicing. 


‘“‘the switch is the thing’’ 


After all, electric range success de- 
pends almost entirely upon the means 
of electric heat control. 

“DIAMOND H” ELECTRIC RANGE 
SWITCHES provide almost every 
practical degree of heat—from “toast- 
ing to roasting.” 


Vol. 30, No. 6 


Selling the 
Range without 
the “‘service’’ 
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“DIAMOND H” ELECTRIC 
RANGE SWITCHES have 
solved the problem of temperature 
control in electric ranges—so easy 
and positive in operation, their 
efficiency is apparent in every de- 
tail of their make-up. 


“DIAMOND H” ELECTRIC 
RANGE SWITCHES are made 
by electric heat control experts who 
have eliminated the element of 
guess-work, which means less serv- 
icing and greater profits. 





. Cat. No. 1903 
Top View 


Look for the “DIAMOND H” TRADE 
MARK on the Heat Control Switches 
of the electric ranges you now sell or 
expect to sell—you can well place your 
confidence in “DIAMOND H” repu- 
tation. To insist upon “DIAMOND 
H” SWITCHES means, assuredly, 
electric range satisfaction. 





Cat. No. 1903 
Cover and Handle Removed 





THE HART MANUFACTURING CO. 


H A R T FORD i: 3 33 


CON RECTICO®P 





NEW YORK BOSTON CHICAGO 


DENVER 


SAN FRANCISCO LOUISVILLE | CLEVELAND 


TORONTO 


“DIAMOND H” 


HEATER CONTROL AND ELECTRIC RANGE SWITCHES 
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CHICAGO 


HOTEL SHERMAN 
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JANUARY 21-26,1924 | 
rm Fifth Lighting Equipment | 
7 2 idn0ual Market Convention 


ere 


Listen to these expressions from visiting dealers: 


“Keener, broader conception of what the Markets have meant to them. Could there be 
Lighting Equipment Industry offers”, “Style a finer forecast of the popularity of the Fifth 
trend’, “Chance to see what are the Up-to-date Annual Lighting Equipment Market January 21- 
designs”, “Many ideas of greatest value for en- 26, 1924, than this background of generous ap- 
tire year”, “Learned considerable”, “Got ideas I proval? All this and more will the next Market 
would not otherwise hear about”. be to you when you attend, because of unusual 

That’s what former Lighting Equipment features that will be peculiarly its own: 


choice of rooms well adapted to the display of lighting equipment. It is of 
sufficient size to permit holding under one roof Market and Dealers’ 
Convention. 


1 Central location of Chicago and Hotel Sherman. The latter allows a wide 


annual convention at the same time and place. An EDUCATIONAL EX- 
HIBIT of such great practical benefit will be featured that this in itself will 
pay dealers for attending. 


2 The National Association of Lighting Equipment Dealers will have their 


spectacular feature. You will want to see what the Industry has done with 
this fine idea, how through printed page, painted sign and many other ways 
people have been asked to “Wotice the Lighting Fguipment” 


3 That Billion “Wotice the Lighting Zgmpment” \mpressions Display will be a most 


By the way—To be properly represented on this display you must hustle. Space is rapidly being 
filled by constantly incoming matter. Write us about it, also in regard to more detailed informa- 
tion on Market and Convention. 


ASSOCIATED LIGHTING INDUSTRIES 
233 Gordon Square Building Cleveland, Ohio 
CHAS. H. HOFRICHTER, Secretary and Business Manager 


How mani y trom yYou2 





ONE BILLION IMPRESSIONS 


‘Notice the Li Lighting E Egui jpment ¢” 
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#€den, BETTER THAN EVER, 
NOW BACK IN PRODUCTION 


Backed by a strong organiza- - in developing and perfecting 


tion, amply financed, The 
“Model K” EDEN Washing 
Machine is now being manu- 
factured in an efficient and 


“Model K.”’ 


Today, the EDEN is a proven 
washer. 


thoroughly equipped plant at 


Springfield, Ohio. To the EDEN dealers of five 


years or more ago the sales 
policies of the old Brokaw - 
Eden Company stood for fair 
dealing and business-at-a- 
profit to the dealer. Today the 
EDEN sales policy is just that. 


The EDENS now daily being 
shipped to our dealers from 
Springfield, Ohio, represent 
the Best in Washing Machine 
Development—in fact, over a 


illion dollars has b 
milli cen spent We believe that the intelligent 


dealer asks nothing more. 





Write today. 


Let us give you the intimate details of — 
the EDEN Sales policy as it is today. 





Eden Washer Corporation 


Main Office 


80 Maiden Lane, New York City 


Factory 


Springfield; Ohio 
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In 60 Days — the Fastest 
Selling Ironer in America! 


Don’t misunderstand that statement. 
We mean just what we say—the 
Grand is selling far faster for 
dealers who have secured it, than 
any ironer they ever sold before. 


This instantaneous selling success 
would be remarkable, if it wasn’t 
so simple and logical, under the cir- 
cumstances, 


Why mince words about the ironer 
situation. 


You know and we know that ironer 
sales have been ridiculously small— 
less than 4% of clothes washer 
sales. 


Heavy, clumsy, high-priced ironers 
did not “get over” with the house- 
wife. They were not built from 
her viewpoint. 


And dealers’ selling resistance and 
demonstrating costs on such ironers 
proved impossible barriers to big 
sales. 


That's the whole story. 


Then why should the Grand be in- 
stantly successful with both the 
public and the retailer—as it is? 


It isn’t heavy—it’s light—only 80 
Ibs.—moved out of the way after 
the ironing. 


It’s not clumsy—it’s small, compact, 
convenient—used in the smallest 
kitchen or anywhere. 


It isn’t high-priced. ‘The lowest 
price ever made ongn electrically- 
heated ironer, and it takes less cur- 
rent electricity than even hand 
ironing—and of course does not 
heat up the kitchen. 


It isn’t costly to demonstrate in the 
home—it is so light that a salesman 
can deliver it in a runabout easily. 


And most important of all, it’s a 
real practical home ironer that any 
woman can get results with from 


the first—irons not only the flat 
work, but shirts, dresses, rompers, 
anything more beautifully than by 
hand and five times faster. 


What’s the result? 


Every retailer who now has the 
Grand Ironer is making sales in 
real volume at a real profit. 


For the first time the electric ironer 
becomes as big a sales field for any 
dealer as that of the clothes washer. 


Already, there are scores of retail- 
ing successes with the Grand that 
would open the eyes of any live 
dealer to the very great advantage 
of selling this ironer. 


It will pay you to go into this situ- 
ation with us quickly. 


Grand Mfg. Company 
14th and Howard Sts. 
Detroit, Michigan 
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26 Inches long 

Weighs only 80 lbs. 

Solid aluminum castings 
Polished nickel ironing shoe 


Two finger control 
Open end construction 
Astoundingly low price 
One man delivery 
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LIST of MEMBERS 


Each has subscribed to 
and is maintaining the 
highest standards of 
practice in its editorial 
and advertising service. 


Advertising and Selling 

American Architect & 
Architectural Review 

American Blacksmith, 
Auto & Tractor Shop 

American Exporter 

American Funeral 
Director 

American Hatter 

American Machinist 

American Paint Journal 

American Paint & Oil 
Dealer 

American Printer 

American Schoo] Board 
Journal 

Architectural Record 

Automobile Dealer and 
Repairer 

Automobile Journal 

Automotive Industries 


Baker’s Helper 

Baker’s Weekly 

Boiler Maker (The) 

Boot and Shoe 
Recorder 

Brick and Clay Record 

Building Age & The 
Builders Journal 

Buildings and Building 
Management 

Building Supply News 


Canadian Grocer 

Canadian Machinery & 
Manufacturing News 

Canadian Railway & 
Marine World 

Candy and Ice Cream 

Chemical & Metal- 
lurgical Engineering 

Clothier and Furnisher 

Coal Age 

Concrete 

Cotton 


Daily Metal Trzde 
Domestic Engineering 
Dry Goods Economist 
Drygoodyman 

Dry Goods Reporter 


Electric Railway 
Journal 
Electrical 
Merchandising 
Electrical Record 
Electrical World 
Embalmers’ Monthly 
Engineering and 
Mining Journal-Press 
Engineering News- 
ord 


Factory 

Farm Implemen News 

Fire and Water 
Engineering 

Foundry (The) 

Furniture Manufacturer 
and Artisan 


Garment Weekly (The) 

Gas Age-Record 

Good Furniture 
Magazine 

Grand Rapids Furniture 
Record 





BUYING 


as affected by 


SELLING 


T IS to your interest to know that goods 
are well sold, as well as well made. 
You have to pay the cost of selling just as 
you have to pay for the cost of manufac: 
turing. Think it over. 


And the cost of selling is no small item. 
In some cases it costs more to sell goods 
than to make them. The seller who clings 
to antiquated, expensive methods of sell- 
ing is no more entitled to your patronage 
than the one who runs an out-of-date fac- 
tory, because you have to pay the addi- 
tional costs in either case. 


If the waste is to be squeezed out of sell- 
ing, the buyer cannot escape a share of the 
responsibility in bringing it about. 
THIS means recognizing the efforts of 
those sellers who have adopted modern, 
economical methods of selling, and one of 
these beyond any question is good adver- 
tising in good Business Papers. 


Advertising not only cuts the cost of 
selling, but itincreases production volume 
and lowers manufacturing costs. It stand- 


ardizes quality, and is a guarantee of good 
faith. 


You are invited to consult us freely about 
Business Papers or Business Paper Advertising 








LIST of MEMBERS 
(continued) 


Haberdasher (The) 

Hardware Age 

Hardware & Metal 

Heating and Ventilating 
Magazine 

Hide and Leather 

Hospital Management 

Hotel Monthly 

Hotel Review 


Tllustrated Milliner 

Implement & Tractor 
Trade Journal 

Industrial Arts 
Magazine 

Industrial Engineer 

Inland Printer 

Iron Age . 

Iron Trade Review 


Lumber 
Lumber World Review 


Manufacturers’ Record 
Marine Engineering & 
Shipping Age 
Marine Review 
Millinery Trade Review 
Mill Supplies 
Modern Hospital (The) 
Motor Age 
Motorcycle and 
Bicycle Illustrated 
Motor Truck 
Motor World 


National Builder 
National Cleaner & 


Dyer 
National Laundry 
Journal 
National Miller 
National Petroleum 


ews 

Nautical Gazette 

Northwest Commercial 
Bulletin 


Oil New 
Oil Trade Journal 


Power 

Power Boating 

Power Plant 
Engineering 

Printers’ Ink 

Purchasing Agent 


Railway Age 
Railway Electrical 
Engineer 
Railway Engineering & 
Maintenance 
Railway Mechanical 
Engineer 
Railway Signal 
Engineer 
Retail Lumberman 
Rock Products 
Rubber Age 


Sanitary & Heating 
Engineering 

Shoe and Leather 
Reporter 

Shoe Retailer 

Southern Engineer 

Sporting Goods Dealer 


Tea and Coffee Trade 
ournal 
Textile World 


Welding Engineer 
Western Contractor 
Wood-Worker (The) 








THE ASSOCIATED BUSINESS PAPERS, INC. 
HEADQUARTERS: 


JESSE H. NEAL, Executive Secretary 
220 West 42nd STREET 


NEW YORK CITY 
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ppreciatiow 


G; he good-will of our patrons 
VY and friends ig one of onr most 
valuable assets. Che spirit of the 
Season brings fo us renewed appre. 
ciation of old associates and of the 
value of new friends. 

Co you we extend our warmest 
Christmas Greeting and Cordial 
Good Wishes for the Meus Year. 


LINCOLN BRASS WORKS 


Wor-pos LARGEST PRODUCERS 
DRAINS 


for 
ELECTRIC WASHING MACHINES 


Detroit, Mich. 
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100%—DEPENDABILITY 


From 


GALVIN 


Fractional 
Horse Power 


MOTORS 


A Most Suitable Motor for 
All Motor Driven Appliances 


BECAUSE OF 





Reliability 12 Months in the Year 
Full Rated Horse Power 
A Minimum of Servicing Required 





Mr. Manufacturer: Here is the MOTOR you have 
been looking for to insure complete satisfaction from 
your appliances. Dealers will be more than pleased 


to handle appliances equipped with GALVIN 
Fractional Horse Power Motors. 


Full Particulars Regarding This Wonderful Motor Free 


WRITE TO 


GALVIN ELECTRIC MANUFACTURING CO. 


3314-20 S. Broadway St. Louis, Mo. 
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Face This Question 
Squarely—Answer It Today 


Are You Entirely Satisfied 
the Cleaner You Handled in 19 92 23? 


iby you get all the cleaner sales you 
were entitled to? 


— 
= 
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Did you make all the profit on those sales 
you expected ? 


If you did—stick to it! 


But if you are not entirely satisfied with the 
net profits on your 1923 cleaner business, 
then fill out this blank and mail it—today. 


NOW is the time to change—NOW, while 


you are forming your 1924 plans. 


The Royal merchandising book which we 
want to send you speaks for itself. It con- 
tains the secret of a successful, profitable 
cleaner business for you. We won’t try 
to tell you how valuable it is—you 

will find that out for yourself —when 
you mail in this coupon. 



















THE P. A. GEIER COMPANY ! The P. A. Geier Compan 
550 East 105th Street 550 E. 105th St. Cleveland, O. | 
CLEVELAND, OHIO Send me, without charge or obligation 


your book on the Royal Proposition. 
Manufactured in Canada by 
CONTINENTAL ELECTRIC CO., LTD., Toronto, Ont. Name 


Firm 


Address 
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Such scrap as this 


may be increasing your insulator costs 


Cold molded insulation, as intro- 
duced into this country in 1908 by 
Emile Hemming, president of this 
organization, is the most economi- 
cal insulator material available. 


The special processes evolved by 
Mr. Hemming, who is_ widely 
known for his researches and his 
authoritative books on insulation 





p 


/ 


- materials, permit not only the mak- 


ing of large quantities from a single 
mold, but eliminate almost entirely 
the waste experienced by organiza- 
tions attempting to compete either 
on a quantity production or quality 
basis. 


Our staff of engineers, who are 
under Mr. Hemming’s active super- 
vision, are constantly saving thou- 
sands of dollars for those we serve, 
by suggesting changes in design 
which eliminate all waste and per- 
mit more rapid production, thus 
lowering costs. 


Plants—New Freedom, Pennsy]l- 
vania and Danbury, Connecticut. 


N. Y. Office—52 Vanderbilt Ave. 


Vol. 30, No. 6 
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Clamping Ring,, 
holding and lock-¢ 
ing legs in posi- 
tion. Slips down 
over the holder 
shown below. 


C lete - 

| he new Plaut Safety Screwless tion takes "only 
; ; ‘ eight seconds. 

Holder cuts installation time to a 

bare fraction of that required on a 

set-screw holder. 

It makes maintenance easy. 


Safety shoulder. 
on which 3-way 


It saves breakage. supporting le gs 


lock when clamp- 


It is remarkably simple, and it is — 
fool-proof. A// the disadvantages of 
the set-screw holder are eliminated. standard 


holders. 


Write for illustrated folder, and prices. 


L. Plaut & Co. 


434 East 23rd Street, New York City 
































3-way supporting legs 
—spring tension. As 
shown above in phan- 
tom view, they hold 
the globe — securely 
without strain on the 
glass. 
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Safety stop check, 
locking Clamping 
Ring in place. 


Outside venti- 
lation, 3-way 
staggered. 


Sliding engag- 
ing surfaces. 





Supporting legs are 
formed so that their 
lower side always 
drop within the neck 
of the globe, regard 
less of its position 
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“The Best Gongs Money Can Buy” 





ENCLOSED TYPE FARADAY SIGNAL GONGS 


: Nat. Code Standard 
Vibrating—Weatherproof—For Battery and D. C. Circuits 


FARADAY SIGNAL GONGS are the 


Standard of the world today! For important 


signal work they save far more than they cost 
for they never fail! 


We call particular attention to the following 
important points of superiority: 


1. “High-Power” Armature. — Patented ‘“High- 
Power” armature allows the keeping of armature 
in magnetic field up to the moment of striking the 
gong—twice the power of any other mechanism 
made. 





Model “A” 


2. Breakage of Springs Cannot Disable Bell. 


3. Insulated Mechanism.—Frame of bell carries no 
current at any time, as entire electrical mechanism 
is insulated from frame-casting. Bell may be 
mounted on metal without fear of grounding. All 
current-carrying terminals are mounted on Bake- 
lite Pads. 






Model “AT” 














4. Locking Side Contact-Post.— Patented _ split- 
section side-contact-post compresses both sections 
against thread of contact-screw and positively locks 
with cone cap piece having taper thread; no in- 
juring of screw thread and adjusting to a thou- 
sandth of an inch assured at all times. 


Model “B” 


5. Solid Trunnion Frame. — Solid trunnion frame 
cannot work loose or move in any direction. Im- 
proved slip-section, replacing old lock-nut or trun- 
nion frame, compresses against upper trunnion 
screw and no amount of jarring can loosen the : 
upper bearing. Model “CW” 


6. Non-Turning Contact and Binding Posts.——Non- 
turning and non-loosening binding posts equipped 
with split steel lock-washers prevent connections 
from ever jarring loose. 


‘7. Contact-Points.—Contact-points are of Platinoid 
or Platinum, as specified, and are always plainly 

. - marked on both screw and spring. Platinoid con- 

Model “BT” Model “CWT” tacts furnished, unless otherwise specified. 


A. C. Transformer Single-Gong Faraday Enclosed-T Bell 
For Operation on 18 Volt A. C. Bell-Ringing it gudlibitidae<tneatbie 
and 100 to 250 Volt A. C. Light and Power Circuits, 25-60 Cycle 


For Sale by All First-Class Electrical Jobbers Throughout the Country 


Manufactured By 


STANLEY & PATTERSON 
250 West St., New York 
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\ =f §=© Three Million! Who'll sell ’em! 


Nearly 3,000,000 radios are in use today. And a million of these were 
sold this year. 


anata 


Every one of them is a dead sure sale for an electric soldering iron of 
the right kind at the right price. 


Nobody can put up or install a radio set without a soldering iron. Either 
you stand the expense of the initial installation yourself, or encourage 
your customer to buy a Solderette and have the fun of doing it himself. 
In any case, every radio owner needs a soldering iron, for the frequent 
changing that comes after installation. Radio fans are broadcasting the 
news of Solderette everywhere as the first aid to first-class radio results. 





Solderette’s instant success proves that it solved the price problem. Over 
5500 Solderettes were sold in the single city of New York in one month. 





Dealers who never sold a soldering iron a year, are selling dozens of 
Solderettes every week. 


The radio field is only one source of sure Solderette sales. 10,000,000 
autos, with electrical connections and leaky radiators to be fixed, is 
another. 10,000,000 electrically wired homes with all sorts of odd 
soldering mending jobs is another. And all these fields have been UN- 
LOCKED FOR SALES by Solderette’s price. 


The Superiority of Solderette, regardless of price, is already proved by 


its adoption for use by some of America’s largest industries, such as the 
telephone companies, for switchboard work. 





Solderette sells. Youll know that the minute you put a box on your 
counter. Send a trial order to The Zinke Company today, giving the 
name of your jobber. 











= 





Solderette, 
$1.50 Retail 


Complete with handle. 


Reaches soldering heat in 3 minutes. Ab- 


solutely coo] handle. Attaches to any stand- 


ard heating appliance plug. Does a perfect 
so'dering job. Heating element Nichrome 
wire. Needle point tip adjustable for use 
in any direction from swivel handle. 
One dozen individually packed in counter 
display box that does its own selling. 


Solderette, Sr., 
$3.00 Retail 


Complete with cord and plug. 


For continuous work, or for service and 
semi-industrial use, Solderette Senior is 
recommended. Most simple construction of 
all large’ irons. Heating element of 
Nichrome wire, easily renewable. Made 
with a grip that a real mechanic demands. 
Packed single iron in carton with cord and 
plug complete. 


Both Solderettes are sold on a money-back-if-not-satisfied basis. 
Both are rated at 100 watts on 110 volt circuit. 


Electric Heat Unit Co., Mfgrs., 506 Olive St., St. Louis, Mo. 


The Zinke Co., Inc., Sales Dept., 1323-25 Michigan Ave., 
Chicago, III. 
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§ HUBBELL 


A New Pull Chain Candle Socket 
with Detachable Hickey 











2 EASY TO ATTACH 

—because the hickey screws are above the level of the 

, candle saucer and are always accessible. 

' No. 3393 — Hubbell 

© Pull Socket with Detach- 

5 able Hickey for Candle ne 

; Your fixture trade will immediately recognize 

, the merit of this new and greatly improved pull 

- socket for candle fixtures. 

y Show the fixture manufacturers how quickly and 

4 easily the socket body can be attached to the 

detachable hickey—because the hickey screws 

. extend above the level of the candle saucer and 

$ | are always accessible. 

4 No, 3927 — Hubbell This new _ Hubbell Pull Socket for Candle 

- $ tached Short- Hickey for Fixtures will sell on sight. Stock up—and get 
) ready for the big, profitable business it will 

attract. 


HARVEY HUBBELL 


ELECTRICAL WZRING DEVICES 


BRIDGEPORT CONN, U.S.A. 
Detachable 


Acorn 








ELECTRICAL WIRING DEVICES 
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Not only a good Electric Range 
but a Good one to Sell! 


“Tt gives the Service that backs you up”’ 











BURNERS OVEN 
One burner 1500; 750; 375 Watts. | | 15"*x15"x1914", Baking element in bottom 
Three burners 1000; 500; 250 Watts. | of oven 1500; 750; 375 watts. 
Top of element cases nickle plated. Nich- | . | Broiler element in top of oven 1500; 750; 
rome wire. If a fuse burns out only one | 875 watts. Elements and shelf racks re- 


burner is affected. | i ene for cleaning. 











» 


‘e = eens — a 3 f r f °cm____—__-—_——_ a 
SWITCHES: Reciprocating N | OVEN INSULATION: The 
switches, will turn either way. Ar- ; oven is insulated with 1% inches 
row indicating position ot switch S | of 85% magnesia insulation. This 
can seen across room. Each _ | retains the heat and reduces the 
switch plamly marked to show , 3 |Z : consumption of electricity. 
burner controlled. All uniform iz 

size. 














: nea ee THERMOMETER: Nitrogen 
7 j f epee filled Taylor thermometer that 

APPLIANCE OUTLET: A - mT 4 ’ registers the oven heat accurately 

plug for connecting other appli- “| to maximum temperature. 

ances willenable you to get the / i 

same low rate as on the range. 





a emo 
@@GEee a 





SERRE ee | 


[nA [ ee OVEN: ir seg 
j ; i s ient place to 
FUSES: Very easy of access. | Pe eee 
All elements separately fused. an 


a List $125.00  ‘— 


L 














Just examine this Electric Range, look at its beauty of design, its sturdiness of 


PERFECURL hair curler structure, see how it is correctly made to best serve its purpose—then, too. think 
moons wease a in this he teed 2 i b £ th 100% ae 

ine. movable waver. — sure Jo V P18 ¢ re 
Nichrome heating  ele- of this, it backs you up in service—you Can be sure of that. Yo Value 1s all there, 


ment, cord and plug as is a : os - . ; y 
ae. War nar ae yet it is most reasonably priced. Your profit of course is of proper margin. You 


_— can break down sales resistance and build up Electric Range Sales with Electrahot 
—that’s just why you should have it. 








Radiant Glow Heater 


A new development that casts heat effectively. 

Built to make good and has done so. ‘The 
Electrahot will pass critical examination. List 

Be sure that you get : ; 

our special Range price $5.00, complete with cord and plug. 














Soldering Iron in general booklet and _ other 

demand. For general literature, including 

home use. Special alloy prices and discounts. r . 

heating element for either Write now. Manufactured and guaranteed by 
AC. or DC., 6-ft. cord 

and 2-piece plug. With A complete stock of 


2 Fe PME gorges | tho Blectranot line ELECTRAHOT APPLIANCES, INC. 


work, $2.50. 


Demand will prove 


that. Main Office and Factory: 
301-307 Fifth Ave. S., Minneapolis, Minn. 


OTHER OFFICES: 















Orders placed New York: 123 Nassau St., New York 
4 l d Chicago: 645 Washington Blvd., Chicago 
7 ) Se now fil é Buffalo, N. Y.:Famasco Distributing Co., 694-696 Main St., Buffalo, 
q “a Na we 
: $2.90) promptly. Western: R. M. Burton, Alaska Bldg., Seattle, Wash. 


Dallas, Texas: United Supply Co., Dallas, Texas 


= ae mm | 
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Just order one 
sample for inspection 
subject to return if 
not satisfactory— 








g SA 


ELECTRIC 
CLEANERS 











Follow the Example of Prominent Dealers 
Everywhere and Sell RAY VACS This Year 


Dealers who know a good thing when they see it have chosen the RAYVAC 
for Super-Sales during 1924. They recognize in its New Improvements 
(which include a new handle with toggle switch in the bend, a belt-driven 
brush and an adjustable device on the nozzle) features which make it a 
steady self-seller. We want you to look the Rayvac over, test it as to 
efficiency of operation, simplicty of design and construction and all around 
salability. Hence the above offer. 





Avail yourself of it TODAY. 


RAMEY MANUFACTURING COMPANY, Columbus, Ohio 


~ 
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OSCILLATOR : eo 
I 














What Will Your Bank Book oo 
Twelve Months from Now? 


POA Aeseas «gy ginal + -- PEE Hien, PET OO Ae ggg POR + ones de 
S the end of the year draws near, the 
live appliance dealer, looking into 
the future, begins to wonder just where 
he will be at the end of another twelve 
months. 
Eliminate uncertainty, worry and loss. Cut down sales 
costs, sales resistance and increase stock turnover. In 
a word, sell the complete line of Gainaday appliances— 
the line that enjoys the fullest confidence of the pur- 


chasing public and that has done so much to help 
other dealers realize their ambitions. 




















Your territory may still be open. Write for details 
of the Gainaday Plan. 


GAINADAY ELECTRIC COMPANY 


GAINADAY 3014 LIBERTY AVENUE, PITTSBURGH, PA. 
ELECTRICALLY DISTRICT OFFICES 

OPERATED Chicago Boston St.Louis Newark Minneapolis Philadelphia 
IRONER> 


CANADIAN DISTRIBUTORS 
United Electric Co., Ltd., Toronto Northern Electric Co., Ltd., Montreal 
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How the 


Savage Washes Everything—The 100% Washer 


Why can the new Savage Washer and Dryer wash better, quicker and more 
easily on operator, machine and washing than any other washer ever built? 


Because it is scientifically correct in design and construction. Because it is the 
only washer having a successful one way washing action, with unusual high lift 
and fall (24%4 inches) of the washing, without bunching, jamming, rubbing or 


tearing. 


Because Savage is the only washer built without any shifting or swinging, rocking 
or reversing motion of the container or tub, without any cups, arms, springs and 


attendant operating mechanism. 


Study this dual X-Ray illustration, half of which shows Savage in washing posi- 
tion, half in drying position. All there is to Savage is (1) the copper tub; (2) the 
sturdy pressed steel base; (3) the one-piece aluminum pedestal which encloses all 
operating mechanism; (4) the aluminum spinner-basket, and (5), the motor. 


This washing-drying basket, with its peculiar patented, cone interior, accommo- 
dates over ten pounds of dry clothes, or seven full sheets. Charged, it revolves 
in one direction, lifting, turning, dropping the washing, almost piece by piece, 
24 times per minute, forcing the sudsy water through and through the fabric. 


Savage does the most thorough, quick rinsing job of any washing machine ever 


built. As the user need never put her hand in the 
water, scalding hot rinse is possible. While washing, 
rinsing, bluing and drying can all be done in the one 
tub, it is not necessary, and the user can use her set tubs 
if preferred. 


‘N 
Savage washes cotton stuffed comforters, feather pil- x 
lows, rag-rugs, and hangings, leaves them fluffy and : 
without the nap packed down. It washes everything— ox 
not merely the “weekly washing’’—and then x ° e 
dries without any wringer! Ped 


Px? 
yoy yor" aa 
e? Saves 
eho ine Hands 
LS 







Savage Washer and Dryer is 


A simpie turn of the approved and endorsed by Good 
wrist instantly shifts Housekeeping, Modern Priscilla 
the Savage spinner and New York Tribune Insti- 
from washing to tutes, by electrical engineers, 


drying position. domestic scientists, distributors . 
and over ten thousand users 


everywhere. 


Beaudette & Graham Co., 
915 Boylston, St., 
Boston, Mass. 

Buckeye Appliance Co., 
42 The Arcade, 
Cleveland, O. 


Washes! 








Showing the Savage spinner-basket in 
washing position. Spinner revolves 24 
r.p.m., the baffle plates alternately lifting 
the wash and forcing the suds through 
the fabric. By machine rinsing, in this 
position, one rinse is eliminated. 





SAVAGE ARM§(C 


Deft Devices Co., Heating & Appliance Co., 

1640 Market St., 224 Genesee St., Jamestown 
Philadelphia, Pa. Utica, N. Y. Appliance 
Hayes Home Appliance Co., Home Electric Specialty © Uitel Hum; 
1427 Broadway, 610 So. Olive St., ‘mestown, 


Detroit, Mich. Los Angeles, Calif 


arr RRS a 3 
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How the SA‘ Dries! 


Savage Dries Without a Wringer—It Spins the Clothes Dry 


45 








ae No Oiling 
oriesur The flat top 
wis v makes a good table 


Why does Savage dry so much better, quicker, easier and safer? 
Because it has no wringer! It whirls the clothes dry! 


A simple, quick shift of the spinner-basket, from washing position, shown in 
the other half of the X-Ray picture, locks it in drying position, as shown in 
this half skeleton view. Simple distribution of the washing about the cone 
center, a touch of the switch—and the water is whirled out, without 
slightest injury to the washing. 


Savage dries “wringer-dry” in one minute or less for the line, or for ironing 
in about ten minutes. Think of the saving in time, and labor! 





Savage eliminates all “wringer-creases,” all possibility of catching clothing, 
hands or hair in any mechanism, all broken buttons, bent or flattened fast- 
eners. ‘There are no rolls for light pieces to wind around. On rainy or 
cloudy days Savage enables the user to wash and dry for ironing all indoors. 


Savage Simplicity Means Less Servicing 


Absence of all reversing mechanism, levers, pedals, catches, ‘‘safety-devices,” 
wringer-rolls and all operating springs, cuts service costs. ‘The character of 
materials used, the careful machining and fitting of parts (what you would 
expect of Savage workmanship), Savage’s sturdy unit construction, three- 
point suspension, correct distribution of weight, the double-bottom, and 
absence of screws, nuts, bolts, insure less friction, vibration and noise and 
therefore longer life to all parts. The method of forcing oil to working 
parts and bearings, as used by best motor cars, insures efficiency and freedom 
from oiling. All this means happier customers, and more profits for you. 
And back of every Savage is this fifty-year old corporation with all its assets 
and experience in precision manufacturing. 







Showing Savage spinner-basket 
in drying position. The spinner 
is swung above the water (which 





is not strained through the Before making your 1924 commitments study the Savage. 

washing) and spins at 525 r.p.m. Compare it carefully with the best washers you have 

—whirling the clothes dry for ever known. Then follow your best judgment. Further 

the line or for ironing. particulars, prices, discounts, etc., furnished upon re- 

quest. 

A CORPORAT ION, Dept. EM, UTICA, N. bs 

om Judd Co. A. Schlueter & Co., Ince. Schlu 
“anestown Heating & 209 No “Michigan Blvd., 1314 Washington St., — 45. So "ri eroa St 
Appliance Co., Inc., Chicago, Ill Oakland, Calif. Los Angeles, Callt 


Ity Co 

a Savage Washer & Dryer Co., Schlueter’s, L., Cc. Wa rner Co., 
3005 Jenkins Arcade, 2748 Mission St., 305 Occidental Ay 
Pittsburgh, Pa. San Francisco, Calif. Seattl , Wast 


Hite mDhrey Bldg. - 
. N. 
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MENT OF 


FOR USE IN 
FACTORIES LOFTS 
R. R. BUILDINGS WAREH 

a 














jo. $703 No. 702 No. $701 No. 500—TWO WIRE SIZE WIREMOLD COND! 
; lo. 702 a \ J i UIT 
SUPPORTING CLIP BUSHING BASE COUPLING No. 700—FOUR WIRE SIZE WIREMOLD CONDUIT 





. p No. $717 
90° FLAT ELBOW 7 INTERNAL ELBO 


Note: The new Large Size Fittings are for use with both No. 500 or 
No.700Wiremold Conduit,the base plates of the fittings being 
provided with long tongues for slip joint connections and the 
covers with double twistouts. 























No. $728 
UTILITY BOX 
For use with both No 500 or No. 00 Wiremold ~ o ‘For use with both No. 500 or No. ‘felercel 
Condui a tee, cross, junction box, rosette prec 5 A Conduit as a base rey all soy og * Condulet 
for drop cords and fixtures, show-window light KAT 7 ¢t covers. Base has a knockout for 4” pipe or BX 
ae ond show-cases. Base has a knockout for 3 . 
pipe or BX connector. Wf 





connector. 





80x onersen Bsa, PIPE gmc 
0. -3 ee No. $782 —! 
No. 5781A—%° Ba : No. S782A—%" 


No. $719 
CORNER BOX 
For use with both No. 500 or No. 700 Wiremold 
snduit in making the many corner junctions 
and other combinations, such as” “twisted elbow’ 
“cwisted tee”, “twisted cross”, as the Sitting is . : No. 5785 
No. $733 Ne. $731 pa grag two knockouts for '4” pipe No. 5736 COMBINATION CONNECTOR 
3° OUTLET BOX 2%" BLANK COVER 4° BLANK COVER For coupling No 500 or No. 700 Wire 
Device screw spacings—1it",15",187 12" : (For use with boxes Nos. 5737, 5738 and 5739, sold Condunt to 16| pipe, 
For use with both No. 500 or For use with No. 5733 Box when where they are used as pul : 
Wiremold Conduit as « base for used as 2 pull or junction box or Beare apa 
standard $ or 10 ampere switches, and for hanging light pendant fixtures provid oy ry 4 ek ve ao She 
slso es ® ‘pull of junction box or for with lange soars es tt te provided : eee 
mounting receptacles, rosettes, ceiling with 2 4” pipe knockout. 
pull switches, etc. Base has a knockou 
for $4” pipe or BX connector 


No. 5737 No. 573 No. $738 
4%" EXTENSION BOX 6%° FIXTURE BOX Device screw 5 sel on th’ end rr Base h 
Device screw spacings on 2%" and 34" centers. For d- Device screw spacings on 2%" and adh centers. Base has four holes f ai 4” centers — ae 
ing both No 500 or No 700 Wiremold Conduit from exist. feuds and five ae, cheer ll Zo ptpptionat wolige Speacderd ag beth out hole fo for sharage loge and Git neckouss for 
ingoutlets Both base and cover are split to permit installing No. 700 Wiremold Conduvt in hanging fixtures with canopies uj Gours No 300 or No 160 


simply dropping canopy Se in Smet, bur can also be used with any device which may be foang hg 4 ite fissures er mounting any 
i 











No. $748 
SURFACE TYPE SWITCH BOX No. $749 ADAPTER PLATE AND COVER 
For-use with both No 500 or No 100 Wiremold Conduit for installing FLUSH SWITCH AND RECEPTACLE BOX No. $751—Single No. 5752-2 Gang No. 5753—3 Gang 
‘standard switches or rec tacles on the ce Base has a knockout For use’with both No 500 or No. 700 Wiremold Conduit for, {For use to make eared trom existing outlets with both No 500 off 
for “” pipe ot BX connector An deal her sor C: ‘all or Signal Systems. installing any standard flush switch ot receptacle 'No 700 Wiremold Conduy 




















SEND FOR NEW. CATALOG 
KIND NPRICE & LIST 
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Q| Your customer has practically no knowledge 
of heating elements. He is apt to judge the 
device mostly on appearance, giving no thought 
to its most important part,—the heating ele- 
ment. GO| He believes, however, that the 
dealer will sell him only those devices which 
will thoroughly satisfy him in service. He has 
that faith in the dealer. G And the dealer, 
in turn, justifies that confidence by selling 
only devices equipped with the best heating 
elements that may be had. G| Few custom- 
ers have ever been disappointed in a device 
equipped with CHROMEL heating elements. 


HOSKINS MANUFACTURING COMPANY, DETROIT 


Manufacturers of Electrical Resistance Wires 
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Good Packing 
Promotes Sales 


GOOD package invites buying— 
A good merchandise, well packed, 
is half sold! 


Every day this fact is strikingly illus- 
trated in electrical stores—conclusively 
proved by definite trade preference for 
neatly boxed units. 


Use H&DBoxes 


They are a big help in selling merchandise. 
They lend character to the goods packed 


within them. They individualize your 
product. 


















Well printed messages on the clean, 
smooth walls of H & D Boxes compel 
attention. The bright, fresh look of the 
merchandise as it is withdrawn for a 
customer’s inspection wins his favor. Do 
not these features—plus safety, conven- 
ience and economy—point to H & D 


Boxes as the logical containers for your 
goods? 


A request will bring the valuable H & D 
booklet which fully explains modern 
methods of packing electrical merchan- 
dise. It is filled with helpful suggestions 
for every electrical goods manufacturer 
and shipper and contains illustrations of 
scores of successful packages in daily use. 
Write today for your copy of this booklet 
—and full details of the H & D Free Box- 
Design Service. 




















The Hinde & Dauch Paper Co. 
309 Water St. Sandusky, Ohio 





The World’s Largest Manufacturers of Covmaputed 
Fibre Boxes and Packing Materials 








HNHNNQNUUUNON0000000000000000500000000080S0000090000080000088000009000000000OSOUEEOSEROUOAOOOUAAAOOOAAAAAEO EAGER 
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TheN ¥ 
Almimn /LYDRO-DIS 


Speeds up the washing and does more of the hard 
oes a O!] ] er u O work. Wash in one tub, rinse in the other; motor 


drives both tubs and wringer at the same time. 
é Sells for about the same price as the average good 
of W ashing Cloth es single tub machine. 
2 —" 4 


The Hydro-disc is a new form of agitator that, under long and extensive 
tests, has shown very remarkable washing results. It is probably the 
greatest improvement ever made in a washing machine agitator. 












Made of Aluminum—very light, durable and sanitary. Three years 
of use shows no wear and tear. Very simple, yet ususual in design. 


The projections underneath the agitator—shown on the picture above of the 
inverted agitator—driving against the water, keep it always above the clothes. 


The same force keeps the 
water constantly circulating— I = 

outward toward all sides, » — 

downward, inward and up- 

wank ta tic come nied [= mm = s — & = 
the clothes—forming a reverse 

whirl-pool. 





Automatic Electric Washer Co., 
101 West Third St., Newton, Iowa. 


Gentlemen: Please send us your catalog and prices on the 
Automatic Line. 


We think we know how to 
help you sell washers. Ask us 
about details. 


ae) 





PP, Automatic Electric 
LV Washer Co. 
101 W. Third St. 
Newton, Iowa 


Firm Name ... 





NUNN taal Ook 2 ean alain anes Schemes State ... 








ak a ha oa 
Z 
3 
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Does Not 
Crumble! 

















This is the way the black molded A-1 PLUG e 
type of attachment plug looks _» “Not cheaper but better 
after a few months of hard 
usage. The “‘A-1”’ plug will not 


crumble in this manner. 


Mr. “Wise” Dealer! 


We have tried to: point out some of the advantages of our all-Bakelite 
attachment plug over the commonly known type of black moulded material 
in the accompanying illustrations and we will venture to say many of you 
will appreciate this advertisement from a sensible standpoint because you 
have experienced this trouble in your own homes, 


Owing to the great tensile strength of Bakelite as compared with black 
moulded material, we are enabled to rivet the prongs of the cap to the solid 
inserts in such a manner that these prongs may be twisted back and forth 
until they break off before they become loose on the inserts. Other features 
and improvements incorporated in our new plug make it ¢o attractive to the 
consumer that everything else being equal, it will “swing” the sale and 
incidentally make another satisfied customer. 


Some dealers argue that it makes more business for them by replacing plugs. 
Granted—but what chance has this fellow got to stay in business if his competitor 
next door is creating new business by recommendations from satisfied customers. 
Therefore, Mr. “Wise” Dealer, when placing orders for any kind of appliances 
(especially expensive devices), such as washing machines, vacuum cleaners, dish 
washers, etc., insist upon having the extension 
cords fitted with the “A-1” Bakelite plug, be- 
j cause it will only be a question of time 













CONNECTICUT 
ATT By PLUG 
ae aa See before all high-grade appliances will be 
rertennian : equipped in this manner. They say you can 

tell a person by the “company he keeps”— 
just so you can tell a concern by the “‘quality 
it selects.” The Connecticut ‘“A-1”  all- 
Bakelite brown plug is in a class by itself. 
The color identifies it from the cheaper 
grades. 


Stands the broc ks 


NEW YORK 


The “A1” Plug is packed in this 
3-color display carton 


Vol. 30, No. 6 


It’s Brown 


Try this Experiment 
with other Plugs 


j hit bigit 4 
ATH 
tute i | tilt 





FIRST—Bend the contact prongs of 
the “A-1” plug outward, until they 
extend well over the edge of the cap— 
see illustration. 





SECOND—Pull the prongs together 
again until they are back in their nor- 
mai position. 


This Is What Happens!— 


After repeated bending in this manner, 
the prongs of the ordinary black-molded 
plug become loosened to the extent 
that they can be wobbled about in the 
cap, thereby making them difficult to 
engage in the body slots. 


With the “A-\” plug, the prongs are 
riveted so securely in the Bakelite 
material that after repeated’ bending 
they remain perfectly rigid. 


CONNECTICUT ELECTRIC MFG. CO. 
BRIDGEPORT, CONN. 
CHICAGO 


SAN FRANCISCO 


Manufacturers of 


CONNECTICUT 
“A-1” DEVICES 











December, 1923 ELECTRICAL MERCHANDISING 51 









SUNBEAM ¥ 
T¢ Elec tricWasher ~ y, 
o URF acTiOL 


—_ 


Deserved Success 


As the truth about the excellence of the Sunbeam Electric Washer 
becomes better known through the direct and spontaneous recommenda- 
tion of present users and through forceful publicity, the value of the 
Sunbeam franchise to the Sunbeam dealers constantly increase. 











Each succeeding vear witnesses the development of a good-will which 
accelerates sales and opens the way to greater profits. 


What importance does this fact hold for you? Just this—The Sunbeam 
you sell five years from the day you become a Sunbeam dealer will 
deliver the same satisfactory service as every Sunbeam sold today. This 
means a conservation of profit, a lessening of selling expense and a 


pleasure in doing business that is unusual. 


Complete information about our exclusive dealer franchise will be 
mailed promptly upon request. 


SUNBEAM ELECTRIC MANUFACTURING COMPANY 


Evansville, Indiana 


—the new name ot the time-proven Surf. The 
one washer made which unites oscillating mo- 
tion with natural vacuum suction, so that the 
action of the soapy water alone cleans the 
clothes, thoroughly and quickly. 


There’s a Sunbeam size for every need: 

Model 6—Six-sheet capacity for small families. 
Model 8—Eight-sheet capacity for the average family. 
Model 18—Eighteen-sheet capacity for institutions. 


Tested and approved 
bu Good Housekeeping 
Institute and Modern 
Priscilla Proving Plant 








EVERY ONE A PRODUCT OF FINE REPUTE 
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Announcing 


¥ 5 ull sprit 


Electric Vacuum 
This vacuum cleaner is especially built for us by one of the oldest and largest 


CLEANER 
vacuum cleaner makers in the world. It embodies many new features. 





The Southern not only has the powerful suction to get the embedded dirt and to 
make the attachments efficient, but also a brush to pick up hairs, threads and other 
surface matter. Compare these points with other cleaners. 


The motor is the General Electric type, horizontal, efficient and 
quiet, easily cared for and simple to service when necessary. 












The brush can be put on and taken off with ease. 


The dust bag is on the right-hand side of the handle, out of the user’s 
way, and has an extra large opening for removing the dirt. Special 
construction prevents dust from falling back through machine. 


The handle has a comfortable pistol grip with a trigger switch. 
The body is of strong cast aluminum, light in weight. 


A special nozzle adjustment gives correct cleaning position for all 
kinds of surfaces, from bare floors to the longest nap rugs. 


Large swivel caster on the rear makes guiding easy. 


The SOUTHERN bears our own trade mark and 
is covered by our guarantee as well as that of the 
manufacturers. Exclusive selling rights will be 


given. 
The Free Attachments 


are an added sales bringer. ‘These usually cost up to $10.00 a 
set, and without them no cleaner is really complete. The power- 
ful suction of the Southern makes them doubly efficient for 
cleaning pillows, mattresses, curtains, draperies, upholstery and 
many other things. 


Write for the most attractive selling plan ever advanced on a 
vacuum cleaner. 


Southern Electric Company 
DISTRIBUTING JOBBERS 


BALTIMORE, MD. 
RICHMOND, VA. NORFOLK, VA. 


WJD-14 
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Two ways to sell more 


1. Enlarge your market —2. Enlarge your unit of sale 


Here is how one manufacturer did 
both—automatically: 


ELL it to more people—and sell them 
more of it—there’s a sure recipe for 
bigger volume! It’s often possible. 


Take auto lamps, for instance. Most 
people buy them only when in actual need, 
and then only one at a time. Even if it 
occurs to you that a couple of extra lamps 
in the door-pocket would be good insurance, 
you realize that they’re apt to get smashed. 





National Mazda Auto Lamps are now 







: np — “It gets both the man 
being marketed on a new principle and eal cana ta mee 
the makers have succeeded in breaking one lamp, and the man ge ane Handy Cary 
down a buying habit which has handi- who didn’t intend to Eiiiov\avrertse 
; buy a lamp at all.” care eave AL WUAWARYN 
capped dealers for years. Here is how: AUTO LAMPS 
A striking counter display container flags ——_—Y— 


every customer who comes into the store, 
driving home at a glance a strong selling 
argument. This container holds 20 kits of 
5 lamps each—each kit designed to give its 
delicate contents real protection. Both the 
man who came in to buy one lamp and the 


ani whos Sede vied te Wee 4 ln ok al Call in a Robert Gair representative from our 
; y P nearest branch. Gair service covers every essen- 

are interested. . eae 
tial of package merchandising: advice and con- 
The results are only natural: improved sultation on just such problems as outlined 
dealer co-operation (for the dealer now above, as well as the design and manufacture of 


makes five profits where before he only Folding boxes, Labels, Lithography, Corrugated 
made one)— and a highly gratifying in- and Solid Fibre Shipping cases. 

raiasaiateces Our booklet, “Testing the Merchandising 
Value of a package,” has given many a manu- 
facturer worth-while suggestions. It’s yours— 
free—for the asking! 


ROBERT GAIR COMPANY 


350 Madison Avenue, New York 
CHICAGO PHILADELPHIA BOSTON BUFFALO 


Are your products competing against others 
which are given fresh sales impetus by skil- 
ful display and merchandising methods? 
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4, tol are 
Good Odds 


No matter what kind of a proposition 
you are considering, 4 to 1 are good odds 
in your favor. They give you the “edge.” 





Localet 
Cat. No. 77 





aoe — 


give you these 4 to 1 odds this way: 





Locatap 
Cat. No. 1080 r i r ° 
They are equal in price and superior in 


appearance to any other two-way plugs. 


pool 





They have exclusive Benjamin features 


Duolet not possessed by any other plug. 


Cat. No. 122 ; 
They are mounted on attractive display 
stands—a new one with every 10 plugs. 


-& W WH 


You can keep your investment low, keep 
your stock well balanced and increase your 
profit by combining purchases — any 50 
plugs give you maximum schedule discount. 





Two-Way Plug BENJAMIN ELECTRIC MFG. CO. 





Cat. No. 92 847 W. Jackson Blvd., Chicago 
¥ 247 W. 17th Street 580 Howard Street 
w New York San Francisco 
Pull Plug Toronto and London 


Cat. No. 292 





Ask our nearest office for full information about these unusual “Show and Sell” stands 
and how to save and make more money on our maximum discount purchase plan 
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The Test of Quality is Demand 


The capacity of one of the largest hydro-electric power plants at 
Niagara Falls is over 227,000 kilowatts. 


As huge an amount of power as this represents, it would not be 
sufficient to light the total number of Westinghouse Mazda C (gas-filled) 
Lamps manufactured in a period of thirty days. 


The demand for Westinghouse Mazda C Lamps has increased so 
tremendously that it has necessitated a constant expansion of manufac- 
turing facilities. 


This is due directly to the proven fact that the Mazda C Lamp, when 
used with the proper reflector, is the most efficient and economical lamp - 
for the general lighting of factories, offices, and stores. 


WESTINGHOUSE LAMP COMPANY 


165 BROADWAY, NEW YORK, N. Y. 


Sales Offices and Warehouses Throughout the Country Ag 
For Canada: CANADIAN WESTINGHOUSE CO., Ltd., Hamilton, Canada 


Westinghouse 
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_ Jw Westinghouse REVUE of 1924 


- 


The Westinghouse Revue of 1924 is by far the most successful, lively, and at- 
tractive performance on the boards. As an attempt to present to the buying 
public a line of electrical heating apparatus as useful as it is attractive it stands 
alone and triumphant in the annals of the merchandising stage. 

From start to finish it has the variety and quality which the public of today 
not only appreciates but demands. 





















The Cast: 
Cozy Glow simply radiates good cheer and warmth without The Percolators are unusually attractive and make a big hit with 
waiting for anybody. coffee lovers. 


Curling Iron causes many hairs to leave the straight and narrow 
way, and makes all the ladies beautiful. 


Heating Pad establishes a new record as the smallest ‘‘com- 


Table Stove toasts, grills, fries and broils in a manner that pleases 
even the most critical housewife. 


Turnover Toaster, in a new act, is particularly attractive in dis- forter on the market. ‘ es 
playing the handy, can’t-burn-your-fingers turnover feature and Westinghouse Iron strikes a sympathetic strain with all the ladies 
convenient ewiteh in the handle, and is particularly effective in smoothing out the rough spots. 

i : . The Stove with the clock demonstrates its pulling power in a clever 
Waffle Iron hits the spot with a few tasty waffles that are uniform skit entitled: “The husband’s friend—I cook the dinner while 
in thickness and browned “‘just enough’”’. friend wife’s at the matinee’. 


It was a treat to be able to sit through a performance that was 80 
distinctly good—the style, design and finish bore the stamp of quality 
for which Westinghouse Revues have become famous. 


Producers Notes: 


The Westinghouse Revue of 1924 is open for immediate booking. The local Westinghouse jobber will serve in the capacity of 
It will go on the road and travel to any part of the country to press and publicity agent, and give general assistance in making 
put new life and awaken the interest of the community in the the Westinghouse Revue of 1924 in your store the BIG attraction 
electrical shop of any dealer. of the coming year. 


Westinghouse Electric & Manufacturing Company 
Mansfield Works, Mansfield, Ohio 
Sales Offices in All Principal Cities of the United States 
and Foreign Countries 
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—the Key to the Commercial Lighting Market 
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The Logical Choice~for 1924 


Stop and consider these selling points of the Westinghouse Sol-Lux. 
LOW INITIAL COST—The Sol-Lux is a standard luminaire. A minimum 


of types and sizes of lamps, globes and parts makes it possible to purchase 
them in larger quantities at a better price. 


FLEXIBILITY—In one of its several types, the Sol-Lux can be adapted 
for any room—light, dark, high or low ceilings. It can be changed at will 
and with little difficulty. For ornamental effect, silk or parchment shades 


may be added. 
EASE OF MAINTENANCE—The globe is dust-proof, requiring only 


occasional wiping to maintain the highest lighting efficiency. Lamps can be 
replaced without removing the globe; thus, globe breakage is greatly 
reduced. 


BEAUTY—tThe simple, quiet, dignified lines of the Sol-Lux make it 
attractive in the finest hotels, clubs, office buildings, stores, schools, libraries, 
restaurants, and many other places. The addition of ornamental shades does 
not reduce materially the lighting efficiency. 


Write to our nearest office or jobber for a copy of the new Sol-Lux Catalogue. 
It covers the economies of good lighting. 


Westinghouse Electric & Manufacturing Company 
George Cutter Works, South Bend, Indiana 


Sales Offices in All Principal Cities of the 
United States and Foreign Countries 


| Westinghouse | 
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No. 600 

Designed for win- 

8 of average 
owroportions whose 
height is one to one 
end one-half times 
their depth. For 
10 150 watt 


Ontor-Ray. 






















































No. 610 


For brillant 
éllumination 





















of windows 
whose height equals about twice 
their depth. For 100 or 150 
Watt Mazda “C” lamp. Can 
be used with Color Pau 























0. 68 { 
Color-Ray attachments ere ||: 


made for either No. 600 or 
No 610 X-Ray Reflectors. : 


























No. 33 

This flood light il- 
tumunates the entire 
window and concen- 
trates a center spot 
beam on the ‘lead- 
ing article. Uses 
a 200 watt Mazda 
“0” lamp. 








No. 778 














For small windows 
of depth equal to 
height and where 
back trim is high. 








LECTORS 


‘STANDARD 


X-Ray show window 
lighting in the W onder 


Store, Women’s Ap- 
parel Shop, Fresno, 
Cal, 


SHOW WINDOWS" 


When Winter Comes 


INow comes the season for brilliant lighting — short 
hours of daylight and gray, cloudy days. Naturally it 
is the time for itensified selling of X-Ray reflectors. 
At no season of the year is there less resistance to 
vigorous sales effort on reflectors than now and for the 
following winter months. 






So don’t neglect this annual opportunity for the quick 
profits which attend easy selling. And don’t forget that 
“X-Ray” designates a complete line of reflectors for 
every display lighting need. 






Write for FREE Ideas 


Clip and mail the coupon below and we'll send you, without cost 
or obligation, new X-Ray window lighting literature showing 
types of Reflectors suited to every holiday window. Write fo 
it today. 


National X-Ray Reflector Co. 


239 W. Jackson Blvd. 
CHICAGO 



















31 W. 46th Street 
New York 


Pacific Finance Bldg. 
Los Angeles 

















\# 
cLIp AND MAIL opon NOW | 



























No. 731 
The ‘Hood’ 


Reflector te 
designed to produce a high 
concentration of light in the 
window where depth is about 
one-half the height. 











Ke 














efiector FS 
National X-Ray pensar s \" 
2 w Jac ¢kson 
eoE . 
chicag®, Iilinols. ne ne west x-Bey 
free. copies of tne now window® 
Send me a out lighting for © 
7 J 
literature 4 








Small edition of the 
No. 1731 designed 
especially for use 
with the 50 watt 


Name 













Address 

















Uses 


75 watt Mazda “C” lamp. 


No. 7 


Small edition of the No. 778 
designed especially for the 50 
Watt Mill Type Mazda “‘B” lamp. 







Mill Type Mazda 
«R” lamp. 
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OS UDOREODiGsusenenean JRORDAGURODRANOGTRDCCHORORSROCREDIGSUARAERAGRDGSRSDDO Maas mend! TOI WOT shasuuapaal ..= 
=i z= 
= = 
Hl gg 99 . =|= 
=| “UNIVERSAL” Conveniences [= 
— aE 
=: j 
= Appeal to Purchasers = 
=| All dealers are striving for rapid turnover. The “UNIVERSAL” | 
= solves the cleaner business turnover problem. The many special [Be 
=H| ‘refinements make selling easy — a= 
=: = 
— Nozzle Adjustment-—Turning a thumbscrew over rear whee! sets nozzle at any = 
=F desired level for rugs of varying thickness. : 
— : 
—e Self-Locking Latch—Handle held in several positions by self-lock- = 
| : ing latch adjustable by foot. z= 
=: Rubber Furniture Protector—Rubber nozzle bumper prevents i= 
=i: any possible harm to legs of furniture. E 
=: Handle Control—Hinged Handle control adds to = 
=I: ease in cleaning. 
= |= 
=F Exposed Wires Eliminated-—No danger of break- = 
=e ing wires as they are enclosed within handle. = 
— : : 
=: Bag—Double Texture, Dust Proof, provided with 
se inner cloth sleeve to prevent dirt from dropping 
= back into cleaner and on to floor when coupling : 
= is disconnected. = 
(= = = 
= Motor—Unusually powerful. Built to most so 
=: exact ingstandards. G. E. and Westing- : = 
=I house special models, aircooled, fully = 
sti guaranteed. 
=: 
= With : 
=I: Thread- = 
= ‘ catching, = 
Self- — 
=: Write for cleaning = 
=|: Complete Sales Nozzle and =|= 
= and Financing more powerful — 
=|: Plan suction 
: THE TRADE MARK KNOWN IN EVERY HOME =|= 
=I: = 
-— TTD. , THe 
Tit AUTH TOM ce 






































rryrrnny 











LANDERS, FRARY & CLARK, NEW BRITAIN, CONN.,U.S.A. 
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Sno MTDSERO ASEM LODEODAGHELORADIA MATADOR GDDECARAGHADDARDAS JURORGRODREDAGGHORRORAGHDGRDED DDS Tr jeunanea UUDADSeuneDOSDAGEDAD EOL 
=I: i= 
- =a 
=| The Most E ical Washer for |= 
= e lVlost LKconomica asher for [ 
—F = 
= “UNIVERSAL” [2 
=| You To Sell Is the V 
=: pr 
=e BE 
= There is no service expense. 
ts “The First Cost is the Last : = 
=a: Cost.” = 
=: = 
- . s\— 
=I: 1. Rigid Constiuction. 2 
=F 2. Transmission case enclosed under A 
— washer. ‘S 
=|: 3. Mechanical Perfection of auto- = 
i transmission gears. i= 
=e 4. Gears silently run in light motor == 
=i: grease. : = 
— . 
3. Reversing mechanism in trans- ‘S 
= mission instead of on barrel gear = 
PH shaft. = 
=|: : |= 
=: 6. Cut gears instead of cast gears. = 
=F 7. Hardened clutches. iE 
=p 8. All shafts are ground to exact size. BE 
5 9. Automobile type construction. No |= 
: j 
=I: belts nor chains to break. : 
=: = 
S3 = 
= : = 
=(s Skeleton View of the “UNIVERSAL” Washer showing = 
4 strong mechanical construction. Transmission case == 
i= enclosed under wasber. = 
=p = 
=) 
Si: aE 
aE |= 
mes Write SUPERIOR MECHANISM = 
= : For Complete Sales Gears silently running in light = 
tr and Financing Plan motor grease. = 
=p ‘|= 
= E 
“THE TRADE MARK KNOWN IN EVERY HOME == 
=: sa 
a PE 
=|: : 














iii il Add. ALL 


LANDERS, FRARY & CLARK, NEW BRITAIN, CONN.,U.S.A. 
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| HEMCO PRODUCTS 


HEMCO Plural Plugs 


‘They are molded in one piece. 
They are made of CONDENSITE. 
They will not soften while burning hot lamps. 














They are not damaged by moisture. 
They will not crush if accidentally struck or dropped. 
They withstand jerks and blows. 
They will not come apart or short-circuit. 
They are small, neat and compact, universally serviceable. 
No mechanical fastenings mar their appearance, 
‘They are made with full brass shells and center spring contacts. 
They are factory tested and inspected. 
‘They are guaranteed mechanically and electrically perfect. 
‘They are approved by the National Board of Fire Underwriters. 
They are packed in beautiful sales cartons. 
HEMCO Quality is protected by HEMCO Patents. 


HEMCO Health Pad 


A remarkably high grade pad for use in the 
home, hospitals, sanitariums—wherever an elec- 
tric heating pad is required for sickness or in 
case of cold weather. Made throughout of qual- 
ity material and guaranteed free from defects. 
Two sizes. Three heat size and single heat. 
Packed in attractive sales cartons. 


THE HEMCO POLICY 


—Quality Products —Prompt Service 
—Sales Co-operation _ —Dealer Protection 














To every dealer and jobber who has helped to make 1923 the biggest 
year in HEMCO history, we extend the heartiest greetings of the 
season—A Merry Christmas and a Happy New Year! 


GEORGE RICHARDS & COMPANY 


557 W. Monroe St., Chicago, III. 
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th 
CHICAGO EXHIBIT 


Not 
Complete for 
Display Profit 


LAMPS and SHADES 


POTTERY GLASS 
HOUSEFURNISHINGS 


AT THE 


Congress Hotel, February 4to 9, 1924 


LAMP BUYERS! 


You are cordially invited to visit the Fourth Chicago Exhibit. 
Over three hundred good lines occupying four floors of the famous 
Congress Hotel will be open for your inspection for one solid week. 
Here you will find: 


The latest designs in portable, floor and bridge lamps. 
Rare and beautiful merchandise for the Gift Department. 
Illuminating glassware. 

Artistic pottery for lamp bases. 

Housefurnishing goods to catch the housewife’s eye. 
Special merchandise for premium use. 


This Exhibit is Your Opportunity to start the New Year on a profitable basis. Here 
under one roof you can compare the different lines, analyze prices and make careful 
selections. Meet the manufacturers face to face; see the complete lines; pick up new 
ideas on merchandising! It is an unexcelled opportunity. Make a note now to reserve 
the week of February 4 to 9 for a visit to the Fourth Chicago Exhibit. 


MANUFACTURERS! 


A few rooms are still available for manufacturers of the better lines of merchandise. For 
booklet containing floor plans and full information, write to the Glass, Pottery, Lamps 
& Housefurnishings Association, 9 N. Wabash Ave., Chicago, Ill. 


REDLICHT) RAT ROAD) DAE COCR reeenenneencesessess 


Glass, Pottery, Lamps & Housefurnishings Assoc., 
9 No. Wabash Ave., Chicago, Ill. 


Gentlemen: 


Reduced Railroad Rates to Chicago from all parts 
of the Country will be available to Merchants 








during the week of the Fourth Chicago Exhibit, # rates. "° “'n® "Mormation rexanding reduced Rat 
Write to the Association for information telling 

how you can get the benefit of these rates. Use 9 N#me ----- esses oes 

the coupon. DR i eccicas tf owamnwee: 


P00) BGP ae Cee err aay cer eer eer ey 


AG Oe SIO ea ook eta 2 can Src we 
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“ese Torrington Resale Plan has been 
developed along sound and _ profit- 
able lines. It has proved that electric 
cleaners are best sold by specialty 
salesmen after they demonstrate the 
cleaner to the woman 
home. 


in her own 


We would like to discuss this plan 
of Unusual Cooperation and Profit 
with progressive dealers who are 








eepetnomams et —e ys 


This is the Kansas City Torrington Shop 














The Sound Idea Behind the Plan 





LOS ANGELES DALLAS 
DENVER CHICAGO ST. LOUIS MINNEAPOLIS 
KANSAS CITY BOSTON NEWARK BALTIMORE 

=_ MEMPHIS INDIANAPOLIS 














= 9 
esa 




















located in territory that is still open. 


The strong national and local news- 
paper advertising campaign of The 
Torrington Company is making The 
Torrington Demonstrator a welcome 
figure in thousands of homes and is 
establishing the popularity of The Tor- 
rington. 

The Torrington Shop is the electric 
cleaner headquarters. 


Write us today—or get in 
touch with our nearest direct 
branch. We will do the rest. 


THE TORRINGTON COMPANY 


TORRINGTON, CONN. Established 1866 
New York City—33 West 60th St. 


Torrington dealer’s orders may be filled from 
anyone of our branches in: 
SAN FRANCISCO 


CANADIAN FACTORY: UPPER BEDFORD, QUE. 
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IT Tried to burn 
out the Motor 


~but this little guardian 
said ‘/t Cant be Done’ ” 


Thus writes one dealer: “I overloaded the washer; I 
fed big rolls of clothes through the wringer; I ‘jammed’ 
the gears; I misused the washer in every common way, 
but didn’t even blow a fuse.” | 


RE 























“T have convinced myself that the Domestic Automatic 
Safety Switch has solved the service problem. More 
than that it has given me the strongest kind of selling 
point; the kind that closes sales when others fail.” 


Dealers—think of the advantages of handling a washer 
that has no slip-clutch, that can’t burn out its motor or 
blow a fuse, that has the motor directly connected without 
a long line of shafts or gears. Think of the ease of 
selling it and the little service that follows the sale. 


If this sounds good, write for details regarding this won- 
derful little device, learn why it was approved by Under- 
writers, and ask how you can secure its advantages. 


THE DOMESTIC ELECTRIC COMPANY 


CLEVELAND, OHIO 


anda 
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SAFETY SWITCH 

















ELECTRICAL MERCHANDISING Vol. 30, No. 6 





No other Vacuum Sweep er 
3 
= ons cor ithe by 
Cory, fF 
ore “_U o,! Ve 
i dl — has it “Derjen 


Company with 54 years’ electrical 
experience. Mention that fact and it b 


at once inspires confidence among IV J5- 
your prospects. f 
This 54 years’ idea, with all that it 2] 
L suggests in dependability, is a real 
5 buying influence in your town. Our 
national advertising in Saturday 
es Evening Post and Good Housekeep- 


ing is spreading the word. 
Here is real ‘‘consumer accept- 


backed by 


ance.”? Why not be the man in your 


town to cash in on it? Write for 
agency details today. a by y 


° parre 


CAI ce electrical HP 


backed 
decade? yody 


Western 


Offices in 48 


elec 





‘eons 


Pri 
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Electric 


Principal Cities 
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Now Arnold Leads 
in Price too! 


LWAYS a wonderful value! Now, 
with this drastic slash of $5 off the 

old price, the Arnold Vibrator, com- 
plete with case and six applicators, boosts 
your sales on any basis you care to figure. 


Is it price? The Arnold Vibrator has no 
competition at $13.75! 


Is it quality? There is no better vibraton 
made at any price than the Arnold! 


Is it appearance? The Arnold, both in- 
strument and case, invariably sells on 
sight when several kinds are shown! 





And its running-mate, the famous Arnold 
Hair Dryer, challenges any comparison 
at the same new low price — $13.75. 


Rush your orders NOW— TODAY if you 
are not prepared to handle volume busi- 
ness on these two staples for the Holiday 
trade. We will fill your order immediately 
upon its reaching us, for your Holiday trade. 


Arnold Electric Company 


Racine, Wisconsin 
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DURADUCT DURACORD 


Non-Metallic Conduit Heavy Duty Portable Cord 
the original single wall with a cover woven like 
loom with the roller- 4 a fire hose, is a tough, 
bearing wireway. First long wearing cord, ideal 
to be put up in boxes for drills and other port- 
and first in Quality. Uni- able tools, and for ex- 
form winter and summer. tension lamps. 


DURABILT PRODUCTS 


DURAWIRE DURAFLEX 
R.C. Wire and Flexible Cord Armored Conductor 


is a high grade product is a safe product, made 
made from Quality ma- so by the fact that we 
terials by experienced make the wire for the 
men. Cords are put up inside ourselves and are 


in an attractive orange thus assured of uniform 
box with black border. Quality. 


Tubular Woven Fabric Co. 


Pawtucket, R. I. 
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The Los Angeles Market 


When a city the size of Los Angeles 
increases in population 150,000 
a year 
and in building permits it exceeds 
all other cities double its size 
(except New York and Chicago) 
then you must realize what a 
great market there must be 
for electrical merchandise 


When a city the size of Los Angeles 
enrolls 30,000 more pupils in 
its schools this year than last 
there must be thousands of new homes 
and accordingly a very 
great market for electrical devices 


When a city the size of Los Angeles 
according to the Internal Revenue report 
is paying more tax for theatres 
than other cities twice as big 
it indicates prosperity and a 
fine market for electrical devices 


When a city the size of Los Angeles 
sends away enough cargoes of oil 
every month to pay half the tolls 
charged by the Panama Canal 
the money left buys a lot of things 
like you manufacture 


When a city the size of Los Angeles 
supports five newspapers which show 
a combined gain in advertising 
greater than the 17 papers in New York 
it is further proof of the prosperity 
and of the growing market 
for what you have to sell. 


Seis 






Los 


Offices: New York 
1819 Broadway 
Tel. Col. 8342 


Annies SAX AM a U iner 


Broadway at EleventhLos ectite 


Chicago 
915 Hearst Bldg. 
Tel. Main 5000 


When a city the size of Los Angeles 
shows greater gain in post office receipts 
in bank clearings in income tax 
in automobile registrations 
in manufacturers’ excise tax 
in new electrical outlets 
in new telephones installed 
in gas and water connections 
in harbor commerce 
then the natural conclusion is 
that there must be a 
profitable market for your goods 


When a city the size of Los Angeles 
has a morning and Sunday newspaper 
gaining faster in circulation than 
any other in America 
also 
gaining in advertising more than any 
other newspaper in the United States 
then that newspaper must be a 
good medium for your advertising 


When in that newspaper, columns 
and pages are devoted to encouraging 
the introduction and use of 
electrical labor-saving machines 
in the home (see Prudence Penny articles) 
then in those same pages 
would be a good place for 
your advertising message. 


Write us for a survey 
of the market for your line 
also for information concerning 
other electrical advertising in 
the Los Angeles Examiner 
circulation daily 160,000, Sunday 360,000 


San Francisco 
571 Monadnock Bldg. 
Tel. Garfield 3858 
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BRAGG APARTMENTS 


Cincinnati, Ohio 


Corner of Typical Kitchen 
in 
showing 
Range. 


Bragg Apartments 
Roper Electric 


Installation of Roper Electric Ranges 
in New Apartments 


The last word in livableness, beauty and com- 
fort in the Bragg Apartments of Cincinnati, 
Ohio. It is designed to meet every require- 
ment of modern living. 


Nothing was left undone that might benefit 
the tenants. 


When it came to range installation, — all 
ranges were considered but after thorough 
investigation the order was placed for Roper 
Electrics. 


The remarkable flexibility of the Roper Elec- 
tric Range — the only electric that cooks by 
direct heat contact—the range with air insu- 
lated oven, movable oven burners—the electric 
range of economy, simplicity, safety, makes 
this installation ideal. 


If more sales and profits interest you write for 
full particulars of the Roper Line, and the 
remarkable National Advertising and retail 
co-operation which backs it. 


GEO. D. ROPER CORPORATION, ROCKFORD, ILLINOIS 


Pacific Coast Branch: 768 Mission Street, San Francisco, Calif. 





TRACE 
REGUS PAT. OFF 


BE SURE THE ROPER PURPLE LINE 


RODER 


Maat 


REG.Im CANADA 


ee 


IS ON THE ELECTRIC RANGE YOU SELL 
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r ccemaianlal 


—the world’s best dry cell 


—ihe steel case battery for ignition, bells and 
that defies the elements! buzzers, and all general 


purposes! 





Fahne- 
stock 
Spring 
Clip . 
Binding 
Posts at 
no extra 
charge 








Columbia advertising directs customers to 
your door—and Columbias are the most 
widely advertised batteries in the papers 
that battery users read— 


But, even more than that, Columbia performance makes good. Every 
Columbia sale you make—whether for gas engine ignition, tractor igni- 
tion, blast firing—or for bells and buzzers wherever used—means not 
only profit for yourself, but economy for your customer. They last 
longer! Columbia therefore assures that greater customer satisfaction 
upon. which the growth of your trade depends. 


Columbias not only have quality—they look the part—they are attrac- 
tive and self-selling wherever you display them. 


Tell your jobber you want to concentrate on the Columbia Line 


NATIONAL CARBON COMPANY, Inc. 
Long Island City, N. Y. 
Atlanta Chicago Cleveland Kenses City San Francisco 


Columbia 
Dry Batteries 


-— they last longer 
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ELECTRIC SUCTION CLEANER 


APEX-ROTAREX DEALERS 
ARE MAKING MONEY 


ET us tell you how they are doing 
it. If you are thinking about add- 
ing a line of Electrical Housekeeping 
appliances; or if you want to know 
how to put more life and better profit 


into the department you already have, 
write us. 


The methods which are making Apex- 
Rotarex dealers prosperous will help 
you make good too. Why not benefit 
by the experience and knowledge of 
these men? Let us tell you the secrets 
of Apex-Rotarex dealers’ success. 


The Apex Electrical Distributing Co. 
1055 E. 152nd St., CLEVELAND, O. 
FACTORIES AT CLEVELAND, O., MUNCIE, IND., AND TORONTO, ONTARIO 
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ELECTRIC CLOTHES ELECTRIC HOME DOUBLE ROLL 
WASHER ook-Rit IRONER 
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Other SIMPLEX 
Wires and Cables 


SIMCORE—National Electrical Code Standard. 
Every length is subjected to searching electrical 
tests to insure a first quality product. Ask for 
specifications. 


CAOUTCHOUC—“B. C.”” A rubber covered, braided 
wire, insulated with a 30 per cent Para com- 
pound. Send for specifications. 


LEAD COVERED CABLES AND WIRES—For 
under-ground distribution where a conduit sys- 
tem is used. 


STEEL TAPED CABLES—Used where a conduit 
system is not available. It carries its own con- 
duit. Descriptive booklet upon request. 


SUBMARINE CABLES—For power transmission 
or for telephone or telegraph service. Our engi- 
se department is always available for con- 
sultation. 


SIGNAL CABLE—Dependable insulated cable for 
police or fire alarm service. 


IGNITION WIRES—Used extensively and with 


unvarying satisfaction throughout the automo- 
tive field. 


TIREX MINING MACHINE CABLES—Heavily 
insulated—rubber armored—portable cables with 
the wearing qualities of a cord tire. 


TIREX PORTABLE CORD—fFor electrical tools 
and appliances. Rubber-armored. Flexible. It 
cannot kink—and has the wearing qualities of 
a cord tire. 


TIREX LAMP CORD—A rubber-armor cord for 


drop lights or table lamps made in colors. 
Send for folder. 
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When you’re 
up a tree 
—FIBREX 


Fibrex Tree Cable preserves 
uniform line voltage; eliminates 
grounds with their consequent dan- 
gers; cannot become a menace to 
workmen because the fibre armor 
absolutely will not carry dynamic 
or static charges. 


Fibrex is less expensive than ordi- 
nary wires protected by battens, 
insulators or other devices, and tree 
trimming can usually be avoided. 


The non-metallic armor has the 


wearing qualities of steel with none 
of its disadvantages. 


Made for all commercial voltages 
Sample on Request 


SIMPLEX WIRE & CABLE @ 


MANUFACTURERS 


201 Devonshire St., Boston 9 
15 S. Desplaines St., Chicago 
612 Howard St., San Francisco 
120 West 32nd St., New York 


-FIBREX ~ 





THE TREE WIRE THAT PREVENTS LINE LEAKAGE 
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Little Brass Parts That Fit 


Slow, expensive assembling is 
the penalty demanded by the 
little brass parts that don’t 
fit. 


The correct pitch and angle 
of the thread, the tapping that 
is “just right,” the fine forming 
and machining—these are import- 
ant factors in screw machine 
work, for it is the uniform, stand- 
ard product that makes easy 
assembling. 


Eighty-five years of manu- 
facturing have left with us an 
invaluable knowledge of brass 
fabricating. 


More than 10,000 different 
articles are being made in our 
Screw Machine Departments, and 
many million pieces are turned 
out weekly. 


Finish, uniformity and inter- 
changeability characterizes our 
“little brass parts that fit.”’ 


“WATERBURY JMANUFACTURING GOMPANY 
Boston Division of Chase Companies inc. Chicago 
Pittsburgh WATERBURY <i> CONNECTICUT ini 
Philadelphia New York Cleveland 


The Chase Companies of California 


San Francisca 





Los Angeles 
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Double Action — 
to clean cleaner. A 
motor-driven brush, 
plus powerful suc- 
tion. And a ball 
bearing motor that 
needs no oil. 





This picture of the Premier 
Duplex vacuum cleaner you will 
recognize as the one appearing 
for Christmas selling in the big 
national women’s magazines; 
total circulation 6,204,740. Clip 
the ad and put it in your window. 
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Set Your Christmas Quota 


ADVERTISE—we pay for it. Circularize— 
we supply the booklets. Use your windows—we 
will send displays. Set yourself a quota of double 
your last year’s Christmas sales. And pass it, 
with the cleaner that is leading by outstanding 
performance. It is the Christmas gift cleaner, 
because it is the quality cleaner. With a big 
advertising campaign to back it. 


PEemES 


ELECTRIC VACUUM CLEANER CO. 


CLEVELAND, OHIO 


Distributed in Canada by the Premier Vacuum Cleaner Company, Ltd., 
and the Canadian General Electric Company, Ltd. 
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Nothing but genuine plate glass is 
ever used in McLean Units. Ordinary 
sheet glass gives a wavy, distorted ap- 
pearance to goods, but real plate glass 
is as transparent as air. Through plate 
glass, goods look brilliant and desir- 
able. You can see through it clearly 
from any angle. 


Every article shown in McLean Units 
is out in the open where it can be 
seen without the slightest effort. Yet 
. is effectively protected behind plate 
glass. 


Combination of 
Wall Display 
Unit 1341 and 

Base Unit 1200 








USTOMERS sell to each other 

when goods are temptingly dis- 
played in McLean Units. Enthusiasm 
—that great maker of sales—goes to 
work for you when Mrs. Thomson calls 
Mrs. Gregory’s attention to a display 
of beautiful electrical appliances that 
might collect dust if they were not 
effectively shown. 


McLean Units are truly unpaid sales- 
men. ‘They cost nothing, because the 
whole purchase price can be taken care 
of by extra profits, and they can be 
gradually paid for out of earnings. 


Month after month stories come to 
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Photo taken in Kellogg & Bertine’s store, on Madison Ave., in New York 


Unpaid Salesmen 


us of merchants who have doubled, and 
more than doubled, their sales a few 
months after equipping with McLean 
Units. People have been attracted into 
the stores because of their look of up- 
to-date briskness, and have bought more 
than they came in to ask for. 


Incidentally, McLean Units lead to 
economies in buying stock, because no 
shelf-warmer can hide in a McLean. 
Showing your stock makes it quickly evi- 
dent what goods people want. 


3 

Photographs of modern stores and 
units, prices and merchandising sugges- 
tions will be sent on request. 





W. B. MCLEAN MANUFACTURING CO. 
3049 Bigelow Boulevard Pittsburgh, Pa. 


MCLE ‘Al GOOD STORE 


FIXTURES 




















84 


ELECTRICAL MERCHANDISING 











IN THIS 
DIRECTION 
For. 

A whe” 





uo" ee 
eo Seay 


fc = 





Business Is As 
Good As WE 
Make It! 


— 


. Wheat is NOT king. 


. High wages are better than cheap 
labor. 


. Europe can’t wreck our prosperity. 


. Only our own politicians can hurt 
us. 


Las) 


~ YW 


Above are the titles of four advertisements 
through which The Chicago Tribune conveys 
its interpretation of business conditions. It is 
a common human trait for men to imagine that 
others are more fortunate than they. Today we 
have the extraordinary phenomenon of vast 


‘numbers of men with the opposite sort of illu- 


sion. Each one admits that his own business 
is good, but fears that he is about to be injured 
by the contagious influence of other men’s mis- 
fortunes. This series of advertisements will be 
mailed free to any selling organization if re- 
quested on business stationery. 
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OMFORTS, conveniences, pleasures beyond the 
reach of wealth in past generations have become 


commonplaces with the average American. 
Standards of living rise. 


death rate goes down. 


The 


Never has man been so free to seek and win happiness as 


in this nation today. 


We enjoy the harvest planted by 


pioneers who conquered a new continent. We command 
the elements trained to service by science. We repose in 
a security from internal tyranny or external aggression 
seldom experienced by any people. 

Back through the centuries our ancestors toiled desperately 
for food, clothing, shelter and fuel. Only a small minority 


dared hope for much more in this life. 


Even today the 


greater part of the world’s population is hopelessly gripped 
by a struggle for mere necessities of existence. 


"THE ryots of India need little 

clothing or shelter. They slave 
mainly for food. Yet seventy mil- 
lions of them have died of starva- 
tion since Queen Victoria ascended 
the throne. Why can the average 
American with a fraction of the 
physical effort be assured not only 
comforts but luxuries? 


Within the past few years millions 
have died in China and Russia be- 
cause they couldn’t get enough to 
eat, but here in the United States, 
with 6% of the world’s population, 
we raise 24% of its wheat, 41% of 
its hogs, and 75% of its corn. Dr. 
J. Paul Goode has figured that one 
huge modern locomotive and two 
men will do the transportation work 
of one million coolies. 


How stupid is it, then, for labor 
leaders to attempt restriction of out- 
put, or for capitalists to yearn for 
cheap labor. Greater volume of 
production should be the object of 
both. 

Sober scientific study of the world’s 
history, natural resources, com- 
mercial development leads inevita- 
bly to the conclusion that the future 


The Chicago Territory is 


holds for the United States far 
greater prosperity than the average 
man can even grasp. 


On this conviction The Chicago 
Tribune is basing its own policies. 
The present success of The Tribune 
is evidenced by the fact that nightly 
between sunset and sunrise it prints 
and distributes an average of 240 
tons of newsprint. This is a job of 
presswork and circulation not ap- 
proached by any other publication 
on earth. But The Chicago Tribune 
is not resting on its oars. It is a 
paper of expanding markets, of 
faith in the American future. 


Within the past few months The 
Chicago Tribune has increased its 
holdings of pulpwood forests from 
500 square miles to 2,500 square 
miles. It has purchased many new 
presses to handle increased circula- 
tion and advertising. It is erecting 
The Tribune Tower, which will 
probably be the most beautiful office 
building in the world. Within a 
few months it will launch a new 
national weekly magazine. It is 
constructing a mill to make paper 
for that magazine. 


going ahead—in diversified 


manufacturing, in mining, in stock farming, in fruit culture, 


in corn growing, in commerce. 


The Chicago Tribune, 


major selling force of this rich market, is also going ahead. 
We shall be glad to take along with us reputable merchants, 
manufacturers and financiers who believe that “business 


is as good as we make it.” 


The Ubicagyo Gibune 





— 
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“Royal” 









Pull Socket 


Distinguish the Best 
From the Rest 


It is Easy—and Decidedly Profitable 


Specify “Royal” Sockets 


They employ a familiar construction, 
but give unmistakable evidence of 
that nicety of manufacture and per- 
fection of finish that have distin- 
guished all Weber goods for more 
than fifteen years. 


And the Line Is Complete 


6 Socket Bodies 
8 Switch and Rosette Bodies 
20 Caps 19 Bases 








HENRY D. SEARS 


General Sales Agent 
80 BOYLSTON STREET 
Boston Il, MASSACHUSETTS 


District Sales Representatives in 
New York Philadelphia Cleveland Chicago 
San Francisco Los Angeles 
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Why try to “get by” with ordinary cord? 


ORD TROUBLE is the reason for 75% of the 

repair work necessary on electrical heating de- 
vices. And it’s the fear that a device will be always 
needing repairs that discourages many people from 
buying more toasters, percolators, irons and heaters. 


Where Rockbestos Heater Cord is used, cord repairs 
are seldom necessary. Theservice given by Rockbestos 
increases confidence in electrical appliances—increases 
confidence in you and your goods. 


Why try to “get by” with ordinary cord—why in- 
vite kicks and complaints? It’s much better business 
to build a reputation for goods that don’t get out of 
order—for making repairs that last. 


Side-step trouble and use Rockbestos. It is insulated 
with pure, long-fibre asbestos—unquestionably the 
best and most dependable insulation for every purpose. 
It will not crack, crumble or deteriorate with age. 


There’s a style of Rockbestos for every wiring job— 
Magnet Wire, Fixture Wire, Stove Wire, Motion 
Picture Cable and Switchboard Wire. 


Drop us a line for samples and prices on the kind 
you're interested in. 
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ASBESTOS INSULATED WIRES AND C 








Beater Cond ROCKBESTOS PRODUC ee 
Fixture Wire : /+--— — @. =e a ae SS a Switchboard Wire 
Stove Wire Sales Promotion Department D Also Improved 


Motion Picture Cable NEW HAVEN, CONN. Radio Head Set Cords 
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' ANOTHER REASON FOR USING ARROW SOCKETS 














7 gj 


THE ARRO-GRIP CAP 
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This wouldn’t have 
happened with 


ARRO-GRIP 


Note the insurance 
against wire troubles 


with ARRO-GRIP 








Aand AA 















































D and DD | 
No. A-62 


Any Arrow Socket Body will take No. 62 Arro-Grip 
Cap. Use Arro-Grip Sockets for industrial pendent 
work to prevent fraying and pulling away of wires 
from binding screws. 





THE ARROW ELECTRIC COMPANY a . 
HARTFORD, CONNECTICUT 














The complete line of Wiring Devices 
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Line up with the HAAG LINE NOW 


ODA Y—now is the time to decide. Will you or 


someone else profit by the advantages of the Haag 
1924 Contract? 


More dealers than ever before are “lining up with the 
Haag line” because they are confident of quicker, better 
profits,—notwithstanding even the attractiveness of the 
selling price—and confident of their absolute ability to 
more than suit the desires of the most exacting house- 
wife. And back of the beautiful 


- Haag OSCILLATOR 


and in fact the entire Haag line of power washers, stands 
a big manufacturing establishment unique and of a class 
by itself. 


Overhead (for which dealer and user must pay a share) 
is kept to an unusual minimum—for there exists no 
bonded indebtedness, stock, or rapidly accumulating 
interest. Ordinary burdens of this kind are removed in 
the close-knit partnership organization of Haag at 
Peoria. 


Dealers — Write Quickly 


Be first to profit by these facts—and to control 
washer sales in your territory with the Haag 
line—and be sure to ask about our valuable sell- 
ing helps. 


HAAG BROS. COMPANY 


PEORIA, ILLINOIS 


The “Oscillator” is equipped with Haag Auto- 

matic Safety Switch; has heavy seven-sheet 

copper tub, tinned inside and with locked 
j seams; direct drive—90 times a minute gentle 
Neat oscillation. 


Others in the line include Twin Tub; Cylin- 
der; Nu-Way and Blue Ribbon. A type out- 
fit for every demand. 
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en you 6. Is the dust-bag ¢28Y to empty and clean? Has the bag 
e so there only a one-en opening so that you can empty it 
ea when you right in the room, without scattering dust? Can the 
are called to the P bag be washed without injury, OF readily turned 
Only the 9 has this b eature: ce you inside-out without soiling the hands? 
know the 64 ety and convenience of a sel ‘starters YOU The new OHIO ath 
“< be loathe to part with it. Raising the handle a — HIO has such 4 dust-bas- 
only stops the motof automatica y but ena es the U : ; par ; si. : 
cleaner tO stand anywhere without propping: 7- will - “ reall effective oe with the antec 
' : ’ ‘ ; ments: as it the roper too or evet ractica use: 
2. Has really powerful suction? ill it readily pick sted ; yP 
- hai th d litter ad " amb dd d dirt without The unusually strong suction oF the new OHIO makes 
p hatt, reads, !t er, at eep*! edded ot L every attachment eeceptionally efficient. And there’s 
he help of its OF : an attachment for every practical use- 
The new OHI has such tremendous suction. Allthe per . 
motors power is raracentrated an the FAN. The motor 8. Will it clean in corners and along paseboards? 
is not sh pes down to accommacy the brush, which = The new QHIO does: Its nozzle is designed to get uP 
traction” riven 19 the new 10. close to v seeboardss comer? and furnitures yet without 
3, Has i, in addition, a gently t ying brush, ick injuring them 
uP bri = pe BF aout 0 xing less, strhard g. will ic clean st 
i 
ie oo The handle of the new OHIO locks 2 angle re- 
to pus ° quired. can run the new OHIO at the necessary 
he new HIO bh s' gently volving carpet angle to clean stair-risers and other dificult places- 
sweeper, action prus (not ™ wariven) which posi- 
tively will not har even the finest silken rugs- 10. Can its nozzle be easily adjusted? 
‘4, Is it light enough to carry and use easily? The new oHIo can be adjusted © clean lone: OF 
The new 10 is exce nally lig andy to _ short-naP carpets OF pare floors: 
ven 2 small child ca” operate or carr it or F 2 , ; 
Sewn stairs Wit eas 7 , or 11. Has * -_ clectrica connection in the handle such 
; , . , sete , ‘ as switc es and © ectric wiring: 
5, Can it be carried upstairs without spilling dirt? Has * aaa “aio bas 008 : ceil ctions 2r€ 
¢ o ¢ y e § no*- s elec ical conne 1 
an automatic dust-shutter in the throat of the cleaner ® entirelY Sutside its nor den handle This not only 
The new OHIO has an automatic dust-shutter which reassure ose Wh ave un nted fe € electrt 
positively prevents dirt from dropping 0 k on the floor cal d vices» P kes the d very © to get aty! 
when the cleaner is being lifted OF carried. repairs are ever needed. 


y cleaner are treated in the 
k with less effort- write for it. 
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Easy to Install — Easy to Sell 








fevolter 
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Conduit Box and Fixture 
Switches 


are one of those steady selling staples that makes 
money for you in two ways. Every sale means a 
nice profit. Every sale means the making of 
friends, for this little switch gives a new kind of 
satisfaction for fixture switches. 


The Levolier Conduit Box and Fixture Switch 
is a good switch to work with. It is easy to in- 
stall, fits under the canopy or in the conduit box. 
Once in place it is there to stay so far as satisfac- 
tory service is concerned, 


Each switch supplied with 6 feet of linen cord, 


Washer for 
the knock-out of the conduit box also furnished 
without extra charge. 


short chain and composition ball. 


Cat. No. Stem Diam. Stem Length List Each 
61 7/16 in. 3/16 in. $0.55 
61S 7/16 in. 3/16 in. -55 
62 7/16 in. 3/8 in. .60 
63 7/16 in. 3/4 in. .60 


No. 61S for brackets and electrical appliances of all 
kinds where individual control is desired. 


e 
“00 v3 far Orn 


Canopy Switch Hickey 


A combination switch support and hickey. We 
recommend this hickey for use with the Levolier 
Conduit Box and Fixture Switch. 


No. 64 and No. 65, List each.............. 10c. 


Adopt this Switch and Hickey 
and your switch troubles 
will be at an end 








Approved by 
Underwriters’ Laboratories 


exTRA BOX FITTER 
ee 




















No. 61 / d 
6A, 125-V; 3A, 250 V. 
3 Switch - a 
| (Ceres 
- 7 


For Canopies 
For Conduit Boxes 


<% 


4 42 


Showing method of 
installation with 
Wakefield Hanger. 





No. 64 


Put Individual Control 
on Every Light 


There’s a lot of profit in this easy-to-get business, whether 
you do the job yourself or sell the material. 


The Levolier Conduit Box and Fixture Switch is made 
a-purpose for this work. We want to send you a sample 
of the switch and hickey. “Play” with them and see how 
they will fill the bill. Write today for samples. 
















Heavy Duty Putt Sockets 
Heavy Duty Putt Husks 
Conouit Box AND FixTURE 
SwiTcHes 
In-BETWEEN SWITCHES - 
FLusH Lever SwitcHes 
FLusH Putt SwitcHes 
Canopy Switch HICKEY 











PACGILL/' 
MANUFACTURING CO. 


Electrical Specialties Gf Quality 


ESTABLISHED 1004 


VALPARAISO + INDIANA 










Portasce Lamp GuaroSs 

Wine Lame Guaros 

Lamp COLORING AND 
FROSTING 

SOLDERING FLUX 

Basy BLow TORCHES 

Lamp CHANGERS 

CHATTERTON COMPOUNDS 
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In Dubuque 


HE fact that every member of the Appel Higley 

Electric Company, is sold 100% on the Woodrow 
Washer has made it possible for them to sell over three 
hundred of them this year, in Dubuque, Iowa alone. 


One of their salesmen who graduated from “trouble 


shooting” since they began selling the Woodrow line 
recently remarked: 


‘‘What has become of the service calls since we took on the 
W oodrow ?”’ 


C53) 


All Woodrow dealers 
know that every sale 
means another enthu- 
Siastic booster, and the 
profit is sure. Be one 
of them. 


Woodrow Manufacturing Co. 


Newton, lowa 
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Costs less-does more 


O supply complete service entrance and distribu- 

tion facilities with crude, old-time equipment, 
the Contractor would have to install, with suitable 
internal and external connections: (1) A service 
switch; (2) ameter connection and testing block; and 
(3) a distribution cabinet. 

The introduction of the Noark Meter Service 
Switch, combining the service switch with the meter 
connections and testing block, reduced this work to 
that of installing and connecting: (1) A Noark Meter 


Service Switch; and (2) a distribution cabinet. 

Now comes the Noark Universal Service Switch 
incorporating all three elements—service switch, 
meter block and branch block—plus enclosed yet 
accessible load-side fuses—in a single device. 

Central Station requirements are fully met, the 
consumer gets a better looking, centralized installa- 
tion, the Contractor is enabled to furnish a better, 
simpler and more complete installation at a compe- 
titive price. 


The JOHNS-PRATT COMPANY, Hartford, Conn. 


CHICAGO 
PITTSBURGH 


BOSTON 
PHILADELPHIA 


CLEVELAND 
ST. LOUIS 


NEW YORK 
SAN FRANCISCO 


EXPORT DEPARTMENT, 30 Church St., New York, N. Y., U.S. Ae 
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Check the time and the money you’ve spent 
on servicing. 


Consider it not as part of your cost of doing 
business, but in its true light—your servicing 
ate up the profits on how many washer sales? 


More and more dealers are coming to look 
further than the ability of a washing machine 
to wash or a big discount to attract. 


Mechanical simplicity; fool-proof operation; sturdy con- 
struction; such details are attracting the attention of hun- 
dreds of dealers to the G-R-S Washer. 


We build washing machines that are as ever dependable as 
our railway signals, where the lives of hundreds of people 
depend upon the working of a single part. 


If you’re interested in eliminating all un- 
necessary servicing expense, we invite you 
to investigate the G-R-S Washer thoroughly 








GENERAL RaiLway SIGNAL (COMPANY 
ROCHESTER, NEW YORK 


NEW YORK CHICAGO MONTREAL MELBOURNE 
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Hear 
complete offering of 


T-SLOT-SHALLOW-IYPE 


(Omposi tion and Yoreelain 








They |have the “parts,” they have the 
appearance. They have the name—and 
what that says for the workmanship. 





The Shaliow Line o, 
Flush Receptacles sup- 
plements the Shallow 


Button and Tumbler 
Switches—completely 
providing for thin par- 
tition wiring. 


Rugged terminals; solidly anchored con- 
tacts. Neat designs and careful finishing. 
A little pride in the job of manufacturing 
— which the contractor shares in installing. 


But for all of that, the net price is exceedingly 
low. You can use this product of H&H ona 
competitive-bid basis, every time. For cata- 
logue numbers, list prices and the like, write and 


Get the Convenience Outlet Folder 














jy 


THE Hart & HEGEMAN Mra.Co. HARTFORD, CONN. 














December, 1923 


ELECTRICAL MERCHANDISING 



































‘* The covering’s good and wears as it should’’ 


a i 


Rome Weatherproof Wire is made entirely in Rome Mills. 
We handle the copper from bar to finished product, guaranteeing 
perfect conductors. All braiding is made up from long staple 
cotton, wound with even tension, accurately and tightly wound. 
Impregnating is done at exactly the right speed and temperature 
making the braid impervious to moisture. The wire is finally 
carefully waxed and polished to perfect uniformity, smoothness, 
and roundness. Its glossy finish resists abrasion and the elements. 






PN 





ON MLD SLO le 
SOLID CONDUCTOR 


STRANDED CONDUCTOR 


Send for the new Rome Weatherproof Wire Bulletin, 
complete with sizes and specifications, and ask for quota- 
tions. Prompt shipment made from stock. Address the 
nearest office for quick service. 





MARK 
ROME, WIRE COMPANY: Mills and Executive Offices: ROME, NEW YORK 
Diamond Mills: Buffalo, N.Y. Atlantic Mills: Stamford, Conn. 
BRANCHES: 
NEW YORK BOSTON CHICAGO DETROIT LOS ANGELES 
50 Church St. Little Bldg. 14 E. Jackson Blvd. 25 Parsons St * J. G. Pomeroy 


336 Azusa St 
21 8-1. 























96 


ELECTRICAL MERCHANDISING 





Vol. 30, No. 6 











© 





Pa 














Creetings 


TO — GREAT HORTON 


FAMILY 


tae) HRISTMAS would not be complete 
rh +) | here at Fort Wayne unless we knew 
is es that an expression of sincere good 
=t=s==' fellowship and appreciation was go- 
ing forth to every man and woman connected 
with the Horton organization—to you who 


have helped to make 1923 our banner year. 






We earnestly wish it were possible for all of 
you to be with us—to rejoice—to see the 
effect of your good work on our whole organi- 
zation; to meet the men who have labored for 
years in developing the Horton line—and who 
have been made happy through your efforts. 


There is cause for all of us to be happy—we 
who build, you who sell; not primarily in pros- 
perity, nor in leadership, but in the service 
we are rendering to the wives and mothers 
of this great country. We should be glad that 
it is our good fortune to make home work 
easier—to make the load a bit lighter. 


Let us all then, be happy in the glory ot ser- 


vice we are giving and the spirit of this 
Christmas time. 


HORTON MANUFACTURING CO. 
Fort Wayne, Ind. 





FLECTAIC_ WASHERS 
Pioneers for 50 Y. 






































AND _IRONERS 


Gort “Wayne , Indiana 








\ 
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Ghotius WWL- 


lokat- Phew ¢ 


S gifts, electrical heating appliances will 
probably head your list of sales. 





What influence will they have on your 1924 
sales—and on your future business growth? 
That’s the question to ask yourself NOW, 
before the appliances go out. 


You can bank on the best influence, if they are 
all well-designed appliances equipped with 
Nichrome heating elements. 


Nichrome is the heating element wire which 
has contributed so much to the development of 
a healthy electric heating appliance business. 


Even in your popular-priced appliances 
Nichrome will contribute something, for it 
means the utmost service of which any par- 
ticular type of electrical heating appliance is 
capable. 


For 1924, then, be sure that ALL the electri- 
cal heaters, irons, toasters, percolators, waffle 
irons, ranges, etc., that you sell are equipped 
with heating elements made of 


IMPORTANT! NECIAPOL id © 


—The “Business End” of the Electrical Heating Appliances 








wut 

















Nichrome is the reg- 
istered trade mark 


that applies only to DRIVER~HARRIS COMPANY 


alloy products made 
by the Driver-Harris HARRISON, NEW JERSEY 


Company. Chicago - Detroit - Canada « England + France 
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The Back Yard 


Our SUCCESS 
epends upon 
it broad~ 


In every neighborhood a hundred messages fly to and fro 
across back fences every Monday morning. Electric 
Washers are the subjects of a goodly number. A casual 
remark by Mrs. White may be the deciding factor in causing 
Mrs. Black to buy the washer you sell. Mrs. Black may 
continue the good work and in turn influence Mrs. Brown. 
Thus your business grows. The “back-yard wireless” is 
broadcasting for your benefit. 


















Whether it broadcasts for or against you dependsto an enormous 
degree on the motors with which your washers are equipped. 
They must have power to spare and the ability to take 


THE DOMESTIC ELECTRIC 




























December, 1923 


Wireles 


or failure 
the messat 
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casts 





punishment withoui flinching. They must be ever ready 
to start with the snap of the switch and keep going. Other- 
wise Mrs. White tells a vastly different story, and you, the 
dealer, suffer. 


Depend on Domestics. Every Domestic Motor is made to 
order for the washer or other appliance it powers. The 
manufacturer pays for the best and he gets it,—not in a 
“stock” motor but in one with many special features. Feature 
appliances equipped with Domestic Motors and each sale 
will mean a new voice in the chorus of approval that rings 
in the ears of your prospects on Monday morning. 


COMPANY, CLEVELAND (40) 
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For Big Christmas Sales 
.—a QUALITY Cleaner! 














A thoroughly fine cleaner—by a 
famous maker—at a moderate price. 
What could make a better basis for big 
Christmas business? Every point of the 
Liberty’s quality is proved by perform- 
ance. Its maker—the largest manufac- 
turer of electric vacuum cleaners in the 
world—offers the backing of quality 
reputation—the servicing of fifty stations 
throughout the country—the dependa- 
bility of a selling plan that means worth 
while profits. Let us help you plan a 
Christmas campaign for big sales— 
satisfactory, prestige-building sales. 


Performance Points: 
Special traction-driven brush 
Wide nozzle 
Powerful suction 
Low clearance 


Simple and positive nozzle adjustment 


Poahé Poins: ELECTRIC VACUUM CLEANER CO. 
Exceptionally attractive discount CLEVELAND, OHIO 
Exclusive territory 
An advertising allowance for local 
newspaper advertising on every Distributed in Canada by the Premier 
cleaner purchased Vacuum Cleaner Company, Ltd., and the 
Opportunity to discount time paper Canadian General Electric Company, Ltd. 


through our finance company. 
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When your customers it’s time for you to tell 
have cold feet and them to warm up to 
colder radiators Sunbowl Radiators 


The demand for Sunbowls was made with the same thorough- 
never as heavy as it is right now. — going craftsmanship that charac- 


Coalless bins combined with a cold 
winter serve as a Constant reminder 
to your customers that they need 


terizes the entire Simplex line. 
Their sturdy construction com- 
bined with the reliability of their 


Sunbowls. heating units have made the name 
Are you selling as many as you Sunbowl synonymous with all 
can? Think it over! Do you that’s best in electric radiators. 


suggest to each customer that he 
needs a Sunbowl? You should — 


: Somebody in your community is 
reminders will result in sales. 


going to make a lot of money sell- 
The Sunbow! Radiators are in a ing a lot of Sunbowls. Start in 
class by themselves. They are now to sell more. 


A Big Newspaper Campaign 


A nation-wide newspaper campaign is telling 
millions of families how to keep warm with a 


Sunbowl. 


This advertising will help you. Do your part 
by displaying Sunbowls in your window and on 
your shelves. 


Write for our list of advertising helps. 


Simplex Electric Heating Company 
Cambridge, Mass. 


tients Wailea 15 South Desplaines Street, 120 West 32nd Street, 
selling at $11.00 Chicago, III. New York, N. Y. 





Sunbowl! Junior 
retailing at $9.00 
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- PARANITE "== 





The crude rubber used for PARANITE (Eastern plan- 
tation smoked sheets) is pure rubber and so clean that 
most manufacturers compound it direct. To be abso- 
lutely sure, the crude that goes into PARANITE insula- 
tion is washed and worked carefully before being com- 
pounded for use. 


The compounding of rubber with other elements is an 
operation carried on in our mills by men of experience, 
several of whom have been with us nearly all of our 
thirty-two years of wire manufacturing. 


There are three grades of insulation, customarily 
known as “new code,” “intermediate” and “30%.” The 
code requires 20°%% rubber, and all manufacturers add a 
fraction to be sure of complying, but no other strictly code 
wire has as much rubber in the insulation as PARANITE. 


This quality of the rubber and insulation is but one 
of the details that have established the PARANITE 


reputation. 


Indiana Rubber & Insulated Wire Co. 


Jonesboro, Indiana 


Chicago Office, 
810 Marquette Bldg. 
New York Office, 


The Thomas & Betts Co., 
63 Vesey St. 
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A NEW “4 in 1” CARTON 


Now Standard Packing for 4 inch Alphaduct 


Or in individual cartons if preferred and so indicated on orders 


ALPHADUCT COMPANY 
136 Cator Avenue, Jersey City, N. J. 




























Druggist arber 


was made for them! 
Cell ther so! 


There is a big business awaiting every dealer handling SEPCO ELECTRIC WATER 
HEATERS. Wherever hot water is used there is a sales prospect. The remarkable 
success of these heaters in factory rest rooms, summer cottages, residences, soda 
fountains, offices, barber shops, etc., is convincing evidence that the SEPCO 
HEATER is the most sensible, most practical method of having plenty of hot 
water at the turn of the faucet. 


Many other dealers are finding this a lucrative field. Are you familiar with the 
SEPCO line and its possibilities? If not, write today. 


S apenas 
= onéers “ 


SALES OFFICES: 





TORONTO, CANADA, WASHINGTON, D. C., NEW YORK CITY, 
47 Richmond St., E. 2108 R. St., N. W. 145 W. 45th St. 
BOSTON, MASS., SAN FRANCISCO, CAL., —— 
88 Broad St. 63 Second Street 


AUTOMATIC ELECTRIC HEATER CO., WARREN, PA. 
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It sells for $10.00 





Something 
New! 


Thousands of dealers are finding the Violet Ray 
and Vibrator extremely profitable additions to their 
electrical lines. 


So popular are they that we have just brought out 
this new therapeutic appliance—the MARVELITE 
Therapeutic Lamp. 


The results have even exceeded our prophecies. Al- 
ready it has taken hold and made a record for itself. 
It is attracting attention everywhere. Doctors are 
endorsing it, beauty parlors are adopting it, and the 
public is buying it! 


Though selling for $10, it is extremely well designed, 
and made of one piece of aluminum. There’s also a 
smaller lamp, the ““Marvelite Jr.,” which sells for 


only $7. 


Write us at once for illustrated folder 
describing it in detail! 


Here’s 
the most 
profitable 
Violet 
Ray 

on the 
market! 





The most profitable—and no wonder, 
when you consider that its selling price is 
practically the wholesale cost of any other 
outfit like it. 

Complete with 3 electrodes, in silk lined 
case. Can you beat this value? 


$12.50 


LIST 








Eastern Laboratories, Inc. | 
223-229 E. 38th St., New York City 








—£ 




















Wi 
4 

















Two sizes—Three Heat, 12 x 15 
at $7.50, or Single Heat with 
feed through switch, 10 x 12 at 
$5.00—both with two Thermo- 


Stats. 
Class A Construction 
throughout. Nickle 
Resistor wires wound 
mc 


on Asbestos core, cov- 
ered with Asbestos 
braid — no cotton or 
rubber covering. Fin- 
est Eiderdown; Flex- 
ible— guaranteed, 


regular Wolcott 
make. 
















Try Torrid—If your job- 
ber cannot supply you, 
order direct. 


a Og I TOOT OE 
The FRANK E WOLCOTT MFG.CO: 


Hartford, Conn. 


(er eg se 





Pacific Coast Agents. 
Western Agencies, Inc. 
San Francisco, Calif. 
Southern States 
The Robertson Sales Co., Birmingham: Ala. 


Southwestern States. 


The Folsom Company, 
Dallas, Texas. 
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How does this 
S1BE Up 
for Christmas ? 


In your own community—the popular 
price of this many featured piano lamp 
makes its market as big as you want to 
make it! 


Wherever there’s a piano, there is a 
prospect! 


Doesn’t this size up big for Christmas 
sales? 


1. It is neat in appearance, finished in mahogany, walnut 
or ebony, to match any piano. Its fine lines blend 
with the most beautiful instrument. 


2. Slips on and off in a second—no tobls, cannot scratch 
or mar the finish. 


3. Throws a soft light right on the music. Just the thing 
for the modern home, where soft illumination is sought. 
And it slips on a chair or bed as easily as on the piano! 


4. It sells for a price that puts it within easy reach of 
every one—$5.00. 


Striking window and counter sale material, as 
well as practical sales helps, will help you make 
a big revenue on the “‘Play-o-lite.” 


f p (AYOLITE , 


Your jobber can supply you— 
or write direct to 


A. HALL BERRY 


Sole Agent 
71-73 Murray St., New York, N. Y. 
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WAFFLES 


Are your customers 
making them 
electrically r 


TheWHIPALL 
Aerates As It 
Mixes—a Most 
Unique Gift. 





I) ip ¥ Hl, 


Mayonnoise 
Whipped Cream 
Maited Egg Drinks 
Omelettes 
Cakes & Puddings 
Salad Dressings 
Etc., Etc, Ete. 









creD> oe rs 








W 
H 
I 
P 
S 
A 
I 
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Saves the arm tiring, 
beating and stirring 





The WHIPALL 
Serves the En- 
tire Family—a 


Makes the 


Git waffle lighter 
and more tasty 





May We Send Our Sales Manual? 





AIR-O-MIX, Inc. 


Wilmington Delaware 
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A full _ line of 
Violet Ray out- 
fits selling at 
from $12.50 up. 


Now one of the 
most profitable 
of all electrical 
specialties / 

















Dollars and cents talk! 
The Violet Ray has leaped into its pop- 
ularity almost overnight. Dealers re- 
port it to be actually outselling many 
of the most profitable electrical ap- 
pliances! 


Few other single lines are gaining so 
rapidly in popularity and in actual 
sales volume. Doctors, beauty parlors, 
and even the “beauty hints” columns 
in newspapers and magazines, are 
working for you in recommending it 
and popularizing it. 

Remember, there’s mo servicing ex- 
pense on a “SHELTON”! “Shelton” 
outfits embody the most advanced fea- 
tures, and are made of high grade 
materials. 


Our special dealer proposition makes 
these one of the most profitable of all 
electrical specialties. 


Get this special proposition 
and our new catalog at once! 
There’s no obligation, and it 
will show you how and why 
other dealers are making big- 
ger profits. A post card will 
do it. 


SHELTON 
|ELECTRIC COMPANY 


NEW YORK CHICAGO 
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The Ackermann Rotary 
Display Stand 


A find! Lamp dealers everywhere agree that it is. Noth- 
ing ever increased their lamp sales as does this neat, inex- 
pensive display stand. 


And why shouldn’t it? It furnishes the first sales lead. It 
brings your product before the eyes of the public. In your 
window it says: “LAMPS” to the passersby. It reminds 
them of a lamp purchase they should have made, but have 
forgotten about. It turns them into your store while “it’s 
on their minds.” They buy from YOU! 


The Ackermann Rotary Display Stand is neat, attractive, 
compact, takes little room and costs almost nothing to oper- 
ate. You can display lamps of different types and sizes and 
feature new lamps. It also allows you to test each lamp in 
full view of the customer, 

For one-fourth cent a day you can keep your lamp de- 


partment up to the minute, alive, doing a hustling business 
—certainly bigger than you have ever done before. Get one! 


Write for literature and prices today. 


Ackermann Mfg. Co. 


North of Warwood Ave. 


Wheeling, W. Va. 
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Finest products—fair prices 


You want quality—we have it. Steel City products 
are all of the highest quality. 


You want economy—you get it when you use Steel 
City Products. “They save labor on the job. 


You want service—we give it. Distributing centers 
in all the principal cities carry large stocks of fittings 
ready for immediate shipment. No delay. 


You can’t beat Steel City quality nor Steel City 
service. 





Write for our Catalog No. 34-B. 


Steel City C Clectric Ca 


PITTSBURGH 34: PENNSYLVANIA 





























Two New Eagle 
Products 








Patents Pending 


Eagle Patented Vase Adapter 


Converts any vase instantly into a lamp. 
Patented toggle catches on the sides of 
vase and is screwed down tightly. Made 
in B.B. or Gun Metal Fin- 
ish in any size from 3-in. 
plate to 6 in. in '% in. sizes. 


Eagle Glocoil— 


will replace any standard 
burned-out heater unit. Can 
also be used in socket in 
conjunction with the Eagle 
Safety Guard. 


Write for catalog of whole 
Eagle line 


Eagle Electric Mfg. Co. 


Office and Shipping Department: 
38-52 S. 8th St., Brooklyn, N. Y. 
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Free Holiday 
Stamping Offer 


Until January 1, 1924, we will stamp your name, or a 
friend’s name in gold on the front cover of the American 
Electricians’ Handbook. Remittances should accompany 
orders and, of course, books stamped are not returnable. 
This offer is good only unt] January 1, 1924. 


This is more than just a chance to get your name stamped 
on a book—it is an opportunity to get a book so helpful— 
so handy—and so valuable that you will be glad to have 
it made your own in this way. 


AMERICAN ELECTRICIANG Hannpnn 
TERRELL CROFT ~~” 





American Electricians’ 


Handbook 


By Terrell Croft 
823pages, flexible, pocket size, 900 illustrations, $4.00 net, postpaid 


The new, improved CROFT HANDBOOK gives you the latest 
information on practical electricity. It is brimful of those facts 
which every man engaged in electrical work needs to know. 


The Handbook makes it possible for you to do more work—and 
better work—for you have ready for immediate use the best 
methods as well as the tables, formulas, equations and other data 
you constantly need. 


Think how much help you would be able to get from a convenient 
pocket-size handbook that gives you in one book— 

Practical suggestions for locating and correcting both 

motor and generator troubles— 

Clear directions for proper installation and operation of 

motors and generators— 

Explanations of fundamentals of practical electricity— 

Helpful data on transformers— 


All the details the practical man needs on wiring for 
light and rower. 


Just send the coupon with your remittance and your stamped copy 
will be sent. If you would rather examine the book for ten days 
free, send only the coupon, crossing out proposition A. Make up 
your mind to get this valuable handbook, stamped or unstamped, 
at the earliest possible moment—for it really is a very valuable 
book to have. 


wv 





McGraw-Hill Book Co., Ine., 370 Seventh Ave., New York. 


A—Send me the American Electricians’ Handbook with name 
stamped in gold on front cover. I enclose proper remittance. 


(Name to be stamped) 


B—Send me on 10 days’ approval Croft’s American Electricians’ 
Handbook, new Second Edition, $4.00 net, postpaid. I agree to 
remit for the book or return it postpaid within 10 days of receipt. 


soneatatars I am a regular subscriber to Electrical Merchandising. 


Lit. ee ee ee ee ee ee ek ee ea ee ee ee ee ne ee a 


Name of Company 


fs eeeeee sees eee ee ee eee ese 


(Book sent on approval to retail purchasers in the U. S. and 
Careda only.) E.M. 12-1-23 











The Best Fuse Salesman 


Any Jobber Can Have 


A prominent executive of the Woolworth Stores 
recently stated that his company never was interested 
in an article, however excellent, unless it would “sell 
itself.” This is a big point for YOU to consider in 
a choice between different brands of Fuses. 

Take a “UNION” FUSE apart, and you can put 
your finger right on the salient points which enable 
a “UNION” to sell itself. 

Just hand the parts to your customer. He will 
feel the heavy, rugged construction and the extra 
weight of metal in the ferrules and caps. He will 
see the rivets in the knife-blade type, which in ad- 
dition to screw threads, assure a permanent connec- 
tion between the casing and the ferrules; the safety 
valves in the sizes that might require extra vents to 
permit the quick escape of gases; the vanishing link 
with the melting point located in the center, keeping 
the heat of a blowout away from the metal parts; 
the stout, tough, fire-resisting material of the fibre 
case. 

He will have noticed in the first place the ease 
and quickness with which the fuse “came apart.” 

All these things are OBVIOUS 
advantages. They convince. 
They make a customer see for him- 
self that the “UNION” is a fuse 
likely to save him money. 

And, when he tries “UNION” 
Fuses, that conviction of his is more 
than backed up by the way they 
work. Which means REPEATS 
—a steady, regular customer for 
you. 

Of course, “UNION” 
FUSES have the endorsement 
of the National Board of Fire 
Underwriters — the highest 
they give. 

The “UNION” saves more 
than ANY other Renewable 
Fuse. 


CAT Mp 4247 
HICAGD FUSE WG. CO) 


Write for booklet giving 
you further details. 


Chicago Fuse 
Mfg. Co. 


Manufacturers also of Switch and 
Outlet Boxes, Cut-Out Bases, Fuse 
Plugs, Fuse Wire and Automobile 
Fuses. 


Chicago New York 
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SHERMAN GOODS 
LEAD THE FIELD 





U.S. PATENT No.1,144.281 
APPROVED 





SHERMAN SOLDERING LUGS 


are approved by underwriters. They are made in 
sizes from 30 to 1000 amperes, and constitute a 
standard line for use whenever efficient soldering 
lugs are needed. 








The Sherman Ground Clamp is a 
one-piece all-copper article that can be 
used for either solderded or solderless 
connections, It is made in accordance with the latest 
underwriters’ culings. 





TheShermanSetScrew 
Connectors are made to 
accurate size. The number 
on each connector is an aid 
to neatness and efficiency in the stockroom. ‘The screws 
are heavily galvanized, hence rust-proof. The set screw 
connectors are packed in neatly labeled boxes. 








The Sherman Connector is an economical and efh- 
cient device. It is used for the proper fitting of lead wires 
to dynamos, transformers, generators, etc. It is made of 
seamless copper and has over five times the conductivity 
of yellow brass 





Sherman Fuse Clips are made in both the ferrule and 
knife-blade types of phosphor-bronze and special spring- 
tempered copper. They are superior for use in panel 
board and cut-out installation work. 





Sherman Terminals ave inade in a large variety of 
styles and sizes both in sheet copper and brass. ‘They are 
efficient in every way and are very low in cost, being made 
with special machinery in large quantities. 





Sherman Battery Connectors. Copper terminals, 
corrugated to insure tight hold, Extra flexible wire with 
soft cotton Cover. 


| H.B. Sherman Mfg. Co. 


Battle Creek, Michigan 
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Aluminum 
Conduit 


for exacting duty: 


Use aluminum conduit 
where acid fumes in battery 
rooms, flue gases along rail- 
roads and acid in cinder fill 
shorten the life of ordinary 
conduit. Aluminum conduit 
is rustless — it resists the 
action of moist or salt air. 


Aluminum conduit has no 
thin protective coating to 
be broken down by corrosion 
or abrasion. Its wall is 
solid aluminum, the light- 
weight and durable metal. 


Aluminum Co. of America 
Oliver Bldg., Pittsburgh 


OFFICES 
‘ ev Gentlemen: 
Buffalo I am interested in aluminum for............... aoe 


Chicago 
Cleveland 


Aluminum Company of America. 


Dayton 
Detroit 
Indianapolis 
Kansas City 
Minneapolis 
New Haven 
Newark 
New York ee ee eee 
Philadelphia 
Pittsburgh 
San Francisco 
St. Louis 
Washington, D. C. 
Export Sales 
New York 


Please send © Representative. 
O Information 
O Sample. 


pT Serer ere ee 





Please mail coupon to nearest office. M 
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cea 
GUMMON 
Naae” 


Cold Molded Insu- 
lation is essential to 
quality production 
of Electrical De- 
vices. 


“GUMMON” is 
the standard and 
original Cold Mold- 
ed Insulation, made 
by the oldest and 
largest producer. 
Continuously im- 
proved to meet in- 
creasingly exacting . 
requirements. 


Why experiment ° 
when you can get 
“GUMMON” plus 
service and knowl- 
edge’ developed by 
long experience? 


Get our booklet. It 
will pay you to know 
Garfield Insulation. 



































oryMnere 


/ 


Wherever an electrical | 
wiring jok calls for the 
utmost in service and 
quality — there you 
will find Sherarduct. | 





Because Sherarduct 
has proved its superi- 
ority in thousands of 
structures large and 
small throughout 
the entire world. 





Send for literature 











and prices. y, 
National : J 
Metal Molding LZ, 
Company 
1306 FULTON BLDG. 
PITTSBURGH 
Represented in All Principal Cities 
LLM | i law 4 
RIGID CONDUIT 
j ome j J 
I "_F- 
i = F 
iA ae = "iz 
@ URREHEKE 
g 
—_ Psd 











Garfield Manufacturing 
Company 
Garfield, N. J. 








| SHERARDUCT | 


(8) 
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Won't 

Ravel 
Maki 

at the porn 

AN 

Edges Friction 
Tape in our 
modern 
factory. 





Se aeaepepaeaeasas Bess seuss 











oo 5 T APE T ALKS 
An Ideal Mogul Socket 6 Pointers to Profits 


1. Dutch Brand Can’t Ravel 
2. Nationally Advertised 

3. Stays Fresh 

4. In Self-Selling Cartons 

5. High Electrical Resistance 
6. Preferred by Electricians. 


Porcelain base with a heavy cast 
metal cap with 3%-in. or %-in. 
brass bushing. 


It is especially adapted for fixture 
manufacturers where small size 
and the best quality are desired. 





Oo \ \ 7E’VE told you, in each of six Tape 


Talks previously published, why 
DutcH Branp Friction Tape brings 
you increased tape profits. Above we 
have summed up all six DutcH BrRanp 
advantages. Study them. These Six 
Pointers to Profits mean bigger tape 


We also manufacture two-piece 
porcelain sockets with %-in., %4-in. 
and 3%-in. brass caps. 


0 





Among our items of manufacture 


. sales for you. Are you taking your full 
are included: 


profit from DurcH Branp quality and 
advertising? Put our self-selling display 


piel carton on your counter. Four sizes, con- 
Receptacles taining 1, 2, 4 and 8 ounce packages. 
Reeettcs Order from your jobber. Insist on 
Switch Plates DutcH Branp. Use it in your own 
Push Bells work, 


Radio Material 
Electrical Specialties 


The only friction tape advertised regu- 
larly in The Saturday Evening Post 


Write us for information. 


GORDON 


VAN CLeEEF Bros., Manufacturers 
Woodlawn Ave., 77th to 78th Sts., Chicago 


Other Dutch Brand electrical neces- 
sities are: Soldering Paste, Splicing 
Compound Radio Coil Cement. 























a 
a 
‘, 
: 
ELEC. MFG. CO. mS Jape a y 
a for good 
s 
WATERVILLE, CONN. ‘. gf - 
s ‘ a 
s 
M. J. Powers, C. A. Stone, R. F. Sparrow & Co., a” ( \ 
15 Warren &t., 538 San Fernando Bldg., 140 So. Dearborn S8t., a bP 
New York City Los Angeles, Cal. Chicago, Il. ‘. W 
a TRACE Sans MARK 
A. I. Clifford, Northwest Sales Co., R. E. T. Pringle, a . 
507 Odd Fellows Bldg., 364 Warwick Ave., So., 27 Melinda &t., me FRICTION TAP Py 
Indianapolis, Ind. St. Paul, Minn. Toronto, Ont., Canada x .. 
Dickie-Wehner Sales Co. George W. Snarr, Ay ‘. 
1406 Keenan Bidg., 1214 Oliver St., a ‘. 
Pittsburgh, Pa. St. Louis, Mo. a . 
. : 
s ' 
a 
Be ee a en ne eee see eee es ee ee ee ee ee 8 
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Armored Cable Non-Metallic Flexible Conduit 
Flexible Steel Conduit 


Quality Products 


Si / P.S. Write for our vest-pocket 
xe telephone directory. 









tte 4 Bees ‘ 
(] Malt bene WHitieie i) 
i 
iJ 


COR a Se Eastern Tube & Tool Co., Inc. 


itt HAEtesueses) Brooklyn, N. Y. 


ts 
tenet ° 
Heesrs®! 











‘Sturtevant Electric Motors 


Made in fractional sizes 
from 1/20 to % horsepower, 


RENUALL 


The Standardized Elec- 
tric Heating Element 
for Flat Irons 

Here is an item which finds a ready 
and profitable market because it 
fills a real need. Fits all the leading 
makes. Simplifies repair problems 
and makes satisfied customers. Easy 
to install. 110 volts, 550 watts. 


Jobbers send for sample element 
and discounts. 


Fits All Leading Irons 


OGDEN MFG. CO. 


3947 Armitage Ave., Chicago 


D.C. and A.C, 
Ball Bearing 
Long Running 


Particularly well adapted for 


driving domestic appliances and 
small machinery. 


B. F. STURTEVANT COMPANY 
Hyde Park, Boston, Mass. 











Sell Toy Electric A Proven Profit Maker 





Motors Write for Special Introductory Proposition 
FOR CHRISTMAS ’ : 
PRESENTS Excel Electric Fireless Cookers 
They give boys a chance A Superfine Cooker—Regardless of Price 
for creative thought. Put Lowest Retail Prices $19.50 Up 
these motors in your win- A complete line of Electric Cookers, selling under $50. A price 


& 


nd model to suit every need and pocketbook gets the business. 





dow now and not only get 
people into your store but 
make sales. 


LIBERAL DISCOUNTS TO DEALERS 
KENDRICK & DAVIS CO. 


LEBANON, NEW HAMPSHIRE 


No. 44 


can make a living right from the start. Beat competition. 


Specifications 
Chromel “A” wires. Rea) plugs. Belden cords. Vessels and lining 





gS ~=- Dealer Discounts 35% Up 
Fig Big discounts permit you to put on specialty men who 
GED 


pure aluminum. Indiana rock wool heat insulation. Polished and 
2a, nickel plated outside. Highest grade materials used thruout. 


THE EXCEL ELECTRIC CO., MUNCIE, INDIANA 








































wert || 2 FLASHERS 
E. Give life me r "e “3 Compel 
and action “hie attention. 
Bulletin M. S. 25 to Increase 
just off the press. ordinary interest of 
New Features . b 
signs a . passersby 
Latest Developments sues Seadioe ; 
S| 1 Used on 85% of the flashing signs of the country. They 
| a have proved their merit through steady and consistent per- 
<a formance. , 
ry Yor tat oe Una» her Yd at Cae Main Office and Works 
PENN ELEC PRICAL & MANUF ACTURING ¢ J Irwin, Pa. REZRMLEERS 
| Aamanamsasxcstas J Branches: 439 Real Estate Trust 








Bldg., Philadelphia; 113 KE 2618 W. Congress St., Chicago, IIl. 
Franklin St., Baltimore, Md. Makers of Fractional H.P Motors, Color Hoods and Reflectors 








mitt " 
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DO YOU SELL WASHING MACHINES? 


Let the “SOL-SAN” K.D. Steel Tub-Bench 
‘help you! It is doing it for others, why not you? 


Cheap wooden Benches, old chairs or boxes do not help. The 
“SOL-SAN” will. It adds 100% convenience to the Washer 
and “Keeps the back-ache out of Washday.” 


Made of STEEL. Parts Electro-welded. Knocks down or 
sets up without use of tools. Nothing to break about it. 


Write today for prices on one to car-loads. 


DRISKELL BENCH CO. 


172-78 W. Locust St., Columbus, Ohio 













Roller-Smith 
‘Imperial’ 
Relays 


For: 
Overload 
Underload 
Over-voltage 
Under-voltage 
Reverse current 
Oxygen cell work 





What finer Christmas Gift 
for entire family than warmth 
DEPENDABLE in every sense of the word. all winter due to Buffalo Aero 
Over twenty years’ experience is built into Furnace Fan? 

every one. 


Dimensions 9” x 4” x 24” 


Get warmth to every part of house—twice 


the air for same power cost and two profits 
S 
Send for Bulletin AH-550 for dealer—one on fan—another on instal- 


| ’ lation. 
mM, ‘SMITH COMPANY Send now for details 
ul Instruments, Meters and Circuit Breakers 
16 Park Place, GD eae, Poe. Buffalo Forge Company 


Offices in Principal Cities in U. S. and Canada 180 Mortimer St. Buffalo, N. Y. 




















TRADE MARK 


DOLPHIN HEMINGRAY 


A code wire of high quality, known REGISTERED. 
for its great dielectric strength and 


resiliency and used for its dependabil- 


ity and maximum service. TRITON, | I = Sea d K b 
intermediate grade, 25 per cent Para, - n nopos 
and NEPTUNE, 30 per cent Para, are Glass insulators a 


other widely known and used Atlantic used for years 
wires. 





Specify Hemingray for best results 
ATLANTIC Insulated Wire & Cable Company 


Office and Factory: HEMINGRAY GLASS COMPANY 
Stamford, Conn. Established 1848 Incorporated 1870 
: : Muncie, Indiana 











PU CELLLLLLUCECLECULEULCO UL CUUUCU 
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RUBBER INSULATED 
WIRES AND CABLES 





National Electrical Code Standard 
Intermediate (Red) Thirty Per Cent 


Wire built under the direct su- 
pervision of experienced engineers, 
skillfully and honestly manufac- 
tured with one purpose and result. 


Continuous Service 


A-A WIRE CO., Inc. 


General Sales Offices: 50 East 42nd St., 


New York City 
Branch Office: 








Parcelava 


The name of a product best suited for 
Electric Heating Appliances. 


We make clay 
specialties, plain and 
threaded tubes, Re- 
fractory Porcelain 
for Electric Heat- 
ing Appliances. 


“ PORCELAVA ” 
makes the best Pyro- 
meter Insulation. 





' As used on As used on 
Edison Heater a 


BURGESS & COMPANY 


EAST LIVERPOOL, OHIO 


Factory at Wellsville, Ohio 








Factory: 
The Sloan Bidg., Newark, N. J. : 
Cleveland, Ohio 
MT wumuE 
e 
Type “AS” 
Induction 








POLYPHASE MOTORS 


The high power factor of the starting 
current of these motors materially assists 
in holding the voltage during the starting 
period, which insures a high starting 
torque. 


The starting current does not exceed 
245% of full load current. 


THEY KEEP-A-RUNNING. 


Century Electric Company 
St. Louis, Mo., U. S. A. 
Sales Offices and Stocks in Principal Cities 











We Built Our 


Business on 
Quality 


Aprub 
Splicing 
Compound 


and 


Friction 
Tape 


Our Prices 












O.K. 

Splicing 

Compound 
and Black 
Friction 
Tape 

Get it from your Jobber 


Appleton Rubber Co. 


Main Office and Factory 
Franklin, Mass. 


UT) 





‘Saanvayenvessuryuavayeeaceveravenccacesecnvngyuveessancvayanenetnyatt 
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Se 


DEUUETEETEEEEEE 


There are 


QUICK SALES 


in the new improved model K 


“ECLIPSE” 
CLEANER 


Quick sales, large profits and prac- 
tically no servicing are the rewards 
to dealers who are handling this 
new model “K.” It is the best 
model that we have ever built 
—and it does unusually good 
work. Plenty of selling 
points. Features that cus- 
tomers want. Endorsed g 
the “Best All ’round ®& 
Cleaner at Any Price.” 
Write for contract. 










New Model K 


Get Agency Prices at once 


THE ECLIPSE MACHINE CO. 
Sidney, Ohio, U. S. A. 


SPLICING 
COMPOUND 


CHATTERTON 
COMPOUND 





When Certainty 
is a Necessity 


The man who is having electrical installation, 
work done insists, if he is wise, upon only the 
best. The contractor realizes this and is pro- 
tecting himself as well as his customer when 
he uses. 


Clifton Friction Tape 


of whose uniform adhesiveness and_ high 


quality he is sure. 
Write for samples and prices. 


CLIFTON MFG. CO. 
5 Brookside Ave., Boston, 30, Mass. 

















damaged but insured 


VERY Parcel Post Shipment you make is in 

danger of loss or damage. Parcel Post 
Insurance protects you against the many risks 
of transportation. 
There is no red tape. Enclose a coupon from a 
North America Coupon Book with each package. 
It is automatically insured. The entry upon the 
stub is your shipping record. Claims settled 
promptly. 


Insurance Company ot 


North America 
PHILADELPHIA 
“The Oldest American Fire and Marine Insurance Company” 
MAKING SHIPPING SAFE FOR SHIPPEKS 


Insurance Company of North America, 
Third and Walnut Streets, Philadelphia, Dept. E. 12 


|, Le Prt reyes re eye eye ee ee ee ee oe 
CS Ne eee ee eT Ce RR ee 


Pin this cou- 
pon to your City w.ccce cere eeseceerers State .....cccccsscccccccce 
letterhead Wants information on Parcel Post Insurance 








for 
ALL 


Household’ § 
Appliances == 





Look at the 
Gears ! 


Perkins Appliance Co. 
4 Birnie Avenue, Springfield, Mass. 
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The Universal Electric Log 





PATENTED 


} 
( for Christmas 





4 








Dealers will find this beautiful electric log 
Why it sells a profitable Holiday seller. It is a utility; 
Attractive—Use- not a novelty. The present great demand 
ful—Easy to in- for electric fire places gives it a tremen- 
pena yp dous sales appeal. It lends itself to ef- 
—Safe—Clean— fective display and once sold it stays sold. 
Inexpensive ___to No special wiring required. It is 20 inches 
= alae long and 11 inches high. Furnished com- 
lighting current. plete with andirons, lamps and cord. At- 
' tachment plug. It’s a profit maker. Get 
the details now. 


UNIVERSAL ELECTRIC LOG CO. 
3409 Lawrence Ave., Chicago 











Besides the big profit 
onevery LADY MAID 
you sell | 


—every sale of electri- 
cally wired furniture 
opens the way to numer- 
ous appliance sales later 
on. 








Display this latest de- 
velopment in_ electric 
furniture, and demon- 
strate it to your cus- 
tomers. It will attract a great amount of attention, 
and is highly profitable in itself as well. 


Every dealer who wants to keep in touch 
with the new developments will want to 
know more about the “Lady Maid,” and 
the rest of this attractive line. Write to- 
day for details. 


Nichols Electric Furniture Co. 


Bennington, Vermont 














The Motor 
That Needs No 


Servicing 


That’s the motor you'd like best to sell, 
isn’t it?—the motor on which your 
profits would be highest and on which 
you could anticipate the biggest sales. 
Well—you know that most servicing ex- 
pense is due to motor bearing troubles. 
And when a motor has 





It is practically trouble-proof so far as its bear- 

ings are concerned — because these high-speed, 

lubricant-packed, dust-protected bearings will 

run smoothly, sweetly, cleanly, in long months 

of service, without oiling. Think what this 
means, in reduced servicing 
expense and increased cus- 
tomer satisfaction. A booklet 
will be sent on request. 


THE NURMA CUMPANY 
VF AMERICA 


Anable Avenue 
Long Island City New York 


BALL, ROLLER AND THRUST BEARINGS 























Wonder Waver 


NOT A CURLING IRON 


but a real MARCEL HAIR WAVER that every well 
groomed woman will buy on sight. HEATS IN 3 MINUTES. 
Will not burn the hair. The “Wavon” is a big seller—write 
your jobber for discounts. 


“Better still—send your jobber a trial order.” 






For 220-250 


soso Oe MS S50 
FRANK W. MORSE 


289 Congress St., Boston, Mass. 














December, 1923 


ELECTRICAL MERCHANDISING 


117 











Sells Best this 


Time of Year 


RELI ANCE Time Switch 


The Reliance Automatic Time Switch outsells most others every 
month in the year. But right now, when the fall and Holiday 
window lighting season is at its height, it’s even breaking its 
own big sales records 





Wherever you go, store windows are being newly decorated. 
New and better lighting is being installed. And every one of 
these windows offers real possibilities for the sale of a 
Reliance Switch. 


The Reliance throws current ‘‘on’”’ and “off.” It runs 8 days on 
a single winding. With proper care, it gives 100% service for 
years. 

Write today for all the facts on this money maker. Do it now 


while the season is at its height and the chances for profits 
are best. 


Reliance Automatic Lighting Co. 
519 College Ave., Racine, Wis. 








KILLARK Bel! Transformers 






Guaranteed Approved 
by the by the 
Manufacturers Underwriters 


KILLARK transformers are guaranteed. The pur- 
chaser is instructed to return to the factory for 
free replacement any transformer that does not give 
satisfactory service. 


Send for booklet and 


discount to dealers. 


ST.LOUIS 





KILLARK ELECTRIC MFG. CO. 








3940-48 Easton Avenue, St. Louis, Mo. 























The’ ‘ST AR’”’ 


For A. C. and D. C. 
Up to 40 H. P. 


Motors, Generators, Al- 
ternators and Motor - 
Generators in horizontal 
and vertical types. Ball 
Bearings, Interpoles, and 
most modernly designed 
line. 


STAR ELECTRIC MOTOR CO. 


Miller Street and N. J. R. R. Avenue, Newark, N. J. 



























Blectri plies. 

Lighting , we ealers 
should 1b > “our 
copy; st now 
mailing obligation. 


Use _— letter- 


ALTER © CO. 


SELL WHOLESALE ONLY 
OWEN BOUL* CARROLL AV. CHICAGO 
ee 

















Originators—Not Imitators 


«gTANDARIZED, 


COIL 
RESISTANCE 


Dealers! Repair 
your own elements— 
in a jiffy, at a good 
profit! 

Simply cut 14, 12 or 10 
inches for the wattage in- 
dicated on the ‘spool label, 
stretch coil to required 
length and insert in place. 


Made in 2 sizes to meet 
every need—10 feet to the 
spool. 


FLAT IRON 
ELEMENT 
Patent Applied For 

92% of all flatirons with mica-wound ele- 


ments can be repaired by you at a profit with 
the STANDARIZED element. 


Nickle-Chromium resistance used throughout. It will pay you 
to insist on “STANDARIZED” Products. 


Ask your JOBBER or write us. 


INDUSTRIAL HEATER CO. 


6 Reade Street 128 N. Wells St. 
New York Chicago 
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Tebenenececeeeuecncggateiiiny 


Sterling Electric 


Sirens 





A Powerful Noise Maker 
Needed by 


Volunteer Fire Departments and 
Industrial Plants 


An attractive profit for Electrical Deal- 
ers. Used wherever Electric Service is 
available. 


The INTER-STATE 
MACHINE PRODUCTS CO., Inc. 


70 Allen Street, Rochester, New York 











The Best Foundation for Successful 
Washers, Ironers, Oil Burners and 


a Thousand Small Motor Uses — 


GALVIN Motors 


They give uninterrupted service and con- 
tribute quality and economical operation to 
the finest motor driven appliance. 


GALVIN ELECTRIC MFG. CO. 
3314 S. Broadway, St. Louis, Mo. 






































Contractors and Dealers 


——— “Get a Kyle on the Job” 


The Boring 
Machine 


that saves its cost on one 
job by eliminating waste, 
time and labor. THE 
KYLE IS FREE FROM 
BUNGLESOME 
CHAINS — adjustable 
from 4% to 13% ft. 


LITERATURE SENT 
UPON REQUEST. 


Illustration shows im- 
proved machine with 
many new features. 


You can now have this 
money making tool at 
pre-war price. 


A User Writes — 


¢ “Please ship at once one 
Kyle Boring Machine. I 
have had one for three years 
and it has given great satis- 
faction.” 











— 


Order a Kyle today from 
your jobber or from us 
direct, giving us your job- 
ber’s name. 


The Hykon Mfg. 
Company 
ALLIANCE, OHIO 





STORE FRONTS 


Kawneer 









otoTolo lofo lolol olol[ololololofolofor 


Electrical Merchandise is 


Not Difficult to Display! 


Electrical Merchandise is not difficult to display 
if your windows are properly arranged. Kawneer 
solid copper show windows have’ solved the 
display problems for hundreds of , progressive 
electrical stores. If you plan to remodel send 
for our Book of Designs. : 


THE KAWNEER COMPANY 


1404 Front Street, NILES, MICHIGAN 
SEND TODAY FOR BOOK OF DESIGNS ° 
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Secieedlb Sills 


We can ship you from stock, anything in the 
“R C A,” American Blower, and “A B C” lines. 


Merchandise which even the manufacturers can 
furnish only with delay, you invariably will find 
in our stock rooms. 


se kGhity ay Yaz oN nate Casts’ 


mash ey 
Ss i ae 


eRe S ST 


Ses 


WASHING eco 


.s 
<2 


s 
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We feature nationally known, aggressively 
pushed lines backed by the houses foremost in 
the industry. 


LN 


Let us be your stock room! We can also furnish 
you with sales helps, display material, etc. 
May we not demonstrate Latham Service to you? 


E. B. LATHAM COMPANY Y/ 7 
550-552 Pearl St..—96 Worth St. (Block to Block) : wey = American 
Phone Franklin 4870, New York City alia 
AEC ero, — 


ve 
SSeS 


Fase 


gee: Ses 


MOSS 
me roy. 
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RTFORD 


TIME SWITCHES 


of today are better and more 
rugged than ever before 


The special Seth Thomas marine type, eight-day 
movement has been strengthened and improved, yet 
prices have not been advanced. While your resale 
profit has been increased. 














A wide range of capacities and types enables you to 
select just the right Hartford, and that Hartford 
will be the best time switch you can get for your 
customers’ particular purpose. 


Do not experiment! Play safe!! 


Get a Hartford!!! 


A. HALL BERRY 


Sales Representative 
71-73 Murray St., N. Y. C. 


aE 
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Over 8,000,000 Circulation 
for Radiola V 


Featured for Christmas in these magazines for 


‘i | Ip th 1S C, O u /p on December (in addition to the Saturday Evening 


Post double spread). 


ee ae eee ee ae aa ae ae ee NS | a 


American Boy Popular Science 
American Magazine Monthl 


Successful Farming 
Literary Digest 


] y Country Gentleman 
Scientific American Farm Journal 


Radio In The Home Capper’s Farmer 
RADIO CORPORATION OF AMERICA 


Dept. 2071. 


(Address office nearest you) 


. Are you getting all the RCA 
D ealers * sales helpsP Ask for them. 
And put your name on the RCA mailing list 
for valuable information sent out monthly. Mail 
the coupon today. 


Please put my name on the RCA mailing list. 


Coe rere eeeseeseeeseeseeseeeseseeseses 
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wmogapaverad in two colors 
BESRUERA"BED 
“—=witir its captivating 


Saapran 

ney a well-known Satur- 
¥vening Post artist—will run 
ber 15th across the¥center 


read of the Saturday Evening Post. 


It will mean a climax of big Christ- 
mas sales for every dealer who uses 
it well. Put it up in your window 
with a good display. Advertise. ‘Tie 
up. More than two million people 
will see this ad—and stop to read it. 
Bring them—from miles around you 
—into your store. 































iP 
a 
He | 
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Advertising is selling the fun of radio 
and the quality of Radiolas. What 


will you make it do for you this 
Christmas? ‘This ad is YOURS. 


RADIO CORPORATION of AMERICA @ 
Sales Offices: 





233 Broadway, New York 
10 So. La Salle Street, Chicago, III. 433 California Street, San Francisco, Cal. 


REG.U.S, PAT. OFF. 
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We believe that you or any other merchant can best sell 
goods when you know most aboutthem. It was with this 
idea in view that we prepared this cut-away view of a 
Type A Timmons Talker. Wouldn’t it be a good idea to 

show customers this page? 


Except for the adjustable feature and are now ready. We will be glad to 
a few minor details these same talking mail as many as you can use. They 
points can be used in selling Type N = measure 10 x 34 inches. We'll also 
Timmons Talker. imprint your name on our “Volume 
Our gold and mahogany counter signs — without Noise” folder. 


J.S. TIMMONS 
339 E. Tulpehocken St., Germantown, Philadelphia, Pa. 


3—Heavy metal reflecting horn, 1—Reflecting horn is packed 
built up layer upon layer with all around with felt. 
“acousticoat.” Absolutely no 
distortion or false vibrations 
possible. 


9—Finely executed 
Gothic scroll grill. 


10—Bronzed screen. 


5—Extra large diaphragm — 3%" in 
iameter—eliminates any danger 
of shallow tones; all are full, rich 
and well rounded. Diaphragm is 
1/32" thick. Even when operated 
y a power amplifier, there's 
y never any danger of shattering 
‘ this strong diaphragm. This is 
especially important for neutro-. 
lyne circuits. 
2— 


Heavy springs which 
hold the adjusting plate.. 


14—Adjusting plate which moves 
coils and permanent magnet to 
or from the diaphragm without 
rotating magnet system or dia- 
phragm. Through this action 
the volume is controlled and 
adjustment is made to meet the 
various conditions of “B" battery. 


7—Permanent magret made of 
finest steel, especially treated 
to retain its full magnetic 
strength indefinitely. 


11—Adjusting knob has sixty 
threads to the inch. You 
can have exactly the 
volume desired. 


6—Heavy moulded case. 





13— Wires leading to receiver are 
tied in such a way that there 
will never be any strain on 
their terminals. 


, 15—Heavy steel bracket firmly fixed 
, in place and proof against rattle. 








12—Condenser of .01 capacity to 
by-pass high frequency cur- 
rents, so that they will not 
interfere in any way with 


16—Showing how even the 
most minute musical 
sound is gradually am- 


8—Pole faces which operate the di- 
aphragm are ground accurately 


; ei he agn 

plified, firs 4—Minor horn where the the currents operating t to within two ten-thousandth 
horn and Ae ‘4 coed first gradual amplifi- diaphragm. of an inch in fililen to di. 
thrown against the thous- cation takes place. aphragm and each other. 


ands of smal] craters in 


Tete a TYPE A (Adjustable) 


TIMMONS TALKERS 
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How Lively Is Your“B” Battery? 


THIS IS NUMBER THREE OF A SERIES 





Some people buy Eveready ‘‘B”’ Batteries ee “ oo 
oftener than other people. This is because the life of your radio 
each user has different tastes and desires 

in radio receiving. Those that demand 
maximum volume—and to get it use many 
tubes, forcing them to the limit with high 
voltages on the plates—are eager and fre- 
quent buyers of these batteries. 

Others renew them less often. They are 
the ones that are content with smaller 
volume and employ fewer tubes at lower 
plate voltages. 


The Metal Case Eveready 
“B’’ Battery, No. 766. The 
popular 22'%-volt Eveready 
Battery in a new handsome, 
durable, waterproof metal 
case. At all dealers, $3.00 





Eveready “‘B”’ Battery 





Furthermore, every radio user, regardless No. 767. Contains 30 
of the tubes he has, has his own ideas as pi size pe le — 
ie aa ° in the popular No. 3 

to when it is time to strengthen the signals Veltese, 45. Stade 
with fresh ‘‘B”’ Batteries. Some will long especially for sets using 
enjoy concerts that others would not con- pesancngan tion eve — 
. once 99 re s mplifi- 
sider loud enough. Just what is too weak tin Tea ies 
is purely a matter of personal opinion. nomical “B” Battery 


These, then, are the things that deter where 45 volts are required. At all dealers, $5.50. 
’ ’ vn 
mine how long you use your “‘B” Batteries— 


1. The number and kind of tubes. The 
more tubes you use and the greater their 
power, the more current flows from the 
“‘B” Battery and the shorter is its life. 
The “B” Battery voltage. The 
higher it is, the more current flows from 
the battery. 
3. The amount of negative grid bias 
(“C” Battery voltage) on amplifiers. 
The greater the bias, the smaller the NATIONAL CARBON COMPANY, Inc. 


“‘B” Battery current. 
Long Island City, N. Y. 
4. The life put into the battery in the Sinema ti 


first place by the manufacturer, and 
the freshness of the battery when 
you buy it. 
5. The signal strength you wish. The 
smaller the volume of sound you can 
enjoy, the longer you can use your ‘‘B” e ® 
Seca Radio Batteries 


The life of any ““B” Battery you can buy —they last longer 
is affected by the above factors. Subse- 
quent advertisements will set forth each 
factor in detail. 


Eveready Radio Battery No. 771. 
The Eveready ‘‘Three.’’ The ideal 
“C”’ Battery. Voltage, 4% —three 
terminals permitting the use of 
1%, 3, or 4% volts. The correct use 
of this battery greatly prolongs 
the life of the “B”’ Battery. At all 
dealers, 70 cents. 


~ 





Manufactured and guaranteed by 














at a Note: This is Number 3 of a series of informa- 

tive advertisements, printed to enable users to 

Eveready “B” Batteries predominate. There is know how to get the most out of their receivers 

more life in them—they last longer! Blocks of and batteries. Ifyou have any battery problem, 

large cells, packed with energy, made especially write toG. C. Furness, Manager Radio Division, 

for radio use, delivered fresh to your dealer, give National Carbon Company, Inc., 124 Thomp- 

you the most power for your money — power son Avenue, Long Island City, N. Y. Write 

you can use loudly and swiftly, or softly and for special booklets on ‘‘A,’’ “‘B,’’ and ‘‘C’”’ 
slowly, as you wish — Eveready for Everybody. Batteries. 


To the Dealer: Here’s another advertisement aimed to help you sell more 
Radio Batteries. It is running in current issues of Boys’ Magazines; Popular Science 
Monthly; and all prominent Radio publications. These magazines are of supreme 
interest to Radio enthusiasts, and our advertisements are read by millions. 


NATIONALGCARBON COMPANY, Inc. 
New York, N. Y. 


Atlanta Chicago Cleveland Kanss City Long Island City San Francisco 
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Making it~ 
asy to sell 
Crosley Products 


Back of the proven quality of Crosley Radio Receivers and parts 
is the consistent Crosley advertising which is educating the public 
to the merits of these instruments and creating an ever increasing 
demand for them. Above is reproduced a full page advertisement 
that will appear in the December 1st issues of the Saturday 
Evening Post, Country Gentlemen, Popular Mechanics, and all the 
leading: radio publications. It is the first of a new 
series that is bound to bring big results. 


If you handle the Crosley line, you are offering to 
your customers the best known, most successful line 
of radio products ever produced. 


EROSLEY 


Better -Cost Less 
Radio Products 





From the two-tube Crosley Model VI at $30 to the beautiful Con- 
solette Model X-L at $140, Crosley receivers have proven the 
most remarkable sets ever offered to the public regardless of cost. 


The Model X (ten)-J illustrated above is a 4-tube set combining 
one stage of radio frequency, detector and two stages of audio 
frequency amplification. 


Write for Complete Crosley Catalog, sending us the 
name of your Jobber. 


An Enlarged Reproduction of the Page Advertise- 
ment Pictured above will be Sent on request. 


It makes a very attractive Window Poster. 


List prices on our equipment west of the Rockies 10% higher. In Canada add duty. 


CROSLEY MANUFACTURING COMPANY 


POWEL CROSLEY, JR., President 
127 Alfred St., Cincinnati, Ohio 
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MAGNAVOX 
Products 


VERY condition in the 

art of radio reproduc’ 
tion is most successfully met 
by Magnavox apparatus. 


Reproducers 
R2 with 18 inch horn 
$60.00 


R3 with 14 inch horn 
$35.00 


M1 with 14 inch horn; for 
dry battery sets . $35.00 


Combination Sets 


Al-R consists of Magnavox 
Reproducer with 14 inch. 
horn and l-stage Am- 
plifer . . . . $59.00 


A2-R same with 2-stage 
Amplifier. . . $85.00 


Power Amplifiers 
Al-One-stage . . $27.50 
AC-2-C-Two-stage 55.00 
AC-3-C-Three-stage 75.00 

Radio users will be sent 


new 32-page Magnavox Ra- 
dio Catalogue on request. 
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Feature Magnavox Reproducer M1 
for owners of dry battery receiving sets 
fis most successful holiday season in the history of Radio is assured 


to every Magnavox Dealer this year—even compared with 1922 when 
Magnavox was the largest selling major radio accessory. 


There are three main reasons for this favor- To take full advantage of this opportunity 
able condition: First—Magnavox offers the apply to nearest Magnavox Distributor or 
only complete line of radio reproducing and Jobber for registration. 


amplifying units. Second—Magnavox has se- 
cured the reputation of leadership in this field. 


Third—Magnavox extends to dealers the ut- New York Office—370 Seventh Avenue 
most in National Advertising and sales co- Perkins Electric Limited — Canadian Distributors 
operation. Toronto, Montreal, Winnipeg 


MA 


GNAVOX PRODUCTS 


There is a Magnavox for every rece1ving set 






THE MAGNAVOX COMPANY 
Oakland, Calif. 
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14-in. Model for the Home (Light 
or dark-finish Horn). Sells for 


21-in. Model for Concerts (Dark- 
finish Horn only). Sells for 
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MUSIC MASTER carefully carries 


the unusual appeal of the voices of the 
boy choir. 


These voices will cheer the heart of 
many a home-body this Christmas. 
MUSIC MASTER will bring carol- 
ing choirs into thousands of drawing 
rooms. 


Sell that idea to your radio customers. 
Tell them of the delights of owning 
a MUSIC MASTER, the musical in- 
strument of radio, which will let the 
whole family in on holiday broadcast 
programs. 


Sell MUSIC MASTERS as Christmas 
presents! They are worth-while gifts, 
which insure months and even years of 
radio-joy for all! 


See the MUSIC MASTER advertise- 
ment in the December 8th issue of The 
Saturday Evening Post. You know 
what that will do! 


GENERAL RaApio CORPORATION 
Makers and Distributors of High-Grade Radio Apparatus 
CHICAGO S.W. cor. 10th and Cherry Sts., PHILADELPHIA PITTSBURGH 

















RADIO REPRODUCER. 
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Real Value In 
This New Kennedy Model V 


Judged from any standpoint, this new Kennedy Radio Model V presents 
one of the most remarkable values ever offered. 


The tuning unit is the newest development of the Kennedy Engineering 
Staff. It retains all the precision and selectivity heretofore obtainable only 
in the more complicated models—and, in addition, sets a new standard in 
simplicty of operation. After preliminary settings have been made, all tuning 
is controlled through a single dial. Does not “re-radiate”—has the same tuning 
characteristics on different antennae—wave length range, 150 to 600 meters. 


The cabinet is a finished piece of work—both in design and execution. It is 
of mahogany, beautifully proportioned and makes an attractive addition to 
the furniture of any home. The height and angle of the control panel are 
new—its slope permits greater ease, comfort and precision in tuning. Panel 
is of highly polished black formica—dials of German silver. 


Price, complete with all tubes, dry batteries and Kennedy 3000-ohm phones 
with plug $125.00. 


Learn about our exclusive dealer proposition which assures 
Kennedy representatives an increasingly profitable business. 
Write for illustrated literature and full information. 


THE COLIN B. KENNEDY COMPANY 


SAN FRANCISCO 


a T Z | TEL 4 $125. 


SAINT LOUIS 














Nin, more 


RIEL Za 
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All Kennedy receiving sets 
are regenerative. Licensed 
under Armstrong 


Patent No. 1,113,149. 
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The Essence of Simplicity 
K. & C. New “Series Automatic” Phone Plug is Winner 


Costs No More Than Any Standard Plug 
| BUT 


It enables you to add any number of headsets in the 
circuit instantaneously. 


Receiving Set 
t 














No multi-jacks or terminal blocks to fuss with. Just 
“Plug plugs” into each other. 


Moulded bakelite. 


K & C “SERIES AUTOMATIC” PLUG $1.25 EACH. 


Kilbourne & Clark Mfg. Co. 


Head Office & Works, Seattle 


BRANCH OFFICES: 


San Francisco, 591 Mission St. Phone Sutter 40. 
Los Angeles, 1103 W. 10th St. Phone 581-002. 
Portland, 305 Larrabee St. Phone East 6156. 


New York City Representatives ’ 
Steelman, Inc., 24 Murray St. Phone Barclay 7941-2 Can be used with any 


New York City, 80 Washington St. other standard plug 
A HIGH-GRADE COMPLETE LINE OF RADIO 
PARTS FOR EXCLUSIVE USERS 


For 10 soaaaias™ have built radio apparatus for ships, shore stations, Saves Your Time 


KC Your Guarantee . S. Navy, amateur and experimental use. 











“Plug in a Plug” 




















The unexcelled 
performance of Federal 
Standard Radio Products 









FEDERAL 
HEADjSETS 


are used by Radio ex- 


is the audible evidence of the fine 
material and engineering skill which 
go into every Federal part. And the 
Federal guarantee is insurance of 
satisfaction to every Federal pur- 
chaser. 






perts because they are 
Federal Standard. 










List Price 


$7 .0O 


2200 Ohms 


Federal Head Sets are one of 
the more than 130 radio prod- 
ucts which Federal manufac- 
tures and guarantees. 






\Federal Telephone & Telegraph 





Company 
Factory: BUFFALO, New York 
M4 Boston Philadelphia San Francisco 
New York Chicago Pittsburgh 
Bridgeburg, Canada London, England 





Standard R A DIO Products 
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Dubilier means 
good reception 


The name Dubilier is known all over the world. 


It is a name which implies to the radio dealer, 
the radio engineer, and the radio amateur the 
highest standards in design, manufacturing and 
performance. 


Dubilier Devices insure good reception. 


DUBILIER CONDENSER AND RADIO CORPORATION 
48-50 West Fourth Street, New York 


DUBILIER DEVICES 


Dubilier Micadons Dubilier Ducon 
They are the standard, fixed mica The standard socket-plug which 
condensers of the radio industry. does away with the antenna and 
Made in many styles and capacities enables any set to receive from any 
for the requirements of any circuit. electric light socket. Over 300,000 
Price, 35 cents, to $1.50 depending in successful use. Price, $1.50. 





on style and capacity. 





Dubilier Variadon Dubilier Duratran 
The first practical mica variable The one radio-frequency trans- 
condenser. Withstands shocks. No former which amplifies powerfully 
thicker than a dial. Use it to and uniformly over all standard ‘ 
save space. Price, $2.50 to $3.50, broadcasting wave-lengths. Price, @ 


depending on capacity. $5.00. 
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Niect Public Demand—Sell 
US: Tool 


Condensers 


200,000 now in use! That’s how U. S. Tool 
Condensers sell. 


Radio fans know of their range, sensitiveness, 
dependability and demand them. 


Numerous dealers are cashing in on their 
popularity. Why don’t your 


Our discounts are attractive. We can fill your 
order immediately. Quick sales, quick turn- 
Vernier with Knob and Dial over, quick profits. 


Write today for full details, price lists and discounts. 





Made in the following: 1 sa bce re a 
» 201i 4 ate Vernier és is 
1 : be “= - oe 46 Plate Vernier 5.50 list 
21 Plate Regular 2.70 list Regulars furnished with knob 
43 Plate Regular 3.20 list and pointer. 
21 Plate Table Enc. 4.00 list Vernier and table types furn- 
Plate Table Ene. 5.00 list ished with dial and knob. 


Over 200,000 in use 43 
U. S. TOOL COMPANY, INC. 


Manufacturers and Engineers 
117 Mechanic St.. NEWARK, N. J., U. S. A. 


London Agent: Gaston E. Marbaix 
27-28 Anning St., London, E, C. 2 








THE-NEW- FORE 


CHARGER 
So Simple A Child Can Operate It 


CAN’T BE BEAT As A 
XMAS GIFT FOR 
CAR OR RADIO OWNER 


You can’t cash in on this, Mr. Dealer, un- 
less your Shelves are stocked. 


CHARGES ANY 6-VOLT OR “B” BATTERY 





Don’t Delay—Write Today 


Type 1-A . Made by ; 
MASTER FORE Fore Electrical Mfg. Co., St. Louis, Mo. 
Sales Department 
THE ZINKE COMPANY 


1323 S. Michigan Ave., Chicago, III. 
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B rpanSFORMER 


d by 

Manuele au CO, 
“MORGAN 

ADAMS? ne ages 


Yellow and Purple Package 


Paragon Radio Parts—the best radio 
parts on the market—are now avail- 
able in an attractive and distinctive 
yellow and purple package. You are 
familiar with Paragon Parts. You 
know their quality is unquestionable. 
You will find the new package an 
added reason for carrying them. 


The distinctive design and coloring 
of the new package lends itself readily 
to window and general display; will 
brighten shelves, and attract atten- 
tion. It will be as easy to find as it is 
easy to sell. 


The great radio buying public is be- 
ing told to ask for and insist upon 





Dealers: We believe in the proper distribution of Paragon Radio Products. Our Exclusive 
Distributors are particularly interested in territorially protected dealers, who will concentrate, solicit 
and serve the consumer in the sale of Paragon Radio Receivers. If interested, write us for details. 


ADAMS-MORGAN CO. - 14 Alvin Avenue - Upper Montclair, N. J. 


PARAGON 


getting the yellow and purple package 
if they want genuine Paragon Parts. 


Illustrated above is the Paragon 
Audio - Frequency Amplifier Trans- 
former, No. 81, price $5.00, with the 
new container. It reduces tone dis- 
tortion, chokes out scratching, hissing 
and hollow tones and gives the clear, 
full, well-rounded tones essential for 
perfect telephone reception. The four 
terminals are conveniently arranged 
and marked for connection. May be 
mounted on panel or base. Housed 
completely in polished condensite shell. 


An illustrated Catalog of Paragon 
Radio Products Is Yours for the Asking 


Reg. U.S. Pat. Off. 


RADIO PRODUCTS 
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Values RADIO 


at FORD Prices “crm 


The COLUMBIA LINE proves that 
moulded bakelite, green silk wire, and : 
the desire to make the very best instru- 





















ments of today can produce this highest i 
grade line, at popular prices. 


| 

| Nationally advertised and the demand 
| created, COLUMBIA items mean quick 
| 
| 


turnover and greater profits. 





COLUMBIA geared “‘vernier”’ 
3-coil mounting. Moulded of 
genuine bakelite. Your coils 
will stay “put.” Long silk 
leads. A beautifully moulded 


instrument. Licensed under 


q 
: Map DeForest Patents. 
vr mam LL ene a D.. $5.00 
COLUMBIA geared two-coil mounting. One —— a—* 





















ORY PHONE 


LOUD SPEAKER 


*35 


RADIO HEADSETS 


AND 


LOUD SPEAKERS 


Have many exclusive features which make them 


a preferable selection by radio equipment pur- 
chasers. 






you will be proud to mount on your panel. 
Graceful in design. For Flewelling, Reflex 
or Two-Circuit Receiver. Packed in green 


leatheroid box same as 
above. Price........ $3.50 
Columbia friction geared inside coil 


mounting. For those who prefer to 
have their bulky coils behind the 


ae 


The ALL-CIRCUIT variometer 
with split stators, permitting 
Miloplex, Autoplex, Reinhartz, 
- Ultra-Audion, and one, two or 
three circuit hook-ups. Full 
instructions and suggested hook- 
ups for all latest circuits. Genuine 
bakelite and green silk windings 


akelite and green il 
tions. Price... $9200 


Gebeeaaniareicenstel $6.00 


Licensed Duo-lateral wound coils. 
A true COLUMBIA product. Sold 
only mounted in all sizes from 25 to 
1500 turns. Plug terminals insure 
firm contacts. Write for prices on 


the bakelite plugs or full mounted 
coils. 











This preference backed by a sound jobber-dealer 
policy doubly insures distributors of increasing 
and mutual business connection. 





Write today for illustrated literature and further 
particulars. 


CORYPHONE RADIO HEADSETS 


1000 OHM SINGLE RECEIVER, LIST $3.25 
2000 OHM DOUBLE RECEIVER, LIST $6.00 
1600 OHM SINGLE RECEIVER, LIST $4.25 
3200 OHM DOUBLE RECEIVER, LIST $8.00 


CORYPHONE LOUD SPEAKER 


With ADJUSTABLE FEATURE 
LIST $35.00 


CORYPHONE “MASTERTONE” 


THE LOUD SPEAKER, JR. 
LIST $18.00 


CHAS. CORY & SON Inc. 


The World’s Largest Manufacturers of Signaling, 
Communicating and Lighting Equipment. 










For all wave lengths the 
COLUMBIA ALL-METER 
180° Variocoupler fills the bill. 
175 to 2600 meters, bank wound 
properly and wound to stay. 
Moulded rotor, recessed stator, 
and green silk wire; 180° varia- 
tion. 








& p 
Write for literature, discounts, and have 
our representative call on you. 


Columbia Radio}{Corporation 
155 N. Union St., Chicago, Illinois 


ae 
Sales Ofices: CONE 


New. York St. Louis San Francisco 











183-7 VARICK ST., NEW YORK, N. Y. 











Boston Philadelphia Detroit RADIO BOSTON EST. 1845 SEATTLE 
88 BROAD ST. 515 HOGE BLDG. 
PHILADELPHIA SAN FRANCISCO 





THE BOURSE 





11 MISSION ST. 

















Cee x 3 — er 
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Atwater Kent Model 10 Receiving Set 


TWATER KENT Receiving Sets are a truly 
remarkable achievement. Their wide range of 
operation; the volume and clearness of tones obtained 
from distant points, together with the ease with which 
desired broadcasting stations can be tuned in are the 
outstanding features of their unusual performance. 


The infinite care observed in every detail of the de 
sign and manufacture of Atwater KENT Radio 
Instruments assures uninterrupted satisfaction over a 
long period. The reasonable price of these high-grade 
instruments will appeal to your customers. 


ATWATER Kent Radio Equipment embraces a variety 
sufficiently wide to meet the requirements of every 
user:—it includes complete sets and every instrument 





Loud Speaker 


No batteries required 


necessary for the assembling of sets from tuning The tonal fidelity of the 
° ATWATER KENT Loud Speak- 
unit to loud speaker. er sets a new standard of 


clear reproduction. 


Price list and literature describing Atwater Kent 
Radio Complete Sets and Parts on request 











Model 9 Receiving Set Model 5 Receiving Set 











ATWATER KENT MANUFACTURING COMPANY, PHILADELPHIA, PA. 
4931 STENTON AVENUE 
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A Quality Receiver That 
Capitalizes the Popularity 
of the Neutrodyne Circuit 


VAST demand, that has lain 

dormant waiting for the 
proper neutrodyne receiver, is every- 
where aroused by the introduction of 
the Eagle Balanced Neutrodyne 
Receiver. This circuit is now adapted 
to the least experienced user. Realize 
the call in your section for a practical, 
fool-proof, wonderfully efficient, wn- 
reservedly guaranteed neutrodyne re- 
ceiver. ACT quickly. 


The Eagle 


Balanced-Neutrodyne 
RADIO RECEIVER 





Balanced tube capacities, as infinitely 
scrupulous as the balance of a jeweler’s 
scale, frees this Receiver from regener- 
ation, reradiation, and all body capacity 
effects. Greater range, crystal-clear 
reception and easy, positive operation. 
As fine reception for the novice, as for 
the most adept, with the Eagle Balanced 
Neutrodyne Receiver. All tuned cir- 
cuits. Every receiver individually 
tested and inspected from beginning to 
completion. Quality, not quantity, 
production in order to sustain a well- 
respected reputation. 
without reservation. 


Guaranteed 








Write for Booklet TODAY 


EAGLE RADIO COMPANY, 
22 Boyden PI. Newark, N. J. 


ELECTRICAL MERCHANDISING 





Vol. 30, No. 6 











| 
| 











THE 


SONOSHORD 


Pats. Pend. 


Radio Loud Speaker 





The scientifically correct sound produc- 
ing mechanism with sixteen 
exclusive features: 


Balanced magnets. 

Balanced magnetic field of forces. 

Continuous attractive and repulsive field. 

Each impulse is result of attraction and repulsion. 
Multiple magnets. 

Multiple, independent, magnets. 

Multiple, permanent, magnets. 

Magnetic force lifts 8 pounds. 

Angular spacing of magnets. 

Minimum air-gap. 

Ratio of vibration are to air-gap is 12 to 1. 
Parallel vibration of armature. 

Eight points of flux concentration. 

Sixteen paths of magnetic flux. 

More armature surface exposed to flux. 

Natural period of vibration of diaphragm destroyed. 


— non-vibrating, non-sound absorbing 
orn, 


As different in principle from the thou- 
sands of telephone-receiver-in-a-horn make- 
shifts as black is from white—and— 


As far superior in sensitivity, flexibility, 
clarity and volume as this difference in de- 
sign would indicate. 


Immediate delivery on all models in 


THE LINE 





Type C 
Mahogany or 
pike sear 
‘ abinet 
Type B Type D Complete with 
Spun Metal ype phone tip 
Horn Hard Rubber Horn jacks 
$27.50 $35.00 $50.00 


Start by ordering a demonstrator. Future business will 
take care of itself. 


BOUDETTE MANUFACTURING CO. 


Revere, Mass. 























De 
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“INSULATE” 


(Molded Composition) 









3000 
TINNED Copper 
|] terminals 
|| in seven styles 


70 





Articles of any 
Shape Moldea 
to Order 
from 
“INSULATE” 
or 


“HI-HEET”’ 
(Bakelite Corp. Material) 


— Dials, 
2 ( 0! | Binding Posts, 


Caps, Bases, 
STYLES 


Insulators, etc. 
in stock for prompt shipment 





You can’t beat this 


The Assortment The Profit 
: They’re tinned. Easier to 5000 Terminals Selling at 
= solder. Easier to sell. 10c. per doz... . .$41.60 
That’s why it’s so popular. Your cost........ 7.50 
Your margin... ..$34.10 










FACILITIES LARGE DELIVERIES PROMPT Jobbers—uwrite for quantity discounts 

G | C Manufactured by 

GENERAL NSULATE VO. Patton-MacGuyer Co. 
antic Ave. Brooklyn, N. Y. 


Baker St., Providence, R. I. 


Established 1904 
‘oun 


7 














LOUD HEAD | 
SPEAKER SET | 
$18.50 $4.50 








(ROYALFO “we” 


KING OF ALL 


A complete loud speaker of su- 


perior qualities. Will reproduce We can manufacture 
music or speech with no distor- 


tion. d SPECIAL SWITCHES 


No extra batteries required. 
Will operate at one or more For 
stages of amplification. 


Comes complete with 6-foot RADIO USE 


cord. 24-inch high — 14-inch , oe 
bell—Crystaline Finish. 1} with speed and precision, and at 
Loud Speaker Unit with special phonograph attach- =|) economical cost. 


ment, $8.00. Can be attached to any horn or phono- 5 
graph arm. 


We are the makers of the “Royalfone” King of All 
headset at $4.50. 














Let us estimate 
on your requirements 


TUPLE TEE 


Royal Electrical Laboratories a | 
Newark, N. J. Dept. EM = || 


SUCCEED eee 





Martin-Copeland Company 








Providence, R. I. 


| 
| 
a 


WTI LMC 

















Y TITTLE At 


at 








SVELUTE EEA UAEULER EEE ESEETT 
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Just plug it in— 
no extra resistance coil required 


A combination adapter and resistance coil for UV-199 
and C-299 Radiotrons. It fits any standard base socket. 








oer having 18 ohms resistance is embodied in the base. 














In changing to UV-199 or C-299 tubes, it is only necessary 
to connect to a filament battery of proper voltage and ine 
sert this combination Resistance-Adapter. 


It is unnecessary to substitute a high resistance rheostat 
or use an extra coil. The required resistance is obtained 
by using this combination Resistarnice-Adapter in. series 
with a low resistance rheostat (4 to 10 ohms). 


Descriptive Folder on Request 








43 THIRTY-THIRD STREET, BROOKLYN, N.Y. 


EISEMANN MAGNETO CORPORATION 


William N. Shaw, President 




















> 
add hed 





For All Batteries 








HE one charger which recharges all radio 

storage batteries—2-volt peanut tube batteries, 

6-volt A Batteries, 6- and 12-volt automobile 
batteries, and 1 to 4 B Batteries. It’s the new 
Valley Type A B C Battery Charger. 


Plugs into regular electric light sockets. Takes 
about a dime’s worth of current for an average 
charge. 


A lot of people were disappointed last year because 
we could not make enough Valley Chargers. We 
are making more this year, but with the improve- 
ments, they will be in greater demand. Don’t miss 
any sales. Get your order in. 


VALLEY ELECTRIC COMPANY 
St. Louis, Mo. 


3157 S. Kingshighway 














National is now 
making a RADIO 
Frequency 
Transformer 












National 

Audio 
Frequency 
Transformer 
Ratio—3 % tol 
List $4.00 


List $4.50 





The National Audio Frequency Transformer has 
demonstrated its worth and its salability to Radio 
Dealers. The same fine and careful workmanship— 
the same attention to design ard constructional fea- 
tures—and the same excellence of results are to be 
found in this new product—the National Radio Fre- 
quency Transformer. 


It covers a wave length range of 220 to 550 meters. 
Its construction permits the shortest possibe leads 
in wiring—an important point in Radio Frequency 
amplification, 


NATIONAL RADIO AND AUDIO 
FREQUENCY TRANSFORMERS 


Will prove their superiority alongside of the best 
products in the field. \ 


The National Audio Frequency Transformer is 
known to thousands of Radio dealers and users 
everywhere. It is built for ‘‘quality of Reproduc- 
tion rather than maximum of noise.’’ Nationally 
advertised and easy to sell. 


Get full data on these two remarkable radio 
products today. 















National 
Transformer 


——oue's ’ 
National Radio Frequency 


Transformer 
List price $4.00 
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Show them why BAKELITE 
makes A-1 Plugs Better 


Take off the cap and point out the solidly 
embedded rivets that hold the blades so 
firmly that one can twist them off without 
loosening the rivets. 


Explain that the beautiful color and finish 
of Bakelite is enduring and will not diminish 
with age. 


Tell them that the clean-cut milled edges 
will never crumble, and that the smooth 
fitting threaded shell can’t come loose. 


There’s quicker turnover and bigger profits 
for you in Electrical Specialties and Radio 
Parts made of Bakelite. 


BAKELITE CORPORATION 
247 Park Avenue, New York, N. Y. 


Plants 


Perth Amboy, N. J. 636 W. 22nd St., Chicago, Ill. 
Bloomfield, New Jersey Painesville, Ohio 


Pi 













CONNECTIGCGA 


Pel: PLUG? @ 


BAKELITE a val 
* ie Mate ot, Asi MOVire 

Condensite Hard as Ros peat Screws , 

JREDMANOL ES Standoititesy 


are the registered 
Trade Marks for the 
Phenol Resin Products 
manufactured under 
patents owned by 


BAKELITE 
CORPORATION 
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ELECTRICAL MERCHANDISING 187 











VUDIOL, 


Dealers Profit through its 
Record Performance and 





Combination: 


The long range, low-priced tube 
set providing accurate tuning 
and clear reproduction. Quality 
apparatus throughout. Only 
$19.50 retail. 



















The Famois Audiola 
two-step amplifier, em- 
bodying the same high 
quality as the receiving 
set. Can be used with 
the Audiola Tube set or 
any standard detector. 


Get the facts on this big and growing seller in the } 
Radio field today. Write for full particulars on ¢ 
Audiola Tube Set and Amplifier profit building. 


Use the coupon, and sendJit at once—Get Action. 


AUDIOLA RADIO COMPANY 
432 S. Green St., Chicago, IIl. 


I want all the facts on the big chance Audiola offers me as 
a retail profit builder. 
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Pacent 


Plug and Jack Devices 


are neat, compact, efficient—priced high 
enough to insure quality and low enough 
for every one to afford. 


They replace awkward binding posts, ex- 
posed wires, springs, and many other 
unsightly improvisions—and make for 
more convenience and increased effi- 
ciency. 


You should have them in stock. 





No. 40 UNIVERSAL PLUG— 
a perfect plug for every radio 
requirement. Price 50 cents & 


sma. 


DUOPLUG—a quality plug, 
accommodating two pairs7Zof 
phones. No. 100. Price $1.00. 





PACENT JACKS—Ten dif- 
ferent types. Prices from, 60 
cents to $1.00 


MULTIADAPTER — provides 
for connecting of five phone 


plugs into a single jack. ,No. 54. 
Price '$1.50. 


JACKSET—A deluxe multiple 
connection device. No. 5240. 
Price $1.75. 





MULTIJACK—three jacks in 
one moulded unit. No. 4 52. 
Price $1.00. ; 





és 
TWINADAPTER—permits a 


single jack to accommodate'two 


a of phones. No.451. Price jack equipment — takes two 





DUOJACK—converts binding 
posts to convenient plug and 


plugs. No. 53. Price $1.00. 


For further details regarding these and other 
Pacent Radio Essentials, write for catalog, No. 
E-12, and Pacent Sales Plan for Dealers. 


Pacent Electric Co., Inc. 
22 Park Place, New York, N. Y. 
Sales Offices: 


Philadelphia, Chicago, St. Louis, Minneapolis, San 
Francisco, Washington, Jacksonville. 


Pacent 


RADIO ESSENTIALS 
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mu 





—a line of unusual radio parts—nationally advertised—un- 
qualifiedly guaranteed. A high quality line. 
everywhere know HOWARD parts and ask for them. 





Genuine Howard Radio Parts are sold by the best 
Jobbers and Dealers everywhere 


HOWARD RADIO COMPANY, Incorporated 
4250 No. Western Ave., Chicago, IIl. 


Radio fans 


The standardized Rheostat, furnished in three 


resistances, to fit all tubes: 

O26 (Onm RNOOMIAL. 6. 5.6 Os sic ws oes Price $1.10 
PE Cit IOC s 66 sn 0 oo 08 oes 0 oe 0 Price 1.10 
40 Ohi THGCOSIAL. 2... ccc eeseses Price 1.10 
GO ONE FeOONUAG 6 oie.0 oie. a st diocese ete Price 1.10 


The well-known “Howard Micrometer,” with 
instantaneous SINGLE-KNOB CONTROL: 


634 Ohm Micrometer Rheostat....... Price $1.50 
634 Ohm Micrometer Rheostat with 

Indicating Dial. ....0....080.6. 
25 Ohm Micrometer Rheostat... 
40 Ohm Micrometer Rheostat... 
60 Ohm Micrometer Rheostat 





ee ee 


The Howard Potentiometer, with its fine turns of 
constant-resistance wire, epaced to hair-breadth ac- 
curacy, is contributing an important share to the 
splendid results now being obtained with radio- 
frequency sets: 

200 Ohm Potentiometer.............- Price $1.50 
400 Ohm Potentiometer............ Price 2.00 


Accommodates up to six pairs of phones, and gives 
instantly any desired series cr parallel connections: 


Multi Terminal Receiver Plug 








All-American 
Bakelite 
Tube 
Socket— 
base or 
panel 
mounting 
75e 





la ~\ 
for Xmas! 











XY J 





Connect up with our big national 
advertising campaign which _ is 
stressing the gift idea on “All- 
Americans.” 





LL AMERICAy 


Amplifying 
TRANSFORMERS 


Audio and _ Radio 
Frequency Power 
Amplifying — input 
and output trans- 
formers. 












Largest selling 
transformers in 
the world. Al! 
the better 
jobbers handle 
All-Americans. 


All-American Audio 
Fre quency a. 


RAULAND M MreCo. 


200 No. Vn Seo IL 


Pioneers in the Industry 
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Speeding Up Sales 
of 


Radio Terminals 


T hat’s what 
this attrac- 
tive counter 
display is do- 
ing every day 
for scores of 
dealers. 





It contains nine high-grade termi- 
nals in brass, nickel and copper 
types—a variety sufficient to please 
any radio fan. 


The profit is good; get in on it. 
Write for Bulletin 1880 giving 
complete data and prices. 





Belden Manufacturing Company 
Electrical Wire, Cable & Cordage 
2306 South Western Avenue, Chicago 
Eastern Office and Warehouse, Metuchen, N. J. 









































Diamond Weave Variocoupler 


An R-M-C Product 


Seven-eights of windings are in mid air, thus reduc- 
ing dielectric losses to a minimum. 

Diamond Weave Construction reduces distributed 
capacity to a minimum. 

The R. M. C. Variocoupler has a wave range of 150 
to 600 meters. The Variometer is the same size and 
general construction as the variocoupler, and has a 
variance in inductance of 300 meters. 

Outside diameter of primary windings is 4% in.; 
of secondary, 34-in.; extreme length 5% in. 


These R. M. C. products will greatly improve any circuit 
achere a variometer or variocoupler can be used. 


THE RADIO MANUFACTURING CO. 
of Springfield, Mass. 
Dept. E. 97 Dwight St. 


$ including 
12 MICROMETER 
Adjuster 


Here’s the sen- 
sational new 
Berwick Su- 
preme Loud 
Speaker, that’s 
making such a 
clean sweep of 
the radio field. 
The only non- 
resonant, un- 
breakable, 
fool - proof 
Loud Speaker 
with microm- 
eter adjustment, at anywhere 
near its price. 









“Fabrico” horn—special 
Berwick Supreme Unit made 
for loud-speaker use — mi- 
crometer adjuster that tunes 
in accurately with a turn of 
the little knob. Requires no 
battery. Complete—ready to 
plug in on any outfit. And 
guaranteed for one full year. 


Order a sample of this 
wonderful swift-seller to- 
day. Let it “speak for 
itself’—and sing a song 
of “more sales.” 





a ARONA FT SERB 
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Berwick 


Supreme 














“Better than ever,” say 
tens of thousands of the 
Berwick Supreme Head- 
Set users. And it’s al- 
ways been admittedly 
the best. Every part 
made in our own fac- 
tories. Perfectly matched 
in tone—staunchly con- 
structed — handsomely 
finished—and consistent- 
ly advertised. 


Berwick Supreme Head 
Sets should be in your 
stock right now, if real 
radio profits are the goal of 
your desire. 





2200 ohm $5.00 
3000 ohm $6.00 


Just try a sample order of 
Berwick Supreme Head Sets. 
Your smallest initial order 
will mean many “early-and- 
often” repeats. 


TRIANGLE ELECTRO TRADING CO., Inc. 
632-634 Broadway, New York, N. Y. 


Boston New York Philadelphia Washington Chicago Minneapolis 
New Orleans St. Louis San Francisco Los Angeles Milwaukee 
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CUCU DUCE CCUCULUCUC CUCU CUC UL UCUCECUCUL UCU COC UCL ULEC UCL CULULULUCLCULULULULLLLCELUE CULE ULU LUELLA LLL < 





SUE 





AMPLIFIER UNIT 


Catalogue No. 198 - - - - =- $7.50 
(4 ohm) 

Catalogue No. 105 - - - - - 8.10 
(30 ohm) 


Send for Catalogue 


R. MITCHELL Co. 
255 Atlantic Avenue, Boston, Mass. 
Cable Address: SEARDE—Boston 


ELECTRAD PRODUCTS 


are built to meet the increasing. 
demand for popular priced 
radio merchandise, fully guar- 
anteed. National advertising, 
on the complete line, appears 
in all the leading radio publi- 
cations. Write for details of 
dealer's parcel, a new mer- 
chandising idea. Prizes for 
window displays. Ask for 
particulars. 


New Electrad 
Diode . ..$2.00 
Socket .. ..50c. 


Branch Offices: Atlanta,Ga. Pittsburgh, Pa. 
Chicago, il. Huntington, W. Va. St. Louis, Mo. 


Los Angeles, California Philadelphia, Pa. 


ELECTRAD, Inc., 


428-M Broadway, New York 








‘ead-in, neat 
and durable 
40c. 


New Variohm, variable 
grid leak .......¢5e 


Indorarial, 600 ft. 
wire, price. . $1.50 


UT 








= loud speaker, with 5 ft. cord. 
: $2.50. 


“TRUE-TONE” Supersensitive—‘“CONCERT GRAND” 


3000 Ohms 
4 “Tre Y 
SUPER 
. Sooo 


Embodying every fac- 
ying y & Tone” f 
ew SENSITIVE =“ 
We Onms YON 
Si © “a 


tor of scientific design. 
$ List 
3000 


Perfection in Per- 
ohms 


formance and Ap- 
“CONCERT GRAND” Loud Speaker 








pearance. Backed by 
a Positive Guaran- 
tee. 


Liberal Trade Discounts. 




















Horn only fj will take 
Lists for $ 50 most standard 
single units 
“True-Tone”’ single phone unit for 





Non-metallic compo- 
sition horn. Mellow 
and sweet. 


List 
Order—Now 
TRUE-TONE RADIO MFG. CO., 


188 No. La Salle St. Chicago, Ill. 








The 


WYNK~A<LYTE 
FLASHING PLUG 


For Xmas sets and decorations. 
There are millions 
in use 


BETTS& BETTS 


CORPORATION 
635 West 43d St., New York, N. Y. 


¥% Actual Size 























' The following | 
RLM 
Reflector 
Brands 
having been 
approved now 
































sb thi . 
ial Benjamin Quadrangle y 
Cutter Wheeler 

Ivanhoe a 
bd m® 
rs on Electrical 
A ag Testing 
Laboratories 
80th St. and 
East End Ave. 
New York, N. Y. 
naa 











Only reliable products can 
be continuously 
advertised 
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THE PLANT BEHIND IRVINGTON RADIO INSULATION 


Devoted exclusively to the manufacture of high-grade varnished 
insulation. Supplying 75% of all insulation used in the electrical 
industry today. ; For use in Radio work, we make Flexible Var- 
nished Tubing. , ‘‘Cellulak’”” Tubes, Varnished Cambric, Papers 


and Silks. 








Plant of #* 
The Irvington Varnish and 
Insulator Co 






“Irvington” in any form stands for perfection, dependability. 
lasting service. 


Write for samples and prices. 


Sole Selling Agents for 
Harvey Enameled and 
Cotton and Silk Cov- 
ered Enameled Wire, 
Sizes 20 to 40. 


Irvington Varnish and Insulator Co., Irvington, New Jersey 


Mitchell-Rand Mfg. Co., New York 
T. C. White Electrical Supply Co., St. Louis 
E. M. Wolcott, Rochester 


Sales Representatives: 


F. G. Scofield, Toronto 


L. L. Fleig & Co., Chicago 
Consumers Rubber Co., Cleveland 
Clapp & Lamoree, Los Angeles 





ACOUSTICOLA 


Ss 





Loud Speaker 


Phonograph 
Attachment 


$1000 


makes a _ high-grade loud 
speaker of any phonograph. 
Extra large size. Wonder- 
ful adjustment lever tones down local stations and strength- 
ens and clarifies weak signals from distant stations by 
instantly increasing or decreasing distance between poles 
and diaphragm. Just like focusing a camera. 


ACOUSTICOLA “tnéer4 


Same lever equipped, giant size unit with 
$22.50 


non-metallic horn, 2134 inches high; bell 10 

inches wide. 
ACOUSTICOLA GRAND 

With C Alumi VIBRATIONLESS 

ecidn wie aoe loud speaker. $35.00 


TRIMM HEADPHONES 


“Professional” “Dependable” 


$7.65 $5.00 





Write for folder. 


Trimm Radio Mfg. Co., 


Dept. 62, 24 S. Clinton St., Chicago 





With every Trimm product we give a LIFETIME Guarantee. 








f 


where 










very 








Instant 
Change 


PLUG 


Do you know the tremendous hit this new plug is making? 
Practically every set owner will ultimately buy and use one 
or more of these plugs. Don’t lose these sales. No other 
plug is as good looking, handy, convenient or as quick to 
change from one set of cables to another. Phone cables con- 
nect instantly by just shoving them in. Disconnect instantly 
by merely pressing triggers and pulling cables out. No tools 
required. Perfect contact. 


Write today for particulars and prices. 


WESTON ELECTRICAL INSTRUMENT CO. 
181 Weston Ave., Newark, N. J. 
Branches in All Principal Cities 


WIES TON 


STANDARD ~The World Over 





Electrical 





Since 1888 











SU 
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Wait till 
you 
see it 








Vol. 30, No. 6 











SOUND-RITE 


LOUD SPEAKER 


List $13.00. Will easily 
match up in clearness 
and tone quality with 
any on the market listing 


from $25 to $30. 


Complete with loud 
speaking unit. The ideal 
loud speaker for the 
home. 


The Home of 





Sound-Rite Radio Products 





SOUND-RITE 
RADIO RECEIVER 


An efficient receiver, and on this 
first unit alone broadcasting 
may be received on all wave 
lengths from 150 to 600 meters. 
Price of the tube set alone, 
without phones; tubes or bat- 
teries, $20.00. 


LITE-RITE 
LAMPS 


A full line — automobile, 
candelabra, tungsten, nitro- 
gen and standard. 

If it is an incandescent 
lamp of any description we 
have it. Quality and work- 
manship our first thought. 

Exclusive territory open to 


JOBBERS. 


SOUND-RITE 
2-STAGE AMPLIFIER 


With the addition of the Am- 
plifier, the receiving range is 
greatly increased. These sets 
take any standard base tube. 
Price of 2-stage amplifier with 
connecting links but without 
tubes or batteries $25.00. 





Write today for full details 
— particularly attractive 
discounts to JOBBERS and 
DEALERS. 


THE LIGHT-RITE CO., Inc. 
165 Bloomfield Ave., Bloomfield, N. J., U.S. A. 








is 


trademark 
is on all 








RADION 
Panels 


Absolutely; guarantees you the 
lowest phase angle difference, 
the lowest dielectric constant, 


the 


highest resistivity and 


supreme moisture, gas and acid 
repelling properties. 


Eighteen stock sizes: 


6x7 
6x21 
7x12 
7x21 
9x14 
12x21 


6x101, 6x14 
7x9 7x10 
7x14 7x18 
7x24 7x48 
10x12 12x14 
14x18 20x24 


American Hard Rubber Co. 
11 Mercer St., New York — 


i ee ee ee Oe ee 
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TRADE MARK 


AUDIOPHONE 


AEG. VU. S. PAT. OF ICE 




















Price $25 
F.0.B.Waterbury 




















K 
lm 


Let the New Year bring 
you Bigger Radio Sales 


Turn the growing demand for better and truly distortionless loud speakers into 
generous profits. 

Your sales will be increased and many satisfied customers will be added to your 
list if you carry a line of BRISTOL’S AUDIOPHONES that serve to make 
radio more enjoyable by their clear reproduction. 

‘ BRISTOL’S AUDIOPHONES are complete and self-contained. No separate 
battery or other accessory is required. Ready for immediate connection to any 
receiving set. Positively unexcelled in tone quality—every word is distinctly $32.50 for our 
heard, with every variation in pitch and timbre. Made in sizes to meet outdoor, Audiophone Sr. 
auditoriums, lecture halls or small room requirements. The selling prices are 


Price 
popular. $22.50 for our 
BRISTOL’S ONE STAGE AMPLIFIER pAudiophone Jr. 
is an ideal and trouble-less way to get that extra volume from any two or three stage 

amplifying set. Does not howl. Needs no separate ‘‘A’”’ or “B” 


: battery. Makes long 
distance receiving easy. Adapted to use with the AUDIOPHONE. 


Act now! Write for a free demonstration and an attractive proposition 
for dealers. We are ready to serve and help you increase your profits. 


The Bristol Company, Waterbury, Conn. 








Micro-Tune 


Guts the halin Monit 


Because this brand new principle in vernier con- 


Sent on Memo struction doubles selectivity, doubles flexibility of 


blade type, and doubles fineness of tuning, you can 
know that the station wanted will come in loudly 





and clearly, eliminating unwanted stations. This 
is a decided improvement and people have been 
quick to appreciate it. Jack Binns, famous radio 
authority of the New York Tribune endorses 
Micro-Tune. Sales are heavy. 








We want you to know Micro-Tune. We want you to see for 
yourself the great sales possibilities. Get one today. Show it 
to your customers. It’s radio’s biggest sales success. 


The Fett & Kimmel Company 
Bluffton, Ohio 
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Connector Plugs 
Cords and Plugs 
Tu-Lite Plug 


Luminous Indicators 





Radium Seelite 
dhesive 
Locator 


Seelitew 
@ 


Hac ' 
Indicators 
; the N t 








Rheostats 
Potentiometers 


Our new factory has tripled 
our production capacity. 


Our New Line of Radio Switches 


T. C. Smith & Company 
3907 Powelton Ave., Philadelphia, Pa., U.S.A. 





RADIO 


Series Parallel Switch 
Single Tap Switch 
Double Tap Switch 
Knob and Dial 

Bezel 

Resistance Units 




















The same parts 


a high place for the 


are available for | “Ret 


which have won such 


MELCO-SUPREME 


TUNED RADIO FREQUENCY RECEIVER 





Melco-Supreme 
Radio-Frequency 








your “specialties”’ 
trade! 











Variable 
Rheostat Compensating Condenser 


Vernier Condenser 
Tube Socket 
p a bigger “spec” 


portunity for paagereyg ke the thorough- 


Here is your oP rhe very parts that ma 


jalties” trade. ” 

bred “Meleo-Supreme! d priced to assure you a good 
: tised—an 

Extensively adver 


hanical 
in of profit—Guaranteed —" as ie = 
at ty. 
SS aaa, accuracy and gers a ; 
iphold the reputation of your . 
terature and discounts. 


Write for our complete li 


AMSCO PRODUCTS, INC. 


irbanks Building - 
ae Streets New York City 
Dept. E. 


Broome and 





tt 
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Performance Counts 


It Sells the T-B-H Head Sets 


For crystal clearness and unusual volume of the tone reproduc- 
tion, the T.B.H. Headset can’t be beat. Let your customer slip 
one over his head and actually hear it. He will also be im- 
pressed by its lightness. 


Point out the other special features. The perfect coils and 
rustproof diaphragms, aluminum cases, etc. 


These special features are selling T.B.H. Sets fast. Once sold, 
they stay sold. 


Boost Xmas sales with a sample demonstra- 
tion set. Write for it today, and get with 
it our attractive discount schedule. 


THE T-B-H CORPORATION 


Dansville, New York, U. S. A. 





What is your answer 


To the Radio customer who asks you for the better 
grade of instruments? Price is a minor considera- 
tion with that type of buyer—he’s looking for satis- 
faction. He wants apparatus that’s designed by 
radio engineers, equipment that will give him a 
little better service, a little greater value—instru- 
ments that bear the General Radio Company’s name. 
Eight years of experience in Radio design and manu- 
facture, and a@ genuine guarantee, protect dealers 
who sell the General Radio Company’s products. Get 
,our proposition. Send for our dealers’ Catalog M. 


5358 




















Radio That Builds Sales! 


The King 


Moulded in 


of the Air 


Bakelite 





Eagle Radio Mfg. 
Co.’s Products meas- 
ure up to the highest 
standard — just the 
line to build a per- 
manent radio busi- 
ness—a line that cre- 
ates additional sales. 


















The Eagle line includes 
variometers, vario- 
couplers, sockets and 
dials — every one a 
product of merit. 


With this line you can 
meet every need 


As factory representatives we 
have brought together a com- 
plete line of as high a grade 
of products as are manufac- 
tured — “‘B” Batteries, Con- 
densers, FORD MICA Trans- 
formers, TUBES, etc. 


Bell 10” ~~ Each article is PRICED RIGHT. 
a Our catalog gives full details— 


List PRICE $790 ils. Write for it today. 
H. W. Berns Co. 


Factory Representatives 
672-A Bréadway 


Height 22” 


Brooklyn, N. Y. 











StrombergCarlson 
— EQUIPMENT 


Head Sets, 
Jacks, Plugs, 
Cords, 
Condensers, 
Microphones, 
Audio Frequency 
Transformers. 





No. 1-A 
Loud Speaker 













The No. 1-A Loud Speaker 
and No. 3-A Audio Frequency 
Transformer are new members 
of the Stromberg-Carlson radio 
equipment family. 





They are made of high quality materials and 
with the same technical skill which has char 
acterized Stromberg-Carlson products for 28 years 


Write for Bulletin 1029 E. M. 
describing our line of radio equipment 


Stromberg-Carlson Telephone 


Manufacturing Co. 
Rochester, N. Y. 


Head Set 
$5.50 
Retail 
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onl os eh er 


ry? Charge 
Charges all types of auto. 
radio and B-storage bat- 









teries over night for a 
nickel. Perfected operat- 
ing principle and improved 
construction eliminates all 
trouble. Over 125,000 
now in use, 


DEALERS— 
JOBBERS 








Write for Gold 
Seal proposition 
and liberal trade 
discounts. 


THE AUTOMATIC ELECTRICAL DEVICES CO. 
134 W. Third Street, Cincinnati, Ohio 
Largest Manufacturers of Vibrating Rectifiers in the World 























AJAX QUALITY RADIO PARTS 


(St. Louis) No. 18 Multi Plug for Jacks. List $2.00. 


No. 18-A Connector for Binding Posts. 


List $1.75. One to Four. 


Always in series without any extra 
loops or parts of any kind. 

Patent Pending. 
Nothing Else Like Ajax Multi Plugs 
and Connectors. 

AJAX—B.P.BS. 
Insulated Top. For one or two Termi- 
nals—any kind. List $7.50 per 100. 


LIBERAL DISCOUNTS—wWrite for New Fall Prices on Complete 
Line Radio Parts. 


AJAX ELECTRIC SPECIALTY CO. 
1926 Chestnut, St. Louis 











AM 


Here is PRICE—PROFIT and real VALUE—brings 


Demand and Satisfaction 
COMPLETE SOLDERING OUTFIT 


Retails for $2.00—costs you only $1.39 
in packages of 6 


Outfit includes copper soldering iron with 
Nichrome wire heating element. Complete with 
cord and plug. In individual cartons, as illus- 
trated, with solder and soldering paste ready to 
use. Guaranteed 1 year. 





Write today for quantity and jobber 
discounts 


Bleadon-Dun Co. 


213 S. Peoria St:, Chicago, III. 











| FROST-RADIO 
' The quality and price both 
speak for themselves 





i oe “iS HIS new fROST-RADIO 
4 ) 199 Adapter at 50c is of 
Hi an a quality usually as- 


sociated with a much higher 
list price. Genuine maroon 
moulded bakelite, polished fin- 
ish. Nickel plated contact 
prongs and springs. Converts 
standard base socket to one 
Suitable for C-299 or UV-199 
tubes— the new and popular 
dry cell tube. Has knurled 
edge enabling easy removal 
from socket. When your cus- 
tomers see this FROST-RADIO 
Adapter they will agree ,jts 
price and quality speak for 
themselves. Order stocks to- 
day from your jobber. 
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Maroon Bakelite 
Adapter for C-299 
UV-199 Tubes: 50c 


BSS 
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HERBERT H. FROST inc. 


| 154 West Lake Street, Chicago 
i 550 Gates Bldg., Kansas City, Mo. 
30 Church Street, New York 
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A New Discovery! 


Extreme Super-Regeneration 


is obtained without noises through 


FRESHMAN 


Variable Resistance Leaks 


by connecting between plate and Grid 
of the tube as disclosed by the sensational 


New Kaufman Circuit No. 2 


























Only the 
Knob > 
Shows on ita iF 
the Panel ge Tae 
[Ww Yor Hyd, No ; ; 

Absolutely Y aes Z 
No Pencil d 

PANEL TYPE Markings BASE TYPE 


Freshman Res‘stance Leaks are especially built for use as tuning 
instruments. Construction is such that they will withstand unusual 
usage. Freshman Leaks give an unbroken range of 180 degrees from 
0 to 10 megohms. Absolutely guaranteed. 


Either Type 


Complete with either .00025 or 
-0005 mfd. Mica Condenser. . "$1.00 
Without Condenser............. -75 





Dealers: Discount 334% on all orders totalin $15.00, 
figured at list prices. Delivery charges prepaid, Write 
for quantity of circulars on Kaufman Circuit—Free. 


(fas, Freshman (5, nc. 


Wadiol Gondenser 0 Mucts 


106 SEVENTH AVE., NEW Y 
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LUMINAIRE 
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Cora Glassware and 
a sales plan that is 
bringing results 





With Rarely a Miss 


QUIPPED with Cora Glassware, of 
national renown for lighting effi- 
ciency and beauty, this most striking of 
Luminaires has won tremendous sales 
in every community where it has been 
introduced. 


Not only the Sales Campaign, but 
also the quality of the new unit itself, 
have been the means of making each 
sale bring another as well. 

Install one Duquesne Luminaire, 
and its sales travel from kitchen to 
kitchen with rarely a miss, all up and 
down the street—like the boy delivers 
the morning milk. And once instalied, 
it quickly proves itself as necessary. 

In ‘“‘the workshop of the home”’ the 
housekeeper of today demands equip- 
ment and lighting on a par with the 
most efficient workshops in other lines. 
It is an opportunity for you rich in 
profits and sure action. 











NEW YORK, N. Y. CHICAGO, ILL. PORTLAND, ORE. 
15 E. 18th St. 17 N. Wabash Ave. 233 Sherlock Bldg. 


Visit our Display Rooms in New York, Chicago, Boston or Detroit 


Follow the Plan 


peg and proved, and in action today, 
the Sales Campaign Plan is bringing 
results, in volume and speed, beyond expec- 


tations. 


It has made the Duquesne Kitchen 
Luminaire one of the outstanding successes of 
today. The quality of this new unit, with its 
Glassware of Cora, is assurance of its con- 


tinued success. 


You will went to be in on the results that 
this plen is producing. Write, wire or tele- 
phone for sample — get the detzils of the 


Sales Campaign Plan. 


Consolidated Lamp & Glass Company 


CORAOPOLIS, PA. 


LOS ANGELES, CALIF. BOSTON, MASS. DETROIT, MICH. LONDON, ONT. 


351 Pacific Electric Bldg. 164 Federal St. 518 Brush St. 113 Wortley Road 
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Ample Facilities for All Needs 


It’s a long step from a simple ceiling light 
costing a half-dozen dimes to an elaborate 
cathedral chandelier costing several thousand 
dollars, while in between are thousands of 
fixtures for various lighting requirements; but 
all of them are made in the Beardslee plant 
and Beardslee advisory service or selection 
and installation is available to all Beardslee 
dealers on request. 


Briefly: no matter what the dealers’ require- 
ments are, whether a thousand simple brack- 
ets, complete equipment for a home, or one 
large, ornamental design for a_ cathedral, 
Beardslee is prepared to meet the require- 
ments at prices consistent with quality and 
workmanship The few pieces illustrated on 
this page do not in any measure portray this 
diversified service, but they do show some of 
the lines that are easily merchandised. 


Minuets for Bed Rooms 


One of the popular Minuet 
designs used in bed rooms 
and small rooms. It is 
regularly furnished in a 
combination of two finishes 
using colors that may be 
chosen to harmonize with 
any particular color scheme, 
Brackets are made to match. 





M—0104 


Low Price Utility Bracket 


A utility bracket always car- 
ried in stock with many other 
designs shown in Catalog S-6. 
There are almost innumerable 
uses for this type of low priced 
bracket. Some dealers’ buy 
S6—366 them in hundred lots. 


Useful Ceiling Light 


This simple ceiling light, al- 
though often used in unimport- 
ant locations and enjoyed an 
enormous sale, has contributed 
more than its share in the build- 
ing of Beardslee’s reputation. It 
is low priced, always carried in S6—256 
‘stock and may be equipped with 

the Beardslee quick acting holding bar for 
easy installation. See Catalog S-6. 
















The Carton Line 


This is one of the 
Beardslee “C’’ or carton 
line of fixtures, carried 
in stock, packed in in- 
dividual shipping car- 


tons, ready for immedi- 

Gatates, ate shipment. The com- 
co plete line including de- 
C—169 signs for every home 


lighting requirement is 
illustrated in Catalog 
C-1 and may be ordered 
through your jobber. 


Each chandelier and 
bracket is completely as- 
seinbled and wired and, 
with the nec- 
essary glass- 
ware or can- 
dles, is packed 
in one strong 
shipping car- 
ton — plainly 
labeled, 





p 


All of the exposed metal parts of “C” line 
fixtures, such as canppies, chains, hooks, bodies, 
sockets, husks and arms, are made of solid, 
heavy gauge brass and are given a true 
metallic finish—an antique sand blast with 
polished high lights which retains its lustre 
indefinitely. 


i 





The Sheraton 


Since their inception, 
Sheraton designs have 
proven exceedingly pop- 
ular for the better class 














of homes. The one P esonrna ed 
sketched is often pre- bs 
ferred for dining rooms. M—li1 


Note particularly the 
light and graceful ap- 
pearance of this design. 
Brackets to match it 
and other designs are 
shown in the Sheraton 
and Minuet 





book. 
Several of the 
model elec- 


trical homes Wil 

in various P 
parts of the 
country have 
been equipped 
with Sheraton 
designs which 
have invari- 
ably won 
favorable 
comment. 







Glassware Stock 


Many dealers are 
happy to know that 
} Beardslee Page ge a 
f large stock o u- 
ir yyy 
Ma Wy YY minating glassware 
WY in Chicago. This 
iP service has ot hoe 
exceptionally helpfu 
ee to dealers since all 
of the patterns illustrated in Catalog S-6 are 
constantly in stock. 


Bracket for Shaving 


Regularly finished in polished nickel 
and having a porcelain pull socket 
within the candle this bracket looks 
good in bath or kitchen. There are 
others shown in the utility section 
of the Sheraton and Minuet book. 


Not Cataloged 


The back plate of this 
bracket is a fine example of 
ornamental cast brass— 
regularly furnished in Sher- 
aton gold and black finish, 
the basket of flowers being 
in colors. Chandeliers, ceil- 
ing designs and brackets in 
this line are not cataloged 
but dealers may have 
photographs on request. 
All Beardslee salesmen can 
show them. 


A Porch Aristocrat 


There is nothing distinc- 
tive about a porch ball but 
here is a real bronze metal 
bracket at a very reason- 
able price which will set off 
any porch or entry to ad- 
vantage. Plate 386 of 
Catalog S-6 shows this and 
other porch lights made of 
bronze. 















A Price Beater 


When finished in white 
enamel and equipped with a 
pull switch the small size of 
this ceiling piece makes a 
kitchen light hard to beat 
and especially so at the price 
quoted. The 12”, 14” and 
16” sizes. are excellent for 
commercial work. Ask for 
descriptive circular and dealer prices. 





E23—347 





Light the Kitchens 


Famous as _ the _ original 

= light for ‘‘The Workshop of 

the Home.” It’s a small 

model of the regular Den- 

zar shown in Catalog D-7. 

A Baby Denzar on every 

home lighting job turns 

No. 475 customers into friends—in 

Baby Denzar fact a_ kitchen lighting 

campaign gives the dealer 

an excellent entree into many of the _ best 

homes and enables him to sell new lighting 
equipment for other rooms, 


Easy to Sell 


A companion piece to E23- 
347 shown at the bottom of 
the middle column. Beards- 
lee makes this unit in vari- 
ous sizes to take Mazda C 
and C-2 lamps and on @ 
lighting job where good illu- 
mination and low price are 
the important items, F22-113 
has a decided advantage. 
The glassware shown as well 
as several other patterns, in 
various sizes, are carried in 
Chicago stock. The metal is 
finished in oxidized bronze 
and the unit furnished wired 
complete with socket. With 4” 
fitters, 10” and 12” glassware 
is used and with 6” fitter, 14” 
and 16” glassware, 


Write for circular and dealer 
prices, 





F22—113 
Modernize Old Fixtures 


This is the famous Adapta 
Unit which is furnished 
with 12” or 14” light- 
density, opal glass bowls. 
The Adapta Unit fits 24%” 
or 34%” holders and pro- 
vides modern lighting to 
hundreds of prospects 
who will not buy a com- 
212R plete unit but who are 
willing to replace the old 
open shades with modern equipment. ‘ Write 
for circular and prices. 








An Every Day 
Reference 


For the dealer 
who carries a 
small stock and 
sells to homes, 
stores, schools, 
offices, etc., etc., 
there is no 
more ready ref- 
erence and 
lighting fixture 
sales book than 
Catalog S-6. 
Always keep a 
copy handy on 
your counter. 





24 HOUR SHIPMENTS 











The Lighting Library 
The Sheraton and Minuet Book— ‘"* '2*t 


or 
in distinctive lighting fixtures for home use. 
Prices are moderate. 


__. Thirty-two pages of home light- 
Catalog A ing suggestions—enduring de- 
signs of artistic excellence. 


Catalog C-1 —. Illustrates a class of fix- 


tures that sell readily to 
modest homes and apartments—packed in unit 
cartons. 


Catalog D-7 — 4, mot , comprehensive 


treatise on lighting stores, 
offices, schools, banks, public buildings, show- 
rooms, etc. 


Make sure now that you have a clean copy 
of each of the above catalogs. Write for ones 
needed. 





WRITE US REGARDING ITEM IN WHICH YOU ARE INTERESTED AND WE WILL SEND YOU JFULL PARTICULARS 





BEARDSLEE CHANDELIER MFG. CO., 223 South Jefferson Street, CHICAGO, ILLINOIS 
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Courtesy of the 
Metropolitan Museum of Art 
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Lac C win anart that was never lost 
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—sorrowful hands fashioned the mummy case for 
Meritre, lady-in-waiting at the court of the Egyp- 
tian Monarch Neferhotep. Sorrowful hands, with 
infinite skill, carved the lid of this mummy case, and 
applied the lacquer. 


And now—four thousand years later—the memory 
of the Lady Meritre has been lost beyond recall— 
but the lacquer on her mummy-case is still bright, 
despite the fact that her tomb was in a state of 
extreme ruin. 


The lacquers used by the ancient Egyptians were 
limited, in their application, to certain surfaces. 
Our problem has been to develop lacquers suitable 
for practically all surfaces, and to maintain their 
durability. Only years of laboratory experiment 
have enabled “EGYPTIAN LACQUERS” to 


meet these conditions. 


Give your product lasting beauty. Use EGYPTIAN 
LACQUERS. We stand ready to advise you. 


Our booklet, “The Art of Lacquering,” will 
interest every Electrical Manufacturer. A 
postal will bring your copy. 


Egyptian Lacquer Mfg. Co. 
5 East 40th Street 


New York City 
CHICAGO LOS ANGELES SAN FRANCISCO 


gg@-CYP TIAN 





lorty centtiries ago— 


An 
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She FIDWIN E. Guia COMPANY 


ee - —_ DESIGNERS- ENGINEERS -MANUFACTURERS 
UsTH 


Lighting Equipment 














Type WG \ 


} Reflector of Grecian 
- design, Outer edge 
-? Of reflecting plane 

/’ finished in old ivory 
and band in antique 
gold. Bowl of spe- 

J tial white glass. 200- 
7 Cc 


oD D A repre ana, ive crea- 

— > ur designers 

nd ar eine - in Early 

E nglish Pe riod; hand 

— ir om in Re- 
effect. 


300-watt size, price, 
$28.00. 

Brascolite in less or- 
namental, less expen- 


sive types are avail- N 
able, all possessing 
the same efficiency \ 


characteristics. 


N 
A Type and Style for Every Need \ 
N 


With the Edwin F. Guth line of Lighting Equipment, all kinds and 
classes of buyers are your prospects—and you can fit each one with 





the type and style of fixture that meets his particular needs. \ 
In addition to a standard line of fixtures for every commercial use, N 
such as office, municipal and bank buildings, schools, churches, N 
hospitals, clubs, theatres, factories, railway stations, etc., the Guth \ 
line includes types and styles for every home use—wall, ceiling and \ 
hanging fixtures and torcheres. \ 
With the whole field as a market and the line that meets all its lighting \ 
requirements, is it any wonder that Guth dealers report steadily N 
mounting sales and worthwhile profits? \ 
Write or wire for our dealer’s profit-making sales plan \ 

and catalog No. 10. \ 

THE EDWIN F. GUTH COMPANY, St. Louis, U.S. A. \ 
Formerly the St. Louis Brass Mfg. Co., and the Brascolite Company N 

BRANCH OFFICES (Sales and Service) \ 

Atlanta Boston Chicago Cincinnati Detroit Los Angeles Minneapolis \ 
New Orleans New York Omaha a Seattle \ 
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Another 
Typical 
Planethte 
Installation 


Y OU may still be “lukewarm” about store, 
showroom and office lighting business. 


—that is, unless you’re the contractor who made 
this installation. 





But he and 509 more like him are hot on the 
trail of more business and with an ace up their 
sleeves. 


i} 
MLN 


For wherever there’s commercial lighting busi- 
ness, PLANETLITES will get it for you. 


There’s something distinctive about them; call 
it “smart” or call it “refinement” if you want, 
for it’s both. 
Then, too, there’s another feature. In the Elec- 
trical Testing Laboratories’ words, it’s “82% 
light output.” 


PLANETLITES are easy to install, and easy to 
clean. They’re shipped in individual cartons— 
all ready to hang. 





I 


I 
PUA 








Let us send you Pasay cag of recent installations, 
and our new literature. 


PLANETHITE inc. 


342 Madison Avenue 
New York 


000800. 








EQUATOR 
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A Complete Lighting Service 
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{ INDUSTPIA. LAGHEING 
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A Line for Each Requirement 


48 adequate stocks and the services of Special- 
ists enable you to determine the most suitable 
units for any installation and to get them 
quickly. 
The lines offered include— 
Benjamin—I ndustrial Lighting 
(A) “99” Unit—Direct Lighting Enclosing 
Unit 
(B) Brascolite—Semi-direct—Semi-enclos- 
ing Unit 
(C) 77—Duplex — Semi-indirect Unit 
(D) X-Ray—Show Window and Show Case 
Lighting 
(E) Davis—Floodlighting 
These units are illustrated in our complete Lighting 
Manual, which is offered you without cost. The 
Manual also gives complete engineering and architec- 


tural data which will help you analyze your require- 
ments and make the most suitable selec ion. 


Write our nearest 
House for your 
copy of this Light- 
ing Manual. 
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l OFFICES IN ALL PRINCIPAL CITIES) Sf 
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It’s easy to sell because it’s the outstanding development of the 
year in the field of Commercial Lighting. Repeat orders from 
Jobbers and Dealers since “Focalite” was placed on the market 
three months ago, have compelled us again to enlarge our manu- 
facturing space and increase our help considerably. 


The externally adjusted lamp focusing feature of the “Focalite” 
makes certain the maximum of lighting 
efficiency. It applies to any size or shape 
of unit and takes any type of lamp. 


“Focalite” is sold in two standard finishes 
—Statuary Bronze and Brush Brass, and is 
packed individually in a neat, compact 
carton. Easy to handle and easy to sell. 







: a Oo “Focalite” will give you quick turnover and 
| a 7 Im a good net profit. 


Wi Nii, Write today and ask us to tell you more about it. 
Mf, 
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Have you given proper attention to this important item? 


Gives both light and heat 


No special wiring 


This alone is a sales feature that brings —. 
quickly. Can be installed in 5 minutes in 


fireplace. Attach to any convenience outlet. 


$36.00, 
24%-inech fireplace 


$42.00 


Holiday Customers. 








The Standard Ruby Coal Electric 
Fires is made of cast iron, finished 
in dull black enamel. 
x 16 x 12 in. The sunburst and 
floral design on legs are of gold, 
making an attractive and up-to-date 
color scheme. Separate switches 
control light and _ heat. 
element scientifically arranged. 


Size 24% 


Heating 


20-inch fireplace, without heat, list 


$30.00, with heat watts) 


heat. 
list $36.00, with heat (540 watts) 


Additional heating elements, draw- 
ing 540 watts each can be installed 
at an added cost of $6.00 per unit. 


This is the season when sales are 
unusually large and worth having. 
Xmas business, too, is right at its 
height. Still time to get them for 
Rush order. 








CQMMVMMMMINAMAN I Aaa nininininigy 


 Hygrade Lamps 
s for Living Rooms 


RN RRMA FE: 


No. 102 


Giutuiuiurwvar 


furnished FREE to Hygrade dealers to help them 


Many, like the cuts illustrated, are re- 
productions of Hygrade window cards and 
so form a direct link between window and 


newspaper advertisement. 





The RUBY COAL ELECTRIC FIRES 


Here is that unusual electric fireplace and it is worthy of your im- 
mediate consideration. It’s a year ‘round seller because of its light 
and heat feature—then again it beautifies the home. Largest cen- 
tral stations and electrical dealers everywhere have had remarkable 
success with it Draws 660 watts with heating element attached 
without heating element it draws 120 watts, therefore special wirink 
is eliminated. 








Send for complete : : 
‘late andilluiaed electric Fireplace Mfg. Co. 





i literature. 4415 Grand Blvd., Chicago, Ill. 








Seo Du Th hha 

























S 4 
N Dont rob your bedroom 5 
=|  togetalamp forthe living room |§ 
: W ; 
E A 
A 
é Instead.take homea carton — 
g| of Hygrade Lamps now : Hygra de L amps ; 
br 5 2 
No. 109 c 3 
° s for Dining Rooms : 
v 


C/U UNO, 


Newspaper Cuts «= 








sell more Hygrade lamps 


Our complete folder of advertising supplies, 
designed to help the dealer sell MORE 
Hygrade Lamps, describes window dis- 
plays, price lists and other advertising ma- 
terial. Would you like a copy? 














HYGRADE LAMP CO 


G .@) 
mses UV sazem Mass 
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Dealer; I only have that size in clear 
lamps. There are so many different 
sizes it is difficult to keep all frosted. 


Cus.oner: Let me have a dozen 60 watt 
lamps, frosted, please. 


toror!| wey toaoule COW FOULS 


212 | 


ahi 


2 
elu} 0; 


i 2 


a beater: This Velvet Frost has helped 


( Dealer; Here you are sir, call again 
me out many times. It’s easy to use 


when you need anything in our line. 
—- Allright T’ll bear you 
mind. 


and actually etches the glass. Cannot 


in 
be removed! 


OT | 





1 O'2 


bedler: 
Frost 


otice the Lighting Lguipment” 
Mr. Wide-Awake Dealer Makes a Sale! 


But I have 


you in a few minutes. 


Customer: 


e 


o 


Allright go ahead. 


promi] (Olluwrl gout 
| ” eo=zZ- _—— 


[aS 


101Wr 101 


Dealer: Great stuff that Velvet Frost 
never can afford to be without it. 


a can of Velvet 
and ean frost those lamps for 


ra) 


fot 
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The 


Superior Compound 


Velvet Frost 


Reg. U.S. Pat. Office 


Western Representatives: 
Atlantic-Pacific Sales Co., 
San Francisco, Cal. 


McKAY COMPANY 





275 Water Street, New York 


CAN YOU DO THIS? If not you are losing sales and should lose no time in becoming acquainted with 
For 


Frosting Lamps 


Write at once for full particulars and name of nearest Jobber 


L. C. Barbeau & Co., Ltd., 


Canada: 


Montreal 











Bigger 
profits 


























and better candles! er 
- - 3 Closed end _ con- 
| Clastedd Neseam Candle aoe 


Stronger Guards 
That Pass More Light 


“RACINE” Lamp Guards are 
welded construction—better pro- 
tection — stronger — pass more 


light. 


makes them 


Hinged 
easy 


construction 
to attach. 


Made in both closed and open 
end construction in two sizes for 


standard 
lights. 


and _ porcelain 


bulb 


Order through your jobber or direct. 
Catalog on request. 


RaAcINE IRON 
AND WIRE WorKS 


Dept. 42 : 
Racine, Wisconsin 


Open end con- 
struction allows 
light to be re 
moved and re- 
placed without re- 
moving guard. 


hy 
fs 


—— 
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There’s bigger profit in a better 
job—especially when it costs 
you nothing extra to do the 
better job! 


‘“Noseam” Candles not only 
look better, they are better! And 
they’re seamless, hard, and uni- 
form always! 


Write today for free sample 





Elastoid Fibre Company 
Waltham, Mass. 














tion. 


years. 


tion. 


So 


substantially 


We manufacture a varied 
electric fountains. 


JEWEL ELECTRIC FOUNTAIN 


—easy to sell because 
advertised in Big National 
Magazines 


Jewel Electric Fountains are portable 
and do not require any water connec- 


constructed 


that they give perfect service for 


line of 


Send today for full 
details and special agency proposi- 


Jewel Electric & Mfg. Co. 


4507 Ravenswood Ave., Chicago, IIl. 
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FREER MEMORIAL, Washington, D. C. 
CHARLES A, PLatt, Architect MEYERS, STRONG & JONES, Electrical Engineers 


Frink Reflectors in the Freer Memorial 


THERE has been much favorable comment on the lighting effects produced in the new 
Freer Memorial. We shall be glad to give architects planning galleries the benefit of our 
experience, which covers over thirty years’ planning on this type of work. May we 
emphasize the importance of taking up such plans before the work is too far advanced? 


“Specify Frink Reflectors” 


I. P. FRINK, ING 


24th STREET & 10th AVENUE, NEW YORK 


Chicago, Ill. San Francisco. Cal. Philadelphia, Pa. Boston, Mass. Cleveland, Ohio 
Monadnock Bldg. 77 O'Farrell Street Franklin Tr. Bldg. 161 Summer Street 992 The Arcade 
St. Louis, Mo. Detroit, Mich. Seattle, Wash. Louisville, Ky Cincinnati, Ohio 
1415 Pine Street 325 State Street 609 Seaboard Bldg. 415 W. Main Street 601 Second Nat'l Bank Bldg. 
Birmingham, Ala. Buffalo, N. Y. Atlanta, Ga. Associated with Robert Mitchell Co., Ltd. 
426 Jefferson Co., Bank Bldg. 310 Mutual Life Bldg. 1526 Candler Bldg. Canada: 64 Belair Avenue, Montreal 




















“‘Wotice the Lighting Lonpment” 


Bigs Price 
Reduction 


| 
“Its tremendous popular- e 
ity brought increased pro- Now 95c 
duction—so we announce (Frosted) 
to the trade a price re- 


duction.” and $ 1.05 






































THE 25 WATT (Sepia Flame Tint) 
FLAME TYPE 
TUNGSTEN Original prices were 
LAMP with $1.40 (Frosted) and 
$1.60 (Sepia Flame 
Standard Base Tint). 
The new D13% Tungsten Lamp has gone over big! The 


unprecedented demand has increased production so greatly 
that it has automatically brought about a tremendous price 
reduction ! 

The new low list prices make your field for profit unlimited 
and put this new lamp within reach of everyone. It repre- 
sents real economy for a decorative lamp and is guaranteed 
an average life of 1,000 hours. 


Write for illustrated folder and generous discounts. 


Charles R. Ablett Co. 


Lamp Specialists 
199 Fulton Street, New York City 
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More Light 





HE Humphrey Radio 30 is a 

strictly modern electric lamp. 
It represents the highest develop- 
ment of current day lighting. 


Carefully note the single unit con- 
struction and you will understand 
why the Radio 30 is at all times 
clean, bug proof and immune to 
dust collecting faults. 


Above all, remember that you can 
recommend this lamp to your cus- 
tomers with absolute confidence. 
It is made by a company with 
twenty-three years of manufactur- 
ing experience. 


Electrical Department 


GENERAL GAS LIGHT CO. 


Kalamazoo, Mich. 


New York 
44 Broadway 


San Francisco 
768 Mission St. 
DISTRIBUTORS: 


C. J. Litscher Electric Co. 
Grand Rapids, Mich. 


Electric Appliance Co. 
Chicago, Tl. 


%e HUMPHREY 
acho dO éllectene 


Varney Electric Co. 
Indianapolis, Ind. 
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“OWNECTING ELECTRICAL 
NNDUCTION 
Moros: 


Duper 
nd 


MACHINERY 
ANNETT 
aaa 


Nseries tla eae 


FLBCTRICA!. ‘lucrpical ELECTRICAL 


MMVTENANCE Aurenance Marea 


AND AND AND 
REPAIR Rapa Reps 


ee 






electrician 
should have this 


helpful reference set 


VERY man concerned with the care and repair of electri- 

cal machinery should have these practical books, with 
their helpful tables, diagrams, data, methods and kinks. 
Every one of the five volumes is jammed to the covers with 
sound, how-to-do-it information—the kind you have to have 
when anything goes wrong. 


Electrical 
Maintenance and Repair 


5 volumes—1736 pages—1810 pictures 


THs library contains the largest collection of practical 
methods for electrical repair and maintenance men ever 
put together in book form. 


Here you will find the best modern practice in repair work. 
The authors have drawn not only from their own extensive 
experience, but from the experience of electrical repairmen 
in large and small repair shops and manufacturing plants 
throughout the country. 

The books contain hundreds of photographs, diagrams and tables 
which show you how to go about it to make an effective repair job, 
There are wiring diagrams covering A.C. and D.C. generators, feed- 
ers, transformers, potential regulators, synchronous converters, bat- 
teries and boosters, substations, lamp mechanism connections, rheo- 


stats and controllers, lightning arresters, automatic switches, railway 
controllers, ete. 


Free examination—no money down—only 
$2.00 in ten days and $2.00 a month until paid 


Fill in and mail the coupon attached _and we will send you the 
entire set of five volumes for ten days’ Free Examination. We take 





all the risk—pay all charges. You assume no obligation—you pay 
nothing unless you decide to keep the books. Then $2.00 in ten 
days and the balance at the rate of $2.00 a month. Send the 
coupon NOW and see the books for yourself. 





7 cee ©romlnaliin Coupon 


1 

: McGraw-Hill Book Co., Inc., 370 Seventh Ave., New York. 1! 
i Gentlemen:—Send me the Library of Electrical Maintenance and 4 
8 Repair, all charges prepaid for 10 days’ Free Examination. If @ 
i satisfactory I will send $2.00 in ten days and $2.00 a month until 4 
gp $14.00 has been paid. If not wanted | will write for shipping # 
g instructions. r 
1 
Be NAME 66 cece is ccc sees asin a tales seins a vsisie sine men coemeeine eee ¢ 
| i 
Me Nastia ML CIPTN ON OR a) 2a). sc oe: anna: creche bce aleldy ee ocek a heat as 
i ih tii wee 
1 City and State cig ccincc cece nenrcccne sesre er Secensens cuss 5 

4 
: Firm or Employer .........-ccccccsccscrvesecvesnsessesons i 

i 
| Me 19.99 
@ Occupation «2.6... eee eee aa Eee ee ee scccscknk. bo-ce § 
L 
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* Floor Lamps 
Bridge Lamps 
Table Lamps 
Boudoir Lamps 
Pottery Lamps 
Bed Lamps 
Silk Shades 


= 
SPOSN 


- Diogenes 
knew Noe 


—he would have 
appreciated 


—THE NOE LINE* 


ionsie WR. NOE © SONS 
Electric Adapters —_ & 
Holders 


Candlesticks 44- 4T E | Ou ST 


Torchiers 


rma NEW YORK CITY 























No. 3661 
Patented 





Popular 
Gifts 


SM HIVY’RE as distinctive in utility as they are in 
4| appearance! ‘Their strikingly beautiful lines make 
ue an instant appeal to the gift hunter. But their 
.Zy]| outstanding mechanical features, notably the shade 


which is adjustable to any angle, share the credit 
for their big Christmas sale. 





No. 3243 


The styles shown here are but a few of those shown in our 
catalog. The Verdelite Portables are nationally advertised— 
read by hundreds of thousands throughout the United States and 
in other parts of the world. 


If you're a FARIES dealer—display them prominently. If 
you're not, write at once for our Verdelite Booklet and Gift 
Lamp Circular, popular prices, and discounts. 





No. 3230 
Verdelite Paten‘ed 


Established 1880 


FARIES MANUFACTURING CO. 
Decatur, Ill., U. S. A. “Notice the iin A det 5 Epuipmen " 
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Comfortable Light for 1924 


past ray 
Wee | 


Adjusted Light Ray, No Glare Bridge Lamps 


EXCLUSIVE FEATURES: y 


Special Designed Swivel Arms 
Two Tone Gold and Enameled Finishes 
Drip Candle Torcheres 











Eye Comfort 





Es ree 





om 


Selected Distributor Service 


~ Ask your Jobber or write direct to 


The H. E. Rainaud Co. 


Britania St., Meriden, Ct. 














NEW YORK BOSTON, MASS. CHICAGO, ILL. SAN FRANCISCO SEATTLE, WASH. 
C.J. De la Croix Co., Casey-Foster Co., Ira A. Jones Co., Clyde C. Brooks, Cc. W. Jolly 
19 Madison Ave. 60 India St. 9 No. Wabash Ave. 220 Post Street 516 Olive Street 
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SALES MANAGERS 


who are to have new crews 


SALESMEN 


who are to have new jobs 


INCREASE 3 SALES t=" 
CHAMPION 


is the name the householder calls tor 





Use \ 
CHAMPION Counter Displays 


Hardware 
Retail Ramen 
Dealers Corner Stores 
Druggists 
CHAMPION LAMPS 
made by 


CONSOLIDATED ELECTRIC LAMP CO. 
812 Maple Street, DanVers, Mass. 


Licensed under General Electric Company’s Incandescent Lamp patents 











Profitable Lines for Electrical Dealers— 


Manufactured by J. B. Timberlake & Sons, Jackson, Mich. 
WIRE LAMP SHADE FRAMES. 
Electric Welded 
Carefully made, and of the most popular designs. 





~eee 


Model ‘‘T’’ Adapter 
Patented Jan 3, 1922 
Feb. 14, 1922 
You can now buy Adapter 


parts from us, so that you can 
use your own top. clusters. 
Anchors with 8-in. stove bolt 


3/16 diameter, with a round 
slotted head, finished either 
Statuary Bronze or Brush 
Brass, thread to fit small hole 
you can drill in your covers, 
$6.00 per dozen, for Anchor 
and 8-in. bolt. 





“TIMBERLAKE” REFLECTOR 


I h A SCREENS 

Spun Brass Covers, with An- 

chor and 8-in. bolt, flnisned : For producing colored lighting effects in store windows. 
Statuary Bronze or Brush Catalog No. 26 covers these lines. Low-priced and efficient. Fit upon various sizes of 
Brass, covers 3 in., 3% in., Send for Catalog today. 

4 in., 4% in., with Anchor 


window reflectors. Supplied with four colors: gelatine 
Red, Green, Blue and Amber. 


Pa B. Timberlake & Sons Your loeal merchants will require quantities of these 


screens this year for Holiday trims. Get your share of 
Jackson, Michigan this new business. 


and Bolt, $9.00 per dozen. 
Covers 5 in., 5% in. and 
6 in., with Anchor and Bolt, 
$9.60 per dozen. Specify 
Size, Cover and Finish. 




















- 
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TO HELP YOU SELL JEFFERSON LAMPS 





HROUGH our national adver- 

tising, we are conducting a local 
advertising campaign simultane- 
ously in every city and in every 
county of the United States. 


It is even more than local advertis- 
ing, for it carries into each locality 
the consciousness of the national 
prestige of Jefferson Lamps. 


To you, this combination of medium 
priced quality product, prompt ser- 
vice insured by very greatly in- 
creased manufacturing and storage 
facilities, and the most pretentious 
advertising campaign ever under- 
taken by a lamp manufacturer—to 
you, these three features mean 
assurance of greater demand, quicker 
and more profitable turn-over, no 
mark-downs, no force-outs. 


If you are interested, write for our 
new catalog and details of our plan 


(a the spirit of whole- ~ see ~ \ sees of co-operating with the dealer. 
nearted co-operation ™ AL GN Bw Cain 


and in appreciation of ay ‘ie = Che 

the dealers’ position, we < wow at ; STILETTO 
are gladly assuming our ar 4. sana - Jefferson Gorn aA 
share of the burden of : age ey ogee 
making the consumer 

notice the lighting 

equipment. We be- 

speak for our salesmen, 

when they call upon 

you, the same spirit of 

co-operation and ap- 

preciation of their 

efforts. 


“Notice the 
Lighting Equipment” 
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THE JEFFERSON COMPANY 
Follansbee, West Virginia 
Please send me your new catalog. 


> 


a 


> 


Name 


Street 
Address 
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A Hollyhock Garden 


This and other styles with 
at 


The Twilight Pool 
This and other styles with 
10,” 14” and 16” 

s, at 
$16 to $27 


A Garden In Spring 
The better grade Boudoir 
Lamps, at $9 to $12 


(), 


Lake At Evening 
Popular priced Boudoir 
Lamps, at $5 to $7 


AWE) 


City 


OM CA OW OM OW. LI SII OA 
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$6 
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State 
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It is not too late 
to order Cassidy 
Lamps for the 


Holiday Trade 


Wholesale Dept. 


CASSIDY COMPANY, Inc. 


101 Park Avenue, New York 


Designers and Manufacturers of Lighting Fixtures 











Since 1867 
151 M. Shade 3920 A. 























HE true value of a quality 
item cannot be measured by 
the profit on initial sales. 


It must be gauged by that earning, 
plus the profit on the other business 
it attracts—the confidence it instills 
into the sales force—and the pres- 
tige it gains for the distributor. 


There is no higher quality 
than that which 1s built into 





If your jobber does not sell them, write us 


THE SAVE SALES COMPANY 
TOLEDO, OHIO 
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They Cannot Miss the Store 
with a FLEXLUME Sign 


Flexlume Electric Signs stand out like a stop signal their many advantages, such as greater reading dis- 
at the crossing. All who pass must see them. When tance, more artistic design, lower upkeep cost. We 
they see the sign they connect it with your store. would like to send you a sketch showing a Flexlume 
That means increased sales. for your store. 


We want to tell you about Flexlumes—to explain Write today while you think about it 


Flexlume Corporation, 28 Kail St., Buffalo, N. Y. 


CORPORATION 


ae “4 




















The advertisements in the 


SEARCHLIGHT SECTION 


of this paper 


Tr 


constitute the most comprehensive group of “live” opportunities to be found in 
any publication serving this industry. 


seenneneueony 


Each announcement represents a current Want ot a concern or individual 
in the industry with some element of profit in each for whoever can fulfill the 
need. Some have money saving possibilities, others are opportunities for more : 
business; many are employment opportunities while still others offer chances to : 
buy going businesses, plants, property, etc. : 


“Searchlight” advertisements are constantly changing. New opportunities : 
find their way into this great Want medium each issue. Regular consultation : 
of the “Searchlight” pages should be as important to the careful reader as reading 
editorial articles of his particular liking. One is news of the industry, the other, 
the NEWS OF OPPORTUNITIES being offered in the industry. No one 


can afford to overlook opportunities. 


Cpenenenneananenecgncnegegt 


TTT LL 


For Every Business Want 
‘Think SEARCHLIGHT First”’ 


01.40 


eoonpeneosopegupangennncnsigl 
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Improved Xmas Tree Outfit 
No. 80—PROPP—No. 80 
Flexible Practical Up-to-date 
Build Them As You Like 
G ] O C O ] O Lr Season’s Best Seller 
your bulbs! 
“Glocolors” produce dis- ee ee 
a 


PUUUUEEEEEEUE EDU ae AUCEEUERU ERD ODARDEC TAA TERU REEDED EUEDEU EERE LER TEE EET TREE Tee 


Roseglo—pink tint 
Softglo—ivory tint 
Wickglo—flame tint 
Sunsetglo—orange tint 
Goldenglo—gold tint 
Canaryglo—canary tint 
Myrtleglo—green tint 


VY 


schemes, and for displaying 
decorative fixtures. Glo- 
colored bulbs give your win- 
dows a magnetism that will 
draw bigger sales. 

“Glocolors” are non-fading, 
dry without current quickly 


—just dip lamp into over- 
sized can. 














Place trial order now 


Attractive discounts to jobbers 


ROSCO 
LABORATORIES 


Lamp Color Specialists 
Since 1912 
114 Butler Street 
Brooklyn, N. Y. 








LASTED AND APPROVED BY UNDERWRITERS LABORATORIES 


: : 3 = 4 
t—~ Ze a (fi Hii b| 
| <a 





= oe a 
ma Sob sZ,; 


”PROPP No.80- 


FF RS a 0 |’ Se oH,’ 
28 Spi NE REZ 
MAZDA XMA 





S TREE OUTFIT 


Catalogue sent on request showing complete variety of 
Sets, Lamps and other Propp Products 


LIBERAL TRADE DISCOUNTS (Thru your Jobber) 
THE M. PROPP CO., Manufacturers 
524-526-528 Broadway, New York City 
12x18 life size display in 10 colors by request 
SUPPORT THE MANUFACTURER WITH A JOBBER POLICY 
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-~Bronzings 
that need no priming 
or copper flash 


Zeller Bronzings can be used on the most difficult metals 
without priming or copper flash. They cut out one process 
and save time and money. 


Zeller Bronzings are supplied in any degree of gloss and 
stand the severest tests for uniformity, adhesiveness, flexi- 
bility and wear. ‘They overcome completely the usual 
objections to a bronzing. 


Our lacquer experts have helped many manufacturers to 
turn out better finished fixtures at LESS COST. Write 
us the details of your problems and see if they cannot 
do as much for you. 


ZELLER LACQUER MFG. CO. 
342 Madison Avenue New York 


Chicago Office, 551 W. Lake Street 








Owen Walsh Fixtures 


No. 5340 


We Are Now 
In Our New 
Building! 


There, with spacious 
showrooms, improved 
and enlarged factory 
facilities, we are able 
to serve you better than 
ever. 





Owen Walsh Manufacturing Co. 
New Address 
225 Sixth Avenue, New York City 


— Shey Sell— 


WRITE FOR OUR NEW CATALOG 
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Announcing — 


The Removal of our 
General Sales Office to 


22 HUDSON STREET 


NEW YORK CITY 


For the Sale of a 
Proven, Dependable, 
High Quality Line of 


TIPLESS 
INCANDESCENT LAMPS 


TUNGSTENS MILLTYPES NITROGENS BALL LAMPS 





Distributors: Write for proposition. 
Dealers: Ask your distributors or write us. 


Bedford Lamp Works 


22 Hudson Street Inc. New York City 

















Will Last 
To Kingdom Come 


Klieg! all-fibre 
electrical Connec- 
tors are practically An 
indestructible. > 


Invisible 
Adjustable 
Fixture Stem 


Has a score of advan- 
tages over the old solid 
fixture stem! Fits any 
canopy. Cut to proper 
size with cutting plyers. 
Inexpensive and a big 
time saver. Write for 





TL 






They are used uni- 
versally in garages, 
shops and on 


{ 
Cis RY 


, the stage where WAS P 
& oe and full partic- continual hard (G LA 
° ry : knocks are a part ‘ 


of the daily duty. 
Made for 2 and 3-wire circuits, 5-200 amp. 

















~ Write for Catalogue K 
s Y Universal Electric Stage Lighting Co., Inc. 
¥ Kliegl Bros., 321 West 50th St., New York 
; i Stage Lighting Engineers—Designers and Builders of everything 
ve ~aen fg Electrical for the Stage and Theatre. » 
oay em 
% : 
y y Adjustable to E 
ize fixture. = 
AY 9 There are num FE: 
"7 ous advantages 
re) over nipples and Hickeys! 
Vy « Also eliminates all danger of : 
\v y shorts or of stripping wires. y - Y . 
, o® Write for details. Showing Complete Line 
Ny 
My \ Resident— FIX TURES—Commercial 
at 
18) 


LAMPS BUFFET SETS 
TORCHERES BOOK-ENDS 





Adjustable Fixture Strap 


Adjustable to any length. Fits any stud or cable box. 
Saves carrying a big stock of odd sizes. Saves time 
and money. Cuts labor. And the low cost clinches 
the matter. Their cost is almost negligible. Write 
for details. 


Adjustable Fixture Strap Co. 
i 591-93 E. Water St., Milwaukee, Wis. 


Composition and Metal—Any Finish 


Catalogue Free on Request 


ROMAN ART CO., INc. 
2704 Locust St. Louis, Mo. 


© 
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“GET IT FROM YOUR NEAREST JOBBER” 

















Reputation Counts 


You know it is good if it is made 
by the General Electric Company of 


Schenectady, N. Y 


‘. 
Stewart 


The House 
that Service 
Built 





Iron City Electric Co. 


Electrical Merchandise 
Distributors 


Wholesale Only 


Distributors of A.B.C. Washing and Ironing 








| 
| 
| 
| 
| 
| 
| 
| 





Distributors 


General Electric Co. 
Edison Mazda Lamps 
Hotpoint Appliances 
Radio Corp. Products 
AA Rubber Covered Wire 
Trumbull Products 


PHILADELPHIA ELECTRIC 
COMPANY SUPPLY DEPT. 





Requires Good Material 


A few of our reputation builders— 
Phillips OK W. P. and Parac R. C. Wires 
Trumbull Switches 
Belden Cords 
Wagner Motors 
Duncan Meters and Transformers 
Hubbard Hardware and Pierce Special- 

ties 


CARROLL 


ELECTRIC COMPANY, Inc. 


Complete Stock 
WIRING SUPPLIES 





Electric Company wast Views ond Matae Maavened. | 130-32 So. Eleventh St. 
35.37 and 39N Seventh St | 436 7th Ave., Pittsburgh, Pa. Philadelphia 
Good Work TEST OUR SERVICE DISTRICT OF COLUMBIA 





National Electrical 
Supply Company 





and 
Attractive Prices to Dealers 


Write for Literature and Discounts 


DOUBLEDAY-HILL 
ELECTRIC CO. 


Wholesale 
Washington, D. C. Pittsburgh, Pa. 
WMU—Broadcasting Stations—KQV 





Shipment 
Oldest and Largest Electrical 
Supply Jobbers in New Jersey 


NEWARK ELECTRICAL 


SUPPLY CoO. 
“The House of Quick Service” 


223 Market Street 
NEWARK . 








> MAZDA LAMPS Jobbers and Manufacturers 
MOTORS 
\e ion MACHINERY ELECTRICAL AND 
EQUIPMENT AUTOMOBILE SUPPLIES 
Our Recommendation is Your Protection 
Warehouses: cht 1328-1330 NEW YORK AVENUE 
BALTIMORE, MD. WASHINGTON, D. C. - 
(imee»°» ,'' 38S.Calvert St. 714 12th St., N. W. WASHINGTON, D. C. 
° ° NEW JERSEY e 
ane Electrical 
o M e° 
, ‘ erchandisin 
Electrical Merchandise 8 
y ‘ 10th Ave., at 36th Street 
Exceptional Service Prompt New York 








A “How-to-Sell” idea paper for elec- 
trical contractors and retailers of 
electrical appliances, jobbers and job- 
ber salesmen and manufacturers. 





Published Monthly 








Subscription $2 a year 














stiitt.: 


Only Reliable Products Can Be 


Continuously Advertised 
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Dealers who handle 


Nowheun 


Appliances 


are in the front of the procession of successful profit 
getters. The popularity of these appliances reflects 
their superior construction, reasonable price, and 
freedom from service comebacks, 
and is reflected in the ever-increas- 
ing demand for them by the dis- 
criminating buyer. 









‘Service 
No. 55 


11% in. long. 
%& -in. tube. Lists 
at 


$3.00 


Northern 
Heating Pad 
complete with 10 feet of 
cord, three heat switch, 
two-piece plug, and white 
washable .clip. Covered 
with soft eiderdown, it is 


the most attractive and 
pleasing pad to use. List 


Service No. 77 


10% in. long. 5/16-in. 
tube. Lists at 


$3.00 


Get started early on these “Northern” Appliances, 
and catch up on your profits and good will. 


Nowhern Electric Company 


2835 N. Western Ave., Chicago, Ill. 
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ta Warm 


LECTRICAL HEATING 
' DEVICES hi 


NEW! 


yet in time for the Xmas Trade 
OUR THREE HEAT 


HOT PLATE 


This new member of Sta-Warm Electrical Heat- 
ing Devices comes at a most opportune time. 
Ready for Holiday business and to start off big 
Sta-Warm sales for 1924, along with the other 
Sta-Warm devices. Offers the same well-known 
high quality and durability. 


LIST PRICE $9 LIBERAL DISCOUNTS 






Rush your order now. Be 
sure you have this device in 
stock. 














Remember 
too, that—the 


We can make im- 
mediate Decem- 


























ber shipments to 
take care of the 
heavy demand 
for Sta-Warm 
IRON devices. 
here illustrated, is the one that 
instantly appeals to women. =f 
Just consider these features, ™ 
“easy to clean,” “can’t mar ; 
op. polished surfaces,” “won't dis- ‘af 
wrlg color” and “‘operates effectively,”’ <6 
Gs. producing finest waffles. List yee 
pes | Price $12.00 with snap switch rth 
a4 on cord. ut 
a oo | 
| Sh h wy 
spt ow them our ee 
ue “Pe 
HEATING a8 
$ PAD > 
 * e2 
aye if you want to sell them. A ar 
ey most reliable article. All sizes. gate: 
ety Profits good, sales quick with ag 
58 Sta-Warm devices. ma 
rhs ee 
ipe* he 
Thee 
Bee 
hee Get full informa- 
toh tion on this line. 
oy Write today. 
or re 
ad Soe 
Gh, 
BSF hes 
“Det Py ry 7 
#\ ROHNE ELECTRIC CO. 
or 
ING aN 
ay 2434 25th Ave., So. 


Minneapolis, Minn. 
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WHAT AND WHERE TO BUY 


Electrical Appliances and Supplies Advertised in This Issue with 


Names of Manufacturers and Distributors 


Readers interested in any articles not listed in these pages are cordially invited to inform us of 
their wants and every effort will be made to put them in touch with the proper manufacturers. 
Readers’ Service Department, ELECTRICAL MERCHANDISING, 10th Ave., and 36th St., 


iets: 














Acessories, Cable & Wire 
Indiana Rubber & Insula- 
ted Wire Co. 

Simplex Wire & Cable Co. 


Adapters, Vase Lamp 
Timberlake & Sons, J. B. 
Eagle Electric Mfg. Co. 


Adapters 
Conn. Elec. & Mfg. Co 
Nat'l] X-Ray Reflector Co. 


Advertising Devices, Electrie 
Flexlume Sign Co. 


Agents, Mfrs. (See Jobbers) 


Air Compressors, Electric 
General Electric Co. 


Alarms, Burglar, Fire, Tank 
Stanley & Patterson 
Westing’aouse E. & M. Co. 


Arresters, Lightning 
General Electric Co. 
Westinghouse E. & M. Co 


Annunciators 
Stanley & Patterson 


a. “eee Accessories, Eleo- 


Wakefield Brass Co., F. W. 
Moree, F. W. 


tiatterios, 
Berry, A. Hall 
National Carbon Co. 


attery-Charging ~~ 
Fore Electrical Mig 

General Electric oe 
Valley Electric Co. 
Westinghouse B. & M. Co. 


Bearings, Ball 
Norma Co. of America 


Bearings, Motor and 
Generator 
Norma Co. of America 
Westinghouse B. & M. 


Kells and Buzzer 

Beaver Mach. & "Tool Co. 
Lite-rite Co. 

Stanley & Patterson 


Bench, Washing Machine 
Driskell Mfg. Co. 
Vincennes Bench Co. 


Benders, Conduit and Pipe 
Buffalo Forge Co. 
Martin & Sons, H. P. 


Blowers, Fleetrie 
Buffalo Forge Co. 
Latham, E. B. 


Books, Electrical & Technical 
McGraw-Hill Book Co. 


Boring Devices 
Hykon Mfg Co. 


Boxes, Floor 
Stanley & Patterson 


Boxes, Junction and Outlet 
Benjamin Blee. Mfg. Oo. 
General Electric Co. 
National Metal Molding Co. 





Richards & Co., Geo. C. 
Steel City Electric Co. 
Western Electric Co. 
Westinghouse E. & M. Co. 


Boxes, Meter and Service 
General Electric Co. 


Boxes, Switch 

Chicago Fuse & Mfg. Co. 
Hart & Hegeman Mfg. Co. 
Johns-Pratt Co. 

National Metal Molding Co. 


Brass Fixture Parts 
(See Fixture Parts & Ac- 
cessories) 


Bronzing Lacquers 
(See Lacquers) 


Brushes , 
General Electric Co. 
Westinghouse E. & M. Co. 


Buttons and Indicators, Rad- 
iant (See Locators) 


Cabinets 

Benjamin Elec. Mfg. Co. 
General Radio Corp. 

National Lamp Wks. of 
G. E. Co. 


Cable, Armored 
General Electric Co. 
Reynolds Electric Co. 


Cartons 
Gair Co., Robert 
Hinde & Dauch Paper Co. 


Chain, Fixture 

Bryant De age ol Co. 

Faries 4 

Wakefield Brass Co., F. W. 
Waterbury Mfg. Co. 


Chain, Pull Socket 
Arrow Electric Co. 
Bryant Electric Co. 
Harvey Hubbell, Inc. 


Chandeliers, (See Fixtures, 


Lighting, Rigid) 


Choke Coils (See Coils, 
Choke) 


Christmas Tree Lighting Out- 


fits 
General Electric Co. 
Haupt, ns B. 

Propp Co., 

Triangle idieciro Trad. Co. 


Circuit Breakers 

General Electric Co. 
Roller-Smith Co. 
Westinghouse E. & M. Co. 
Steel City Electric Co. 


Clamps, Insulator 

General Electric Co. 

Steel City Electric Co. 
Westinghouse E. & M. Co. 


Cleats 
Sears, Henry D. 


Clipping Machines, Motor 
Driven, Hair 
Shelton Electric Co. 


Coils, Armature and Field 
Westinghouse E. & M. Co. 


Coils, Choke 
Westinghouse E. & M. Co. 


Compounds. Soldering 
General Electric Co. 
Van Cleef Bros. 


Conduit Fittings (See Fit- 
tings. Conduit) 


Conduit, Flexible 
Alphaduct Co. 

American Wiremold Co. 
Easiern Tube & Tool Co. 
Irvington Varnish So 
National Metal ss Co. 
Richards & Co., C. 
Tubular Woven Fabric Co. 
Western Electric Co. 


Conduit, Rigid 

Aluminum Corp. of Amer. 
American Wiremold Co. 
Clifton Mfg. Co 

National Metal Molding Co. 
Richards & Co., Geo. C. 


Conduit, Surface 
American Wiremold Co. 


Conduit, Underground 
re 
Western Electric Co. 


Connectors, Cord and Lamp 
Arrow Electric Co. 
Beaver Mach. & Tool Co. 
Bryant Elec. Co. 
General Electric Co. 
Hubbell, Harvey, Inc. 
Sherman Mfg. Co., H. B. 


Connectors, Wire 

Conn, Elec. & Mfg. Co. 
Stanley & Patterson 
Westinghouse E. & M. Co. 


Controllers, Motor 
General Electric Co. 
Westinghouse E. & M. Co. 


Cooking Appliances, Electric 
Durham g. Co. 

Landers. Frary & Clark 
Western Electric Co. 
Westinghouse E & M Co 


Cord Connectors (See Con- 


nectors) 


Cord, Heater 
— Mfg. Co. 


Indiana Rubber & Ins. Wire 


Co. 

Rockbestos Products Corp. 

Rome Wire Co. 

srmaplen: Elec. Heating Co. 
. Rubber Co. 


~~ 


Cord, lamp, 

Belden fg. 

General Beetle, Co. 

Indiana Rubber & 
Wire Co. 


Rome Wire Co. 
ar ig Wire & Cable Co. 
. Rubber Co. 


Insula- 


Current Taps 

Arrow Electric Co. 

Bryant Elec. 

Hart & Hegeman Mfg. Co. 
Harvey Hubbell, Inc. 


Cut-Outs 

Arrow Electric Co. 

Bryant Electric Co. 

Conn. Elec. & Mfg. Co. 
General Electric Co. 
Gordon Electric Mfg. Co. 
Hart & Hegeman Mfg. Co 
Johns-Pratt Co. 

Richards & _ George 
sears, Henry D 


Distributors (See Jobbers) 


Drains, Washing Machine 
Lincoln Brass Wks. 








Driers, Hair & Hand, Electric 
American Blower Co. 
Eagle Electric Mfg. Co. 
General Electric Co. 
Shelton Elec. Co. 


Drills, Portable, Electric 
Buffalo Forge Co. 


Dynamos 
General Electric Co. 
Kilbourne & Clark Mfg. Co. 
Westinghouse E. & M. Co. 


Electric Ranges (See Ranges, 
Electric) 


Electric Signs 
Flexlume Sign Co. 


Enamel 
Egyptian Lacquer Mfg. Co. 
Zeller Lacquer Mfg. Co. 


Exhaust Fans 
Emerson Electric Co. 
Buffalo Forge Co. 


ie Exhaust and Ventilat- 
ng 

American Blower Co. 
Buffalo Forge Co. 

Century Electric Co. 
Emerson Elec. Mfg. Co. 
General Electric Co. 
Hunter Fan & Motor Co. 
Kendrick & Davis Co 
Latham, E. B., & Co. 
Star Electric Motor Co. 
Western Electric Co. 
Westinghouse E. & M. Co. 


Fan Motors 

Century Electric Co 
Emerson Elec. Mfg. Co. 
General Electric Co. 
Hunter Fan & Motor Co. 
Kendrick & Davis Co. 

Star Elec. Motor Co. 
Western Electric Co. 
Westinghouse E. & M. Co. 


——— Lighting Plants 
(See Plants, Light, *Power) 


Farm Lighting Plant~ Acces- 
sories 

National Lamp Wks. of 
a. E. Co. 


Fire Alarm paratus 
— Mastin e Products 


Stanley & Patterson 


Fittings, Conduit 
American Wiremold Co. 
General Electric Co. 
Hart & Hegeman —— Co. 
Killark Elec. Mfg 
National Metal Molding Co. 
Steel City Electric Co. 


Fixtures, Lighting, Adjust- 
able 

—_— Chandelier Mfg. 
McLean Mfg. Co. 

Nat’l X- Png Reflector Co. 
Plaut & Co., 

Wakefield ies Co... FF... W. 
Westinghouse E. & M. Co. 

Fixtures, Lighting, Rigid 
Alter & Co., Harry 


—_— Chandelier Mfg. 


Faries Mfg. Co. 
General yaa Light Co. 
Guth, Edwin F. 


Moe-Bridges Co. 
National X-Ray Reflector 
te) 


Planetlite Co., Inc. 

Plaut & Co., L. 

Rainaud Co., H. E. 
Richards & Co., George 
Walsh Mfg. Co., Owen 
Western Electric Co. 
Westinghouse E. & M. Co. 


Fixtures, Lighting, Show 
Cases and Windows 
Ackerman Mfg. Co. 
— Geamiie Mfg. 


Benjamin Elec. Mfg. Co. 
Frink, Inc., I. P. 

Guth, Edwin F. 
Moe-Bridges Co. 

— X-Ray Reflector 


Timberlake & Sons, J. B. 
Wheeler Reflector Co. 


Fixture Parts and Accessories 
—— nag Strap Co. 
Alter & Co., Harry 
Reaver Mach. & Tool Co, 
Elastoid Fibre Co. 

Fairies Mfg. Co. . 
Waterbury Mfg. Co. 


Flashers, Thermostatic 
Betts & Betts Corp. 


—— 

Be Hall 

National Lamp Wks. oj 
National Carbon Co. 


Flashers, Sign 
Reynolds Electric Co. 


Flood Lighting (See Pro- 
jectorsy 


Food Mixers, Electrie 
Air-O-Mix, Incorporated 
Reynolds Electric Co 


Fountains, Electric 
Jewel Mfg. Co. 


Furniture, Electrically 
Nicer Elec. Furniture Co. 


Fuse Plugs 
Arrow Electric Co. 
Betts & Betts Corp. 
Bryant Elec. Co. 
Conn. Elec. & Mtge. Co. 
—s Electric Co. 

art & poottaee Mfg. Co. 
Killark Elec. Mfg. Co. 
Metropolitan Elec. Mfg. Co. 


— Cartridge, Non-Refill- 
Chicago Fuse Co 
Conn. Elec. & Mfg. Co. 
General Electric Co. 
Johns-Pratt Co. 
Killark Elec. Mfg. Co. 
Metropolitan Elec. 7. Co. 
Westinghouse E. & M. Co. 


Cartridge, Refillable 
Chicago Fuse Co. 

General Electric Co. 
Johns-Pratt Co. 

Killark Elec. Mfg. Co. 
Westinghouse E. M. Co. 


Fuses, High-Voltage 
Johns-Pratt Co. 


Fuses, Plug, Non-Refillable 
Arrow Elec. Co. 

General Electric Co. 

Killark Elec. Mfg. Co. 
Metropolitan’ Elec. Mfg. Co. 
Sears, Henry D. 
Westinghouse E. & M. Co. 


(Continued on page 170) 
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UNDISPLAYED—RATE PER WORD: 
Positions Wanted, 4 cents a word, minimum 
75 cents an insertion, payable in advance. 


Positions Vacant and all other classifications, 
8 cents a word, minimum charge $2.00. 


Proposals, 40 cents a line an insertion. 





SEARCHLIGHT SECTION 


USED EQUIPMENT © NEW-—BUSINESS OPPORTUNITIES 


INFORMATION: 


Box Numbers in care of any of our offices 
count 10 words additional in undisplayed ads. 
Discount of 10% if one payment is made in 
advance for four consecutive insertions of 
undisplayed ads (not including proposals). 


DISPLAYED. 
1 to 3 inches 


RATE PER INCH: 
$4.50 an inch 
OU 1S eee on he casas 4.30 an inch 
8 to 14 inches 4.10 an inch 
Rates for larger spaces, or yearly rates, on request. 
An advertising inch is measured vertically on 
one column, 3 columns—-30 inches—to a page. 








POSITIONS VACANT 





SALES department and promotion manager 
wanted for Schenectady, N. Y. To be 
responsible not only for the sale of mer- 
chandise, but for the sale of service and 
the company’s product. Population served, 
100,000. Gas customers 22,000. Electric 
customers, 26,000. If interested, please 
correspond with the undersigned. Victor 
Starzenski, Resident Manager, Adiron- 
dack Power & Light Corporation, Sche- 
nectady, N. Y. 








POSITIONS WANTED 


ADVERTISING man available Jan. 2. A 
clean record of six years’ experience, 
planning and executing national and local 





campaigns. <A forceful writer and keen 
analyst. Can furnish A-1_ references. 
salary about $4,000. PW-649, Elec. 


Merchandising, 10th Ave. at 36th St., New 
York. 








SALESMEN WANTED 


Salesman Calling on Electrical and 
Hardware Trade 
to carry side line of colored electric lamps 
and lamp coloring. Call or write. Austin 
Chemical Co., 1692 Boston Road, New 
York, N. Y. 








OPPORTUNITY 


District Manager 





and 
Division Sales 
Manager 


The United Electric Company has several 
exceptional openings for men possessing the 
happy combination of sales and executive 
ability as District Managers to sell the new 
model OHIO Electric Cleaner, (See page 
89) to dealers and to recruit, train and 
manage men to sell it direct to homes for 
dealers. 


The successful applicants should have un- 
usual records as salesmen in selling and in 
recruiting, training, and managing sales- 
men. 


This is an unusual opportunity and should 
enable the successful applicants to earn 
from $6,000 to $15,000 a year, with the 
possibility of earning promotion to Division 
Sales Manager. 


Write in strict confidence giving age and 
experience in detail; education; enclose 
postcard photo; and let your letter reflect 
your ability as a salesman. 


Address, W. F. MARR, 
Director of Sales 
P. O. Box 473, Canton, Ohio. 








‘“‘Opportunity’’ Advertising: 


Think 
‘¢ SEARCHLIGHT*® 
First! 





0099 
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SALESMEN WANTED 





Chicago Manufacturer 


Wants two or three good salesmen, full 
time or sideline, now calling on or who 
are acquainted with electric and hard- 
ware dealers and jobbers, and others who 
sell electric lamps or auto accessories, to 
sell the Grip-O-Lite, a portable gripping 
lamp for the home, and the Klasp-Tite, a 
utility lamp for automobiles. Both items 
new, live keen sellers. Even as a side- 
line, they are worth $50 to $75 per week 
to an aggressive salesman. Liberal com- 
missions, territory assignment and full 
protection guaranteed. State territory 
you are now covering, lines now handling, 
references and experience, whether inter- 
ested in both lamps or which; sell your- 
self in your first letter. See our page ad- 
vertisement in this issue. Address A. B. 
Stewart & Company, 219 W. Huron St., 
Chicago, Il. 





Lighting Fixtures 
The McPhilben Co., of Queens, N. Y., man- 
ufacturer of dependable merchandise, 
seeks several high-class men to join 
their sales organization after Jan. 1st, 
1924. Unusual opportunity. Give refer- 
ence, experience and territory covered. 





SALESMAN 


with established following in electrical or metal 
box trade to handle exclusively in New York State 
and all New England States, line of established 
house doing $200,000 annually. Salary and com- 
mission. Contract to the right man. State full 
particulars. 

AS-647, Electrical Merchandising 

10th Ave. at 36th St., New York City 





Electrical Merchandising 


BUSINESS OPPORTUNITIES 
_Electrical Merchandising Store for Sale 
Live hundred thousand southwestern city. 

Largest store, doing over forty thousand 
annually. Owner made six thousand last 
year. Not a gold mine, but a good busi- 
ness for man who will work and must 
live in sunny climate for health reasons. 
Don’t answer unless you have money. 
Wifteen thousand stock. Reason selling, 
family troubles. BO-640, Elec. Merch., 

Rialto Bldg., San Francisco, Cal. 








Construction Engineer Wanted 

who is familiar with building high tension 
lines. We are located in the Mississippi 
Valley and now operate twenty small 
towns. A man who could invest $5,000 to 
$10,000 if all conditions meet with his 
approval. BO-651, Elec. Merchandising, 
Old Colony Bldg., Chicago, Tl. 





Electrical Appliance Business 

either with or without contracting, splen- 
didly equipped, located on main business 
street of the finest residential section of 
Brooklyn. Desirable lease. $5,000 cash, 
balance on notes if. desired. teliable 
investigators may observe Christmas 
business, but negotiations for purchuse 
cannot be considered until Dec. 26th. BO- 
650, Elec. Merchandising, 10th Ave. at 
36th St., New York. 








MISCELLANEOUS 


Midnight Alarm System 
I have over 100 stores paying $5 monthly 
maintenance. You can do the same in 
your city. Only one man in a community 
chosen. Small investment required. Mid 
night Alarm System, 2965 Algonquin, 
Detroit, Mich. 











Live Sales 
Organization 


with three branch offices, covering 
New York, New Jersey, Pennsyl- 
vania, Connecticut and Delaware, 
seeking few additional electrical 
lines, for all offices or each one 
individually. Well known by the 
jobbing trade, with capable sales 
organization. Have warehouse 
facilities, and fully equipped to 
function as branch office for elec- 
trical manufacturers. Highest 
references submitted. Address 
reply to box— 


AS-648, Electrical Merchandising, 
Tenth Ave. at 36th St., N. Y.C. 








TO HELP YOU 


SeLL Used EQUIPMENT 


“Searchlight” Advertising 
G-2 





WANTED 


Vacuum Cleaners, etc. 


Will pay cash for any quantity of Electric 
Vacuum Cleaners or other appliances, old 
models, shop worn, ete., that you wish to 
dispose of at attractive prices for cash. 


G. McCLAIN, 145 East 34th St., New York. 





Surplus semedl ee ial C) Stocks 


Converted inte 
QUICK — IMMEDIATE — CASH 
No stocks too large or small 
Write—Wire—Phone or Call 
State in full detail, the items, quantity of each 
item and lowest prices acceptable 
THE R-C OUTLET 
Baecutive Offices: 
303 Fourth Ave., New York City 
Phone: Ashland 1109, Gramercy 1586 











Why Save It? 


Equipment you have replaced, or 
for which you have no further use 
can probably be sold at a good 
price now. Later {it may not be 
worth as much. 





Weed out equipment and let a 


“Searchlight” Ad 


help you sell it promptly 








PITT 
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Fuses, Plug, Refillable 
General Electric Co. 
Westinghouse E. & M. Co. 


Glassware, Lighting 
Beardslee Chandelier Mfg. 


Co. 
Consolidated Lamp & Glase 


General Gas Light Co. 
Jefferson Co. 

Moe-Bridges Co. 

— X-Ray Reflector 


Noe & Sons, Wm. B. 
Phoenix Glass Co. 


Geilis and Table Stoves 


Electric 
Blectrahot Appliances, Inc. 
Landers, Frary & Clark 
Simplex Elec. we 4 Co. 
Westinghouse E. . Co 


Headsets, Radio 

Brandes, — " &- 

Cory & Son, as. 

Federal Tel. & Tel. Co. 
Frost, Herbert H. 

Radio Corp. of America 
Roller-Smith Co 

Royal —" Laboratories 
T.B.H. Cor 

— Electro Trading 


mad Tone Radio Mfg. Ce. 


Heater Cord (See Cord, 
Heater) 


Heating Appliances (See 
Table Appliances) 


Heating Devices, Electric 
Automatic Elec. Heater Co. 
General Electric Co. 
Landers, & Clark 
Simplex Elec. Heating Co. 
Western Electric 2. 
Westinghouse E. & M. Co. 


Gentins eg aaa Blankete 
en Ey Frary & Clark 

a el Electric Co. 

Simplex Elec. Heating Co. 


| and Sirens 

Benjamin Blec. Mfg. Co. 
General Radio Corp. 

Interstate Machine Co. 


Hospital Systems 
Bryant Elec. Co. 
Stanley & Patterson, Inc. 


indicators, Radiant (See Lo- 
cators) 


Instruments, Indicating, Test- 


general Bott. ~ 
Genera ectric 
eg Lamp Wks. of 


G 

Roller-Smith Co. 

Weston \ ene Instru- 
ment 

Westinghouse E. & M. Co. 


Insulating Materials 

American Hard Rubber Co. 
Clifton Mfg. Co. 

Elastoid Fibre Co. 
General Insulate Co. 
Irvington Varnish Co. 

Van Cleef Bros. 
Westinghouse E & M. Co. 


Insulation, Molded Ejectric 
American Insulator Corp. 
Garfield Mfg. Co. 


Insulators 

American Hard Rubber Co. 
American Insulator Corp. 
Garfield Mfg. Co. 

General Bleciric Co. 
General Insulate Co. 
Smith & Co., T. C 

Sears, Henry D. 


Insulators, Glass 
Hemingray Glass Co. 


Insulators, Porcelain 


Westinghouse E. & M. Co. 





ELECTRICAL MERCHANDISING 


Dist. Co. 
Geinaden | Electric Co. 
Grand Mf Pe Co. 
Horton Mig. Co. 
Hurley Machine Co. 
Western Blectric Co. 


Ironing Machines, Gas Heat- 


c. 
Hurley Machine Co 


Irons, Curling, Electric 
Electrahot Appliances, Inc. 
Landers, Frary & Clark 
Northern Electric Co. 
Simplex Elec. Heating Co. 
Western Electric Co 
Westinghouse E. & M. Co. 
Wolcott Mfg. Co., F. W. 


Irons, Electric 
Electrahot Appliances, Inc. 
Gainaday Electric Co. 
Landers, Frary & Clark 
Northern Electric Co. 
Westinghouse E. & M. Co. 


Irons, Solderin 

Electrahot Appliances, Ine. 
Electric Heat Unit 

General Electric hy 
Landers, Frary & Clark 
Westinghouse E & M. Co. 


dobbers 

Carroll Elec. Co. 

a Hill Elec. Co. 
Iron City Elec. Co. 

Latham & Co., E. B. 

National Elec. Supply Co. 

Newark Elec. Supply Co. 

Philadelphia Elec. Co., 

Supply Dent. 

Southern New England 

Elec. Co. 

Stewart Elec. Co., Frank H. 


Knobs, Porcelain 


Connecticut Elec. & Mfg. 
Co. 


Laboratories, Testing 
Electrical Testing Labora- 


tories 
Research Laboratories of 
G. E. Co. 


Lacquers 
Egyptian Lacquer Mfg. Co. 
Zeller Lacquer Mfg. Co. 


Lamp Accessories, 
Incandescent 
Waterbury Mfg. Co. 


Lamp, Be & Frosting 
Me 


y Co 
Roacoe Laboratories 


Lamp Guards & Locks 
Arrow Electric Co. 
Benjamin Elec. Mfg. Co. 
Bryant Elec. Co. 

Harvey Hubbell. Inc. 

Racine Iron & Wire Works 


Lamps, Automobile 
National Lamp Wks. of 
G. E. Co. 


Lamps, Clamp Attaching and 
Extension 


Wilson Utensil Co. 


Lamps, Desk 
Beardslee Chandelier Mfg. 


0. 

Faries Mfg. Co. 

Frink, Inc., I. P. 

Greist Mfg. Co. 

— &. Ray Reflector 


Lamps, Incandescent 
Ablett, Charles 
Bedford Lamp Works 





Consolidated Elec. Lamp 


Edison Lamp Works 
General ——y _ 
Hygrade Lam 

e484! Lamp Wis. of 


Save Elec. Corp 
Westinghouse —_ Co. 
Westinghouse E. & M. Co. 


oy Miniature, Ineandes- 


General Electric Co. 
ations) Lamp Wks. of 


0. 
Western Electric Co. 
Westinghouse Lamp Co. 


Lamps, Glass, Hand Painted, 
Portabl 
Noe & ena: Wm. R. 


Lamps, Portavie 
Ajax Electric Specialty Co. 
Beardslee Chandelier Mfg. 


Consolidated Lamp & 
Glass Co. 

Faries Mfg. Co. 

— X-Ray Reflector 


0. 

Noe & Sons, Wm. R. 
Plaut & Co., 

Rainaud Co.. H. BE. 
Roman Art Co.. 
Stewart Co., 


Lamps, Therapeutic 
ss Lamps Wks. of 


Lighting, Decorative 
Cassi Co., Inc. 
Consolidated Lamp & Glass 


General Electric Co. 
Guth, Edwin F., 
Rainaud Co., H. E. 


Lighting Fixtures (See Fix- 
tures) 


Industrial 
dslee Chandelier Mfg. 


Co. 
ee mg Me =" — Co. 
as 

soldated Le Lemp & Glass 


Con: 

Co. 

Faries Mfg. Co. 
General Electric Co. 
General Gas Light Co. 
Guth, Edwin F. 
Hubbell, Inc., Harvey 
Hygrade Lamp Co. 
Moe-Bridges Co. 
“on Lamp Wks. of 


Plaut & Co. se 
Western Blocteie Co. 
Westinghouse E. & M. Co. 


ining. 


"Consol Units 
lidated Lamp & Glass 


Frisk, Pp. 
ieaeiet a Gas TT ight Co. 
an X-Ray Reflector 


Plaut & Co., 
Westinghouse oh & M. Co. 


Locators, Radiant 
Alter & Co., Harry 
Betts & Betts Corp. 


Logs, Elec. Fireplace 
Electric Fireplace Mfg. Co. 
Universal Electric Log Co. 


Loud Speakers, Radio 
Brandes, Inc., 
Bristol Co. 


Gen"! Radio Corp. 
Light-rite Co. 
Magnavox Co. 





o Corp. of America 


WHAT AND WHERE TO BUY—Continued from page 168 


Roller-Smith Co. 
Stanley & Patterson 
Western Electric Co. 


Marine Wiring, Fit 3 & 
Fixtures ° es 


Bryant Elec. Co. 
Western Electric Co. 


Medical Accessories 
Bleadon-Don Mfg. Co. 
Shelton Elec. Mfg. Co. 


Mills, Coffee, Motor Driven 
Landers, Frary & Clark 


Molded Insulation 
American Insulator Corp. 
Garfield Mfg. Co. 


Moldings 

American Wiremold Co. 
General Radio Corp. 
National Metal Molding Co. 


Motors, A.C. 

Century Electric Co. 
Domestic Electric Co. 
Emerson Elec. Mfg. Co. 
Galvin Elec. Mfg. Co. 
General Electric Co. 
Kilbourne & Clark Mfg. Co. 
Reynolds Electric Co. 

Star Elec. Motor Co. 
Sturtevant Co., B. F. 
Valley Electric Co. 
Western Electric Co. 
Westinghouse E. & M. Co. 


Motors, D.C. 

Emerson Elec. Mfg. Co. 
General Electric Co. 
Kilbourne & Clark Mfg. Co. 
Star Electric ~~ Co. 
Sturtevant Co., B. F. 
Western Electric Co. 
Westinghouse E. & M. Co. 


Motors, Fractional H. P. 
Arnold Electric Co. 
Domestic Electric Co. 
Galvin Elec. Mfg. Co. 
Kendrick & Davis - 

Star Elec. Motor A? 

Sturtevant Co., 

Sunlight Elect. Mig 

—_— wise 
0. 


Co. 
& Mfg. 


Motors, Phonograph 
General Electric Co. 
Westinghouse E. & M. Co. 


Motors, Sewing Machine 
General Electric Co. 
Western Electric Co. 
Westinghouse E. & M. Co. 


Newspaper & Magazine 
Advert’ 


Los Angeles Examiner 


Novelties (See Toys and 
Novelties) 


Feskia J! Boxes 
Hinde & Dauch Paper Co. 


Packing Materials 
Hinde & Dauch Paper Co. 
Robert Gair Co. 


Panel-Boards (See Switch- 
boards) 


Percolators, Electric 
Electrahot Appliances, Inc. 
Landers, Ano & Clark 
Westinghouse FE. & M. Co. 


Plants, ~~ > and Power 
Western Electric Co. 





Westinghouse E. & M. Co. 


Vol. 30, No. 6 


Ajax Electric Specialty ae 
American Insulator a 
Arrow 


Plugs, aoe Cord 
Beaver Mach. & Tool Co. 
Bryant Mae Co. 

Eagle Electric Mfg. Co. 


Polishers and Buffers 
General Electric Co. 
Valley Electric ~ 


Westinghouse E. M. Co. 


Portables (See Lamps, 
Portable) 


Projectors, Electric 

General Electric Co. 

Nat'l X-Ray Reflector Co. 
Western Electric Co. 
Westinghouse E. & M. Co. 


Pull Sockets 

Arrow Electric Co. 

Benj Elec. Mfg. Co. 
Bryant Elec. Co. 
Connecticut E. & M. Co. 
Hart & Hegeman Mfg. Co. 
Harvey Hubbell, Inc. 
Sears, Henry D. 


Pumps, Motor Driven 
General Electric Co. 


Westinghouse E. & M. Co. 


Push Battons 

Benjamin Elec. Mfg. Co. 
General Electric Co. 
Stanley & Patterson 
Westinghouse E. & M Co. 


Radiant Heaters, Electric 
Eagle Electric Mfg. Co. 
Landers, Frary & Clark 
Simplex Elec. Heatinz Co. 
Westinghouse E. & M. Co 


Radio Books and Instruction. 
McGraw-Hill Book Co. 


(ane ry Locators) 


Radio Parts and Accessories 

Adams-Morgan Co. 

Ajax Electric Specialty e. 

meng Hard Rubber Co 
msco Products, Inc. 

Pere RE er Mfg. Co. 

Audiola Radio Co. 

Bakelite Corporation 

Belden —, % 

Berns Co. 

Betts & Bett | 

Bleadon-Dun Mfg. Co 

Boudette Mfg. Co. 

Brandes, Inc., C 

Bristo) Co. 

Columbia Radio Loe: Co.. 

Cory & Son, 

Crosley Mfg. Co. 

Dubilier — & 

adio 


Eagle Electric Mfg. Co. 
£isemann Magneto Corp. 
| soe mon Fibre Co. 


Fett & Kimmel Yo. 
Fore Elec’) Mfg. Co. 





(Continued on page 171} 

















December, 19238 


Hart & Hegeman Mfg. Co. 
Howard Radio Co. 


Irvington 
Johns-Pratt Co 


Lite-rite Co 
Magnavox Co., The 
Martin-Copeland Co. 


pe. 
Metropolitan Elec. Mfg. Co. 
_—— & Co. R 
Morse, F. W 
Patton-MacGuyer Co. 
Pacent Electric Co. 
Radio Corp. of America 
Rauland Mfg. Corp. 
Roller-Smith Co. 
Rome Wire Co. 
— Electric Laboratories, 


Smith & Co., T. C. 
Stanley & Patterson, Inc. 
Stromberg-Carlson Tel. 
Mfg. Co 

T.B.H. Corp. 

Timmons Co., J. S. 
Triangle Electro Trad. 
True-Tone Radio Mfg. 
U. S. Tool ; 

Waterbury Mfg. Co. 
Westinghouse E. & M. Co. 
Weston Elec. Instrument Co. 


Co. 
Co. 


Radio Receiving Sets, Com- 
plete 


Adams-Morgan Co. 
Inc. 


Bristol Co., The 
Columbia Radio Mfg. Co. 
Crosley Mfg. Co. 

Eagle Radio Co. 
Federal Tel. & Tel. 
General Electric Co. 
General Radio Co. 


Kennedy, Colin B. 
Kilbourne & Clark Mfg. Co, 
Latham, E. B. 

Pacent Electric Mfg. Co 
o Corp. of America 
Rauland Mfg. Corp. 
Simplex Elec. Heating Co. 
True-Tone Radio Mfg. ba 
Westinghouse E. & M. Co. 


Co. 


Ranges, Combination 
Landers, Frary & Clark 
Westinghouse E. & M. Co 


Ranges, Electric 

Electrahot Appliances, Inc. 
Landers, Frary & Clark 
Simplex’ Elec. Heating Co. 
Roper Corp., Geo. D. 
Western Electric Co. 
Westinghouse BE. & M. Co. 


Rocueapetes, Base Board and 


Ajax ag a od ay ied Co. 
Arrow Electric Co. 
Benjamin Whee: Mfg. Co. 
Conn. Elec. & Mfg. Co. 
General Electric Co. 
Gordon Elec. Mfg. Co. 
Hart Mfg. Co. 

Hart & _ > Mfg. Co. 
Hubbell, Inc., 
Metropolitan Bloe . ite. Co. 
Western Electric Co. 


Rectifiers 

Fore Elect’l Mfg. Co. 
General Electric Co. 
Westinghouse E. & M. Co. 


Reflectors (See Shades and 
Reflectors) 


Refrigerators, Household, 
Electrically Operated 
Kelvinator Sales Corp. 


Refrigerating and Ice Making 
Machines 
Kelvinator Sales Corp. 


Resistance Units 

General Electric Co. 
Industrial Heater Co. 
Kilbourne & Clark Mfg. Co. 
Ogden Mfg. Co. 
Westinghouse E. & M. Co. 


Rheostats 

Adams-Morgan Co. 
Crosley Mfg. Co. 

Frost, Herbert H. 

General Electric Co. 
Westinghouse E. & M. Co. 
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Co. 
Conn. Elec. & Mfg. Co. 
Gordon Elec. Mfg. 
Hart & Hegeman Mfg. Co. 
Sears, Henry D. 


Searchlights (See Projectors 
Electric) 


Sectional Cabinets 
McLean Mfg. Co., W. B. 


Sewing Machines, Electric 
Davis Sewing Machine Co. 
Western Electric Co. 


Shade Accessories, Lamp 
Noe & Sons, Wm. R. 
Timberlake & Sons, J. B. 
Rainaud Co., H. E. 
Waterbury Mfg. Co. 


Shade Holders 

Arrow Elec. Co. 

General Electric Co. 

Hart & Hegeman Mfg. Co. 
Hubbell, Inc., Harve 
National X-Ray Reflector 


Noe & Sons, Wm. R. 
Sears, Henry D. 


Shades and Reflectors 


— Chandelier Mfg. 
Ceeetieaned Lamp & Glass 


Warlie Mfg. Co. 

General Electric Co. 
General Gas Light Co. 
Hubbell Inc., Harvey 
Nat’l X-Ray Reflector Co. 
Western Electric Co. 
Westinghouse E. & M. Co. 


Signal Systems 
Bryant Elec. Co. 


Signs, Electric 
Flexlume Sign Co. 
Frink, Inc., I. P 


Sirens 
(See Horns and Sirens) 


Soap, Washing Machine 
Hurley Machine Co. 


Sockets and Receptacles 
(See also Pull Sockets) 
Ajax Electric Specialty Co. 
American Hard Rubber Co. 
Anylite Electric Co. 
Arrow Electric Co. 
Benjamin Elec. Mfg. Co. 
Conn. Elec. & Mfg. Co. 
Crosley Mfg. 
General Electric Co. 
General Radio Corp. 
Gordon Elec. Mfg. Co. 
Hart & Hegeman Mfg. Co 
Hubbell, Inc., Harvey 
Metropolitan Elec. Mfg. Co. 
Sears, Henry 


Stanley & & Patterson 


Soldering Irons 
(See Irons, Soldering) 


Stage Lighting : ee 
Frink, Inc., I. 
General Migettic Co. 
National X-Ray Reflector 


Co. 
Universal Electric Stage 
Lighting Co. 


Stampings, Brass, Etc. 
Pattan-Macguyer Co. 
Waterbury Mfg. Co. 


Starters, Motor 
General Electric Co. 
Westinghouse E. & 


M. Co. 





Store Equipment 
Ackerman Mfg. Co. 
Flexlume Sign Co. 
Kawneer Company, The 
McLean Mfg. Co., W. B. 


~~ Fixtures (See Fixtures, 
Lighting, Show Case and 
Window) 


Store Fronts, Copper 
Kawneer Company, The 


Stoves, Electric 

Landers, Frary & Clark 
Roper Corp., Geo. 
Westinghouse E. & M. Co. 


—- Cook, Electric, Fire- 


worked Mfg. Co. 
Excel Electric Co. 


Stoves, Table ‘See Grills 
and Table Stoves) 


Substations, Out Door 
General Electric Co. 
Westinghouse E. & M. Co. 


Supplies, Wiring, Electric 
Arrow Electric Co. 
Chicago Fuse Mfg. Co. 
General Electric Co. 
Hart & Hegeman Mfg. Co. 
Rome Wire Co. 

Western Electric Co. 


Switchboards 

Benjamin Elec. Mfg. Co. 
Bryant Elec. Co. 

Federal Tel. & Tel Co. 
General Electric Co. 

Penn Electrical & Mfg. Co. 
Westinghouse E. & M. Co. 


Switchboard Materials 
Roller-Smith Co. 
Western Electric 


Switches, Canopy 

Arrow Electric Co. 

Beaver Machine & Tool Co. 
Bryant Electric Co. 


Switches, Clock Operated 
Be Hall 


rry, A. Ha 
Reliance Elect. Mfg. Co. 


Switches, Disconnect 
General Electric Co. 


Westinghouse E. & M. Co. 


Switches, Knife 
Berry, A. Hall 
Conn. Elec. & Mfg. Co. 
General Electric Co. 
Hart & Hegeman Mfg. Co. 
Westinghouse E. & M. Co 


Switches, Push Button and 


Snap 

Arrow Electric Co. 
Beaver Machine & Tool Co. 
Conn. Elec. & Mfg. Co 
General Electric Co. 
Gordon Elec. Mfg. Co 
Hart Mfg. Co. 

Hart & Hegeman Mfg. Co. 
Harvey Hubbell, Inc. 
Sears, Henry D. 
Westinghouse E. & M. Co. 


Switches, Remote Control 
Hart Mfg. Co. 


Switches, Safety 

Conn. Elec. & Mfg. Co. 
Domestic Electric Co. 
General Electric Co. 

Hart Mfg. Co. 

Johns-Pratt Co. 
Metropolitan Elec. Mfg. Co. 
Westinghouse E. & M. Co. 


Switches, Time 
General Electric Co. 
Berry, A. Hall 


Table Appliances, Electric 
Air-O-Mix I,ncorporated 

Durham Mfg. Co. 
Landers, Frary & Clark 
National Transformer Co. 
Nichols Elec. Furniture Co. 
Western Electric Co. 
Westinghouse E. & M. Co. 


Tape and Cloth, ~~ 
Appleton Rubber Co 

Clifton Mfg. Co. 

U. & Rubber Co. 

Van Cleef Bros. 


Westinghouse E. & M. Co. 


Telephones 
Adams-Morgan Co. 
Hisemann Magneto Corp. 
Federal Tel. & Tel. Co. 
Frost, Herbert H. 
Roller-Smith Mfg. Co. 
Stanley & Patterson 
— Tel. Mfg. 
T.B.H. Corp 
True-Tone Radio Mfg. Co. 


Testing Apparatus 
General Radio Co. 
Roller-Smith Co. 


Testing Devices, Meter 
Johns-Pratt Co. 
Roller-Smith Co. 

Weston Electrical Instru- 
ment Co. 
Westinghouse BE. & M. Co. 


Testing Laboratories (See 
Laboratories, Testing) 


Theater Apparatus, Electric 
General Electric Co. 
Westinghouse E. & M. Co. 


Toasters, Electric 
Landers, Frary & Clark 
Western Electric Co. 
Westinghouse E. & M. Co. 


Tools, Wiring 

Hykon Mfg. Co. 

Martin & Sons, H. P. 
Western Electric Co. 
Westinghouse E. & M. Co. 


Transformers, Bell Ringing 
General Electric Co. 
Killark Elec. Mfg. Co. 
Westinghouse E. & M. Co. 


Transformers, General 
Atwater-Kent Mfg. Co. 
Crosley Mfg. Co. 

Eisemann marene Corp. 
Frost, Herbert 

General Bhentrie “Co. 
Kilbourne & Clark Mfg. Co. 
Killark Elec. Mfg. Co. 
Rauland Mfg. Co. 
Westinghouse E. & M. Co. 


Tubes, Vacuum, Radio 
A™.er, Harry 
¥rost, Herbert H. 
Radio Corp. of America 


Vacuum Cleaners, Electric 


Apex Electrical 
ing 

Clanenta Mfg. Co. 
Eclipse Machine Co. 
Elec. Vacuum Cleaner Co. 
—* Vacuum Cleaner 


Distribut- 


Oo. 

Gainaday Electric Co. 
Geier, P. 
Hoover Suction Sweeper 
Co. 


Latham, E. B. 

Landers, Frary & Clark 
Philadelphia Elec. Co. 
Supply Dept. 

Ramey Mfg. Co. 
Torrington Co., The 
United Electric Co. 





Western Electric Co. 
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Ventilating Apparatus & 
Systems 
Emerson Elec. Mfg. Co. 


Vibrators, Electric 
Arnold Electric Co. 
Shelton Elec. Co. 
Western Electric Co. 


Violet Ray Specialties 
Bleadon-Dun Mfg. Co. 
Eastern Laboratories Inc,. 
Shelton Electric Co. 


Vises, Pipe 
Martin & Sons, H. P. 


Wall Receptacles (See Re- 
«| rite, Board and 
a 


Washing Compounds & Soaps 
Hurley Machine Co. 


Washing Machines, Clothes, 
Electric 

Apex Appliance Co. 

Apex Electrical Distribut- 


ing Co. 

—s Electric Washer 
0. 

ee Radio & Blectric 


‘0. 

Davis Sewing Machine Co. 
Eden Washer Co. 

General Railway “Signal Co. 
Haag Bros. Co. 

Horton Mfg. Co. 

Hurley Machine bag 
Landers, Frary & Clark 


Co. 
— Hundred Washer 


0. 

Savage Arms Corp. 
Sunbeam Electric Co. 
Sunny-Line App. Co. 
Western Electric Co. 
White Lily Mfg. Co. 
Woodrow Mfg. Co. 


Water Heaters, Electric 
ae Electric Heater 


on Frary & Clark 


Westinghouse E. & M. Co. 


Water Supply Systems, Elee- 
tric 
Westinghouse E. & M.. Co. 


Wavers, Electric Hair 
Morse, F. W. 


Welding and Cutting Appa- 
ratus, Electric 
General Electric Co. 


Wire, Electric Resistance 
Driver-Harris Co 
Hoskins Mfg. Co. 


Wireless Apparatus (See 
Radio Parts and Accesso- 
ries, also Radio Receiving 
Sets, Complete) 


Wire, Magnet 
Chicago Fuse Mfg. Co. 
Rockbestos Products Corp. 
Rome Wire Co. 


Wire and Cable 

A. A. Wire Co. 

Appleton Rubber Co. 
Atlantic Insulated Wire & 
Cable Co. 

Belden Mfg. Co. 

Eastern Tube & Tool Co. 
General Electric Co. 
Indiana Rubber Insulated 
Wire Co 

— Metal Molding 


Rechibestos Products Corp. 
Rome Wire Co. 

Simplex Wire & Cable Co. 
Tubular Woven Fabric Co. 
U. &. Rubber Co. 

Western Electric Co. 


Wringers, Clothes 
Nineteen Hundred Washer 
Co. 





Western Electric Co. 
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Judged By 
The Company 


It Keeps 


It is on the better class of wiring jobs that 
one finds U. S. Paracore used, rather than 
in connection with work that is less par- 
ticular. 


This has created the impression that U. S. 
PARACORE costs more than other wire, which, 
while erroneous, is a distinct tribute to its 
reputation for quality. 





Many buyers of wire have been agreeably 
surprised to find that U.S. ParacoreE Wires 
and Cables cost no more than those that 
are considered inferior in comparison. 
Write for prices. 


Complete stocks carried 
in following cities: 


United States Rubber Company © 


Atlanta Minneapolis San Francisco 1790 Broadway, New York 
Baltimore New Orleans Sea‘ tle 
Buffalo New York Salt Lake City 
Chicago Omaha St. Louis 
Denver Philadelphia Syracuse 
Pittsburgh 























“Grip-O-Lite Beats Them All for Quick Sales—” 


the exact words of a Chicago electric dealer. 


“You Don’t Have to Sell Grip-O-Lites”— 


writes another dealer. 







“Just set that four-color display case 


where it can be seen and the lamp sells 
itself.”’ 


GRIP-O-LITE—grips anything, grips anywhere 
—swivels every direction—adjusted instantly. An 
unsurpassed bed lamp—beats anything for shaving 
—nothing like it for the piano—-a decoration any- 
where. Heavy solid brass reflector—8 ft. of cord— 
separable attachment plug. 


Six lamps cost you only $11.40, retail for $3 
each—your profit $6.60. 





Order only six lamps today. Then put the 
display case on the counter and you will be 
back post-haste for more. 


Send Your Order Now 


A. B. Stewart & Company, 225 W. Huron St., Chicago, Ii. 
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Emerson Exhaust Fans 


Pure fresh air is necessary the year ’round in public halls, 
theatres, stores, restaurants, churches, factories and places for 
public gatherings. 


Emerson Davidson Blade Exhausters in 12-inch, 18-inch and 
24-inch sizes are big powerful fans moving large volumes of 
air without undue noise or excessive consumption of electricity. 


Parker Blade Exhausters in 12-inch, 15-inch and 18-inch sizes, 


at lower prices, are highly satisfactory where extreme quietness 
1S not important. 


All fans supplied for all commercial voltages and frequencies. 


Emerson exhaust fans can be installed at reasonable expense 
and will give prompt relief from unsatisfactory conditions. 


Louvers supplied with 18-inch and 24-inch fans. 
Engineering advice, without obligation, for any contemplated 
installation. 


The Emerson Electric Mfg. Company 
2018 Washington Ave., St. Louis, Mo. 
50 Church Street, New York City 


The Emerson Company Sells No Apparatus at Retail 
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You Don’t Have To Be a Florist 
TO SELL WHITE LILYS 


ig Our co-operation will help you do 

ais it. White Lily dealers are now 

/ §\S - taking advantage of our dealer 

Vy helps for Christmas campaign and 

;— increasing their washing machine 
- profits by increased sales. 
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A Practical Christmas Gift 


Sell them a WHITE LILY WASHER for Christmas. Ask us how to do it. A 
complete line of washers selling at competitive prices and with liberal discounts. 
Write for full information on Christmas Campaign and our Dealer Proposition. 


WHITE LILY MANUFACTURING CO. 
DAVENPORT, IOWA 
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Pay You NET Profits 











HERE is a big difference between 

economical material and cheap 
material. Cheap material is skimpy. 
But economical material serves its pur- 
pose with absolute satisfaction, yet 
without costing a penny more than 
is necessary. 


We do not believe you can buy or 
assemble as good a hanger as the 
“Red Spot” for equal money. If you 
doubt this, try it. Here are the 


WAKEFIELD 
SPECIFICATIONS 


Canopies. All canopies for single light pendants 
to be not less than 5%" diameter and made of 
22 B&S gauge brass, with adequate slip ring and 
set screw. 







The success of the 
Wakefield “Red Spot”’ 
Hanger is based upon 
high quality at low 
price. Read the Wake- 
field Specification and 
then compare prices. 


Holders. All holders for single light pendants 
to be of 22 B&S gauge brass and equipped with 
three holder screws having beveled ends or other 
approved safe holding device. Sockets must be 
located at, or adjusted to, the position required 
to bring lamp in proper relation to the glassware 





SS specified. Holders for 200 watt units or larger 

im F . W., IELD to be equipped with a means or device to com- 

pensate for lack of balance in glassware so that 
ANY complete units shall hang even. 

Horton lion, O. Stems. All stems to consist of solid cast brass 


loop tapped for 4%"iron pipe nipple, 24 B&S 
gauge brass casing and 4%"x %" iron hickey. All 
wireways to be properly reamed and free from 
rough edges. 


Pacific Coast Representatives: Geo. A. Gray Company 
Los Angeles and San Francisco 


Chain. All chain to be of solid brass not less 
than No. 5 B&S gauge, and having a tensile 














strength of not less than 70 pounds. 
cA N ew General. All units to be Nag ye No. 14 
; ° stranded asbestos covered wire. I units must 
P. orce lain Enamel have approval of National Board of Underwriters. 
° e ° No sprayed-on finish shall be used on any unit. 
Kitchen Light Unit 


a is ready December 10th 
Write for Prices and Data 









































